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The utter SIMPLICITY 
of the new BEAVER 26-R 
insures 
Reduced repair expense 
Trouble-free service 
Leak-proof threads 


The New Beaver 26-R 
Easy-Working 
1 to 2” Pipe Threader 


SIMPLICITY 


® The new Beaver 26-R is the greatly improved and 
simplified successor to the “old Beaver 26,” the original 1 to 2” 
self-contained threader which has been popular the world over 
tor 45 years 

The new Beaver 26-R is the ONLY simplified, easy- 
working | to 2” pipe threader which will cut standard, oversize 
and undersize threads of uniform length 

The new Beaver 26-R is the ONLY tool of its kind 
with “radio” dial size-setting (change size in two seconds) . . 
from which the dies can be removed quickly FROM THE OU T- 
SIDE without the use of tools 

The new Beaver 26-R uses one set of dies to thread 
four sizes (1, 14, 1$ and 2-inch) is fully adjustable for over- 
size or undersize threads to compensate for variation in fittings 

and has a cam-type universal self-centering chuck which 
centers the pipe accurately and insures straight pipe lines. Yet, 
“drip threads” may be cut when desired for heating lines. 

The new Beaver 26-R will cut either standard “taper” 
or electric “straight” conduit threads by a simple adjustment 
requiring no tools 

May we send you new Beaver Catalog CC-151? Ad- 
dress Beaver Pipe Tools, Inc., 216-300 Dana Avenue, Warren, 
Ohio, U.S.A 


Remember, when you sell a Beaver you make a friend 
OVER 50 YEARS OF FRIENDLY SERVICE! 


With five (5) 


time-saving, 


profit-making 


advantages! 


— 


Note the EXTREME Sim 
PLICITY of the Radio Dial 
setting—visible, quick, easy 
and accurote A Beaver 
exclusive’ 


Trouble-Free Service + Low Upkeep Cost! 

















Dies instantly removable 
tom the outside 

no tools required! Ex 

CLUSIVE 











Instantly adjustable to cut 
either standard taper or 
straight electric conduit 
threads 














Self-centering, universal 
chuck insures accurate align 
ment; also adjustable for 
cutting ‘drip’ threads! 











Straight line pull in 
same plane os dies. Easy 
cutting meximum effi 
ciency! 
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5th CONFERENCE of 
Rocky Mountain distribu 


SHOOTING-—for sales. A 
Florida salesman tells 
about his novel sales kit 
addition—a movie camera 
—and the way it’s boosted 
his sales average. Read all 


tors took place atthe 
Broadmoor in Colorado 
Springs. Page 88 gives de 
tailed information about 
it and also about the West 
Coast NIDA meeting in 


SOLID SELLING—Help- 
ing to build industrial 
plants from the ground up 
has been the work of one 
North Carolina salesman 
Page 92 tells how sales can 
hide in cement 


about it on page 82. 


San Francisco. 


“MR. OUTSIDE” — 
That's how this Boston 
firm refers to a salesman, 
as far as being in the 
office is concerned. A call 
report form helps sales- 
men to keep the company 
informed on customer ac- 
tivity. Page 96 





CURTAIN RAISER—A 
“live” presentation is a 
feature of the annual 2- 
day clinic held by a Cleve- 
land distributor. On page 
104 you'll get some tips 
on how to dramatize your 
sales clinics. 


KEEPING POSTED — 
Employee morale-building 
and education are the ob- 
jectives aimed at by an 
unusual poster campaign. 
A Richmond distributor 
firm tells how they “Think 


American”, see page 108. 





OTHER FEATURES IN THIS ISSUE 
U. S. Regional Roundup. bia 7 Washington Bulletin... 
Talk of the Trade. . oa Supply Sales Trends ..... 114 Door Openers 
Editorial ... ........ 81 The Outlook for Business. . 118 New Products 





Your Customers Are Going to Tell Us a Thing or Two! 


AND IT’S GOING TO BE ABOUT you, Mr. Distributo: 
and Mr. Salesman. We're doing it for your own good 

We're going to do a little original research among 
industrial buyers in several industrial centers around 
the country to get an unbiased picture of what buyers 
think of you and your services. An objective research 
agency will do the actual interviewing to make sure 
that the picture will be a true one. 

Moreover, we hope to get the facts on your cus- 
tomers’ buying practices as far as supply and equip 


ment items are concerned. Are they buying more 
from you or more direct? In what proportions? Why, 
one way or the other? How many distributors does a 
buyer purchase from? Why? Does he prefer one dis- 
tributor over others and why? How does he rate you, 
your salesman, their strong points, their weaknesses? 
What’s his attitude toward your promotional mate- 
rial, and lot’s more. 

We did a similar study about seven years ago and 
the constructive criticism you got then was worth it. 





is THIS YOUR FASTENING PROBLEM? 


rnal Wrenching solved it! 


The Problem . 
To assemble a hydraulic check valve mechanism with standard (“off-the-shelf”) 
fasteners which will withstand high torque and operating expansion pressures. 


Inter 


TTT) ] STRIPPER BOLT 


MATERIAL 


HK SOCKET SCREWS ARE: 

@ Made of special analysis alloy steel by a 
Holo-Krome patented process and heat 
treated to develop the utmost in physical 
properties. 

Quality controlled in Holo-Krome’s own 
Physical and Chemical laboratories. 
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HK SOCKET SCREWS ARE: 


\ 
—-; AA \ Np 14 eee oxy 
; Focal f © Held to Class 3 Thread Fit. . Individu- 
| SET SCREW ally hand inspected. 
- @ GUARANTEED TO GIVE 
UNFAILING PERFORMANCE, 


INDUSTRIAL DisTRIBUTORS... The Solution . 
The H-K 100% Distributor Specify standard Holo-Krome Socket Screws because HK Internal Wrenching 


Sales Poli d the Holo-K 
Pen 4 Unfai “sd eileneenne permits maximum tightening and all Holo-Krome products are guaranteed to 


mean PROTECTION for you give Unfailing Performance. 
and your customers. Interested? 
Write for details! oa 


HOLO-KROME 
Completely lold 
SOCKET SCREWS 


THE HOLO-KROME SCREW CORP., HARTFORD 10, CONN. U.S.A. 
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Positive-Acting 
Beyl Clutch Has 
Easy Adjustment 


Link-Belt Beyl (pronounced bile) 
Clutches and Clutch Couplings are ex- 





tremely rugged and dependable—both | 
for normal operation and for applica- | 
tions requiring frequent engagement and 
disengagement. Service-proved, they are 
positive in action—the over-the-center 
toggle mechanism has no neutral posi- 
tion. 

Clutch can be easily adjusted to com- 
pensate for wear or to change pressure 
eeeeeeesesessesesese | 


when desired. This is accomplished by 
simply raising the spring clip from a 
slot in the adjusting collar, rotating the 
collar to the desired setting and placing 
spring clip in proper slot. 

The Link-Belt Beyl Clutch is made in 
ten sizes—614, 8, 10, 12, 14, 16, 18, 21, 
26 and 31. The clutch number corre- 
sponds to the outside diameter of the 
clutch spider which is the largest part. 
The hp developed at 100 rpm varies 
correspondingly from 234 hp to 125 hp. 
Sizes 614 through 12 are generally car- 
ried in stock. Other standard sizes and 
specials can usually be fabricated, assem- 
bled and shipped within two to four 
weeks. 


System of Link-Belt Screw Conveyors distributes raw materials to 16 storage bins. 


Link-Belt Makes What It Takes for 
a Complete Screw Conveyor System 


* Sales A dependable screw con- 
Meeting YeY°r requires important 
in Print CO™Ponents, each of which 
seas contributes its share of de- 
pendability to the installation as a whole. 
This is true whether the system consists 
of only one short screw conveyor or a 
layout utilizing several screw conveyors. 

Link-Belt makes ALL of these com- 





ponents—and makes its broad experi- 
ence in “total engineering” of screw 
conveyor systems available to distributors 
handling the Link-Belt line. 

Convenient distributor stocks of this 
popular screw conveyor and accessories 
provide industry with a ready source for 
requirements on both new and old instal- 


| lations. 








Information re quired tor 


furnishing special clutches 


Speed in rpm 

Hp to be transmitted 

Frequency of engagement 

Is clutch in disengagement for long periods 


under heavy belt pull or chain pull? If so, 
what is pull in lbs? 


Length and outside diameter of sleeve on 
which sprocket or pulley is to be mounted 
Shaft diameter 


Is bronze bushed or plain bored iron | 
sleeve desired? 


rts 


SCREWS—Link-Belt makes a complete 
range of conveyor screws—Helicoid, Sec- 
tional Flight, Cut Flight, Ribbon Flight, 
Paddle type and other special types for 
both conveying and such diverse applica- 
tions as feeding, mixing, agitating, stir- 
ring, blending, etc. 


HANGERS — Available 
with various bearing ma- 
terials and steel or cast 
hanger frame mountings. 


SPOUTS & GATES—Dis- 
charge spouts and gates 
can be fixed or detachable. 
Discharge gates, flat or 
curved slide, can be hand or 
rack-and-pinion operated 








TROUGHS —Link-Belt builds flanged, angle flanged, flared, rectangular, dust- 
seal, jacketed and drop-bottom types in steel or alloy metals. Variety of con- 
nections, supports, covers and clamps to match these designs. 


SHAFTS & COUPLINGS — 
Conveyor couplings and end 
shafts are designed for ade- 
quate torsional strength and 
have jig-drilled coupling bolt 
holes for accurate alignment. 


TROUGH ENDS— Steel plate 
or cast trough ends, to match 
trough shapes, provide re- 
quired shaft bearing support 
and alignment. Can be fitted 
with seal glands to protect 
bearings. 


DRIVES —Link-Belt de- 
signs and builds many 
types of drives to suit 
specific conditions—En- 
closed gear, Electrofiuid, 
P.1.V. variable speed, 
and chain drives of vari- 
ous types. 








LINK-BELT COMPANY @ Plants in: Indianapolis - Philadelphia - Chicago - 


Atlanta 


Houston - Minneapolis - San Francisco - Los Angeles - Seattle 





Offices in Principal Cities 


12,793 
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“Threadwell 


Tools do 
many jobs 
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The Cover 


Lights—Camera—Action—We were 
so impressed by and interested in a 
most unique method of salesman- 
ship that we centered our cover 
theme around it. A Florida salesman, 
by his cinematography, has added a 
touch of showmanship not only to 
his selling but also to our indus- 
try. We feel something new has 
been added and think that, after 
you've read about it, vou will too. 
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SELL @:éc+- SHAPERS 


. "4 
le 


MOST PLANT 
SHAPING NEEDS 


iT. 


Vi 
er 


> PROMPT 
DELIVERY 


= 
w 


“LOW PRICE 


Wn, catia 
a $410.0° 24 
BROADENS YOUR 


MARKET — INCREASES © 
VOLUME. 


4 UY) wy" Ss 


Atlas 7” shapers are a “natural” for today’s expanding production. Many plants in 


your territory are waiting month after month for delivery of large, expensive shapers. In case 


after case the Atlas 7" shaper meets their requirements. 


The Atlas handles all shaping within a 7” stroke — the biggest percentage of all plant 


shaping needs. It saves your customers time, expense, labor, floor space. It is easy to set up, 
inexpensive to operate, and dependably accurate. 


Sound out this retooling situation. It’s tailor-made for extra sales to tool and die shops, 


tool rooms, research departments, and school shops in your territory. If you need new cata- 


logs or literature, write today. 


*Price, less motor, F.O.B. Kalamazoo. 


ATLAS PRESS COMPANY 


410 NORTH PITCHER ST. 
KALAMAZOO, MICHIGAN 


DEPENDABLE QUALITY TOOLS 
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@ The new “big brother” of the famous Torque- 
Arm family. Double reduction. 43 hp capa- 
city. Output speeds from 12 to 110 rpm. 

@ Rugged. Dependable. Economical. No special 
engineering required. No foundation to 
provide. No flexible couplings. No “‘lining 
up” difficulties. No expensive installation. 


@ Stock TAPER-LOCK sheaves prescribed for 
each job provide desired speeds. Applica- 
tions to other machines is practical and easy. 


@ Unit is driven through any V-belt drive. A 
torque arm, fastened to any fixed object, 
anchors the reducer unit. Turnbuckle pro- 
vides fast and accurate adjustment of belt 
tension. 


@ Backstop available from stock when re- 
size that enthu- 


“ quired. Easily installed. Sealed and lubri- 
ae oa cated inside reducer housing. 


lola . @ Dodge Tri-Matic Overload Release, which 
n provides positive protection for driven ma- 
chines both mechanically and electrically, 

is available from stock. 


@ Dodge Torque-Arm Speed Reducers are built 
in two series—Single and Double Reduction. 
Eleven sizes in all, with capacities from | to 
43 hp and output speeds from 13 to 333 rpm. 
All available from distributors’ stocks. 

@ WRITE for special Torque-Arm bulletin. 


P DODGE MANUFACTURING CORPORATION 
a) of Mishawaka, Ind. 500 Union Street + Mishawaka, Indiana 


THE TRANSMISSIONEER is featured ix , : , 
every Dodge advertisement. Prospects * 

are urged to call the Transmissioneer Ei ~- 
for information about the products ad : ~- 
vertised and news of latest develor 

mentein power tranemisse machinery 


SEALED LIFE V-BELTS AND TAPER-LOCK SHEAVES DODGE TIMKEN PILLOW BLOCKS SOLID STEEL CONVEYOR PULLEYS 
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UNITED STATES 
REGIONAL 
ROUND UP 


By The Economics Department 


Mc-Graw-Hill Publishing Company 


NITED STATES industry _ is 
growing—and in every region of 
the country 

Some regions have grown faster and 
some slower than others since 1949. 
But the really biggest growth has been 
in the Far West and the Southwest. 

Regions with the most industrial 
strength are the Central and the Mid 
dle East. But these two areas aren’t 
gaining with the speed of either the 
Far West or the Southwest. 

The Southeast, Northwest, and 
New England have upped their in- 
dustrial potential, but at moderate 
rates. ° 

While industry’s general growth is 
considerable, industry is no longer 
migrating as it was in the 1930s and 
the 1940s. Days are gone when one 
industry will move lock, stock and 
barrel from one region to another. In 
earlier days, cheaper labor and prox- 
imity to raw materials were the prime 
considerations. In the 1930s, textile 
mills moved South and shoe factories 
shifted to the Central region. 

Now productivity is the important 


cost factor. The earlier reasons for 





REGIONAL SHARES IN 1951 


In- 
dustrial 
Plant 
Factory Con- 
Workers struction 


New England 10.0% 
Middle East 29.3 
Southeast 14 
Central 33 
Southwest 
Northwest. . 
Far West 
United States. 


Ces onwvw > 


100 


— 
= 


* 1950 data 


Source of Data 


Value 
Added 


Manu- 
facture* 


Pro- 
posed 
Invest- 
ment 
In New 
Defense 
Facilities 


Manu- 
facturing Prime 
by Firmsin Military 
Oper- Con- 


ation tracts 


9.2% 5.3% 
31. 5.1 
5 4 
31. 7 
3 2 
1 3.0 
17.3 7.3 

0 


‘ 
» 


Bureau of Labor Statistics, Department of Commerce, Census Bureau, 


Munitions Board, Engineering News Record, Defense Production Administration. 





migration of industry have diminished 
in importance. Regional wage dif- 
ferentials have shrunk. No longer is 
it possible to pay less than 75 cents 
per hour in the South for the same 
amount of work which costs $1.75 
per hour in the North. 

So instead of measuring industrial 
migration by real shifts in industry, 
it is measured by changes in each 
region’s relative importance from one 
year to another. The rate of growth 
of a region thus indicates whether 
a region is becoming more or less 
important a part of the United States. 

Since the Korean War, the United 
States government has once more 
stepped into the plant dispersal pic- 
ture. One of the prime requisites for 
a company to qualify for rapid tax 
amortization is supposed to be an 
agreement to disperse its plants. This 
program could start another surge of 
industrial migration. 

So far, however, industry hasn’t fol- 
lowed the government’s lead. The 
McGraw-Hill survey on Business’ 
Plans for New Plants and Equipment 
asked a question about plant dispersal. 
But only one or two companies out 
of the total sample indicated that 
they were planning to disperse plants 
in the near future. 


Gauges of Growth 

Several excellent benchmarks are 
available to provide overall measures 
of regional growth. One is the num 
ber of factory workers employed. The 
second vardstick is the amount of 
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money spent for construction of new 
industrial plants. A third measure is 
value added by manufacture. And 
finally, the number of manufacturing 
firms in operation may be used. In 
addition to these guides, current 
figures on prime military contracts and 
on proposed investment in new de 
fense facilities covered by certificates 
of necessity may be used to get some 
idea of the additional impact of the 
defense effort on regional growth. 
Here’s the nent picture: 


New England 


Made up of six states—Connecticut, 
Maine, Massachusetts, New Hamp- 
shire, Rhode Island and Vermont— 
this region’s manufacturing is con- 
siderably more important to it than 
it is to the United States as a whole. 

With 6 per cent of the population 
in the United States it has 10 per 
cent of all the factory workers. But 
its share of all factory jobs in the 
nation has remained the same since 
1949. And during this period employ 
ment in New England rose about 
14 per cent, or about the average 
for the country. But high unemploy 
ment in the textile and leather in 
dustries has left many of the cities 
here with an excess labor supply. 

Value added by manufacture in this 
region in 1950 was 8 per cent of the 
United States total. But the region’s 
share of prime military contracts, from 
Korea through 1951, was 9 per cent 
Based on these estimates, New Eng 

(Continued on page 10) 











THIS FAMOUS VALVE 
was BEEN FIRST CHOICE 


FOR NEARLY 50 YEARS 


The basic design of the well-known “‘King- 
clip” was pioneered and patented by Lunkenheimer 
nearly half a century ago. For decade after decade, it has 
been a leading item with Lunkenheimer distributors. And 
today, it is being used more widely than ever before. 


You can sell “King-clip” Valves to nearly 
every plant in your territory. A recent industrial survey 
shows that 71‘ of all manufacturing industries use iron 
valves, and 89‘« use gate valves. The ‘‘King-clip”’ is ideal 
for rugged general service and especially useful in the 
petroleum, paper, sugar, and textile industries. Get a 
sample out of your stock and take it along when you 
make your next calls. Let your customers disassemble 
it — show them how it cuts maintenance costs and saves 
“downtime.” Suggest that your customers test it — side 
by side with any other iron valve—on their most rugged 
applications. Once you introduce the “‘King-clip” to a 
buyer, you can look forward to many more ‘‘King-clip” 
orders on the basis of that first valve’s performance. 


Over the years, the Lunkenheimer iron- 
body, ‘‘King-clip” design has proven its value in countless 
thousands of installations. It continues to lead the field. 
Sell it on every call you make! 

PREPARED BY LUNKENHEIMER 


ESPECIALLY FOR 


LUNKENHEIMER DISTRIBUTORS 
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AVAILABLE IN 21 PATTERNS 
FOR HUNDREDS OF SERVICES 


Today’s “King-clip” is as up-to-date as 
tomorrow's newspaper — literally studded 
with modern features. The 1.B.B.M. designs 
include a special non-corrodible bushing 
cast in the bonnet, so that the bronze stem 
touches only bronze. There are large, un- 
obstructed drain channels to permit free 
passage of clogging fluids and prevent freez- 
ing. The All-Iron designs have special coarse 
stem threads which break up congealing 
deposits, prevent sticking. Stainless Steel or 
Monel trim is available for special services. 
And the distinctive “King-clip”—originated 
by Lunkenheimer—adds strength and facili- 
tates disassembly 





IRON sre - BRONZE 
WRITE FOR copies of King-clip” Circular 561, 


to band out to your customers or use in direct mail . 
campaigns. The Lunkenheimer Co., Box 360U, Cin- Fig. 1640 
cinnati 14, Obio. 1. B. B. M. 


* Patented Alloy 


UW ENHEIMER 
THE ONE COA NAME IN VALVES 


L-S51-5A 
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Set your profit pace with the new 
DUMORE grinder. It eliminates 
hand sharpening of small drills 


D. MONSTRATE this remarkable new 
Dumore grinder and watch your sales go to 
town! It sharpens small twist drills with amaz- 
ing speed and gan Machine shop men can 

eliminate expensive maintenance of 2-lip drills — No. 70 to 4%". 
a drill point to any included angle from 90° to 150° . . . any 
angle — 5° to 15°. Quickly sharpens and reclaims small-size, dull 
drills. Dumore sharpened drills stay sharp much longer, even 


It grinds 
clearance 
and broken 
last longer 


You ll like the boost in profitable sales this completely new product will 
give you. There's no other drill grinder on the market like it. And the price 
is right 

SELL THESE DUMORE DRILL GRINDER FEATURES 


EXCLUSIVE FEED-IN ATTACH. BROKEN DRILL RECLAIMER 
MENT I t cakag Drills can be rough ground 
on roughing 
whee then sharpened, 
4 J i rest aiso serves 
r and ating fixture 

1 wheel d 


ECONOMICAL WHEEL COST 
— Only uses wheel face. No 
expensive shaped wheels. In 
dividual wheels for web-thin 
ning and roughing. eliminat 
ing frequent wheel dressing 
assure longer wheel life 


A and reshaped 


esser.) 


Ask your nearby industrial distributor for a demonstration of 


this time- and money-saving Dumore Drill Grinder, or write 


THE DUMORE COMPANY 


1321 Seventeenth Street © Racine, Wisconsin 
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United States 
Regional Roundup 


Starts on page 7) 





land’s share of value added by manu 
facture in 1951 is somewhat higher 
than it was in 1950. 

New England’s share of all indus- 
trial building in the United States 
in 1951 was only 2.6 per cent of the 
total while in 1949 it accounted for 
4+ per cent. Proposed investment in 
new defense facilities based on certifi 
cates of necessity result in a higher 
proportion of the total for this region 
more than 5 per cent. 


Middle East 


The Middle East, once the leading 
industrial area of the United States, 
has been a declining region relatively 
in the past few years. However, this 
region still has almost one-third of 
all manufacturing firms in operation 
in the United States. Delaware, Dis 
trict of Columbia, Maryland, New 
Jersey, New York, Pennsylvania and 
West Virginia make up this region 
of the great cities 

Less than 20 per cent of all new 
plant construction is being built in 
the Middle East, but this region ac 
counts for about 29 per cent of the 
factory workers in the United States. 

Between 1949 and 1951 this region 
recorded the smallest gain in number 
of production workers, less than 12 
per cent. ‘The Middle East also made 
the smallest gain in value added by 

| manufacture from 1949 to 1950. 
This region’s share of prime mili- 
| tary contracts was 31 per cent of the 
total. But this is a 2 per cent increase 
over the Middle East's share of value 
added by manufacture in the country. 


Southeast 


Consisting of Alabama, Arkansas, 
Florida, Georgia, Kentucky, Louisiana, 
Mississippi, North Carolina, South 
Carolina, ‘Tennessee, and Virginia, the 
Southeast has made the best record 
in increasing its per capita mcome. 

And this is despite the fact that 
the Southeast’s share of United States 
production in 1951 slumped below 15 
per cent for the first time since 1949. 
[he rise in employment between 1949 
and 1951 was slightly more than that 
of the Middle East. 

In the last two vears the South 
east’s share of new industrial building 
has shown important advances. It 
actually averages more than 20 per 
cent of United States industrial con- 
struction—compared to its 13 per cent 
share in 1947. 

And it has also recorded the big 

Continued on page 14) 
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distributor of Durkee-Atwood Industrial 
V-Belts. A steady succession of advertise- 
ments is directed to the industrial V-belt 
market, in such leading publications as 
Factory Management and Maintenance, Pur- 
chasing, Product Engineering, Mill and Fac- 
tory, Western Machinery and Steel World. 
These advertisements are just one phase 


DURKEE-ATWOOD CO. 


Dept. Aé-4 Minneapolis 13, Minn. 


ve-Atwood V-Belts 


solved our 
Pration problem 


.-» THEY INCREASE DISTRIBUTOR SALES AND PROFITS! 


POWERFUL ADVERTISING support is 


a contributing factor to the success of the 


of the most advantageous franchise avail- 
able to V-belt distributors today. This 
franchise embodies a written statement 
of sales policy for qualified distributors. If 
you want a new and more profitable ap- 
proach to V-belt sales for all types of 
accounts—user, dealer, OEM—you'll want 
to know more about the Durkee-Atwood 
story. Write today for our Master Industrial 
Distributor Proposal! 


DURKEE jy 
ATWOOD 
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Can you supply a 


chain drive like this one? 


The Hy-Vo Drive pictured above 
dfives an irrigation pump 24 hours 
per day seven days a week. Phe chain 
is |! pitch by 3” wide. It transmits 
300 HP a S14 RPM, with linear 
velocity of 4600 FPM 


If you were a Morse Distributor, 
ou could supply Morse Hy Vo Drives. 


With Morse Hy-Vo, you can supply 

drive that transmits more horse 
power at greater speeds than any con 
ventional chain drive. Hy-Vo cuts cost 
per hour of transmission up to 50% 
and gives one-third longer service life. 
With Hy-Vo, you tap an entirely new 
market in the high-speed, heavy-duty 
power transmission field, You tap new 


sales, service, and profit opportunities. 


Hy-Vo. of course, is only one of 


many fine power transmission prod 


12 


ucts in the famous Morse line (see 
right). Your customers are already 
presold on Morse quality. They are 
presold on Morse performance, too. 
Check into the profitable line of 
Morse power transmission products 
today. Write us for details. 


M=PT Morse means Power Transmission 


MORSE CHAIN COMPANY 
Dept. 305 
7601 Central Avenve ° Detroit 10, Michigan 


— ee ee ee ee ee ee ee ee ee ee eee ee, 


MORSE 


MECHANICAL 


POWER TRANSM/SS/ON 


ProoucrTs 


satan 
-——8—8 ee oe 
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As a Morse Distributor, you 
would handle, and profit 
from, these Morse stock 
products: Silent Chains and 
Sprockets @ Roller Chains and 
Sprockets e Cable Chain, 
Double-Pitch Roller Chain e 
DSC Flexible Couplings e DRC 
Flexible Couplings @ Morse- 
Rockford Over-Center Friction 
Clutches @ Morflex Couplings 
e Morflex Radial Couplings. 


As a Morse Distributor, 
these custom-ordered 
Morse products would be 
sold through you: Morse- 
Rockford Pullmore Clutches e 
Morse-Formsprag Over-Run- 
ning Clutches @ Morflex Drive 
Shafts e as well as the Morse 
Hy-Vo Drive. 








Tool Experts Know, 
and Even Ghouls... that 


PROTO means 
P RO fessional 
T Gols! 


Buy | 
PROTO * TOOLS 


LOS aicc.es 


PROTO * TOOLS 


REG US PAT OFF 


MADE INUS A LOS Al ai PROfessional 


TOols 
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OSFKIN “ANCHOR” 
CHROME-CLAD TAPE 


extra-durable, suitable 


_ for a wide variety 


EA READ 


MARKING 


AT ARE RABLE 


Lufkin “Anchor” Chrome-Clad steel tapes are a favorite with 
workmen in many fields. Permanent jet black markings stand out 
sharp and clear against the chrome white background. Mahogany 
colored hand-stitched genuine leather covered case with plated 
trim. Rust resistant steel case liner. Winding handle folds flush, 
opens with push pin. Marked in feet, inches and 8ths; or feet, 
10ths and 100ths ft.; in 25, 50, 75 and 100 foot lengths. 


[UFKIN CHROME-CLAD 


MILLMENS TAPE 
THE RIGHT TAPE FOR SHEET STEEL WORK 


fe Pe | hillsides ladda’ 


Strong U-shaped steel 

hook makes it easy for 

one man to measure large sheets or 

tubes. Specially reinforced line has easy- 

to-read jet black markings on a chrome 

white surface. Metal case with folding flush 

handle. Marked in consecutive inches in 
144, 180, 240 and 300 inch lengths. 


SELL [uEK IN TAPES * RULES * PRECISION TOOLS 


SOLD THROUGH INDUSTRIAL DISTRIBUTORS 


THE LUFKIN RULE CO., SAGINAW, MICHIGAN 
132-138 Lafayette St, New York City * Barrie, Ont. 
180 
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United States 
Regional Roundup 


Starts on page 7 





gest gain in the share of manufac 
turing firms in operation in the United 
States. The figures show that this is 
the only region which has consistently 
gotten a bigger proportion of the 
number of firms vear by year since 
1944. 

Value added by manufacture in this 
region rose 21 per cent between 1949 
and 1950. In those vears the South 
cast’s share was about 11.5 per cent 
of the United States total. But it is 
lower in 1951. Prime military con 
tracts through 195] account for only 
5.7 per cent of the United States total. 
And this is less than one-half of the 
region's share of value added by manu 
facture in 1950. 


Central 


Heart of the industrial United 
States is Illinois, Indiana, Iowa, 
Michigan, Minnesota, Missouri, Ohio 
and Wisconsin. Its economy is more 
diversified than that of any other 
region. Industry, agriculture, and min 
ing are important to this region’s 
economy. 

The battle between the Central 
and Middle East for industrial su 
premacy has been resolved in favor 
of the Central recently. Even so, this 
region’s pace has been slowing down. 

Using 1950 and 1951 data, this 
area’s share of industrial building, 
number of factory workers employed, 
and number of operating manufactur 
ing firms has dropped. Its share of 
proposed investment in new defens« 
facilities is considerably less than its 
proportion of value added by manu 
facture in 1950 and industrial plant 
construction in 1951. Further, its 
share of all factory workers is now 
greater than its portion of the current 
expansion program in the United 
States. 


Southwest 


Four states form the Southwest 
Arizona, New Mexico, Oklahoma and 
Texas. ‘Texas dominates this area. 

Total of industrial plant construc 
tion in the Southwest in 1951 was 
almost 16 per cent of the national 
total. And proposed investment in 
new defense facilities in this region 
is slightly more than 13 per cent of 
the United States total. 

Most new factory construction tak 
ing place in this fast growing region 
is the result of expansion in two of 
the fastest growing industries in the 
United States—chemicals and petro 

(Continued on page 18) 





Sell them what they want ... Sell them what they need 


Genuine "Job-Proved” Alemite Hand Guns! 


Alemite Lever Gun — Model 1056-SE. For p: gun lubri 
Develops up to 10,000 lbs. pressure. Positive delivery assured by 
heavy priming spring behind neoprene follower. 1 Ib. capacity. 
Loader fitting. 


== 


Alemite Push Type Gun Model 7584. Develops up to 8,000 ibs. 


pressure. Hydraulic coupling provides quick, positive seol with 
hydraulic fitting. 9 oz. capacity. Loader fitting. 





It's the Mightiest Lubrication Story Ever Told! 


It's the largest Alemite advertising campaign ever! About 
you and the role you play in industry as an Alemite 
“Friction Fighter.” Presented to 15,000,000 Post and Collier's 
readers—every 2 weeks throughout the year—Alemite adver 
tising keeps you in the picture as the man backed by the 
world’s largest manufacturer of lubrication equipment. 
Spotlights you as the man to see, to listen to, to send for first! 


ALEMITE 


Modern Lubrication Methods that Cut Production Costs 





Alemite Adapters and Hose Extensions 


= —_ — 


Hydraulic Swivel Adapter Model 6278. Snaps on gun coupler ino 
jiffy. Swivels and locks ot various positions for the best angle to 
reach a bearing. 


Alemite Hand Gun Hose. Available in a full line—for hydraulic, 
pin type and button head fittings. Hydraulic Model 6703.8 illustrated. 


FE new booklet---- 


Alemite “Sales Power.’ Shows where to look 
for more Alemite sales . . . how to move in and 
clinch them fast! Send for your copy now. Fill out 
and mail coupon today 


Alemite, Dept. H-42 
1850 Diversey Parkway, Chicago 14, Ill 


NAME 
COMPANY 


city 
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INCREASE YOUR 
SALES WITH 
CUSTOM BUILT 


FLEXIBILITY AT 
READY MADE PRICES 








WORK BENCHES - CABINET BENCHES - POSTURE STOOLS & CHAIRS 
FOREMAN’S DESKS - TOOL STANDS - HAND & PLATFORM TRUCKS 


HALLOWELL SHOP EQUIPMENT DIVISION % 


JENKINTOWN PENNSYLVANIA 


We'll be glad to give you complete 
information on HALLOWELL Shop Equip- 
ment and its Standard Unit accessories. 
These accessories permit your customers 
to custom build to their own requirements. 
Write for complete details. STANDARD 
PRESSED STEEL Co., Jenkintown 13, 
Pennsylvania. 


Shop Equipment is shipped 
complete. All parts come 
in a sturdy fibre contain- 
er. Both you and your 
customer receive the equip- 
ment in top condition as 


shipped from the factory. 


FOREMAN’S DESK 
OF STEEL 


CABINET 
BENCH OF 
STEEL 
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For More V-Belt Profits 


HANDLE THE MOST COMPLETE LINE 


or each V-belt drive, there’s one belt construc- 

Fricn that’s right—combining materials and 
design to handle drive requirements longest. 
That’s why you profit when you handle the com- 
plete Goodyear line—developed by the G.T.M.— 
Goodyear Technical Man—to meet all your cus- 
tomers’ needs. 

With the Goodyear Industrial Rubber Products 
franchise, you get the unrivaled advantages 
listed in the blueprint. With Goodyear 
V-belts in your line, you can make sales with 

all these leaders: 

COMPASS CONSTRUCTION E-C CORD V-BELTS for 


rapid flexing drives with small pulleys, short 


9 REASONS wuy 


GOO 
DYEAR INDUSTRIAL RUBBER PRODUCTS 


centers. 
MULTIPLE PLY E-C CORD BELTS for larger, normal 





speed drives, including those with heavy shock 


loads and severe starting conditions. 

COMPASS-V-STEEL BELTS for maximum load 
capacity, high heat resistance, low power con- 
sumption and minimum space requirements; 
speeds from 10 to 10,000 FPM. In sizes up to 
120 inches. 

STEEL CABLE V-BELTS for heaviest loads on longer 
drives. Lengths 120” and up. 

HY-T BELTS built with special synthetic fibers — 
give strength without excessive stretch on 
severest heavy-duty drives; oil-resistant con- 
struction. Notched Compass construction to 
120’; Multiple Ply construction 120” and 


over. 

OPEN-END V-BELTING for line shaft drives, 
no-take-up drives and dismantle-to-install 
drives; built to hold and operate with 
metal fasteners. 

AUTOMOTIVE FAN BELTS and FRACTIONAL 

HORSEPOWER V-BELTS for miscellaneous 
light machinery drives. 
One of these constructions will be your 
customers’ answer to longer V-belt serv- 
ice; all of them will mean profits for you. 
Ask the G.T.M., or write Goodyear, 
Akron 16, Ohio. 


GOooD 


Are Lf-y) Profit-Makers 


I. Reputation of 
Rubber” 


The Greatest Name in 


a 0 
roved quality that brings repeat sal 
es 


3.4 
: 99ressive nationg| advertisin 
Costs distributors too eae 


4+ Libera] franchise that er 
©pportunities 


Cates profit 


5.1 
penned sales assistance of the G.T 
—Goodyear Technical Man = 


é. Hard-hitting, business. 
campaign 


getting direct mail 


y, . L d. Tom r v men 
ea ershi n new t t 
Pi p oduc s de elop ents 
p oneered by Goodyear Researc Laboratory 


S 
8. Sta 
ubst bite! Profit margin On each sale 


9. C om lete sales Aeliilelitel, and ST illite Me] d 
|] p g $s 


Aral CECE PMO AEM 





SYEAR 





E-C Cord, Compass, HY-T—T.M.'s The Goodyear Tire & Rubber Company Alrren (hte 


THE GREATEST NAME IN RUBBER 
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A 


N IMPORTANT 


MESSAGE TO SALESMEN 


= 


GLEXIBLE SHAFT 


MACHINES 


you can uncover instances where Foredoms 


EVERY DA y, can effect important savings in time and la 


bor 


reducing costs on 5! 


are very much on the increase now 
geor. 


getting into high 
labor again playing 
in industry, the tatig 


‘ - ht, small- 
# Foredom's feather-weight, 
ae oenell handpieces are finding an 
aopreciative audience 


HOURS CAN BE 


MINUTES on some tasks where an @x- 4 


pensive tear down 


duction 


Many of your customers are 


set-up is elimin 


actively interested in methods of 

ae of inding ond Ce enrom 

With female 7 

an important part ne SS 

ye-eliminating qual- A. E N 

/SECRETS\: 
HE 


Cintas 
cuT TO \ SIZE 


and reset of a pro- 


ated. Foredom’s \ HANDPIECE! } 


small handpieces frequently render this ms 


possible. 
nition for you R 


Ce 


A COMPLETE 
tively simple. 


his is powerful sales ammu- 
nly emember too 


that, in et 
conventional types. 
comers, Foredom's motor a 
does not have to be duatel * 
fit the hand, hence you can offer 


“ . . 
- 
' fi fm 
— POWER ia 
tomers : 
yo LONGER MOTOR LIFE. , 


kes your selling job compara- 
Sasteated which sells for a — 
th the hang-up type, “ ic 


RANGE OF MODELS 
Besides Model 100 


| 
| 


| United States 
Regional Roundup 


Starts on page 7 








leum. But these two industnes em 
ploy relatively few production workers. 
However, value added by manufacture 
in these industries is high. 

Factory workers in this area are 
slightly more than 3 per cent of all 
production workers in the country. 
And value added by manufacture was 
just under 3 per cent during 1949, 
1950 and 1951 


Northwest 


Ihe Northwest region covers more 
than 25 per cent of the nation’s area, 
contains only 5 per cent of the popu- 
lation. It covers Idaho, 
Kansas, Montana, North 
Dakota, South Utah, and 
Wyoming 


Colorado, 
Nebraska, 
Dakota, 


Over the years, population has in 


| creased little in this area. Migration 


out of this area has offset any natural 
growth. 

Manufacturing is relatively unim 
portant in this predominantly rural 
region. Its share of the various in 
dustrial growth measures has shifted 
little since 1949, only in terms of 
tenths of percentage points. Yet be- 
cause of its low industrial base any 
real change, small or large, becomes 
magnified. For example, value added 
by manufacturer increased 21 per cent 
from 1949 to 1950. But in both these 
years this region’s share of the United 
States total held at 2 per cent. 


Far West 
lhe Far West, made up of Cali 


fornia, Nevada, Oregon, and Wash 
ington, still leads in United States 


-d models of bo > ion 
$17.75, there 010 rom amy convenient ong sae csacboble — 
aa bet models have | oe 
and bench ———. choice of five handpiece types. enabling ractively 
“a ier hondpiece to the job at hand. This contr 
to fit the 


to Foredom’s outstanding versatility. 


population gains. Most increase is due 
to the large-scale migration to Cali 
fornia. 

A few vears ago this region was 
far and away the fastest growing area 
in the United States. But recently the 
Southwest has challenged the Far 
West. In the Far West, however, 
there’s a higher industrial base than 
in the Southwest, so it is more difficult 
to achieve high growth rates. In re 
cent years the Far West's share of 
United States factory building has 
declined substantially from its high 
postwar level. In 1951, this region 
ranked far down the line in industrial 
construction. 

It also ranked fifth in value added 
by manufacture in 1950 with 7.9 per 
cent of the United States total. But 
in 1951, because of its large share 
of prime military contracts (17.3 per 


through year-round 
advertising in leading 


* POWERFUL PRE-SELLING 


publications reduces sales resistance to a minimum. If your 
firm is not already distributing Foredoms, it should be to 
your advantage to ask your sales manager to get our 
sales plan. We may have a distributorship 
open in your area. 


FOREDOM ELECTRIC CO., Dept. F-2252, 27 Park Place, New York 7, N. Y. { 
Send your catalog No. F-2252, . 


Name 
Address 


and oe plan. 
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cent of the total), it probably sur- 
passed the New England area in value 


| added 





This reamer averaged 


The hole in the base of a projectile must be reamed to extremely close 
tolerances, both as to size and finish. Not every reamer can give you good 
results in these 1040 steel forgings without frequent regrinding. In 
tests on the set-up illustrated above, no other reamer equalled the per- 
formance of C@veland High Speed Adjustable Reamers! These supe- 
rior tools consistently averaged 1,800 holes per grind without sacrificing 
accuracy or the requirement for a smooth finish of the hole. } You 
too can get MORE HOLES PER GRIND with Céceland Reamers. 
One of our Service Representatives will be glad to make arrange- 
ments for a test in your shop. Contact the nearest Stockroom, or 


Telephone Your Industrial Supply Distributor 


THE CLEVELAND TWIST DRILL CO. 
1242 East 49th Street 


Stockrooms: New York 7 + 





Detroit 2 


Cleveland 14, Ohio 
* Chicage 6 + Dallas 2 + 


San Francisco 5 + Los Angeles 58 
E. P. Barrus, itd., London W. 3, England 


ASK YOUR INDUSTRIAL SUPPLY DISTRIBUTOR FOR THESE AND OTHER Cleveland TOOLS 


This advertisement reaches your customers who read the leading magazines in the metalworking field 
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oRrTON Join Norton Wheels 
In This Chorus: 


“Hug That Work 


to cuf your 
portable grinding costs! 


FAST GRINDING, LONG WHEEL LIFE AND LOW 
OPERATOR FATIGUE add up to big savings for your 
customers when you sell Norton wheels for port 
able rough and weld grinding jobs. That's because 
they hug that work. Tell your customers that. 
Tell them, too, that this cost-cutting feature 
comes from controlled uniformity and built-in bal- 
ance, the like of which they've never seen before. 


Explain that this unique ability to stay in more 


continuous contact with the work is a result of the 
“new process’ of manufacture recently developed 
by Norton research in the continuing Norton pro- 
gram to cut all their grinding costs 

That's what Norton grinding wheel adver- 
tising is telling your customers and prospects dur- 
ing March, April, and May. It’sa story that really 
will get best results coming from you personally. 


Use it and see. 
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...and sell plenty for jobs like these! 


SNAGGING GIANT DRIVE WHEELS is just one of many jobs SURFACING A MACHINE TOOL BASE is easy work for a Norton 
done by Norton straight wheels at lower lobor and wheel costs. 


cup wheel ond its operator. The wheel's fast, smooth cutting action 
They hug that work. So, they don’t waste time or wheels . . . nor tire means low grinding cost and minimum operator fatigue. 


HEAVY DUTY WELD GRINDING is another job for which Norton 
straight wheels are the popular choice. Their controlled uniformity 
and built-in balance keep them cutting faster, easier and longer. 


SMOOTHING UP THIS BED CASTING OF A PRINTING PRESS 


is a typical exomple of the cost-cutting performance of Norton cone 
wheels. They're built to toke it... thanks to the special Norton 
resinoid bond. 





ene 


CLEANING BETWEEN THE FINS OF THIS COMPRESSOR BLENDING IN A WELD can be done speedily with the new, 
CASTING is on easy job with a Norton REINFORCED Hub Wheel flexible Norton REINFORCED Hub Wheel. It's known as the Type 


of the rigid type — the BD. it's fast cutting, and its layers of fabric BFR, and is not only fast cutting but safe to use becouse of its 
2s assure nw safety. fabric reinforcement. 





NORTON 


ABRASIVES Making beter products to make other products better 
NORTON COMPANY worcester 6, MASS. 





Abrasives * Grinding Wheels * Grinding and Lapping Machines « Refractories * Porous Mediums 
Non-Slip Floors * Boron Carbide Products 
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‘This tremendous sphere measures light 
output. This exacting test is only one 
of the 247 tests imposed on Westing- 
house fluorescent lamps to insure max- 
imum lighting economy. 


In this all-important step, skilled workers 
check the coating of Westinghouse fluores 
cent lamps to see that it is perfectly uni- 
form and free of flaws. 


Here the electrode is carefully sealed into 
the lamp prior to the air-exhaustion and 
injection of the krypton-argon starting gaa, 


» Division 
Westinghouse Electric Corporation 
Bloomfield, New Jersey 








Westinghouse 
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more 
light, 
more 
savings 


Real savings are made possible with this new Westinghouse 
90-watt fluorescent lamp, and here’s why . . . 


This new lamp gives 6% more light than the 85-watt 
fluorescent lamp, yet uses only 2% more current. What’s 
more, its high light output is consistent, for even after 

7500 hours of operation it still out-produces any other lamp 
in its class. 


In short, there’s top lighting value from this new economy- 
size fluorescent tube! For any industry or business looking 
for better lighting at lower cost, this is the tube to use. 


NEWS FROM 

WESTINGHOUSE, THE 

FASTEST-GROWING 

LAMP MANUFACTURER 
by Sam Hibben 


DID YOU KNOW? 


Many deep sea fish have built-in 
fluorescent lights, but one of them 
has a twist: The sub-order Cera- 
tioidea has its fluorescent lamp on 
the end of a pole! Smaller fish go 
after this luminous bait, and wham 
—they get eaten. The trick, | 
suppose, is how to keep big fish 
from going after the bait—but 
big ones seldom go that deep, and 
many lighted-up fish can dim out 
at will. 


Fish, incidentally, have 


—like onions, cabbage or dozens 
of other foods—wholesome but 
penetrating odors when cooked. 
Westinghouse has just intro- 
duced a tiny lamp that destroys 
odors—it really does. The lamp 
puts out rays that create ozone, 
and the ozone oxidizes the float- 
ing molecules of most common 
odors. It’s easier to operate than 
explain, but it costs only about 5¢ 
a week to burn and it keeps air 
fresh and sweet. 


A THOUGHT FOR THE DAY: 


Your eye lenses act much like a 
camera’s. This means that the 
image on your retina is upside 
down. That is, the top of a tree 
registers on the bottom of the 
eyeball. You've simply learned to 
interpret it around again after the 
electric impulses have carried the 
“television” picture to the brain. 
Had you known you were that 
smart, or does the world still look 
upside down? 


More next month. 


agg 








DISTRIBUTORS NOTE: AS 


Here's another example of the strong 
advertising support Westinghouse gives you. 
This ad, appearing in the leading industrial 
trade magazines, reaches your top prospects, 
helps boost your sales! 
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WESTINGHOUSE 
FLUORESCENT LAMPS 
STILL COST LESS 
THAN THEY DID 

IN 1940, YET BURN 
SEVEN TIMES LONGER! 








At Samvel Harris & Co., Chicago 
S. H. CLARK, Treasurer, says: 


“As everybody knows, Parker-Kalon made the original Self- 
tapping Screws. We often see companies originate a product, 
only to ‘lose the ball’ to another company through compla- 
cence. That's not so with P-K. They've continued to earn 
their leadership, year after year, with new designs and im- 
provements. And they maintain a quality and performance 


that we've never seen matched by any competing brand.” 


Norman Schlee, P-K Field Representative, prepares for teamwork 
in customer contact at local plants with R. J. Oetjen, Vice Pres. in 
Charge of Sales, Samuel Harris & Co. 


At Chandler & Farquhar, Boston 
J. F. DONAHUE, Gen. Mgr., says: 


“In selling any product, we have a big ‘head start’ when the 


brand offered has the confidence of the prospect. Such con- 


fidence in P-K products is especially evident wherever we 
recommend them. Practically all buyers know Parker-Kalon 
originated Self-tapping Screws, and remains the leader in 
subsequent development. P-K’s excellent educational job 
pays off for us.” 


Spencer M. Williams, Chandler & Farquhar Salesman, explains 
the guorantee, which appears on all P-K boxes, to a customer. 
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tell why... 


to) billing for P-K Distr ibutors 


You know these men. You know that they know what Parker-Kalon and P-K Distributors serving the im- 
it takes to make any supply item rate best when the portant industrial areas throughout the nation. Read 
orders are counted. It’s teamwork. what they say. You'll see why P-K regards its “family” 
Here they tell what features of P-K teamwork im- of Distributors—the nation’s ablest supply specialists 
ss them most. Here also, the camera records how this /—as one of its greatest assets. You'll see, also, why the 
Distributor’s P-K franchise is so highly valued every where—for 
prestige, for steady sales, for profits. Parker-Kalon 

teamwork of Corporation, 200 Varick St., New York 14. 


At E. A. Kinsey Co., Inc., Cincinnati, 
J. A. RADCLIFF, Vice President, says: 


“I understand that the Parker-Kalon Price-Data Book has 
won a couple of awards as an unusually fine example of this 
type of necessary literature for Distributors. That is no sur- 
prise to us, because we know how much time it saves us. We 
especially like P-K’s system of keeping it up-to-date with 
new data which can be easily inserted. With today’s many 


” 


changes, that’s a big help. 


Frank Koklauner, P. A., and J. C. Mullen, Sales Mgr. of E. A. 
Kinsey Co., find the P-K Price-Data Book a valuable aid in order- 
ing P-K Screws. 


At Cleveland Tool & Supply Co., 
W. E. LOWLES, Sales Mgr., says: 


“While Parker-Kalon has done everything necessary to make 





all P-K products easy to sell, we are especially gratified by 
the effort they have put in back of Socket Screws. With the 
Ground Threads on Set Screws, and the Size-Mark on Cap 
Screws, P-K has provided features that lift the products 
above direct comparison, and are a real help saleswise.” 
E. W. Hapeman, salesman for Cleveland Tool & Supply Co., 


points out advantages of Size-Mark on P-K Socket Head Cap 
Screws to a customer. 


sy Dis7s 


PRODUCT: 
OSTRiaL SUPPLIES 


eer 
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to the tune of 334,614 
sales messages with... 


This BLACK & DECKER 
ADVERTISEMENT 


__, appearing in April issues of: 
lron Age ° Steel » Mill & Factory 
Factory Management & Maintenance 
American Machinist ° Machinery 
Automotive Industries ° Purchasing 


and in May issues Of: 
Railway Mechanical & Electrical Engineer 


New Equipment Digest 
Industrial Equipment News 


IN 
DUSTRIAL DISTRIBUTION © APRIL, 1952 





Ving [oblom 7 


Black & Decker’s Drill Line 
is a good bet to solve it! 


pane S 
7 744 


Completeness of Line, Quality 
Construction Pay Off for Users! 


}* JR drills to fit your needs for top perform- 

ance on any portable drilling job —it pays to 
check Black & Decker first! That’s because Black 
& Decker gives you an unmatched choice of Drill 
models. Capacities from %" to 1%” —choice of 
handle arrangement for easiest operation -choice 
of speed, power and price in most capacities. And 
it’s also because Black & Decker Drills give you 
powerful B&D-built motors- full ball-bearing con- 
struction —extra-tough gears, shafts and chuck 
spindles—husky housings, streamlined design, per- 
fect balance. 

Whether your problem is in production, main- 


tenance or construction whether it requires large 


or small drills--see your nearby B&D Distributor 
first for expert help. And write today for free, de- 
tailed catalog to: THE BLack & DecKER Mere. Co., 
617 Pennsylvania Ave., Towson 4, Maryland. 


WORLD'S LARGEST, MOST COMPLETE LINE 
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There’s an 


“ENTERING WEDSE’’ 


for Sales to 


Any Plant 


...in the 
diversified 
Brown & Sharpe 


Line 


Many plants not even on your present prospect list may be 
signed up as profitable customers, when you handle the com- 
plete Brown & Sharpe Line. This line is so diversified that it 
provides items of needed equipment for nearly any manufac- 
turing plant! 


As well as complete lines of machinists’ tools, cutters and 
other regular distributor items, Brown & Sharpe offers the 
Distributor serew machine tools, permanent magnet chucks 
and Johansson gage blocks. Also a wide range of pumps and 
electronic measuring equipment marketable both within and 
without the metal-working industry. 


Add to this the solid sales support of year-round advertising 
in 35 leading business and industrial magazines, and you get 
the reason why it pays to handle and push the Brown & Sharpe 
line. Brown & Sharpe Mfg. Co., Providence 1, R. L., U.S. A. 


WE URGE BUYING THROUGH THE DISTRIBUTOR 


Brown & Sharpe (5 
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FOUNDED 1883 


THE 


LONG LINE_ 


OF VALVES - 


PROFIT-BUILDING! 


DEPENDABLE il _ 


That’s the OIC Long Line of valves, aa 
designed to fit every need, to fill 
every order, to keep your customers 
coming back to you for the valves 
that get on the job faster and stay 
on the job longer. The Ohio 


Injector Co., Wadsworth, Ohio. ae 


VALVES 


FORGED AND CAST STEEL- IRON - BRONZE 
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Another advantage you cau sell with 


--» DROP-FORGED STRENGTH 


@ Only Upson-Walton wire rope snatch blocks 
have a drop-forged, one-piece strap. Instead of the 
strap being “wrapped” around the crosshead link, 
it is forged double thick with solid eye connections 
at each end to which the links attach with pins (see 
arrows). Thus, there is no “wrap” to straighten 
out under load. 


Crosshead, eyes, links and hoist hook also are 
drop forgings for strength. This permits high safe 
working loads, with a liberal factor of safety. 

aly UPSON- WALTON Upson-Walton is the only manufacturer of all 
manufactures all three three—wire rope, fittings, tackle blocks. All three 
4) WIRE ROPE have advantages you can turn into greater profit 


for 
oo FITTINGS a 


© rackte stocks THE UPSON-WALTON COMPANY 


CLEVELAND, OHIO 
NEW YORK ° CHICAGO ° PITTSBURGH 
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“FROM COMER TO COMBER—IN ONE EASY STEP” 


V There once was a time when Bogard E. Crist 
: Was a salesman with lots on the ball 
S Each day he would comb through his prospect list 





Then he'd call—and he'd call—and he'd call. 


Then “normal” 


times vanished and so did Crist 


As he muttered, “all sales out of reach.” 
Now instead of combing his prospect list 
Our poor Bogard is combing the beach. 


@It’s been quite a spell since any 
of us have had a so-called ‘“‘nor- 
mal’”’ year in which to produce and 
sell. Odds are, it will be some time 
before we see such a year. It’s 
easy, in times like these, to stop 
selling and coast. Easy but wrong. 

Here at Lyon, we're still pro- 
ducing 1500 standard items of 


steel equipment. We aren’t pro- 
ducing as much as we'd like. 
Deliveries aren’t as fast as we'd 
like them, either. Whose are? But 
a lot of steel equipment will roll 
out of our two plants during 1952 
—and it will be sold, at a good 
profit, by dealers who continue to 
comb prospect lists and make calls. 


2 STRATEGIC PLANT LOCATIONS... AURORA, ILL., AND YORK, PA. 
LYON METAL PRODUCTS, INCORPORATED 


General Offices: 453 Monroe Avenue, Aurora, Illinois 


LYON 


STEEL EQUIPMENT 




















LYON PRODUCTS STILL SERVING INDUSTRY + BUSINESS + INSTITUTIONS « HOMES 
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>. fe BRIGHT-ON 


shee 





An industrial distributor does not live on a one-way 


street .. . with all traffic flowing to his customers. To back 


: 4 him up he must have his supplier giving the same 
ae ; prompt service and assistance to him that his customers 
‘| expect from him. 
‘ =f Brighton gives this service to its dealers, the kind of 
. A cooperation that simplifies your sales job. A compact, 
.. fast-on-its-feet organization devoted exclusively to 
manufacture and sale of top quality socket 
screw products, Brighton is behind you all the way. 


=> Get the service 


-_> y vs « 3 : ‘ 
~ — Qi, YOU like to give... 
= \c gee with B-RIGHT-ON! 


=> 
-_ 
a 




















e@ Socket Set Screws 


- }—- e@ Socket Head Cap Screws 
f /\ @ Socket Pipe Plugs 
a { - @ Socket Head Stripper Bolts 
-_ J e Socket Screw Specials 


e@ Socket Screw Key Kits 
> ; Write for Details here 
, an 
> 
> 
yd 
> 
> 
7 





IT PAYS TO KNOW YOUR LINE OF... 


wD, ORTER 


CUTTERS 





Suery Plant — Suery Industry needs 


Porter Cutters for Maintenance - Production. Service 


Also manufacturers = PORTER FERGUSON Aut dy i Fender 7 s d Equipment PORTER PRUNERS 
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... thru any machineable 
material up to 1/8 INCHES thick! 


Here is a premium tool which makes it pos- 
sible to saw holes in one short operation 
. .. large holes which heretofore had to be 
laboriously machined ‘‘a-chip-at-a-time.” 


MARVEL High-Speed-Edge Hole Saws have strength to 
withstand the terrific peripheral strains of heavy duty opera- 
tion in lathes, drill presses or portable power tools. They have 
a high speed steel cutting edge which is electrically welded 
to a tough, alloy steel body, high speed steel pilot drills, 
heavy hexagonal shanked arbors and sufficient set for deep 
drilling. They are self-aligning, as the larger diameter saws 
float on their arbors and are driven by double drive pins. They 
will saw round holes accurately in any machineable material. 


MARVEL High Speed-Edge Hole Saws come in 35 sizes, 
from %” to 444". They are carried in stock by leading indus- 
trial distributors. 


WRITE FOR BULLETIN ST-650 


"MARVEL" Lae Aluays had the edge! 


ek BOC 





DATS] Aen, 


ARMSTRONG-BLUM MFG. CO. 
“The Hack Saw People” 
5700 Bloomingdale Avenue Chicago 39, U. S. A. 


INDUSTRIAL DISTRIBUTION © APRIL, 1952 





Ral. Diek 


ORIGINAL BALATA BELTS Vs 
GRIP PULLEYS FIRMLY 


They're Stronger 


Last Longer 


Dick's ORIGINAL Balata Belting has 

been designed and processed to meet 

a variety of your customers’ industrial 

requirements . . . Transmission of Power... 
Conveyors ... and Bucket elevators. 


Thirty-five ounce hard surface, closely 

woven duck is thoroughly impregnated with the 

finest grade Balata gum to give “DICKBELTS” high 

coefficient of friction—firm grip on pulleys—and 

great tensile strength for long wear. They're resistant to 

moisture and dampness . . . sharp changes in temperature .. . 
and remarkably free from stretch or shrinkage. 


These important points, in addition to the fact that "DICK- 

BELTS” are available in all standard widths and plys or can be 

fabricated to meet specific needs—make them ideal for a wide 
range of your customers’ applications. 


So next time a customer asks for a belt that will give economical, 
high-efficiency service . . . be sure to recommend a “DICKBELT"! 
It’s the best deal for them—and for YOU! 


R. & J. COMPANY, INC. PASSAIC, N. J. 


CHICAGO, ILL. SAN FRANCISCO, CALIF. SEATTLE, WASH. 
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CHECK YOUR FITTINGS “ 


KENNEDY 
INSPECTED 
PIPE FITTINGS 


KENNEDY'S rigid inspec 
rola Selalelelcob mel lolgelali-1- 
you the high quality fit 
tings that cut your piping 


costs all along the line! 


EXTENSION PIECE is similar 
to a coupling except that it 
has a male thread at one end, 
female thread on the other. 
As the name implies, it is used 
to make short extensions of 
the line. 


ELBOW is used to change di- 
rection of a pipe line in any 
of several standard and spe- 
cial angles. Standard angles 
for iron and bronze are 45° 
and 90° ... for drainage ells 
11144°, 2214°, 45°, 60°, 90°. 


STREET ELBOW has a male 
thread on one end and a fe- 
male thread on the other. It is 
also called a Service Elbow. 
Straight and reducing sizes. 
STREET TEES, one end male 
threaded, also available. 





“Y"’ BRANCH is similar to a 
Tee, but has side outlet set at 
angle of 45° to the run in- 
stead of 90°. It is ideal for 
steam return and blow-off 
lines as it offers less resistance 
to the flow. 


RETURN BEND is a U-shaped 
fitting with female thread at 
both ends. More economical 
to use than two 90° elbows, 
and eliminates unnecessary 
joints. Available in open, 
medium and closed patterns. 





SCREWED UNION connects 
straight lengths of pipe. Elim- 
inates complications of right 
and left threaded couplings 
. ++ permits easy removal at 
any time. Ground joint, gas- 
ket and special types of unions 
are available. 





FLANGE UNION connects 
straight lengths of pipe. Gen- 
erally used on pipe sizes 212” 
and over. Gasket type is usu- 
ally satisfactory, as wide area 
of gasket contact helps keep 
joint tight under minor mis- 
alignment. 





COMPANION FLANGE con- 
nects a flanged valve or fitting 
to threaded pipe . . . or two 
pieces of threaded pipe to- 
gether. Reducing flanges 
available. BLIND FLANGE is 
solid disc to close flanged fit- 
tings or flanged pipe lines. 




















with this quick refresher course 


TEE is a 3-way fitting used for 
making a branch at 90° to the 
main pipe. When ordering 
reducing sizes always specify 
in this order: (1) largest size 
on run; (2) opposite size; 
(3) size of outlet. 


CROSS is a 4-way fitting, simi- 
lar to a Tee with a back-outlet 
opposite the branch outlet. 
Used to join two branches to 
main line. Not always recom- 
mended because of inherently 
weak design. 


COUPLING joins together 
lengths of straight pipe. They 
are threaded right hand, or 
right and left. Right and left 
couplings have raised bars be- 
tween bands to indicate this 
particular threading. 


CAP is used to close an open 
end of pipe having male 
threading. A PLUG is used in 
female threaded connections. 
KENNEDY offers a complete 
line of plugs and caps in Cast 
Iron, Malleable and Bronze. 


REDUCER continues the flow in 
a straight line, but joins two 
pipes of different diameter. 
Standard reducers have the 
smaller tapping in the center. 
When tapping is off center, 
it is called “eccentric.” 


BUSHING is a hollow plug 
with male and female threads. 
Connects male end of pipe to 
fitting of larger size. FACE 
BUSHING, for close work, has 
faced end at female thread 
instead of hexagon nut. 











You should expect the best value i. 


= 
from G-E fluorescent lamps 


hlTm™m TRS 














WATER TOO PURE TO DRINK HELPS GIVE YOUR CUSTOMERS MORE LIGHT. It’s the water 
on the right you wouldn’t want to drink. It’s so pure it’s tasteless. You’d prefer the water on the left. Ordi- 
nary tap water, it’s safe enough for drinking. But not for G-E fluorescent lamps. A chemical reagent shows 
mineral impurities. If they got into the phosphor coating, they would cut light output. On the glass tube, 
they would create a streaked look. So General Electric uses the specially ultra-deionized water shown at 
right in making our phosphors and to wash our lamp tubes. It’s twice as free of minerals as distilled water. 
A small precaution — perhaps. But it helps give your customers more light and better looking lamps. 
It’s another reason why you and your customers should expect the best value from G-E fluorescent lamps. 


You can put your confidence in 


GENERAL @@ ELECTRIC 
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Spang runs these ads regularly in Z 
leeding trade journals to help your \ 
own sales efforts, and to remind your 
prospects of your products and 

friendly service. 


It’s the Southeast’s finest 


Radio-Television Building 


dal § PANG CW 


] 


mstallation 


Completely air conditioned, fire-resistant and insulated 
against sound, this modern. new building for Station 
WAGA, Atlanta, is an unusually well-designed radio- 
television center, 

Incorporated are the very latest advanced ideas for 
AM. FM and TV broadcasting, including new technical 
features, a wide variety of studios, even a darkroom. 
And because absolute reliability was so important for 
heating and air conditioning— Spang Pipe in sizes from 
4” to 3” was sper ified for these services. 

Always uniform in every respect, quality-controlled 
Spang Steel Pipe is consistently the first choice of careful 
architects, engineers and owners who are looking for pipe 
that will last longer. First choice, too, of smart contractors 
who recognize how much the easy cutting, easy bending 
and easy threading characteristics can cut their installa- 
tion time and costs. 


woers. The Fort industry Co., Atlanta 
Architects: wey & Crook, Atlanta 


Genera! Contractors: Concrete Builders, inc., Atlanta 


Piping Contractors: Seckinger Sons Company, Atlanta 


* SPANG-CHALFANT 


DIVISION OF THE NATIONAL SUPPLY COMPANY 


General Sales Office: Grant Building, Pittsburgh 
30, Po. District Soles Offices: Atlanta, Boston, 
Detroit, Houston, Los Angeles, New York, Philo 
deiphia, Pittsburgh, St. Lovis 
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ITV fe) tahoe Grinding Wheels 


ABRASIVE CO. “=e 
Abrasive 


Grain 


e 
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“Mouey THE INDUSTRIE © - 
hy 


Bauxite from South America becomes crude abrasive in the electric 


dy 





















































rpipuro® 

















furnaces of Simonds Canada Abrasive Company, Ltd. at Arvida, 
Quebec .. . and finally, Simonds grinding wheels and abrasive grain 
in the modern manufacturing plant of Simonds Abrasive Company 
at Philadelphia. 


The keynote of this vast operation is quality control...and the 
keynote of our distribution system is quality service... the essential 
service of the industrial distributor in supplying industry with Simonds 


grinding wheels for a multiplicity of job needs. 


SIMONDOS ABRASIVE COMPANY, TACONY & FRALEY STREETS, PHILADELPHIA 37, PA. 
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MACHINE SHOPS 


Month after month Simonds advertising reaches 
grinding wheel users throughout industry .. . 
spearheading sales for the industrial distributor 
.. by emphasizing him as the ever-ready source 


of Simonds grinding wheels for every operation. 





LUMBER MILLS CONSTRUCTION TRADES 


SIMONDS Grinding Wheels 


ABRASIVE CoO. AND 


Abrasive Grain 
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forming of Carmeit carbide metals 


to any shape for special wear- The Allegheny Ludlum line of Carmet Carbide Tools is complete 
resistance needs, such as dies, —every style, size and grade you may need for any cutting job in 
gage blanks, etc. Let us quote the shop. If you make your own tools, a full line of blanks is avail- 
on your requirements, able, too—as well as all necessary sizes of A-L Shank Steel. Extensive 
stocks of Carmet standard tools and blanks are carried in A-L 
and Distributor’s warehouses coast to coast, and special tools are 
available to order. @ Just remember, for best performance on 
any application, use Carmet! 


SM? Allegheny Ludlum Steel Corporation 











CARMET DIVISION, Detroit 20, Michigan 
DISTRIBUTORS: Write us about handling CARMET Standard Tools in your territory. 
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LOCKING ACTION 


belongs here! 


To do its job a set screw must hold firmly against both 
rotation and sideway motion, and it depends entirely on the point 
for this holding action. 


Allen O screws hold better because they have the strength to permit 
firmer tightening, and because the points 
are designed only to produce maximum holding power. 


Allen design does not compromise the holding power of the point 
in an attempt to make it perform a locking 

function too. Allen O screws require no locking action at 

the point, because of their high uniform accuracy of fit, pitch 
diameter and perfect thread lead. This 

provides maximum thread contact 

with ample friction to lock the screw 

in position during use and re-use 

under extreme vibrating stress. 


me BWY word w socxer screws ss ALLEN ‘ 
cTURING Te a 
2, Connecticut 


oS 


mAnurA 
Herttord 
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Count On Airtight Support 


when the chips are down 


You're on the top team in the league, when you're in there pitching for busi- 
ness with Morse Cutting Tools . . . the Morse team that gives you airtight 
support in every department of the game . . . design, production, engineering, 
delivery. Yes, Morse backs up every Morse-Franchised Distributor on every 
play. The Morse Twist Drill & Machine Co., New Bedford, Mass. 


MORSE MEANS 100% DISTRIBUTOR-PROTECTION 


MOR S E Cutting Tools 
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HERE’S HOW WEATHERHEAD HELPS YOU SELL— 


WANT HYDRAULIC CONNECTIONS-FAs] 


TIME-SAVING TWiINs 


THIS FULL PAGE 
ADVERTISEMENT 


IS APPEARING IN: 





REUSABLE HOSE ENDS 
AND INDUSTRIAL HOSE 


Factory Management & Maintenance—April 
Applied Hydraulics—April ° ~~ 5 Terme quiet make-up of esinie 
oa a Peale toh 4 ash ne “4 “! pore 


om stock 


Mill & Factory—May eat eee tate towpieed Rit ean lst Of he aspen 


wk » 


AND IN SMALLER SIZES IN: | HERE'S How laniti oc 
RKs 


Oil & Gas Journal—March 24 

Design News—April 

Product Design & Development—May 
Industrial Equipment News—June 
New Equipment Digest—June 


Petroleum Processing—June 


ADDITIONAL WEATHERHEAD 
ADVERTISING IS APPEARING 
REGULARLY IN 


Instruments Magazine 


Chemical Processing 


Here is abundant evidence that Weatherhead is planned to reach your customers, month after month, 
backing up your sales efforts with hard-hitting with the kind of inquiry-producing messages that 
advertising support. The continuing campaign is are easily converted into sales for you. 





GET THESE ADDITIONAL WEATHERHEAD SALES AIDS 


Be sure you have these Weatherhead catalogs: 
E1457A Weatherhead ERMETO® Flareless 
Fittings, F1456 Weatherhead Standard Brass 
Fittings, H1451A Weatherhead Hose & 
REUSABLE Hose Ends. Write Dept. I, The 
Weatherhead Company, 300 E. 131st Street, 
Cleveland 8, O. In Canada, The Weatherhead FIRST IN HYDRAULIC CONNECTIONS 
Company of Canada, Ltd., St. Thomas, Ont. 
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“TUF FLEX''® HAND BLADE — the super 
h, super flexi 

on coil alloy steel. 

ose hand sows: 


Greatest of all gen 
ented 


eral pyre 


that means higher profits 
“pLU-FLEX"® HAND BLADE — the ‘© when you sell Millers Falls 


markable new flexible high speed blade. 
. 
' 


er made for hand sawing hard o 
ev 


Every day, more and more plants are standardizing on 
Millers Falls — the world’s broadest and most highly de- 
veloped line of metalcutting saws. 

On job after job, they cut costs 20% and even more. 
Hand, power, hole or band — each is outstanding in its 
field — the result of Millers Falls never-ending research 


for finer steels . . . better cutting designs . . . more effective 


ie heat treating methods. 
WER BLADE — . That's why Millers Falls metalcutting saws are easier to 
F king industrie 
de that is mo 
speed blo 


Ig by any other sell — the most profitable line you can carry. They’ve 

sawing history: ag nen all purpose helped many distributors crack and keep the toughest ac- 
: de for ’ 

metalcutting bla 


“BLU-MOL" ® PO 


counts in their territories. They can do the same for you. 
ksawing- : . . 
power hecwewne Write for full details on the exceptional profit oppor- 
tunities they offer you. 


MILLERS FALLS COMPANY @ Greenfield, Massachusetts 


MILLERS FALLS 
“JET-EDGE"® POWER BLADE pha TOOLS 


sational new, high speed, welded yore 
Unbreakable and shatterproo e 
nor 


SINCE 
ditions. 


sghest cutting cM 1868 ad 


BAND SAWS — sizes 
and types for every use. 
In coils or pre-welded 
to fit any make and 
model of machine. Each 
blade individually 
boxed and clearly 
marked for easy han- 
dling and identification. 
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a 


) _s0-pe‘ri-or (si-per'i-ér), adj. [fr. L. 
superior.! Extreme excellence of 
kind; a word frequently used to 
describe Raybestos-Manhattan 
Industrial Rubber Products: as RIM 
distributors: satisfy the customer 
with superior Condor Belts, s superior 
Homoflex Hose, and s superior 
Homocord Conveyor Belts; also used 
in describing RIM distributors. Syn. 


—Condor Belts, Homoflex Hose, 
Homocord Conveyor Belts. 


RAYBESTOS- MANHATTAN, IN C. 


(a & 4 


Other 8/M products include: 








o © Rodict 
Meese © Asbest atiles © e 
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Here are the design features: 


@ oS) Red Seal, made of DuPont Fairprene, retains 
lubricant. Wiping action of the seal against 
the inner ring is practically frictionless. 


@ Rotating flingers exclude dirt. 


@ Set screws for ease of installation. 


@ Spherical outer ring compensates for initial misalignment. 


@ Alemite fitting for re-lubrication. 
¢ oe oe 
bd interchange ability with existing installations made possible 
ibe rsce ae and center height features. 
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Hess Bright 


HESS-BRIGHT “SY’’—another new Om: 
Pillow Block . . . designed to do Pillou 

a specific anti-friction job . . . will win 

more sales for distributors. 


This is another example of how 
constantly helps distributors put the 
right bearing in the right place with 
a complete line of Ball and Roller 
Bearing Pillow Blocks. 


Other unrivaled advantages of being 
an & distributor: aggressive national 
advertising boosting distributors —tech- 
nical sales assistance—complete sell 
ing aids. 


No wonder the franchise is pre- 
ferred by so many top-flight distrib: 
tors from coast to coast! 


SKF INDUSTRIES, INC., Philo. «* . 
32,Pa.—manufacturersofs*%F and 
HESS-BRIGHT bearings. e 


BALL AND ROLLER BEARINGS 
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, eR ee 
in the manufacture of good files. Along every stage of produc- 
tion Nicholson stations the watchful eyes of experienced in- 
spectors pledged to maintain the high Nicholson standards in 
every practical detail. 


From microscopic inspection of the steel, through the vari- 
ous steps of shaping, blank-smoothing, teeth-cutting, straighten- 
ing, hardening, down to finishing, testing and packaging, there is 
no relaxing toward giving users UNIFORM TOP-QUALITY 
FILE PERFORMANCE and MAXIMUM FILE LIFE. All of 
which adds up to UNSURPASSABLE VALUE. 


What industrial distributor should not be impressed — and 
prosperous — with merchandise like this? 


: 


SRTONE SD GO. » Easis Oh. Poodtnace |. SED 
(tm Caneda, Port Hope, Ont.) 


INDUSTRIAL DISTRIBUTION ¢© APRIL, 1952 


* A “pertect” tile is one 
which in practical use does 
the best job that is possible 
through being precisely 
straight, carefully balanced, 
accurately cut (teeth evenly 
high and sharp), uniformly 
hardened, and made of the 
finest steel obtainable for 
the purpose 


“FILE FILOSOPHY,”’ 


Nicholson's famous 48-page 
illustrated handbook on kinds, 
use and care of files, should 
be in the kit of every indus 
trial-supply salesman whose 
line includes files. It enables 
him to render the kind of 
helpful service he owes his 
customers. How many copies 
(free) do you need? 
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All-out’support 


ereates more demand for 








DRILLS 


(No. 161 Drill, \" capacity) Avail- 
able in 17 models with capacities 





... more sales 
for Stanley Distributors 


Whether building greater sales for Distributors, or building 


powerful, dependable tools for your customers, Stanley goes SAWS 

“All Out” to give you the kind of support you need . . . and = W65 Saw, 6" blade) Stanley 
ety Saws available in four sizes: 

deserve. It’s this cooperation, plus the Distributor’s best 6”, 7", 8", 9". Many exclusive 

effort, that makes the Stanley ‘‘team’”’ so successful. Take ad- features. 

vantage of this ‘‘All Out’’ support . . . it makes your selling 

job easier, more profitable, more secure . . . stock up now. 


Stanley Electric Tools, 412 Myrtle Street, New Britain, Conn. 

] Selective Distribution policy protects your sales efforts . . . is backed 
by the Stanley reputation for honest, fair dealing. 

Qlarge Field Organization employed solely to help you service and sell. 


3A Complete Line of quality electric tools for industry . . . you can offer 
a dependable, cost-cutting electric tool for practically every purpose... 
an evergrowing line of new tools to meet changing conditions. 





AThe Largest Portable Tool Catalog in the field . . . an important sales 


“tool’’ made easy to use, easy to carry .. . allows you to show the complete ELECTRIC 
line from one handsome, compact volume SCREW DRIVERS 
5 Consistent National Advertising in Saturday Evening Post and all (No. O2M Electric Screw Driver) 
leading trade and business publications pre-sells prospects for you. Speed production line output . . . 
. adjustable clutch. 
6 Effective Sales Aids . . . window and counter displays, bulletins, direct 
mail pieces, window streamers, newspaper mats, electros . . . all designed 
to promote more and bigger sales . . . all available to Stanley Distributors. 
7 The Stanley Name is behind you 100% . . . needs no introduction... 


has consumer confidence and respect . . . known for outstanding quality 
for over a hundred years. 
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PLANES 

(Ne. J5, 1 h.p.) 18,000 r.p.m, leaves : 
smooth waveless surface. Available in 
PORTABLE sizes, %, 4 and | hp. 
GRINDER-SANDER 

(No. 92) Indispensable for grind- 
ing welds, removing rust, cleaning 
molds, etc. 3 models available. 


UNISHEARS 

(No. U218 cuts up te 18 ga. steel) 
Available in 9 sizes with metal cutting 
capacities from 18 to 6 gauge sheet steel. 


(No. R8A Router, h.p.) Powerful 
motor and sealed bearings. Portable 
models 1,2 and 3hp 


* 


e ELECTRIC HAMMERS 
—= (No. 310-A Electric Hammer, 134" ca- 


pacity) Drills concrete, stone, brick; scales 
paint, rust. Operates on A.C. or D.C. 





GRINDERS 

(No. 257 with No. 600 Eyeshield) 
Available in 10 sizes, 4 portable, 6 
bench styles. Smooth, dependable 
operation. 


Reg. U.S. Pat. Off 


HARDWARE ¢ TOOLS ¢ ELECTRIC TOOLS © STEEL STRAPPING © STEEL 
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A McGRAW-HILL PUBLIC 
930 WESt sana STREET, NEW YoRK 36, 


Z 
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T other 


powerful profit 
advantages 


Only CARB 


Represent the world’s 
best known brand name 
in abrasives. Customer 
acceptance tor the brand 
name CARBORUNDUM Is so 
widespread that it amounts 
almost to demand 


“Carborundum” is a registered trademark of 
The Carborundum Company, Niagara Falls, N.Y 
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Keep posted on the 
atest abrasive techniques. 
CARBORUNDUM broadcasts 
every new development, 
whether from its laboratory 
or a customer $s shop floor. 
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4 Get practical answers 
to every technical question. 
Continuous counsel from an 
engineering statt with the 
world’s widest experience. 


~# 
° | 


‘ee 8D 





Reputable manufacturers just naturally like to do business with industrial 
distr’butors of substantial character and reputation. Many distributors have told 


us that the simple statement, “We represent CARBORUNDUM, ” 


during franchise negotiations with other manufacturers, 


is more convincing than a bank reference. It’s 


an instantaneous identification of a solid, aggressive 


businessman, and a real tribute to the whole 


CARBORUNDUM distributor policy, which has been 60 


years in the growing, and is today the admiration 


and envy of the manufacturing world. 


& 





4 Save time and money. 
Simplified stock control and 
reduced paper work are 
natural results of doing busi- 
ness with a single source of 
supply on a// abrasive lines. 


5 Develop keener, more 
valuable salesmen. Inten 
sive sales-training courses 
at the CARBORUNDUM plant 
—plus a year-round flow 
of application information. 


6 Be well received by every 
prospect. CARBORUNDUM’S 
pin-pointed sales promotion 
and saturation advertising 


reach every key buying factor. 


7 Enjoy complete -line 
selling. Not two or three 
abrasive product lines from 
two or three different 
sources, but a// lines from 
one source. 


MARK 


DISTRIBUTORS 


supply ALL abrasive products under ONE brand name 


‘NDUSTRIAL DISTRIBUTION © APRIL, 1952 


57 





COMI SAIN Ae Hy Ti GN Ee MII LES EE et 





\ \ Nyy a 
ASN Wil 
\ ~« 

t 


\ 


Hoover Motors go about their business quietly. 

They start quietly even on heavy-duty jobs—with 
starting torque that spins hard-to-get-going machinery 
into action without strain or vibration. They ran 
quietly because they run smoothly—with running 
torque that maintains even speeds from start to full 
rated load and beyond. 

High precision is woven into every mile of wiring— 
fitted into every working part. No lag or drag. So, 
Hoover Motors are /ow-cost workers, too. They make 
the most of each “watt” of electricity—pay dividends 
in longer life. 

And service? When it’s needed, where it’s needed. 
Hoover's service facilities are world-wide—always 
ready to protect your customers and to guard your 
good name. 


e| t : 
Among Hoover's general-purpose motors, there motors 
are models that give distributors and dealers a 


widely varied choice of Cupacitor-Start and i 
tl f since 1934 


fe motors, too, there are 


tal-purd 


Hoovers that Will meet 
] 


1S including models for pumps, oil burners, THE HOOVER COMPANY 
fans and blowers 
Write for de scriptive literature and full Kingston-Conley Division 
information, 40 Brook Avenue North Plainfield, New Jersey 
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LAUGHLIN'S STEADY, HARD-HITTING 
ADVERTISING HELPS YOU BECAUSE IT 


PRE-SEiLLS gets in there and tells your éustomers and 
prospects what Laughlin products are, why 
they, are first choice wherever wire rope 
chain are used. We ‘‘soften ‘em up"’ before 
you call, 


pointing out Laughlin’s ‘advantages of 
, @ complete line, and exclusive prod- 
available from no other m@nufacturer. 
e ‘tell tem mg * so a id Wall for you. 


isn't let your, bets and customers 
that fhe name of Laugh- 

fer in its field — in 

f, and in performance. 

$0 they won't forget. 


Laughlin édvertisudger aches a wide audience in business and 
industry. It is baggage up by listings in directories ar nd catalog 
direct-mail _premotion, eae our big new Catalog No. ¥50 
with a complet@igisting of almost 1500 Laughlin product& 
ll, you can be sure Laughlin advertising 


) yOu. THE THOMAS LAUGHLIN CO. 
212 FORE ST., PORTLAND, MAINE 
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Bunting 


Standard Stock Bearings 
842 sizes 


Bunting Bronze 
Electric Motor Bearings 
316 sizes 


H| Bunting 


Precision Bronze Bars 
256 sizes 


Completely machined and finished, meeting all bearing 
requirements in the production and maintenance of machine tools, 
industrial machinery and electric motors. 


eee EIN STOCK EVERYWHERE 
Bunting products are instantly 
available in. all markets, from the 
stocks of leading industrial distrib- 
utors and distributors of special- 
ized industrial items. Ask your 


distributor or write for catalog. 





As edvertised in Business Week + Factory M 9 t and Maint * Steel « 
tron Age + Mill and Factory + Southern Power and industry « Industrial Distribution 
THE BUNTING BRASS & BRONZE COMPANY * TOLEDO 1, OHIO + BRANCHES 1 PRINCIPAL CITIES 
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THEY 8 ppino JOBS 


To YouR TA 


ane 
trees tore 
: TF MSPECTOR ots © = 
Oe ee not pooch » diomarers. Port 
- 1 VISION Derby Line, Ver™ ‘ 
aay Re k Island, Quebec tunerfield 00% napoc” 


eden De ea 
seen tage 0 machine Sam NCES, 0 sai BUTTERFIELD” 


" ops 

Stove Bolt Taps . E s Nyt Tops 

Staybolt Tops * — oo veeshow? Tops THE 100% INSP’ ee 
Be jividually Inspec 

scat 


Serio! Tops 00% ws 
see YOUR nearsyY . od ot ni ‘: 
ta wet 
puTTeRFigLo ost “ 
promPt DELIVERIES Lt 


w puaTes 


Welcome to our Booth 337 at the Triple Industrial Supply Convention 


BUTTERFIELD 


THE 100% INSPECTED TOOLS 
Every Tool Individually Inspected 


TAPS + DIES + REAMERS + SCREW PLATES 
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YOU GET 
REAL SOLID 
BACKING 


To Help You Sell 
Butterfield Taps 


When you sell Butterfield Tools 
you benefit by a yearly total of 
811,752 advertising messages to tool 
buyers in four leading metalworking 
trade magazines — AMERICAN 
MACHINIST, MACHINERY, 
TOOL ENGINEER, and MODERN 
MACHINE SHOP. 

These advertisements have two 
main objectives: 

1. To promote an exclusive basic 
sales idea — Butterfield ... The 
100% Inspected Tools — ex- 
plaining why Butterfield tools 
are always so uniformly depend- 
able. 

- To emphasize your importance in 
the sales picture — with a large- 
type closing message telling cus- 
tomers to See Your Nearby But- 
terfield Distributor For Prompt 
Deliveries And Service. 


In addition, Butterfield provides 
you with a full line of merchandising 
aids size charts, decimal equiva- 
lent charts, modern packaging and 
colorful literature with your imprint. 
And always available to you and your 
customers are Butterfield’s trained 
experts, for aid in any cutting tool 
problem. 

All of which — and more — are 
fully described in Butterfield’s Sales 
Policy, giving you definite, printed 
assurance of cooperation and pro- 
tection. If there’s still an opening in 
your area, it will pay you to give the 
Butterfield Sales Policy a thorough 
reading. Write to Union Twist Drill 
Company, BUTTERFIELD DIVI- 
SION, Derby Line, Vermont. 
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QUALITY that means Repeat Business 


@ Adaptable for cleaning narrow surfaces 
and for work on shaped metal parts. Used 
also for small weld cleaning jobs. 


MILWAUKEE 


STEEL WIRE © Rocker or curved back, stvle wed on fa 
SCRATCH BRUSHES 














@ For cleaning small. difficult-to-get-at 
places, and pipe threads. Shaped 
handle gives easy grip. 


@ Heavily filled unit for extra-tough 
cleaning jobs on flat surfaces. 


@ Excellent painters’ tool for removing dirt, There are buyers for all of these USES: 


paint, and general cleaning preparatory to 

M t Threads, 
painting flat surfaces. Also good tool for BRUSHING— cll ge A lhc ee 
general industrial cleaning purposes. Small Castings, Tanks, Drums, Machinery, Tools, Meat Blocks, 


CLEANING— Ironwork, Stone, Brick, etc 


Rust, Scale, Weld Spatter, Chips, Borings, Paint, Varnish, 


os s * REMOVING— Dirt, Grease, Floor Wax, etc 


MILWAUKEE m= 


META| MADE 


Tires, Tubes, 


ALL METAL WIRE BRUSHES 


INDESTRUCTIBLE—NON-RUSTING HANDLE 


® Especially designed for wire 
brushing hot metal. May also be 
used without danger of burning 
under conditions which necessitate 
exposing the brushes to flames. 


SEND FOR 


= BULLETINS 
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“formance on the bearing that makes possible the 


RIE. 


ct 
EYSTONE LUBRICATIN 
PHILADELPHIA, PAY 


ESTABLISHED 
mace In U.S* 


Pam 





] 


MEET MR. BIG IN THE LIFE OF A BEARING 





His real name is Keystone *44 Ball and and for temperatures from 0° to 225° F. A 
Roller Bearing Grease. And the best fellow to spectalized lubricant, it is endorsed and recom- 
introduce him qs your always-near-at-hand mended by equipment manufacturers and by 


Keystone Distributor. leading producers of ball and roller bearings. 


Five minutes of your time is all that’s needed to KEYSTONE LUBRICATING COMPANY, 21st 
give you an insight into what performance & Lippincott Sts., Philadelphia 32, Pa., Est. 1884. 
and what economies *44 Grease can give you. 





And then—when you put it to test tn beatings 


in your plant—you'll know /for sure bow-tmch Wr. Distributor please aote: 


money it ys//-save: Infact, it’s that very per- This-advertisement is beng run to inform 


your prospects that the economy afforded 
through use of #44 is not a “claim” but is a 
guaranteed fact...a fact which can help 
increase your customers’ production... and 


: , help increase your profits from Keystone sales. 
Keystone #44 Grease is used over a wide range — P I 


Keystone guarantee: a saving for you of at least 
10 per cent on your present cost of lubrication, 
including labor. 








of speed—in some cases up to 20,000 rpm— 





CUBRICAN TY §S BE, 
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J Helps Distributors 
Get NORE “Big Volume“ Business... 
for Better Cutting Tool:Profits 


Intensive, specialized help in selling and 
servicing those 259¢ of the jpfospects in 





Distributors are finding their percentage 
of profit-cutting “small orders” reduced. 


each territory who buy 759 of the cut- 
ting tools is the “‘in-a-nutshell” answer 
to why distributors of Besly Taps, Drills 
and Reamers are consistently gaining in 
“big user” sales. At the same time, Besly 


This Besly Policy of primary concentra- 
tion on volume users is Sacked by more 
than “lip service”. Here’s how we help 
distributors get—and hold—“big order” 
business : 


1 SUPERIOR QUALITY TOOLS 
BESLY Taps are consistently “The 
World's Most Accurate’ —made and kept to 
and above the exacting standards 
Of the biggest users. 


PREFERRED SERVICE 


BESLY is realistic about the service that 
ig-volume users require—and gives “what it 
es” in preferential treatment to hold 
them. This applies to order handling 
and delivery of “specials” as well as 
“standard” tools. 


BETTER ENGINEERING 
COUNCIL 


BESLY Field Engineers are not only 
factory-trained in the design and manufacture 
of Cutting Tools, they are also 
long-experienced in applications and 
methods—with particular emphasis on the 
mass-production operations of big-volume 
tool users. They help to sell by practical 
demonstration of bow and where Besly Taps 
and Drills cut costs and improve production. 


The consistent growth in Besly—and Besly Distributors—Cutting 
Tool Sales over the past 10 years is ample evidence of the sound- 
ness of this policy. 


It is also evidence of Besly’s ability to help distributors get more 
of the worth-while “big-volume” business. If too many small 
orders are cutting into your cutting tool profits, ask us for details 
on how we might work together to the advantage of us both. 


INDUSTRIAL DISTRIBUTION © APRIL, 1952 


—— . eae 


BESLY-WELLES 


CORPORATION 
Estoblished os Chorles H. Besly & Company in 1875 
106 Dearborn Avenve 
BELOIT, WISCONSIN 


TAPS, DRILLS and REAMERS 
sold only through selected 
Distributors , 





Sell the BUCKINGHAM Quality Line 


Buckingham’s nationally-advertised, high-quality products are strong sellers wher- 
ever shown. That’s because Buckingham equipment sells to all industries — every 
maintenance crew is a prospect! What’s more, Buckingham products tie-in easily 
with your other hand tool sales — earn quick extra profits. Attractive discounts to 
distributors. Write today for details and money-making sales proposition. 


| 
} 





Buckingham 
THREAD RESTORERS 


Restore flattened or rusted studs and bolts, pipes, 
threaded shafts. Quick and simple to use. Follow 
pitch of any left- or right-hand thread—SAE, 
ASME, pipe or tapered. Models easily adjustable 
to wide range of root diameters 


Buckingham 
TOOL BAGS 


Made of high-grade, strongly stitched leather. Ad- 
justable shoulder strap. A good-sized, rugged tool 
kit for all kinds of repair and maintenance tools— 
ideal for electricians, mechanics, plumbers. Canvas 
bags also available 


BUCKINGHAM MANUFACTURING CO., INC 


Buckingham 
TOOL POUCHES 


Durable, long-wearing tool pouches for hanging on 
belt. Heavy leather with stitching and rivet con- 
struction. Thirteen different styles—economical 
and serviceable for every workman. 


4B 

— 
Buckingham = —maliooseecoretOae 
“PROTECTO GRIPS” 


Tubular dielectric plastic grips, closed at outer 
end, for slipping on the handles of 6”, 7” and 8” 
pliers. Once on, they form an integral part of 
the pliers, providing insulation and better gripping 
surface. 


INDUSTRIAL DISTRIBUTION © APRIL, 1952 





69-71 Travis Street 
e Binghamton, N. Y. 


Photcgraphs taken in 1/20,000 second 
on a Draper X2 Loom at 175 picks per 
minute. G&K Endless Check Straps are 
made of selected Hairitan leather (hair- 
on or hair-off) folded double and cement- 
ed. They have low permanent stretch 
and amazing tensile strength. Available 
for Draper Looms in 15 sizes from 7” 
to 104%” gauge. 


CUT SHUTTLE COST 


G&K Hairitan” Leather Endless Check Strap 
see manic cushions the stick— prevents shuttle bounce 


No shuttle-bounce 
REDUCE BANG-OFF Notice how the G&K Hairitan Endless Check Strap — gliding through 
Perfect boxing two sets of fingers beneath the box — rides with the picker stick to the 
INCREASE PROFITS end of the lay. This is smooth, positive follow-thru checking action. 
The strap conforms to the angle of the stick and holds it straight 
and true. The stick comes to rest gently and evenly, without bouncing 


CATALOG presents the com- 

plete line of Textile Leathers the shuttle. 

for weaving — also aprons F 
end tapes for the woolen and Follow thru with Orange Line Loom Leathers. More than 50 various 


worsted industry. Ask for a loom leathers are available to help loom tenders get more yardage 
copy on your letterhead. ‘ : 
with less waste and down-time. 
> / 
and @|/ 
| ® ~ ry 
mm \ Orange Line Textile Leathers 
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Soe Yo — 


AS CHAMPION 
SERVES YOU... 
with 


THE GREATEST 


LAMP 
VALUE 


Money can buy! 





_. 
CHAMPION 


CHAMPION LAMP WORKS 


lynn 
OF CONS 


VcesscacPurse [Ls 
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horsepower Cent ry mot 


giass Blowing machine 


o- 


Two 100 horsepower Century motors 
driving refrigeration compressors 


Century “2 horsepower capacitor 
motor on a furnace blower 


ay 


7 


1/6 horsepower Century motor or 
ventilating fan 


WHY 

MOTORIZED EQUIPMENT 
KEEPS YOUR CUSTOMERS 
SATISFIED... 


The motor specifications — where skillfully 
selected —to assure the TOP PERFORMANCE 
and DEPENDABLE QUIET SERVICE that is 
built into each class of equipment. 


Refrigeration compressors require one combination 

of operating characteristics and specifications—fans and 
blowers another combination—various types of 

heating equipment still another. 


In over 50 years, Century has developed a wide 
line of types of motors with literally hundreds of 
specifications to choose from. It is easy to ENGINEER 
YOUR PRODUCT PERFORMANCE—THROUGH 
SKILLFUL MOTOR APPLICATION. 


If you have motor service problems, phone or write to 
any of Century's 28 District offices regarding Century's 
national network of service stations—the motor 
exchange plan will serve you whether your motors are 
in or out of warranty. 


Specify Century Motorized Equipment—get top 
equipment performance—dependable quiet service— 
keep your customers satisfied. 


CENTURY ELECTRIC CO 
1806 Pine Street . St. bg 
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STOCK 


FEDERATED 
GARDINER BRAND 
SOLDERS...THEY SELL! 


Federated Gardiner brand Acid Core and Solid Wire Solders are in demand every- 


where because they are nationally advertised . .. they are known . . . they are liked! 


Customers return to buy over and over again because they know Federated Solders 


make soldering easier and faster. 
Every step in the production of Federated Gardiner Solders is scientifically con- 


trolled to produce a high quality product that is unequalled for consistency and for 


the permanence of the bond it produces. 

For display purposes, Acid Core Solder is packed in a bright blue and white package; 
Solid Wire in neat black and gray. The 
played on each carton Available in 


by Underwriters’ Laboratories Inc 


Feder Metts Diviwion Fe 


AMERICAN SMELTING AND REFINING COMPANY « 120 BROADWAY, NEW YORK 5, N.Y 


analysis of the solder is prominently dis- 
all commercial sizes and compositions. Listed 
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... they’re 100% 
SIMONDS 


Quality-Controlled 


Cur-bitity ... that’s the word for “Red 

End” Power Blades! Cwt-ability that starts with special Simonds 
hack-saw steel, double checked for toughness and grain structure. 
Cut-ability that proves out and pays off on the job with straight fast 
cuts and more cuts per blade. Supplied in all standard sizes with a 
choice of these two types of steel: 

High Speed Molybdenum for cutting mild alloys and general 

work where breakage-resistance and long life are musts. 

High Speed Tungsten for top cutting efficiency on toughest 

alloy steels where abrasion-resistance is vital. 





|SIMONDS 


= cisco, and Portland, Ore. Canadian Factory in 
Montreal, Que. 


ar) 
ori, " 


2 ae 





Factory Branches in Boston, Chicago, San Fran- 
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IMMEDIATE DELIVERY 


WITHOUT REBORING! 


Roller Chain 
SPROCKETS 


WITH INTERCHANGABLE HUBS 


nee 


YOU CAN SERVE 
YOUR CUSTOMERS 


FROM 


STOCK 


WITHOUT DELAY 
FOR RE-BORING 


“QD” 


% 


Sprockets Offer Many Advantages 


QD ACTUALLY FITS SHAFT BETTER 

Tapered split hub actually grips 
shaft for a positive press fit. Will 
accommodate an undersized shaft. 


FACTORY 


SIMPLIFIES CHANGES 

Many sprockets use same hubs; 
therefore, speed changes are quick- 
ly and easily made at a saving in 
price. Change of sprocket bore can 
be accomplished with new hub. 


CUTS REPLACEMENT COSTS 
Replacement sprockets can be used 
on old hub, which reduces cost of 
replacement sprocket. 


REDUCES COST OF “SPARES” 
Relatively few sprockets and hubs 
can be carried as spares to fit many 
drives in the plant and thus pre- 
vent costly shutdown time with min- 
imum inventory. 


HUBS ALSO FIT 


Forl WorTu 


RANSCO 
V-Belt Sheaves 


OTHER 


JUST OFF THE PRESS 
CATALOG 300-C 


Shows list prices and dimen- 
sions of stock QD & DH 
sprockets. Chain dimensions 
and drive recommendations are 
in easy-to-use form. Write to- 
day. 


FORT WORTH 
PRODUCTS 


V-BELT DRIVES 
SCREW CONVEYORS 
and ACCESSORIES 
SCREW ELEVATORS 
INDUSTRIAL FANS 


STEEL & MACHINERY CO. 
DEPT. 14. 3600 McCART, FORT WORTH, TEXAS 


HOUSTON 


WAREHOUSES —LOS ANGELES 


72 


KANSAS CITY 
ST. LOUIS 


CHICAGO 
MEMPHIS 


ATLANTA 
DALLAS JERSEY CITY 
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HE'S BEING TOLD TO CONTACT YOU. Every Union advertisement urges readers to contact their local 
distributor. More than 1,062,800 messages will reach your market — through your prospects’ favorite 
AMERICAN MACHINIST, MACHINERY, TOOL ENGINEER, and MODERN 


MACHINE SHOP. When you sell Union, you get backing. 


magazines 


YOU GET FURTHER BACKING through Union's 7-point policy guaranteeing coop- 
eration and fair treatment . . . plus Union’s complete kit of sales aids including 
displays, ad reprints, folders, charts, gauges, and net price sheets to simplify your 
pricing and bookkeeping. 

Welcome to ur Booths 337, 339 and 341 at the Triple Industrial 
Supply Convention. 


* Carbide Tools 
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(Advertisement) 
Jacking Up Sales _ _" 
Pn =. ag 


YOU, SPRINGTIME 
AND THE WIDE OPEN SPACES— 


It’s the right combination and the right time of year to 
let prospects in the bridge-building business have a look 
at the new Simplex Safety Jack Supports. Made of 
aluminum alloy, these supports are used wth Simplex 
Journal or Hydraulic Jacks for faster, safer jacking on 
timber construction jobs. They're inexpensive, easy to 


- se IT IN OUR DREAMS— cell and profitable. 


the nev int we're planning, that is. Yes sir, we've 
the te, the architectur al | = are slaving over hot blu 
prints and we're just waiting for a final go-ahead fron 
Uticle Sam to begin construction of a modern new factor’ 
Whatsit to you ll, it ll mean more production a 
better deliveries for those easy-to-sell Simplex Jacks . 


ind that me al 


| — ey 
MEET A STAR PERFORMER IN EVERY FIELD! 


It’s the Simplex 310A Emergency Jack which is always 

a top performer and a steady sales winner for you. It 

rates top billing with your prospects in industry, construc- 

\ tion and the oil fields because it takes on most any j ck- 
| ing job, handles it with speed and safety plus savings in 
manpower. Lifts full 15 tons capacity on the cap, on the 

auxiliary cap shoe, on the toe or at any interme diate 

point by using the chain as a sling. Here’s a Jack that is 


HOW 10 HAVE YOUR “PREEMEER": — always ready for an encore! 


Hut ' See I 


bet Mn i oe fo te => ust TWE THING 
rood sales met ting. Have your Sir < P ‘FOR DELIVERING 10 
. a GALLONS OF S/MPLEX 
HYDRAULIC JACK 
WL” 


TEXAS GROWS AGAIN— 


The open-hearted State of Texas has taken to its bosom 
a new son in Art Templeton, T-K Sales Engineer, who 
NO TWIST IS A NEW TWIST HERE— recently establi shed headquarters at 6505 Aberdeen Ave. 
in Dallas. “Art”, a son of T-K’s founder, will work with 
And a mighty important one, too, ve mean Simplex Jack Distributors in Texas, Oklahoma and 
Simplex Jenny. This center hole ilic Puller pus shes Louisiana. 
or pulls without torque It actually gives one man the 
strength of ten and handles tough pull or push jobs in 
minutes . instead of hours It’s a “must” for cost 
minded shops and factories; for construction equipment 
maintenance and many other markets. Make it a “must” TEMPLETON, KENLY & CO 
for yourself, too—because it’s just as easy to sell as it is Central Ave., Chicayo 44, 1 
to operate 
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Advertising 


KEEPS YOUR CUSTOMERS SOLD ON 


Through the pages of leading industrial publica- 

tions, we advertise O-B valves tothe men who order, 

specify, and approve the valves purchased in thousands 

of industrial plants. These include the purchasing agents 

you call on as well as the broad segment of valve-buying influence 
represented by maintenance, operating and production engi- 

neers, and officials. Ohio Brass has gained, and continues to 
maintain through consistent advertising, the recognition and acceptance 
so important to your success as distributors of O-B valves. 


Oe Cn 
Mills hactoory 


BRONZE GLOBES * GATES * ANGLES ~— CHECKS « FOR INDUSTRIAL SERVICE 
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BS> offers 
mc 2,000 UMIONS 


at competitive prices 







listed by Underwriters’ Laboratories for use \\ = —- 


with all piping applications — >= = 
including hazardous liquids — 


300# steam, 500° F. 
2,000 # cold water, oil 
or gas, non-shock. 


Compare the cost of CAPITOL TESTED - PROVED 
UNIONS with any other 3007 


Unions. 


Large sizes all forged-steel; small 
sizes machined from solid bar steel. 
High tensile strength and no sand 
holes. 





Conveniently packaged. Each 
carton displays the U. L. label. 


= — == a 
’ hg = ~~ - - — e = =~ - 
S333. = TS —~ - Se 


ee tam 6MFG. & SUPPLY CO. 


COLUMBUS, OHIO 





COUPLINGS — NIPPLES — UNIONS — RADIANT HEAT FITTINGS 
FURNACE CONS — WELL SUPPLIES — STEEL PIPE FITTINGS 











Talk of the Trade 


COLD ADVERTISING: Ralph Vincent (C. WW. Mar 
wedel, San Francisco) is thinking of opening a North 
Pole branch He received a letter the other day 
trom one of the company’s machinery salesman, Gene 
Best, who is now serving as a captain in the Air Corp 

. Gene told Ralph of an air corps tradition which 
calls for the Polar fliers to sign their names on a wooden 
+ x 4 which is dropped over the North Pole on their 
first trip. . In addition to signing his name, Gene 
included a bit of advertising: ““Eskimos—Buy Your ‘Tools 
at C. W. Marwedel, San Francisco”’. How’s about 
checking on your next trip to the Pole to see if the 
sign is still there. 


WELL DONE: Jim Bosted (H. W. Mills, Passaic) cer 
tainly deserved the round of applause for running the 
New Jersey ASTE chapter’s annual dinner dance 
More than 450 turned out for the affair and to a man 
declared “It was swell’ 


WELL DEFINED: A former colleague, John Farley, 
who is now with an advertising agency, spotted “Some 
Daffynitions” in the Iowa Public Service Co.’s hous 
organ which he thought you might like to sec 

Pedestrian: Man who can be reached easily by auto 
mobile 

Stout Matron: A lovely girl gone to waist 

Grand Opera: Where, when a guy is stabbed, he sings 
instead of bleeds. 

Alibi: An excuse that’s cooked up, but is always half 
baked. 

Amateur Golfer: The man who moves heaven and 
earth to play golf. 

Jury: Twelve men chosen to decide which side has the 
better lawyer 


MORE ADVERTISING: It must be the Awards Pro 
gram of the two distributor associations that is making 
me advertising conscious this month. . Paul Stine 
Harry P. Leu, Inc., Orlando) recently received some 
extra-curricular advertising as a result of serving as a 
Bov Scout Council president. . . . To help the cause, the 
Orlando Morning Sentinel used a multi-colored, page 
ne cartoon showing Paul unveiling the Liberty Bell 


FOINT OF . 
NO RETURN ? oz 
Ky een 


POLITICAL: Have you seen that letter being circulated 
about raising funds: “I have the distinguished honor of 
being a member of a committee formed to raise 50 
million dollars to be used for placing a statue of Harry 
Truman in the Hall of Fame in Washington. 

“We have decided to tease it by not placing it next 
to George Washington who never told a lig, nor next 
to Lincoln, who was known as Honest Abe, nor next to 
Jefferson who spurned a third term. The committee was 
in quite a quandary, but after careful consideration, it was 
decided the statue should be placed next to that of 
Columbus, who, after all, did not know where he was 
going, did not know where he was when he got there, 
nor where he had been when he got home, but he made 
the entire trip on borrowed money”. 


PREDICTION: Casey Stengel, the Yankee manager, says 
he thinks the 1952 World Series competitors will be the 
same teams as in 1951... . We agree but we think there'll 
be a new ending. . . . Yes, sir, look for the Giants to be 
the World Champs. 


THOUGHT FOR THE MONTH: It’s time to get 
everything in order for that trip to Atlantic City for 
the Triple Industrial Supply Convention. . . . See you 


there. RWB 
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ying Decisions by Building Men 


and steering big sales opportunities to 


JENKINS DISTRIBUTORS 


Whenever architects, consulting engineers, 
contractors, and administrative management 
select valves for new construction, or for 
modernizing existing facilities, you can be 
sure the Jenkins Building Installation ad- 
vertisements they've seen so often are “sitting 
ha ge : ty 

in” to influence their decision. 


This campaign, now in its third year, re- 
minds them month after month that Jenkins 
Valves are the choice of leaders in the building 
profession (whose names are listed in most 
ads) for efficiency, safety, and lasting economy. 


Watch these ads at work in Fortune, Busi- 
ness Week, and leading architectural and con- 
tractor magazines. And watch the results, as 


Reprints of individual Building Series ads which fea- 
ture installations in his own service area are avail- 


able to any Jenkins Distributor for local mailings. 





they steer more and more big volume valve 
orders to you, the Jenkins Distributor. 


This intensive cultivation of the important 
building market is only one phase of Jenkins 
promotion .. . just one of the many reasons 
why, year in and year out, it pays, and pays 
well, to be a Jenkins Distributor. 

Jenkins Bros., 100 Park Ave., New York 17. 
Jenkins Bros., Ltd., Montreal. 


JENKINS 


LOOK FOR THE DIAMOND MARK 


— VALY 
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Chrome plating tanks at The Electric 
Auto-Lite Company, Sharonville, 
Obio. Picture shows filtration connec- 
tions of Republic Rubber Acid Suc- 
tion Hose. These flexible units outlast 
metal. They also provide a mobility 
of siphoning action that keeps the en- 
tire tank bottom clear of dirt. 


The Ekecthic Auto-Lik Stow — 


Case History Helps Republic Distributors Sell More ACID SUCTION HOSE 


@ The Electric Auto-Lite Company uses Republic 
Rubber Acid Suction Hose in their Sharonville, 
Ohio plant. The hose filters off foreign materials 
from tanks of special chrome plating solution. 

Ordinary hose couldn't be used on the job be- 
cause it absorbed the suspended nickel ions. Pipe 
couldn't be used because it wasn't flexible. What's 
more, the strong acid solution gutted out the 
pipe interiors, leaving behind deceptively strong 


looking shells that gave out without warning. 


REPUBLIC'’S 5-POINT SALES POLICY 


@ A LINE of bber items 


tly mplete to per 


Pments ft the 


A PRICE 
FREEDOM | 
zmounts so that his 


advantage of specia: 
p of the product sold 


SELLING he 


And so, another Republic Rubber Product goes 
into service . . . Acid Suction Hose applied to the 
job by a Republic Rubber Distributor who knew 
his line, and the special product advantages 
made available under Republic’s famous 5-point 
sales policy. 

We think there’s a moral here, and an op- 
portunity. The metal-plating industry is as big 
as all outdoors. Maybe there’s some of it out 
your way? 


INDUSTRIAL RUBBER PRODUCTS BY 


REPUBLIC RUBBER DIVISION 


» Rubber G Tire 


YOUNGSTOWN, OHIO 


Corporation 
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Industrial Distribution- 





istributor Looks At Current 


Probl 


COUPLE of months ago on this editorial pag 

I cited a substantial number of problems which 
I felt the industry would face in 1952. At the con 
clusion of my comments I invited distributors to give 
me their thinking on the most important problems 
currently facing the industry 


A Distributor Talks 


Ihis month, I’m turning my page over to one of 
the thoughtful distributors who took me up on my 
offer. Here are his comments—the way he sees the 
problems of the industry: 

“The following seem to present problems to us and 
I am sure they are common to the industry. 

“(1) Confiscatory taxes which deplete reasonable 
profits to such a degree that growth becomes not only 
difficult but almost impossible. We have an essen 
tial job to do in supplying a greatly expanding indus 
try (defense and otherwise) with vital supplies and 
equipment. How can we keep pace with the growth 
under the present tax structure. There is, in my 
opinion, no justification for establishing income taxes 
on an annual basis. Every business has profitable as 
well as unprofitable periods within the course of a 
cyclical period. Under the present tax set-up, profits 
ire milked dry in good years with no possibility of 
offsetting good with bad years. 

(2) The increase in operating costs presents 
every distributor with an extremely dangerous situa 
tion. How can we get out of this one? Our discount 
structure was established when people could be hired 
it $100 per month as contrasted with $400 per 
month now. The situation is dangerous since the 
only means of recovering the current high operating 

osts is through the medium of increased volume 
Every distributor is put in the spot of a marginal op 
erator since a very small decrease in volume could 
change profit to loss 

“(3) The high normal operating costs are further 
complicated and exaggerated by the colossal volume 
yf government regulations which not only dictate 
price policies but wage and salary policies, priorities 
ind allocations, ad infinitum. The reports instant to 


ems 


government controls almost require the services of 
i specialist in each of these fields. 

“(4) And finally, in my opinion, merchandise and 
inventory management is of primary importance. We 
find ourselves in a vicious cycle. It is necessary to 
increase sales volume to cover higher operating costs 
This entails higher inventories and greater working 
capital outlays generally. Still we can’t retain sufh 
cient earned profits to comfortably finance the in 
creased volume. Because of the delicate balance which 
must be maintained in this current situation where 
excessive taxes interfere with adequate financing and 
high operating costs make large volume mandatory, 
inventory planning should receive first consideration 
in every distributor's organization. Special care should 
be taken to prevent the accumulation of slow moving 
items, or excessive accumulation of fast movers for 
that matter, since both of these create a strain on 
the organization’s finances and involve an exceptional 
risk in the event of a shift in the level of the current 
rearmament boom. Under these conditions, a 10 per 
cent decrease in volume or a shift in usage from one 
type of product to another could bankrupt or at best 


create serious, far-reaching problems for a distribu 
tor.” 


Problems and Answers 

In my earlier editorial, and here again, we have hac 
i statement of distributor problems. Distributors 
themselves, on their own hook, can do something 
ibout some of these problems. For others, the solu 
tions must be found outside the control of the indi 
vidual firm. This citing of problems is not an idle 
exercise. Indeed, in manv cases, the isolation and 
description of the nature of the problem is half the 
battle. The other half involves remedial, corrective or 
precautionary action. And that should be the major 
preoccupation of distributor management today 


Matt Ph Rosie: 
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Get overall shot to 
set stage, identify 
plant 


Show raw materials 
arriving in gondola 
cars 


Vary the angle in 
shooting cars 


Show shaker on top 
of car 


Make closeups of 
gravel pouring out 
bottom of car 


Show horizontal belt 
conveyor on which it 
is carried to 


The vertical bucket 
conveyor—shoot from 
different angles 


Modern selling, this salesman says, 


BEFORE SHOOTING any pictures, Alan F. William 
Southern Pump & Supply Co., Tampa, gets permission te 
undertake the project from J. L. Hart, owner of Hart Con 
crete Products Co., in Tampa 


GOOD FILM TECHNIQUE calls for rapid identification 
of your subject. Mr. Williams climbed to a roof to get an 
overall shot of the Hart operation 


THE CLINCHER in a film presentation is, of course, the 
pictures which show an operation in detail. Mr. Williams 
is studying angles to make certain his film will show just how 
this installation works. 
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should be done in a modern way so. . 


He Sells With Movies 


SOMETHING NEW HAS BEEN AppED to the sales kit of Alan ‘ower. . - 
F. Williams, salesman for Southem Pump & Supply 
Co., Tampa, Fla. He is putting motion pictures to 
work for him; not commercial or manufacturers’ films 
that show product applications or uses, although he 
believes that these films are valuable sales aids, too. 
Yes, Mr. Williams’ films are of a different type; they're 
“homemade” motion pictures that show a prospective 
customer a complete materials handling or power trans 
mission installation in the same industry in which the 
customer operates. 

“Homemade” actually is a misleading term so far as 
Mr. Williams’ productions are concerned; while still an 
amateur cameraman, he has made a thorough study 
of film productions and, in addition, has operated under 
the extremely effective—but expensive—trial and error 
system. The result is that Mr. Williams turns out films 
that rival professionals’. 

Producing films for business is far more than indul 
gence of a hobby for Mr. Williams, although his initial 
work with pictures was as a hobbyist. Now, however, 
the Tampa salesman looks on film as a modern device 
that can be used to increase sales. And increased sales, 
of course, is his overall objective. 

How does he expect to increase sales? Well, basically, 
he is counting on service—unusual service First to concrete mix- 

When a firm is considering a complete revamping ‘8 plant 
of its materials handling system, according to Mr. Wil- 
liams, the first step generally is to consult with engi- 
neers. The engineers study the firm’s problems and its 
facilities, obtain management’s views on what it wants 
its new equipment to do, and then spend weeks or 
months preparing drawings. This, Mr. Williams says, 
not only involves a great deal of time but, when the 
drawings are completed, it is not at all unusual for a 
plant owner to be unable to understand them. 

After all, Mr. Williams argues, plant operators aren’t 
always engineers. Whether or not those who control 
the buying are engineers, motion pictures are ideal for 
getting a complete story across; the prospective buyer 
actually sees a plant similar to his in operation and he 
can explain easily any variations or adaptations that 
he has in mind. This, in Mr. Williams’ book, is an 
added and unusual service, a useful purpose; it’s a service 
that he feels is bound to show a prospective customer Get workman chang: 
Mr. Williams understands the customer’s problems and _ ing direction of fun- 
is interested in helping solve them. nel 

It does not mean, Mr. Williams emphasized, that 
drawings will be eliminated; it does mean, though, that 
before a firm spends time and money having drawings 
made, the owners will have a clear picture of how they 
want things done. Eliminated completely is the chance 
of a customer saying after equipment has been built, 
“I didn’t think it was going to be this wav; I wanted it 
that way”. 

Another — avenue Mr. Williams expects motion show 
pictures to open for him is the one supplving the compo- 
nents that go into a major materials handling installation. 
Too often, Mr. Williams says, the local distributor 
works diligently on suggestions and recommendations 

(Next page, please) 


Pouring out of two- 
way funnel going 


Show closeups of con- 
veyor belt and rollers 


raw materials 
on way to storage 
bins 
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HE SELLS WITH MOVIES (Continued) 


Get overall shot of 
tower conveyor belt 


Intermingle conveyor 
shots with shots of 
materials pouring in- 
to storage bins 


Follow raw materials 
n other direction to 
show 


How it's fed auto 
matically into mixers 
and 


HIGH LEVEL INTEREST is maintained in a film when 
you have variety in shots, says Mr. Willams. He’s on his 
way up so he can shoot down 


for an installation only to learn that the equipment 
will be fabricated or assembled in a distant city. ‘The 
result, naturally, is that the local distributor gets no oppor- 
tunity to furnish the material. By having motion pic- 
tures of an installation, Mr. Walliams expects to be 
a No. 1 booster for local industry; he hopes to be able 
to convince buyers that equipment can be built locally. 
And, Mr. Williams asserts, the equipment can be built 
locally, at comparable and even lower costs 

Success along this line will mean, Mr. Williams 
figures, that he will be in a position to furnish the origi- 
nal parts; he will not have to wait for original parts to 
wear out before getting orders for replacements. Fur- 
nishing replacements definitely is good business, Mr. 
Williams says. But, he asks, why not get the original 
business too? 

Mr. Williams cautions, though, that while the system 
is good, there are pitfalls and “an unsuspecting salesman 
can be trapped into making bad investments in equip- 
ment.” That is what happened to Mr. Williams in the 
beginning and, he savs, “it proved very expensive” 

His venture into the motion picture field started a 
few vears ago when he became interested in still pic- 
tures. First, he invested in a small and rather inexpen 
sive camera; picture taking at that time was strictly an 
avocation, it had no connection with selling. As he 
became more adept at getting shots, he realized he could 
put pictures to work for him. 

Consequently, he invested in a_ full-fledged news 
camera. His camera work improved; he built up a photo 
album of installations he had worked on; pictures became 
1 standard selling aid 

With proficiency and success, though, came the realiza- 
tion that still pictures had their limitations. Materials 
handling, he reasoned, involved movement. Therefore, 
he asked himself, why shouldn’t my pictures show 
movement? 

He bought an 8 mm. camera He practiced. Re 
sults were fair. The trouble was, though, that the equip- 
ment was not versatile enough. It was at this point in 
Mr. Williams’ motion picture career that he took a 
major step. He purchased a Bell & Howell 16 mm 
camera with 3 lens turret. On the turret is a 1-in 
standard lens common to most cameras; a 3-in. tele- 
photo lens and a 13 mm wide angle lens. 

There is other equipment, too, that Mr. Williams 
considers important. An exposure meter and a tripod 
are “musts”, he says 
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Winds up going into 
trucks for delivery to 
customers 


EL Cae em 


rALKING POINTS in a commentary score faster and bet 
ter if couched in an industry's terms. Mr. Williams checks 
on trade terms with the superintendent 


“A film viewer, a splicer, a lot of patience and a little 
imagination are also needed,” Mr. Williams points out. 

The equipment is not complete, though, without a 
projector and Mr. Williams has chosen a Bell & Howell 
I'ype C Film O Sound. 

When taking pictures, Mr. Williams does not attempt 
to include sound although narration is an important 
part of his selling plant. To keep costs down, the 
l'ampa salesman uses a tape recorder for his narration 
Recently, however, Bell & Howell has announced a 
new method of putting sound right on the film by add 
ing a magnetic strip to the film, to be recorded on or 
erased at will the same as in a tape recorder. A new 
projector has this tape recording and playing feature 
built in. Mr. Williams has his eye on this new equip 
ment 

Even though Mr. Williams has great confidence in 
pictures, he emphasizes that they are not a substitute 
for a sales talk; pictures merely supplement the sales 
man’s talk. 

“It must be assumed,” said Mr. Williams, “that the 
salesman using the motion pictures can make a convin¢ 
ing and descriptive sales talk. The pictures merely em 
phasize cach point and create enthusiasm in the proceed 
ings 


Cut back to tower to 
show materials being 
fed onto covered belt 
conveyor—show close 
up of rollers 


“An outline at least, of the sales points should be made 
before taking any pictures. An estimate should be made 
of the time run for each scene and the estimate should 
be made on the basis of importance in the story rather 
than entirely on the appearance of the scene.” 

he actual work of taking pictures also requires study 
Mr. Williams learned early that a collection of shots 
is not nearly as effective as a carefully planned series of 
pictures that have continuity. 

In shooting the film accompanying this article, Mr 
Williams first took overall shots, thus establishing the 
type of operation he was filming. From that point on he 
followed the raw matcrial through to the finished product, 
always going from an overall shot of equipment down 
to the parts he was interested in discussing 

“The photography, editing and narrating means three 
additional professions to sell one job of engineering but 
the possible saving in time and a better understanding 
by the customer is in keeping with the times,” Mr Show stack of fin- 
Williams says. “Much of the drawings and time consum shed product—blocks. 
ing engineering can be avoided until the actual sale is 
made and the buyer and seller have a clear understanding 
at the outset.” 


Get shot of material 
going into concrete 
block machine 
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They're All Talking—About Selling 


Selling and salesmanship are prime topics of conversa- 


tion everywhere these days. 


Manufacturers, distributors, 


salesmen, purchasing agents—they all have something to say 
on selling. Here are a few samples of discussions of sales 
topics—advice to salesmen, praise for their methods, and 
criticism—which came to our attention in one day. 


IN rH INDUSTRIAI 
we publi hed a short 
elling entitled “1 Kid My 
self It p ovoked the following « 1m 
ment from R. E. Mason of Edward 
Valves, Inc 

“If nore 


who wrote 


JANUARY ISSUE OF 
DistRipUuTION 


article on 


salesmen were like the one 
I Kid Myself’, and admit 
ted that many of the reasons they give 
for not making calls were camouflaged 
alibis, sales quotas would spiral UP. 
ward 





Chere still are plenty of top-notch 
salesmen, but the war vears have soft 
ened a lot of them and turned them 
into order-takers. This also holds true 
of the current crop of salesmen who 
rarely find themselves in a spot that 
calls for selling 
basis of quality 
ind other 


Like 


sclling on the 
service, supenority 
product advantages 


Mr. ‘I Kid Myself 


who hon 


estly admits that he almost passed up 
the town 


wh TX i 
going on, a lot of salesmen alibi them 
elves out of orders because it’s too 
cold or too hot, pouring cats and dogs 
blowing 
The harder it ramed 

blowed the colder, hott« 
or drver it wa the more calls I 
made it business to make. And 
iny salesman who ever covered a tet 
ritory in places like New York, Wis 
consin, Indiana or Minnesota, knows 
that these regions are a lulu when it 


count fa Was 


snowing or 
now? d or 


wetter 


my 


86 


comes to stifling humidity and numb- 
ing cold. 

“Yes, I was called crazy and nuts 
ind lots of other names for freezing 
and roasting and getting snowbound 
and waterlogged but while the 
wise boys were keeping warm and 
cool and dry by taking in an air-condi 
tioned movie or refusing to budge 
from their dry and cozy hotel room, 
I was calling on prospects and landing 
orders 

“Any salesman with an ounce of 
brains should know that all he actu 
ally has to sell is his time . . . and the 
greater use he makes of it, the higher 
will be his income 

“There were times when I purposely 
set out to cover a territory on a hit 
or-miss basis, making no itinerary o1 
plans of any kind. It’s nice to go 
where you feel like going, but unless 
vou can live on scenery alone you'd 
better decide in advance what and 
where your objective is. 

“Planning ahead cuts down on 
traveling, climinates a lot of back 
tracking, conserves cnergy, gives you 
more time to make more calls 
and money. 

“There are quite a few characters 
like Alibi Ike. ‘They can think of more 
excuses for not making calls than you 
can shake a stick at. For a while, their 
ilibis may get them by. But, sooner 
or later, it’s bye-bye—and they're out 
in the cold looking for another job. 

‘Many a salesman has the cockeyed 
notion that if he were the Boss he'd 
take things easy. What he doesn’t 
stop to think is that if he ever ex 
pects to become the Boss, he'll have 
to work twice as hard as any salesman 
he ever knew. So, if vou want to hit 
the high rung on the income ladder, 
pretend that you really are the Boss 

that salaries, overhead, and other 
operating expenses must be met by 
vou or you'll be out of business 
ind vou'll be surprised at how much 
thought vou'll give to finding- ways 
ind means of making more calls, in 
stead of thinking up alibis on how to 
ivoid them 

‘And that’s not kidding!” 
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Girrorp SEEvERS, one of the editors 
of Watkins Weekly, house organ of 
Watkins, Inc., Wichita, Kan., reports 
in his paper the following conversa- 
tion between two young salesmen: 

“How’'ve you been doing since the 
holidays?” 

“Oh, good some days, fair on other 
days. You?” 


“That's me, too. On Monday 
maybe I sell fifty 4 x 1 machine bolts 
after making eleven calls, then on 
Tuesday I get a thirteen-page hard 
ware order and sell a 300 amp welder 
the first hour out.” 

“Yesterday | went down to the 
bank to deposit a check; stood in line 
behind one of my customers; and 
while we were waiting I got a $400 
order.” 

“That's nothing. I was standing at 
the corner of Main and Douglas wait- 
ing for the light to change and one of 
my customers happened to come up 
and wait too. Before the light changed 
he’d given me a $500 order.” 

“Well, last week I—oh well, vou 
wouldn't believe it—’’ 

“Don’t stop now. Spill it. I've got 
one that will top it, no matter what.” 

“Okay. Last week I started to call 
a customer on the phone. While | 
was looking up his, phone number, the 
phone rang and it was the man I was 
about to call. He gave me a $600 
order. Can you beat that for speed?” 

















‘Easy. I made a special trip out 
to Twin Bridges to tell a customer 
that his $700 order of special size cap 
screws had arrived from our supplier 
When I told him, he said he knew it 
He had driven in the dav before and 
picked them up.” 

“Well, that takes care of the good 
davs. Now lemme tell vou about one 
of my worst days.” 

“Okay, tell me.” 

“On the day we had that blizzard 
last fall, I fought snow, sleet, slick 
highways, wind, f-ostv windshields 
ind everything clse, but TI st:ll man 
iged to call on every customer on th: 
day’s agenda. That evening I turned 
in mv only order of the day, one order 
with one item. three cach 10-24 x } 
socket set screws.” 

“Heck, I did even worse than vou 
did that day. I. too, made all the calls 
| had planned to make. Know what I 
turned in that evening? One request 
for return of defective meichandise 
You can't do worse than that!” 

“Yes, I can! I mean—I did. The 
first day I took over mv territory I 
called on a customer right after we 
had shipped him fourteen cases of 
bolts. My predecessor had written up 
carriage bolts and the man had or 
dered machine bolts.” 

“Ele didn’t 
huh? 

Oh, yes, he gave me an order al 
right. He said. ‘Get out and 
ome back’.”’ 


give you an_ order, 


don't 


It’s GOING TO BE A BUYER'S MARKET 
very soon now, according to R. L 
Leaf, sales manager for Leighton Sup 
ply Co Fort Dodge, Towa, who 
writes the following in the com 
pany’s external house organ: 

“We won't attempt to take any 
credit for being original in this con 
nection, but here are a few things we'd 
like to point out 


} 


1. During the past several years 


we've all been spoiled by the 
easy way business has come to 
us. It’s been a case of the cus 
tomer coming in and asking, 
‘Do you have it?’ or ‘How 
soon can you get it?’. 

Nowadays the buyer is begin 
ning to ask slightly different 
questions, such as, ‘How much 
does it cost?’ or ‘What's the 
advantage in my buying it 
from you, rather than from 
your competitor?’ 

In other words, as it has been 
said so many times before, the 
time is here when we've got 
to expose ourselves to orders 

~cven more than that, we've 
got to 

Ask them to buy 

Get back into this 
really selling 

Quit ‘order taking’ 

“We've got to get back to work, 
and point out the advantage to our 
customer of placing his business with 
us 


business of 


“And don’t forget! This applies to 
all levels of the industry—manufac 
turing—wholesale — retail — contract 
ing. 

“We believe there will be plenty of 
business in 1952 for our customers, 
but we are convinced that we'll have 
to work harder for it. We'll have to 
make more calls let people know 
we're in business . . . render a serv 
ice . . . and we'll have to do more 
‘spade work’.” 

SINCE WE'RE purchasing 
agents, here’s a direct message from 
another one, which we came across in 
Road Runner, organ of the Texas 
Hardware Boosters Club 
If you Want To Sell Me 
1. Be agreeablee to me. Be agree- 
able in voice and in details of 
dress. 


QUOTING 


Know the thing you are selling 
me. Tell me what | want to 
know about it in English. 
Don't argue with me. When 
you disagree with me and tell 
me about it, you probably will 
succeed in antagonizing me 
Make it plain whatever it is 
Don’t talk at random. 

Tell the truth. If you lie, don't 
expect me to come to you again 
Be dependable. If you promise 
me something, keep your prom 
ise. 

Remember my name and face 
Nothing pleases a man more 
than subtle flattery 

Beware of cgotism. Don’t tell 
me about vourself when vou are 
trying to sell me something 
Get me to talk about myself if 
you can. 

Think Radiate 
dence; it is contagious 
Be human. Selling successfully 
is a psychological proposition 


success confi 


In A LETTER to the president of The 
Cameron & Barkley Co., Charleston, 
S. C., reprinted in the company paper, 


Cambar, E. D. Joslyn, purchasing 
agent of Food Machinery & Chemi 
cal Corp., pointed out that we some 
times fail to appreciate the efforts of 
others whose diligence and desire to 
be of service makes our work easier 
Mr. Joslyn praises the attitude of a 
Cameron & Barkley Co. salesman, P 
L. Moore. 

“Mr. Moore has not been content 
to ‘take’ our orders and then sit back,” 
Mr. Joslyn writes, “but instead has 
followed them through. Among the 
many representatives who call on us, 
Mr. Moore is one of those whose visit 
is always welcome. Courtcous, cheer 
ful and helpful would be only a mild 
way to express his refreshing calls.’ 
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PLEASED at the success of the Broadmoor Conference are 
bi MI ‘ 1 Denver, president, Rocky Moun 
] ) In Denver 





CONDITIONS in the area were discussed by: Stacy C 
Hinkle, Mine & Smelter Supply, Denver; C. E. Gollwitzer, 
Pratt-Gilbert Hdwe., Phoenix; J. P. Townley, Townley Metal 
& Hardware, Kansas Citv; and H. C. Kimball, Z. C. M. 1 


Distributors Meet at 


URRENT BUSINESS CONDITIONS and the outlook for 1952 
vere discussed by distributors and manufacturers at the 
two regional meetings in February. ‘The Rocky Moun 
tain Association of Distributors staged its 5th Broadmoor 
Conference in Colorado Springs, February 4 and 5. 
I 


n San Francisco, on February 12, the West Coast 
nembers of the National Industrial Distributors Asso- 
iation held a one-day regional mecting which was 
ittended by many Eastern and Central States man- 

ifacturers 
Industrial distributors and wholesale hardware men of 
the Rocky Mountain region heard distributors and 
their manufacturing sources discuss industry problems 
it the two-day conference in Colorado Springs. Full 
nference programs were held on Monday and ‘Tues 
min leaving the afternoons f for recreation 


INDUSTRY CONDITIONS were reviewed by T. A 
Fernley, Jr. National Wholesale Hdwe. Assn. and L. B 
Worthington, U. S. Steel Supply Co 


and individual contacts. Receptions, cocktail parties 


ind the banquet, attended by the many wives who were 
present, lent the whole affair a social as well as a 
business atmosphere. 

J. R. Foss, M. L. Foss, Inc., Denver, president of the 
Rocky Mountain Association of Distributors, presided 
at the two morning conferences. Four distributors from 
various Rocky Mountain areas led off the meetings by 
describing conditions in their areas of interest to manu- 
facturers. ‘They were: Stacy C. Hinkle, Mine and 
Smelter Supply, Denver; C. FE. Gollwitzer, Pratt-Gilbert 
Hardware, Phoenix; James P. Townley, Townley Metal 
& Hardware, Kansas City; and H. C. Kimball, Z C. M. I 
Wholesale Hardware Division, Salt Lake City. 

Thomas A. Fernley, Jr., Executive Secretary, National 
Wholesale Hardware Association, Philadelphia, discussed 


FUNDAMENTAL PROBLEMS were discussed by Charles 
L. Wheeler, The Salt Lake Hardware Co. and John S 
Tomajan, The Washburn Co 
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THREE PRESIDENTS participated: W. L. Wellford, Jr., 
president, Southern Distributors’ Assn.;-R. M. Johnson, 
president, American Supply & Mach. Mfgrs. Assn.; and 
R. L. White, president, American Hdwe. Mfgs. Assn 


EDUCATORS in their own fields of interest confer—D. W. 
Northup, The Henry G. Thompson & Son Co., New Haven, 
Connecticut and Dr. Robert L. Stearns, president, University 
of Colorado, Boulder, Colorado 


Colorado Springs and San Francisco 


urrent problems of the hardware wholesaler. Three 
association presidents reviewed developments in their 
industries: R. M. Johnson, president, American Supply 
& Machinery Manufacturers’ Association; R. L. White, 
president, American Hardware Manufacturers’ Associa- 
tion; and Walker L. Wellford, Jr., president, Southern 
Industrial Distributors’ Association. 

Other distributors and manufacturers addressing the 
group at the two-day conference were: Charles L. 
Wheeler, The Salt Lake Hardware Company; John S. 
Tomajan, The Washburn Company; D. W. Northup, 
The Henry G. Thompson & Son Company; L. B. 
Worthington, United States Steel Supply Company; 
H. P. Ladds, The National Screw & Manufacturing 
Company; and H. F. Silver, Silver Engineering Works. 
Inc. Dr. Robert L. Stearns, president, University of 


CONFERRING before addressing the conference are H. P 
Ladds, The National Screw & Manufacturing Co. and 
H. F. Silver, Silver Engineering Works, Inc 


Colorado, attended the conference and addressed the 
group on the second day. 


San Francisco Meeting 


At the San Francisco meeting of West Coast indus 
trial distributors, William A. Haseltine, J. A. Haseltine 
Company, Portland, president, National Industrial Dis 
tributors’ Association, was the presiding officer. About 
one hundred distributors and manufacturers were in 
attendance. H. R. Rinehart, Executive Secretary, Na- 
tional Industrial Distributors’ Association reviewed asso 
ciation activities and outlined association plans. 

R. M. Johnson, president, American Supply & Machin 
ery Manufacturers’ Association, described the program 
for integrating and implementing the work of the three 
associations. Current aspects of the defense — 
tion program were discussed by Franz Stone, Deputy 
Administrator, N. P. A. The film prepared by Mill & 
Factory, “Partner in Productivity and Progress’, was 
shown to the group. Wallace H. Campbell, Campbell 
Hardware & Supply, Seattle, outlined some of the dis 
tribution problems on the West Coast requiring spe 
cial consideration. A preview of the results of INpusTRiAr 
Disrrisution’s “Annual Survey of Changes in Distrib 
utor Operations” was presented by Walter F. Crowder, 
Editor. Methods of improving customer relations under 
the defense program were described by E. E. Hey, Union 
Hardware & Metal, Los Angeles. 

Following lunch, a panel composed of three manufac 
turers and three distnbutors discussed ways and means 
of achieving more effective manufacturer-distributor co 
operation under the defense production program. Panel 
members were: H. F. Seymour, The Columbian Vise 
& Manufacturing Co.; George H. Halpin, Minnesota 
Mining & Manufacturing Co.; D. W. Northup, The 
Henry G. Thompson & Son Co.; Wayne Rising, Ducom 
mun Metals & Supply Co. Los Angeles; George P. Davis 
Lorenz Company, Klamath Falls; and A. J. Glesener, the 
A. J. Glesener Co., Inc., San Francisco 


ADDITIONAL PICTURES ON NEXT PAGE 








MISTRIBUTORS MEET AT C.S. & S.F. (Contd) 


PRESIDENT Ro ME. Johnson. American Association con 
ituiates W. A. Haseltine, J. E. Haseltine & Co., Portland 
( National Industral Distributors’ Association on a 

ng im San Fran 


FRENDS in the industry discussed by Walter F. Crowder, 
Editor, INpustaiat, Distrisurion and H. R. Rinehart, 
National Industnal Distmbutors’ Association 


DISTRIBUTOR PANEL members: G. P. Davis, Lorenz 
Klamath Fall Wavne Rising, Ducommun Metals & 
les and A. J. Glesener, A. J. Glesener Co., 


WEST COAST DISTRIBUTORS discuss current prob 
lems—F EF. Hey, Union Hardware & Metal, Los Angeles 
and Wallace H. Campbell, Campbell Hardware & Supply 
Seatth 


GOVERNMENT CONTROLS relating to the industry 
were reviewed by Franz Stone, Deputy Administrator, 
National Production Authority 


MANUFACTURER PANEL included H: F. Seymour, 
Columbian Vise & Manufacturing Co.; George H. Halpin 
3-M and D. W. Northup, The Henry G. Thompson & 
Son Co 


FOR DIGEST OF SPEECHES TURN TO PAGE 176 

















Manufacturer Honors Distributor Salesman 


Cuarces Smirn, city salesman for 
J. E. Dilworth Co., Memphis, Tenn., 
was awarded a loving cup recently by 
the Universal Machine Co., Memphis 
The presentation was in appreciation 
of what the manufacturer called Mr 
Smith’s “efficiency, courtesy and co 
operation”. 

]. W. Clements, general manager 
of the Universal Machine Co., said 
in making the unusual award at the 
company’s annual sales meeting, “We 
just wanted to do something to show 
our appreciation. 

“Charlie Smith has never misrep- 
resented anything to us; he’s given us 
perfect service; and he’s even gotten 
out of his bed at two in the morning 
to go down to his company’s ware 
house and get some parts we badly 
needed in an emergency.” 

Mr. Smith, who is 28, joined the 

E. Dilworth Co. in 1927 after 
World War II service. 

The four-day sales meeting, at which 
the presentation was one of the high 
lights, was held at the Chisca Hotel, 
and featured talks by manufacturers, 
training films, and speeches by execu 
tives of the Dilworth Co., of which 
Max Wells is sales manager. The 
meeting was concluded with a brief 
summary by W. IL... Wellford, Jr., 
resident, and a talk, “Things You 
hould Know,” by G. R. McCalla 

The Universal Machine Co. manu 
factures hydraulic press brakes, a ma 
chine tool used by manufacturers of 
sheet metal products. 


LOVING CUP is given to Salesman Charles Smith, J. E. Dilworth Co 
renn., by J. W. Clements, general manager of Universal Machine Co 
tion of Mr. Smith's efficiency, courtesy and cooperation 


, Memphis, 


, m recogm 





Are You Over-Specialized? 


How FAR SHOULD you Go in specialized selling? 

We doubt that anyone in the industrial supply found out that about 85 percent of their cosmetic 
business will go to the extreme that the cosmetic business was done on about 25 percent of their 
people have; but, human nature being what it is, lines. Analysis indicated that there was too much 
you can never tell. duplication of colors, of facial creams, etc. A 

In many department stores, cosmetics are sold “‘line-girl”, when asked about another manufac 
by “‘line-girls’”—one girl sells only one manufac turer’s product, usually answered “I don’t have it” 
turer’s line. That out-specializes anything an in So one store dropped eight out of 18 “line 
dustrial distributor ever dreamed of. And it goes girls” and had the remaining 10 sell all lines. Re 
far beyond any supply manufacturer’s wildest ex sult: more sales and bigger profits. Now the 
pectations, regardless of what some distributors retailers are requesting manufacturers to reduce 


Anyway, some mid western cosmetic retailers 


may think of certain manufacturers’ arguments for 
the competitive advantage of a comprehensive line 
and full-time coverage demands. 


their lines. 


There must be a moral to all this, but you look 
for it. 
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WATCHING loaded trucks leave Charlotte’s Concrete Sup IN OFFICE Mr. Bernardo follows up with more questions, 


ply Co., salesman Sam Bernardo of Textile Mill Supply Co learns about new plants for which Concrete Supply has con- 
(right ts tips from William Wagner, superintendent tracts. Mr. Wagner is himself a good customer 


Sales Hide Where They Pour Cement 


Cuartotte, N. C., calls itself “the 
fastest-growing city in the South.” 
Probably it is, and some of its growth 
is certainly traceable to industrial sup- 
ply salesmen who call in the area— 
like Sam Bernardo of Textile Mill 
Supply Co. For, literally, he has helped 
to build Charlotte’s newcomer indus- 
trial plants from the ground up. 

Sounds like an exaggeration? Well, 
wait "til you hear the rest of it. You 
see, among Mr. Bernardo’s good cus 
tomers is the Concrete Supply Co., a 
firm that mixes its product “in transit” 
to the building site where the concrete 
becomes foundation, walls, ceilings, or 
roof. And because Mr. Bernardo gets 
along famously with Bill Wagner, 
superintendent of Concrete Supply, he 
is able to push for sales all along the 
line. 





Concrete’s Business 


First, he gets most of the indus 
trial supplies orders that Mr. Wagner 
sends out. Just now, Mr. Wagner 
and Sam Bernardo are switching the 
conveyor drives at the concrete-making 
plant. Together they have replaced 

the lead-in drive from the freight car 

eh eas i 5 Ras = unloading platform. It used to be an 

| ee ‘ . ; : bisa old shaft-and-gears hookup that deliv 

FROM TIGHT PERCH in tunnel under the materials drop, Mr. Wagner points out ered about 125 bbls. an hour : The 
improved assembly Mr. Bernardo sold him, a V-belt drive for cross belt pick-up new drive, a_ short-center V-belt, 








92 INDUSTRIAL DISTRIBUTION © APRIL, 1952 











NEW V-BELT drive, short-center type, was installed by 
It powers screw conveyor that moves 
load from railroad hopper car to the bucket. 


Mr. Berndaro’s firm 


moves more than 300 bbls. of sand 
and gravel an hour. 

A second drive, from cross-belt to 
intermediate conveyor, has d similar 
5 hp. V-belt drive replacement Very 
soon the drive at the pit mouth, an 
other shaft-and-gear job that’s usually 
“down” for repairs, will be heaved, 
too. That will leave only the main 
belt drive (which moves a 460 ft 
belt over idlers) still equipped with 
the old-type drive. It’s only a question 
of time until it will be replaced. 

So Mr. Bernardo doesn’t do badly 
when he calls to deliver his power 
transmission components at Concrete 
Supply. But his sales don’t stop there. 
For Mr Bernardo was quick to realize 





SALE AHEAD for Mr. Bemardo. Drive between cross-belt 
pickup and main conveyor belt will shortly be replaced by 
motor, reducer, pillow blocks, and a V-belt. 


assembly 


that Mr. Wagner knows—far in ad 
vance of most people—about the com 
ing of new plants into the Charlotte 
area. And he gets his information at 
i time when it can be most useful to a 
supplies salesman—that is, several 
months before the cranes come in to 
hollow out the plant site for the foun 
dation. 


Detective at Work 


Mr. Wagner knows something even 
more useful. By the kind of plant that 
is building, and the number of cubic 
yards he pours into the various plant 
sections, he can judge the weight of 
the machinery to go in over the ce- 
ment bases. That applies as well for 
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OLD DRIVE was a belt hooking up with a shaft-and-gears 
The new V-belt set-up now handles twice as much 
sand and gravel per day as this installation did 


the upper floors as for the basement 
levels 

Mr. Bernardo is a quick man with 
a pencil, too. With Mr. Wagner's 
estimates copied into his writing pad, 
he hops over to the local library to 
look up typical gross weights of differ 
ent kinds of machinery. He looks up 
factory machine layout plans; glances 
through the library’s photograph sec- 
tion marked “Machinery”, making 
notes as he goes. Then, fortified with 
is much data as he could dig out, he 
makes his first call at the engineering 
construction firm who will build, and 
possibly tool up the new plant. He’s 
been abcut 70 percent successful with 
the method. 





BIG MAIN BELT at Concrete Supply's plant is still due to 
be converted from the old shaft-and-gears drive to a faster 
and a more efficient V-belt drive. 
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Manufacturers Can Use Distributors’ Help 


Supply salesman must be made to WANT 


to 


tor tells 


sell a line and New York distribu- 
manufacturing 


supplier’s 


sales meeting how this can be accom- 
plished with a joint four-point program 


FAVE DISTRIBUTOR AND HIS SALES 
| MEN are on the front line of our 
iles; why not let them give us their 
selling? ‘That was the 
Coffing Hoist Co. ofh 
why Philp M 
manager, Harold 
New York City, and 
Barrett 
were two prin 
Coffing Co.'s 
Dan 


idea bout 
poning of 
ial ind that wa 
Wertheime iles 
Dessau ¢ 
Jack 
Chnistie Co 


peakers at 


In 
LaVoise, salesman, 
Chicago, 
the 
s mecting held recently at 
ville, 1) 

Phe 
Coffing 


results were gratifying to the 
Referring to Mr 
Wertheimer’s talk, J. R. Coffing, vice 
resident, commented, “I think it 
rings forth fundamentals that 
are of great interest to both the dis 
tributor and the manufacturer.” 

Mr. Wertheimer’s talk was entitled 
“Distributor Cooperation Plus Factory 
Cooperation Equals Profits.” In it, 
he analyzed the 
pliers’ sales 
emphasis 


peopl 


ome 


manufacturing sup 
volume and laid great 
m the importance of that 
portion which is originated and con 
summated by distnbutor salesmen 
After describing the importance of the 
distributor salesman, Mr. Wertheimer 
said that it was his own job as well as 
that of the manufacturer to make the 
industrial supply salesman want to sell 
particular line 
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Philip M. Wertheimer 


‘How,” Mr. Wertheimer asked, 
shall we go about making him want 

to sell? Simple. You have to do cer- 
tain things for me to enable me to 
encourage him. I have to do things for 
you to warrant your cooperation. If 
we both do this job to the optimum, 
we will Anything a will 
bring merely a token response and an 
eventual sliding back.” 

One of the first things a manufac 
turer should do for his distributor, Mr 
Wertheimer continued, is to limit his 
distributorships on either an exclusive 


succeed 
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There is plenty of evidence that 
distributor-manufacturer coopera- 
tion is now becoming a two-way 
street and that the manufacturer is 
becoming more and more aware of 
the value of the distributor's view- 
points, ideas and suggestions. The 
distributor is now being sought out 
by manufacturing suppliers as a 
source of first hand information and 
advice, and the distributor is_re- 
sponding capably. 

Of recent vintage are distributors’ 
advisory committees set up by some 
manufacturers. These committees 
are made up of representative dis- 
tributors in the manufacturer's sys- 
tem. Their functions are to meet 
occasionally to discuss problems af- 
fecting both parties and suggest 
equitable solutions. 

Other manufacturers have set up 








or selective basis. No supply salesman 
wants to spend his time onginating a 
sale that might eventually go to a com 
petitor by reason of a lower price. The 
salesman has to be reasonably certain 
that the time he puts in pushing a 
line, and ferreting out new uses for it, 
will be compensated for by an order. 
If he fears that someone else might 
cash in on his spadework, he won’t do 
it. Mr. Wertheimer feels that he him- 
self shouldn’t permit him to do so. 

As the beneficiary of a protected 
territory, Mr. Wertheimer would dis- 
courage his salesmen from taking or- 
ders for competing equipment. He 
would give the salesman the tools to do 
his job by training in actual and po- 
tential application of the line. He 
would emphasize training for efficiency 
in handling any engineering or repair 
problem that could arise. 

Along with this line of suggestion 
Mr. Wertheimer feels that manufac- 
turers should produce as complete a 
line as possible. This would obviate 
the need for the distributor to seek out 
other suppliers. The more complete 
and more complex the line becomes, 
the greater is the need for more inten- 
sive training. 

In selling products which require 
some technical skill to use, Mr. Wert- 

(Continued on page 192) 








—And They Get It, Too 





similar committees. However, in- 
stead of meeting together, the dis- 
tributors are apprized of problems 
by mail and invited to give ideas 
and suggest solutions. 

Another indication of the greater 
weight being given to distributors’ 
views is the encouragement on the 
part of some manufacturers, to dis- 
tributors’ visits to the supplier's 
headquarters for meetings with top 
officials. The reverse process is also 
being applied—top management of 
suppliers is visiting distributors 
more frequently. 

On these pages are further ex- 
amples of the trend—distributors 
being invited to manufacturers’ 
sales conferences, to acquaint sup- 
pliers officials and sales staffs with 
the distributor's viewpoint and his 
problems. 

—The Editors 











HEN OFFICIALS of the Parker Ap- 
W oliance Co. wanted to know 
more about their distributors’ sales 
problems, they asked an expert on the 
subject—one of their own distributors. 
They invited Carl S. Abbott, vice- 
president of J. N. Fauver Co., Detroit, 
to tell all to the Parker industrial sales 
conference held in Chicago recently, 
ind thereby promote understanding 
between supplier and distributor. 

A distributor needs more than a 
salesman, Mr. Abbott began. He 
needs a “specialist’—a man so well 
versed in the firm’s procedures and 
products that he can provide the best 
service to a customer. 

The average distributor is unable to 
ifford elaborate sales training programs 
ind classes, Mr. Abbott explained. 
Therefore, developing a_ specialist 
takes plenty of time and trouble. But 
Fauver needs specialists who can sell 
its lines of tubing, fittings and hy 
draulic and lubricating equipment and 
takes this time and trouble 


Find the Right Man 


Emphasizing the importance of 
choosing the right man, Mr. Abbott 
revealed that his firm averages no less 
than 25 interviews for every man hired 
Such care pays off. “Choose the right 
man, and his development follows 


Careful selection 


and 


painstaking de- 


velopment can make top-rate specialist 
out of ordinary supply salesman and 
Detroit distributor emphasizes need 
for program before supplier's staff 





Carl S. Abbott 


naturally,” he explained. 
To find the right man, a distributor 
can use many contacts. His own em- 
loyees might know of someone; per 
ie a customer has a promising em 
ployee (but he should clear with the 
customer to avoid conflict). 

Then there are other channels 
newspaper advertising, engineering so 
cieties, deans and professors of nearby 
universities. Mr. Abbott, however, ad- 
vised against hiring engineering gradu 
ates without experience. “A minimum 
of two years’ employment in industry 
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(not necessarily in sales work) should 
be one of the requisites,” he added 


What Do You Look For? 


Having located a man, what then 
does a distributor look for? These 
three characteristics, Mr. Abbott se 
lected as most important: 

Ambition: ‘This is the will to suc 
ceed, to brush aside obstacles, to 
make money. And “ambition ties in 
with courage”, according to Mr. Ab 
bott. “Courage to stagger in, take a 
beating, get off the floor, and stagger 
out ready to knock on the next pros 
pect’s door.” 

Personality: There are four basic 
personality types—engaging, assuring, 
compelling, dynamic. Mr. Abbott pre- 
fers the “assuring” type for an indus- 
trial fitting salesman. This is the 
personality that “causes people to be 
lieve in you and to accept your recom 
mendations with confidence”. 

Intelligence: “A man can have an 
assuring personality. He can be driven 
by enthusiasm and ambition, and he 
can have courage and imagination, 
but if he doesn’t understand the appli 
cation of his product, he'll get himself 
and his company into more trouble 
than he can do good.” 

These are only the basic character 

Continued on page 202 











DISTRIBUTORS who 1 ra s on the four 
pa AC Jam Hl. Ruddel I ruger, J. Forrest 
Bennett and G lon Vaughan 


MANUFACTURERS also were moderators. They included 
Lyman H. Bellows, Harold C. Johnson, Paul Watts, and 
Frank O' Laughlin 


Panels Featured at Sales Seminar 


Distributors and Manufacturers share moderating duties at Chicago session 


sponsored by National and American Associations; two speakers on program 


es direction and advertising 
eminar in Chicago last month 
ponsored by the National Indus 
ciation and the American Supply & 
cturers’ Association, J. A. Proven 
e-president of the American, presided. 
with a theme of “Planning Sales in a 
r Economy”, opened with an address by 
ident of Hotpoint, Inc.; this was fol 
n at which Joe Meck, president of the 
n of Retail Associations, spoke. 
was devoted to the concurrent panel dis- 
f which a manufacturer and a distribu 


SPEECH is discussed by B. L. Owens (E. C. Atkins); Bob 
Mars, W. P. & R. S. Mars Co., Duluth; Bernie Kleopfer, 


tor presided. IT’. Gordon Vaughan, W.. M. Pattison Supply 
Co., Cleveland, and Paul Watts (Skilsaw, Inc.) were 
moderators for the panel on “Coordination of Manufac 
turers’ and Distributors’ Field Sales Efforts”; Frank Cruger, 
Indiana Manufacturers Supply Co., and Harold C. John- 
ston (The Desmond-Stephan Co.) were in charge of the 
discussion on “Distributor Sales Meetings”; James H. 
Ruddell, Central Rubber & Supply Co., Indianapolis, and 
Frank J. O’Laughlin (Commander Mfg. Co.) were 
moderators for “Motivation of Sales Force’’, and J. Forest 
Bennet, Couch & Heyle, Peoria, and Lyman H. Bellows 
(Sheldon Machine Co.) presided at the panel on “Ef- 
fective Use of Advertising.” 


Sharp Tool, Chicago; K. W. Atkins (Atkins Co.); Wm. 
Todd, Somers, Fitler & Todd, Pittsburgh, Vogel (Atkins). 
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CHAIRMAN for the Regional meeting COCKTAILS are enjoyed by six Detroiters, Bill Collis, Marvin Barnett, R. L. Bianco, 
was Jack Proven, vice president of the Hal Peck, H. H. Holinstat and W. Lightbody, all of C. L. Gransden, and John Allen 
American Association Blackhawk Mfg.) 


COMPARING NOTES on panel discussions are Potter TAKING IT EASY at the end of the day are R. L. Ander 
Shaw and Howard Williams, of Mau Sherwood, Cleveland, son, Industrial Supplies, Steubenville, Ohio, and P. S. Gough 
with John Dugan and George Flora (Arro Expansion Bolt and S. C. Brown (American Hoist 


© 


MICHIGAN was the topic when A. Cooper, Henry Upjohn MAKING A POINT is R. M. Shannon, Bostwick-Braun, 
Co., Kalamazoo, met with John De Fields and George S Toledo. He’s with W. D. Dickerson (Carborundum) and 
Richards of Industrial Equipment & Supply, Benton Harbor Roy R. Wenger of Grand Rapids Supply Co., Grand Rapids. 
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PRODUCT SALES MEETINGS ar 
t | W. Minder Cham & Gear Co. S. V. Wagner 


Portland, Ore., branch, gets the meeting 


J. W. MINDER CHAIN & GEAR CO., FINDS 


onducted by and for 


underway by introducing the subject, “Roller Chain and 
Roller Chain Sprockets The subject was discussed by 
Salesman W. P. Bassett who also answered questions 


How To Make Product Information Stick 


Salesmen are assigned subjects, prepare complete presentation on products and 


then 


i long time advocate of thorough product training 
salesmen, Jules Aubimeau, secretary and sales man 
* J. W. Minder Chain & Gear Co., Los Angeles, 
found one big weakness in every program, a failure 
) spark lasting imterest of salesmen in all lines rather 
than m just one or a group of lines. Now, however, the 
ompany has bridged this gap effectively, thanks to a 
correction method evolved by S. V. Wagner, manager 
of the company’s Portland Ore., branch 

Under Mr. Wagner's system, product information 
sticks with salesmen because it gathered and passed 
ilesmen. In other words, the sales 
nen participate in product training programs not only as 
students but as imstructors 

Almost of equal importance in the program is a by 
product: The company and its individual salesmen arc 
ipidly acquiring custom built manual on products; a 
manual that discusses the products handled by Minder 


m to salesmen by 


answer questions of colleagues: 


program fosters creative selling 


Chain & Gear in the way the Minder salesmen have had 
success in selling those products 

The Minder program actually stemmed from a desire 
to have more and more creative selling in the organiza 
tion. Mr. Aubineau explained it this way 


Programs Lagged 


“The expanding economy of American industry 1s 
only too evident and particular consideration toward 
manufacturer's performance in the increased production 
of goods is a matter of concern to the industrial distribu 
tor. Through increased facilities—time motion studies 
to realize the maximum efficiency of labor, new produc 
tion machines and materialk—manufacturers have in 
creased their production three fold in the last ten years 
New Plants and equipment primarily for defense are now 
or already have been built and, once this emergency is 
wer, will further multiply productive capacity 
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fat: 
be 
DRAWING AN ANSWER to a colleague's question on 


roller chain involved some doing by Mr. Bassett but he suc 
eeded and that made Assistant Sales Manager Rod Anderson 


Sales and distribution programs, for the most part, 
have not followed the rapid pace of this enormous, 
growing productive capacity; and perhaps sales activities 
by those engaged in selling industrial plants is one so 
indicated 

To many salesmen serving manufacturing plants arc 
not interested in the end results of the material they 
sell; they're interested only in making a sale and col 
lecting their commission. Such procedure is outmoded 
since, today, the customer demands more of the sales 
man who, in addition to his sales efforts, must be abk 
to be a business consultant 

“The salesman must create a desire and ultimate 
order for the products he sells, even where there appears 
to be no need for his products. To be successful he 
must consider his customer indirectly as his emplover 
and render the best service possible for future sales 

“To create this demand a salesman must have factual 
information relative to the kind, types, operations and 
performance of the equipment his customer has. He 
must be prepared to analyze operations and suggest pre 
ventive maintenance or better production through utility 
of the products he has to offer. This is creative selling.” 


Product Knowledge 


Along with other officials of his company, Mr. Aubi 
neau has long been an exponent of this type of creative 
selling. He believes implicitly in thorough training of 
salesmen in product knowledge, not only in the product's 
components but in its use and utilitv as well. 

The Minder program of product training is one of 
long standing. Classes for salesmen and any other inter 





smile The 


Minder sales meeting program of salesmen 
preparing papers has developed a good natured rivalry 
among the salesmen and stimulates questions 


sted personnel are held evenings. At each class a single 
item is discussed. A time limit of two hours is set for 
such discussions 

Phen, at the succeeding meeting, a single member of 
the class is chosen at random to brief the subject of the 
previous meeting. This determines fairly accurately how 
well the subject matter has been absorbed 

lo supplement this program, Minder Chain & Gea 
sends its sales personnel to the factories of suppliers 
even though many of the suppliers are located in the 
East. At the factories the salesmen receive additional 
training in product knowledge and applications. 

Even with this program, Mr. Aubineau said, “there is 
a tendency for individual salesmen to follow an indi 
vidual pattern. 

“In other words,” he continues, “it was found that an 
interest would be developed in one or more lines of 
products with outstanding results, while other lines 
did not appear to register with the salesmen. 

“In analyzing this situation we found that certain 
lines were not promoted due to the lack of confidence 
of the salesman in his ability to effectually present the 
lines in question.” 

It was to overcome this condition that Mr. Wagner 
experimented successfully with his program for the 
presentation of papers by the salesmen 

Now specific products are assigned to salesmen. In 
some cases the salesmen already are experts on the par 
ticular products but in other cases the assigned products 
are ones the salesman has shied away from. Both systems 
have brought good results. When a salesman is expert 
on a subject, his fellow salesmen are eager to learn 
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PHL. PRESENTATION of a paper such as above is handled 
pletely by salesmen. Most papers run about ten type 
wnitten pages, single space. In addition to acquiring factual 


how you do it”. When a salesman is a non expert, it 

not long before he becomes expert 

Once an assignment has been made, the salesman is 
on his own to gather information. Manufacturers’ cata 
logs and literature are prime sources for data; Industrial 
Distribution’s product articles have furnished informa 
tion; and, the public library has proved invaluable. The 
whole p m adds up to thorough research and study 
by the lesmen but, even though it is almost 100 
percent ht work, the salesmen have entered no ob 
jection matter of fact, a competitive situation 
between 


men has developed; each strives to present 


pap stLiy ng 
studies 
The results.” Mr. Aubineau said, “are of immeasur 
ible value to the individual preparing the study to say 
nothing of the value to the group at large.” 
The factual material does not constitute the only bene 
fit derived from the system 


in text that of previously presented 


“Presentation of a study to his colleagues gives a sales 
man confidence in himself and in his ability to present 
product information in an enlightening manner.” 

After a salesman presents his study, the meeting is 
thrown open to questions. The salesman is expected 
to be able to answer any questions posed by his col- 


GEARS- By W.P. Bassett 





information, salesmen develop confidence in themselves by 
standing up before other salesmen, delivering a speech and 
then answering questions 


leagues. There is no dearth of questions and this is in- 
terpreted by Mr. Aubineau as a sure sign that the sales- 
men are interested. 

At the close of each meeting, mimeographed copies 
of the salesman’s paper are distributed for additional 
study and future reference. In some cases, pertinent 
manufacturer’s literature is attached to the papers. 

I'he Minder management sets no limits on the length 
of each salesman’s paper; to date they have averaged in 
the neighborhood of ten pages, typewritten single space. 


Sample Discussion 


Organization of the paper and information that it 
contains is left up to the individual salesman. A sample 
of how Salesman Rod Anderson started his presentation 
on bearings is shown in the accompanying reproduction 
of the first page of his paper. Here’s how Salesman 
W. P. Bassett started his discussion on “Gears” 

“It is the purpose of this paper to create an interest 
ind familiarize us with a part of our company’s name. 

“Our multitude of various power transmission appli- 
ances covers the entire field of present day proven and 
practical items that require little or no engineering abil- 
ity to transfer rotary motion from one shaft to another. 

“The application of such items depends upon our 
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SUB DEALERS are invited to the Minder Chain & Gear 
Co.'s product sales meeting and receive copies of the 
papers presented by salesmen. S. V. Wagner, branch man 


product knowledge and the user requirement and out 
knowledge of his wants and needs 

“A check of our sales lays bare the fact that we take 
the least line of resistance in the design, execution, and 
sales in power transmissioneering. I.E. We are asked for 
a positive drive, perhaps roller chain, gears, or direct 
coupled. A sales is made—but an important item may 
be included that may enhance the drive, improve the 
customer’s mechanical condition, and increase the sale 

“A clutch is frequently used in such a combination. 
Upon investigation, many of our jobs using V-belt 
drives, gears, flat belts, and couplings may be improved 
by including a clutch to allow the primary source of 
power to develop its maximum speed and horsepower 
before applving the load; or to allow certain sections of 
equipment totally divorced of motion or reversed at will 
—many such applications are found in paper mills, 
roofing plants, canneries, rock crushing and asphalt 
plants, sawmills, etc. 

“An item such as a clutch is well worth consideration 
as a protective device when a positive method of trans 
mission is used; such as roller chain or gears. 

“J. W. Minder Chain & Gear Company has a nice 
solid sound—the word ‘gear’ is very important: literally, 
‘gear’ covers every item we carry. 


ager, hands out papers to L. R. Spoffard, manager, industrial 
division, Fisher Bros. Co., Astoria, and Carl Steelhammer, 
manager, Mill Supply Corp., Salem 


Noah Webster says, ‘Gear—Accoutrements, apparatus, 
tackle, harness, dress—and 
finally, makes small men- 
tion of a ‘cog wheel’. 

“For the records, we will confine ourselves to becom 
ing acquainted with cog wheels—a most efficient device 
when used properly. 

“Gears, or cogs if you like, are older than the machine 
age. Primarily, it is a refinement of the original stone 
or wood friction drive—the first attempt to transfer 
rotary motion. The inefficiency of friction drives, power 
loss, heat wear, and inconsistent speed evidently pro 
moted cogs—the first positive drive. The first practical 
method of increasing the amount of work done without 
increasing the effort or energy available. 

“Time—seconds and minutes; distance—inches and 
feet; weight (pounds); leverage; became the flexible key 
which opened the door of the machine age 

“For our purpose we need only become acquainted 
with gears—to make them or ‘gear’ become a profitable 
symbol in our company’s name.” 

On occasions, presentation of a paper is made by a 
manufacturer’s representative. For the most part, though, 
papers are prepared by and for J. W. Minder Chain & 


Gear salesmen 
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CHASE PARKER & CO., INC., BOSTON, URGES ITS SALESMEN TO... . 


tay Out Of The Office 


SALESMAN NO 


CUSTOMER 


MASTER ME 
OR 


FOREMAN 


BUYER 


ORDER 


QUOTATION 


REMARKS 





roemcr 


ON SERVICE COMPLAINTS GIVE ORDER NUMBER AND DATE OF ORDER 
o« 


HANIC 


. . « and to keep in touch by 
submitting this short call re- 
port, designed to help the 
office remember customer 


services the salesman might 


forget. 








CALL REPORT IS DEVISED to help Chase Parker & Co., Inc., Boston, remember 


letails a busy salesman might forget. Previously a large form, call report has now 


wen condensed for salesman’s convenience 


[i's THE FERVENT wisn of Stanley Sheldon, sales man 
ager of Chase Parker & Co., Inc., Boston, that his sales 
men stay out of the office 

Ihe more time the salesman is on the road making 
ills, the mor ind to us,” 
Mr. Sheldon savs. “It’s a recognized fact that salesmen 
have to check in occasionally, but we prefer that they 
keep their visits to a minimum 


ilue he is to the customer 


In regard to salesmen from other companies, Mr 
Sheldon’s statement of policy is: “We let everyone in.” 
But the best Chase Parker salesmen, says Mr. Sheldon 
visit the office no more than once every two months 

Because the sales manager prefers his men to spend a 
much time as possible on the road, and as little time as 
possible visiting in the home office, he has devised a 
means for the salesmen to ke« p the company up to date 
mm customer activity 


This takes the form of a cal report—a small sheet of 
paper which the salesman is required to fill out covering 
very call he makes. Designed to use up as little of the 
salesman’s wnting time as possible, it has space for the 
salesman’s number, the ite, customer's name, buyer 
supernntendent, and master mechanic or foreman. Ther 
is a space in which the salesman indicates whether he has 


eceived an ord nother one to fill out if the custom 


has asked for a quotation, ala 
send catalog 
Mr. Sheldon t 
eport is not to check u n the salesman 
uit that he has been in 


rger space for remarks 


he supply business 
and he knows that one call in a day may be ; 
as twelve 
“The advantages of these reports are numerous,” Mr 
Sheldon savs. ‘“Thev give the salesmen a chance to review 


their day’s work—we used to have them plan their day 
in advance and submit a memo. The report also enables 
them to keep us up on personnel changes in a customer's 
ompany—a new purchasing agent or engineer, for in- 
stance. 

Ihe call reports are valuable when a factory man 
comes in and wants to visit a certain company—it tells 
him whom he should look up.” 

Mr. Sheldon pointed out that it had not been easy, 
selling the idea to the salesmen that they should fill out 
these sheets. “It’s a mortal sin to ask a supply salesman 
to make out a written report—and although the greatest 
percentage of our men do so regularly, it’s still a struggle 
to get everyone to do it 100 percent. The manufacturer's 
man has to fill out a report, or he has no job—and we 
have the most confidence in those of our men who make 
out the reports.” 

After the call reports have passed over the desk of the 
sales manager, they are sent on to the quotation clerk, 
to the catalog room, or are marked for a foHow up, 
iccording to the manner in which the remarks column 

filled in 

Before we began to use these reports, salesmen some 
times forgot to call our attention to a customer's com- 
plaint. Now he can’t forget—and if there’s no item to 
that effect, we know evervthing’s all right 

Also, when we get reports and tabulate them, we can 

ill the salesman’s attention to the fact that he isn’t 
calling on someone regularly. Occasionally it’s happened 
that a specialty man returned from a visit and told us that 

ur man wasn’t calling on the customer enough—this 
hecked quickly by reference to the call reports.” 

The salesmen are requested to submit a report of calls 
daily or weekly, whichever they prefer. If more infor- 


} 
can De C 
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REVIEW OF REPORTS 1s made by A. P. Chase, presi 
dent, and Stanley Sheldon, sales manager. Notes on per 
sonnel changes in customer companies are valuable item in 
reports, since master mailing list 1s corrected from them 


SALESMAN Gordon K. Tobey reviews day's work in call 
reports. The best salesmen visit Chase Parker office infre 
juently, submit call reports regularly. Company stresses 
reports are not designed to be a check on salesman’s activity 


mation or help is desired from the company, the regular 
form is to be supplemented by a special report 

Since all our men work on commission,” Mr. Sheldon 
says, “we can leave the number of calls up to them—they 


an gauge their calls according to the importance of the 
ustomer.” 


Another reason why Mr. Sheldon feels the call reports 
ire invaluable is that he can check them against a master 
ist he keeps for manufacturers who request direct mail 
ng lists. Being opposed to the principle of sending the 
nanufacturer a list of customers who aren't interested in 
the product he is promoting, he uses a selected list 
which includes the name of an interested party. The list 
which originated from ledger cards, reduces expenses for 
manufacturers, Mr. Sheldon feels, and enables them t 
get more satisfactory coverage . : 

Our salesmen work hard,” Mr. Sheldon savs ‘and it's CATALOGS are mailed by Rita Lydon when requested in 
possible that they could forget a detail connected with all reports. If a service complaint is noted, a quotation 
1 customer. But we get those details from the salesman requested, or a follow up indicated, report goes to proper 
in wnting—and we don’t forget.” department after sales manager has taken his data from it 





% 





Trouble Answering Your Phone? Tippie Will Help 


BusINESS TOOK A BACK SEAT at Harry lippie also served as a porter. Mh 
P. Leu, Inc., Orlando, the other day Folks scattered pieces of paper around 
when Leon Folks strolled in for a on the floor and told Tippie to clean 


visit with his friend, Charles Hendrix 
Mr. Folks had with him his brother's 
dog, Tippie, and for 15 minutes the 
dog kept Leu employees entertained. 

Tippie seemed to have an endless 
bag of tricks. A ringing telephone on 
Mr. Hendrix’s desk sent Tippie 
bounding up on the desk; he picked up 
the receiver and, with it firmly held in 
his mouth, sat up and waited for Mr. 
Hendrix to take it from him. When 
the salesman completed his conversa- 
tion, he merely handed it back to 
Tippie who gently replaced it. 


up. The dog picked up each piece and 
deposited it in a waste paper basket 
Once the floor was clear of papers, 
though, Mr. Folk told Tippie a mis 
take had been made, a dollar bill had 
been thrown away. Tippie promptly 
went to the basket and rooted around 
until he came up with the bill 

After several other tricks, ‘Tippic 
brought down the house by climbing 
up on the balcony; when Mr. Folks 
counted to three, Tippie leaped into 
the air and was caught some 20 feet 


away by Mr. Folks 
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LIVE” PRESENTATIONS I one in which Bob 
i i John W resi n 


in charge 


of sales, on special taps for special purposes featured annual 
sales clinic held by Mau-Sherwood Supply Co., Cleveland 


Let Salesmen Dramatize 


OWN SALESMEN as actors to dramatize your 
Potter W. Shaw. manager of Mau 
Cleveland, | it and is satis 


Mr. Shaw 


shed beca 


of informality which 


and made it more receptive to 


in al 


ideas presented 
ce gave more credibility and acceptance 
salesmen it knew could 
products involved in the presentations 
nal or outside performers, with memorized 


talks given by 


ripts, lack conviction 
ration is visual and “alive”. The audi 
ble to make note of such points as de 
ice, diction, matter, ctc., as well as of 
lling points. It was also able to note mis 
roht thereby 
wood company has held an annual sales 
t two vears at the I Shore Hotel 
day prograt rpos¢ 
two-fold cure tlh 


in holding 
re necessary 
fo minimize 
f the hotel’s 


yment o selective sales policy for 
Mr. Shaw decid hat mor 


mp 
m mn] 


emphasis 


technique of the 
n The ¢ of th 


armed forces, 
echniques during the war and after, 
‘ hing along the same 

ywn staff mem- 

f as the best and 


met 


with h 


lected two of the 
‘ ( eration to their past 
performances and lling lit Bob Beal and Kirke 
Burdick were the two selected. In addition, Mr. Shaw 


} 


) , } 
also t OK a Salesman s TO 


iC 


young 


Fach of the actors was asked to select the product he 
would like to “sell” in the presentation. Naturally, each 
nicked the product he thought he was best qualified to 
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| to minimize any uneasiness the salesman 


ing to put on an “act 

s of ymers were taken by Howard Wil- 
president; John Williams, vice-president in charge 
ales; George Hirth, purchasing agent, and Frank 
Quati, Mr. Hirth’s assistant. Their experience with cus 
tomers and prospects, it was felt, would give a realistic 
aspect to the presentation. 

Ihe “plot” of each presentation was simple. Each 
salesman was told the company’s name (fictitious), what 
it produced, how it produced it and what its facilities 
were. The salesman prepared his own presentation, with 
coaching from Mr. Shaw. Each presentation was re- 
hearsed before staging. The lack of a definite script made 
preparation simpler and added effectiveness to the per 
formance, 


try 


€ rk cust 


of 


“The presentations,” Mr. Shaw commented, “were not 
particularly designed to show the proper way to present 


SERVICE WAS EMPHASIZED by Kirke Burdick (sales 
man) in sales talk to Howard Williams, M-S president, on 
hack saw blades which he likes to sell 
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ECONOMY through quality in special purpose valves is 


theme of sales pitch given by Potter W. Shaw, (sales man 


Your Sales Clinic 


or sell products. They were staged only to bring out ideas 
which would be new to a great number of our other 
salesmen. We did not deliberately plan any mistakes in 
these presentations. However, when we try it again, 
there definitely will be deliberate mistakes made so that 
afterwards they may be discussed.” 

In addition to the regular sales force, others who 
attended the show were as many telephone salesmen as 
could be spared from the office 

The emphasis on selling ideas can be gleaned from 
brief descriptions of the presentations. In the first, Mr 
Burdick “‘sold’” Howard Williams on hack saw blades. 
Mr. Burdick spoke not only of service, but also went 
into the actual usage of different blades for different 
ipplications within Mr. Williams’ plant. He also elabo- 
rated a little on the way blades are made and inspected. 

In the second scene, Mr. Beal “sold” John Williams on 
taps. After devoting an appropriate time to applications, 


SUPPLIERS HAD THEIR CHANCE too. Typical presen 
tation was made by Bill Johnson and Ed Williams (Boston 
Gear) with the aid of display board 


ager) who took saleman’s role. George Hirth, Mau-Sherwood 


purchasing agent, acted the part of the prospective buyer 


Mr. Beal pointed out in catalog illustrations many spe- 
cially designed taps for product tapping of plastics, 
iluminum and zine die-cast metals which could effect 
direct savings for Mr. Williams’ firm. 

Mr. Shaw had the job of selling Mr. Hirth and Mr. 
Quati. The latter, in this case, played the role of fore- 
man of the pipe shop. Mr. Shaw stressed the great savings 
which could be effected in their particular plant by using 
a plug type seat and disc valve of 500 Brinnell hardness 
instead of a more conventional type valve. Since the valve 
he was selling cost 30 percent more than the other type, 
ind price was a strong factor with the customer repre- 
sented by Mr. Hirth, Mr. Shaw’s presentation emphasized 
quality and economy”. 

lo bring this out, Mr. Shaw pointed out that discs on 
the conventional valve had to be renewed at frequent 
intervals, especially when used for throttling purposes as 
they were in Mr. Hirth’s plant. The use of the plug type 
disc valve, Mr. Shaw added, would effect that savings 
from the labor standpoint alone. 

Since this was Mau-Sherwood’s first experience in stag 
ng “live” presentations at the sales clinic, Mr. Shaw 
went easy on programming them. Each presentation was 
timed to take from 15 to 20 minutes only. As it turned 

ut, this was a good idea as the relatively short period 
erved to highlight selling ideas and to maintain interest. 

The presentations were staged during the Mau- 
Sherwood half-day which was the afternoon of the second 
day. The first day and morning of the second day were 
devoted to presentations by Henry Vogt Co., Bay State 
Abrasive Products Co., and Boston Gear Works. The 
suppliers arranged their own presentations after discuss- 
ing with Mau-Sherwood officials who suggested what ideas 
would be best to include. 

Mr. Shaw had charge of the planning and direction 
of the clinic. Pleased with the success of the initial ex- 
periment, he hopes to develop the idea of visual presen- 
tation at the next clinic. As stated, he plans to include 
deliberate mistakes which can be discussed after each 
presentation. Other refinements will be based on his 
estimate of the staff's needs and what will then be its 
“current” problems. 
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NEW HOME of The 


i uu ft. of space on 


tt TOOK THE WIRTHLIN-MANN CO., CINCINNATI, 


Wirthlin-Mann 
one floor 


Co., Cincinnati, 
Of brick and 


he Woithlin- Mann & 


a 


"Th ie 


fom 


concrete construction, it has a 43- by 227-ft. parking lot 
Shipping, loading dock and city sales are on same side 


1,287 MAN HOURS TO . 


Make the Move to a Better Locati 


... where deliveries were improved, working conditions 


streamlined, order flow perfected—and sales increased. 


\ WEN 


a out 


inf 0 Wurratin-Mann_ Co., 
f Cinemnati’s flood dis 
ecently to its new building at 
Dana Ave., business was carried 
moothly; not a single piece of 
misplaced; and not one or 
vas lost or even delaved 

Ihe change was engineered bv 
President E. N. Wirthlin, Jr.. who 
had made detailed plans weeks in 
The sixamle move of the 


entire plant required four weeks and 
1.287 man hour 


done at night 
Sunday 


WATLY ¢ mplovec 


tock Wa 


id mce 


All the moving was 
ind on Saturdays and 
the work performed by com 
using the three Wirth 
lin-Mann delivery trucks 

The new building, a one-floor con 

te block and steel fireproof struc 
ture ontams 11,000 square feet of 
floor space a ompared to the 16,000 
quare fect m the old plant vet efh 
ent planning will give the 
1 So tect 
maternal when the 


stock it 


Company 


quare of vacant space for 
idditional 


ready to 
The Move 

The shipping department was the 
t section to be First a 


every 


knew 


firm 


hi moved 
that 


ganization 


hedule was set up so 
member of the 
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which stock was in each plant. One 
man was in charge at the old location 
loading trucks. A car was used as a 
shuttle between the two buildings, 
taking mail, orders or stock back 
ind forth. 

I'rucks hauled from one-half ton 
to eight-ton loads, depending upon 
the contents. In order to expedite the 
loading of trucks at the old building, 
a hoist was built out of scrap and 
miscellaneous parts, including an old 
hoist drum which Mr. Wirthlin had 
found on the bank of the Ohio River. 
It enabled them to swing stock and 
bins out of the side windows of the 
building and lower them to the trucks. 

“IT haven't the faintest idea how 
many tons of equipment and stock 
were moved Mr. Wirthlin | said, 
but when the job was completed 
mv back felt as though there must 
| ibout fifty million tons!” 
ever stock was 
wed in its entirety It took four 
to build racks and bins for the 
kv stock such as hose and belting, 
in those where it was imprac 
tical to move the old racks 

The last section moved was the 
office, for which a van was used. A 
chart had been prepared weeks in 


ave been 


nearly case a 


veck 
bul 


Cases 
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idvance showing where cach desk, 
chair and filing cabinet was to be 
placed. Each employee was given 
boxes and a set of numbers; every 
piece of furniture was numbered; and 
all desks were emptied and the con- 
tents packed in boxes labeled with 
their respective numbers. 

When the furniture was removed 
from the van, everything was set in 
its numbered place. Employees re- 
ported for work on a Saturday morm- 
ing; unpacked their boxes and put 
evervthing in order; leaving at noon 
with the office ready to begin busi- 
ness on Monday. 

Not a single order was misplaced 
or incorrectly filled during the four 
week period of the move; no equip- 
ment was lost or damaged; and serv 
ice was Carried on as usual at all times 


The New Quarters 


Although the old six story struc 
ture had approximately 5,000 more 
feet of floor space than the new one 
story structure, Mr. Wirthlin said 
“we have more area than we need.” 
When stock is racked and binned ac- 
cording to plan, the company plans 
on 1,500 square feet of excessive 
space This area gain is due to 











Durinc THE 46 YEARS Edwin N. 
Wirthlin, Sr. (right), had been 
president of ‘The Wirthlin-Mann 
Co., his efforts were concentrated 
on improving operations, increas- 
ing business, and promoting efh- 
ciency The last step in the 
continued imp! vement ot his 
company was taken when the 
firm moved from Plum St. to 
1930 Dana Ave. 

With the company established 
in the modern building and busi- 
ness increased 25 percent, Mr. 
Wirthlin resigned, and his son, 
E. N. Wirthlin, Jr. (left), as 


E. N. Wirthlin, Jr. sumed the presidency of the firm. 


E, N. Wirthlin, Sr. 











stronger flooring which allows con 
solidation of stock and three-foot 
aisles as compared to the former eight 
foot pathways 

The structure is located in what is 
virtually the heart of Cincinnati, with 
the city’s industries almost evenly 
distributed around it. Estimated as 
being 75 percent closer to 90 percent 
of Wirthlin-Mann customers, the new 
building is thus more accessible to 
those customers who pick up their 
own orders. It is located on one of 
Cincinnati’s main thoroughfares, and 
has a large parking lot. 

Shortly after the company had pur 
chased the lots for the new building, 
an article appeared in one of the local 
papers with a map of industrial Cin- 
cinnati It designated a point ap- 
proximately two blocks away from 
the new location as the heart of the 
industrial district 

This central location has cut de 
livery problems by one-third. By rout 
ing trucks so that the last delivery 
is made in the “bottoms” area, the 
vehicles are empty when they climb 
the city’s steep hills to return to the 
plant. Because of this improved de- 
livery situation, the company has 
been able to put one of its three 
trucks in drvdock 

The shipping dock is designed so 
that trucks can be loaded at bed level, 
which enables a driver to fill his own 
truck without help. 

It is now possible to place stock 
in a more desirable position for han 
dling and processing orders The 
pace formerly alloted to two eleva- 
tors and stairways (which chopped up 
floor area) is not required in this 
building in which stairways and ele OFFICE has good natural lighting, is not broken up by partitions or posts. Note 


vators are eliminated. desk arrangement for smooth work flow, and plentiful artificial lighting fixtures 
(Continued on page 234) Main bus line stops by front door for employees’ convenience 


; 


—  ? ol ‘ 
TOOL DISPLAYS in two large front windows are changed every two weeks, have 


already led to numerous sales. In the past the company has won awards from 
Cincinnati Association of Purchasing Agents for displays with “most sales appeal.’ 
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Posters 
Promote 
Good Practice 





Va. 


Richmond, distributor 


feeds employees with sound 


axioms and executives with 


management booklets in 


unique packaged  morale- 


building campaign 


} mployee morale-building and edu 


ire the objectives of ¢ Vhink 
now being cat 
McGraw, Inc., Rich 
the time, the 
t Ameri 


organizational 


ition 
American” ¢ unpaign 
ied out by Jame 
mond, Va. At 


ompany hops 


ame 
oO promote 
canis 
efficiency 
manpowe uring the 
bilizati 
Ihe 
Pearsall, 


n the 


ind maintain 


the demands on 

industrial mo 

aa pe 

emphasis explained R. | 
executive vice president, is 

American way of life, business 

and thinking the use of the 


the ul pe sonnel of 


the 
laily reminder in 
thinking and doing 

mgs 
Ihe other half of the prog 
stimulating executive 
thinking about management problems 


ram con 
centrates) on 


through booklets on various manage 
ment subjects. Some of the subjects 
covered by the booklets, which will 
be distributed once a month for a 
year, are: personnel, sales, credit, o1 


CITY SALES AND STOCKROOM STAFF at James McGraw, Inc., Richmond, 


Va., approves of good practice poster set up where 





OFFICE STAFF INSPECTS FIRST EDITION. 


ustomers see it also 


The poster is changed weekly 


for one with another message designed to improve employee efficiency 


ganization, office, purchasing and in 
ventory management 

Ihe entire program is a packaged 
unit obtained by subscription from an 
outside firm. The initial shipment in 
cluded two frames to hold the various 
posters used in the campaign. At the 
McGraw company, one was installed 
in a prominent spot in the office and 
the other in a conspicuous place on 
the floor where it can be 
viewed not only by the employees but 
visitors to the store as well. 


Binder Holds Booklets 
ship 


Also included in the initial | 
ment was a single leather-covered ring 
binder to hold the booklets on man- 
igement subjects. 

At the end of each month, a pack 
ge containing eight posters and a 
booklet is received at the McGraw 
company. The posters are sets of four, 
two to a set. The two posters in each 
set (see illustrations) are displayed 
for a week. One is inserted in the 


SseTVICe 


} 
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office frame and the other in the city 
room frame. 

At the end of the work-week, an 
employee to whom the task was dele- 
gated removes the posters that had 
been on display and substitutes a new 
set. Thus, a new poster with a new 
message greets employees each Mon 
day morning. The messages, appro- 
priately illustrated, are axiomatic: 
“Make Sure—Then Make Speed! Be 
ing Fast But Wrong Is Waste” 

To extend the coverage, the Mec 
Graw company has made its own 
frame to hold the posters and placed 
it in the stockroom. Thus, after a 
poster has been displayed in the city 
room for a week, it is removed to the 
frame in the stock-room 

The booklet on management sub- 
jects comes perforated and is inserted 
in the ring binder as soon as received. 
The binder is then circulated among 
the executive for perusal. The binder, 
when not used, is kept in Mr. Pear- 
sall’s office for reference. 

















is forecast but too 


WASHINGTON BULLETIN 


MARCH: End of CMP 


many “ifs” 


intervene to make it a reality before next year... 


OPS permits distributors raise ceilings on certain items 


when suppliers raise theirs . . . NPA straightens out 


metalworking machine misunderstanding about DO-MRO... 


End of CMP is Forecast 
But Lots of ‘Ifs’ Still Loom 


Markup On Merchant 
Wire Products Upped 


As CPR 98 Is Amended 


Your percentage markup on met 
chant wire products and roofing and 
siding was upped from 20 to 25 per 
cent. 

Other important changes in CPR 
95 are 

1. Ceilings reconditioned _ re¢ 
usable iron and steel pipe, excluding 
boiler tubes, were raised from 80 to 
95 percent of the jobber ceilings for 
comparable new prime products. For 
re-usable boiler tubes and industrial 
products, including bars, sheets and 
structural steel members, current ceil 
ing levels are maintained at 80 per- 
cent of the new prime products 

2. An additional markup was estab 
lished for new heavy gage boiler and 
pressure tubes 


3. Coverage 


on 


of the regulation has 
been extended to include sales by any 


person (except a holder of excess 
stocks of imported steel products) 
who resells such items listed in 


Tables A and B which he purchased 
from a warehouse reseller 

4. Hot rolled and cold rolled elec 
trical (silicon) sheets of all grades were 
added to the Industrial Products Sec 
tion. Resellers are now entitled to a 
markup of 56 percent of mill bas« 
price 

5. Where cold rolled strip is bought 
from mills and put through warehous 
ing operation, ceilings are now figured 
in the same way as for other products, 
using mill invoices as a basis. Where 
the sheet is sheared or slit into cold 
rolled strip, ceilings are figured on the 
basis of mill base price provided in 
the regulation and the reseller’s aver- 
age incoming transportation cost fac 
tor for cold rolled sheet 


You'll hear considerable talk about 
decontrols from now on and the rea 
are various. The military pro 
gram stretch-out started it. Secretary 
of Commerce Sawyer is going to go 
around the country talking to busi 
nessmen about how they fee] about de 
controlling at this time. Manly 
DPA Administrator, is 


sons 


Fleischmann, 








6. You can now figure ceilings on 
slow moving items held in inventory 
since prior to mill price increases in 
the latter part of 1950 by using mill 
invoices received no earlier than Jan. 


1, 1951. For pricing purposes, items 
in inventory which were invoiced 
prior to Jan. 1, 1951 may be con 


sidered as new products 

7. The waiting period of 30 days 
on sales of a product for which you 
made application to OPS for a resale 
price is eliminated. Now you can 
make sales on the basis of the pro 
posed price providing you agree to 
refund the amount, if any, by which 
this price exceeds the ceiling deter- 
mined by OPS. To determine your 
ceiling prices on new products, you 
can now use current invoices as they 
ire received. Previously, you had to 
wait until the end of a calendar month 
to average mill invoices 

8. New and structural pipe 
have been separated for pricing pur- 
poses. A ceiling was set for used struc 
tural pipe at 90 percent of the price 
of new prime pipe 

A number of minor corrections and 
clarifications were included in the 
amendment. For example, there is 
a new definition of “customary in- 
coming transportation factor’ and 
correction of markups of tool steel 
bars and drill rod 


us d 
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supposed to be quitting around June 
30 and CMP may go out with the old 
year. 

However, don’t bank on it until it 
happens. 

The earliest forecast for sufficient 
aluminum to permit dropping it from 
the controlled materials plan is by the 
first quarter of next year. Such forms 
of carbon steel as heavy plate, bar and 
heavy tubing aren’t expected in suf- 
ficient supply to warrant decontrolling 
them. 

Copper is in critically short supply 
and is expected to remain so indefh 
nitely and Mr. Fleischmann has said, 
“We will have to CMP for copper 
for a good long time.” 

True enough, supplies of some car 
bon steel and a few aluminum prod 
ucts have eased recently but they are 
only a relatively few of the controlled 
materials. And there are other “‘ifs”’ 

A lot of manufacturers aren’t over 
jubilant about increased allotments of 
steel and aluminum for the simple 
reason they need more copper than 
they’re getting to use the two other 
materials. Hence, any increase in 
copper allotments tends to increase 
demand for steel and aluminum. All 
of which would make CMP a neces 
sary instrument again. 

A steel strike could make decon 
trol talk merely academic as inven 
tories would begin vanishing. Another 
“if” is adequate power in the North 
west to make aluminum. Another 
drought would decrease aluminum 
output substantially. 

Decontrols will be gradual and the 
chances of CMP being set aside this 
year don’t look too good. 

The only material freed from dis 
tribution controls is chrome steel 











188 Business Men 
Honored by Sawyer 
For Defense Work 


Eugene F. McCarthy of Beals, Me 
Carthy & Rogers, Inc., Buffalo, N. Y., 
imong the 188 men 
honored with a “certificate of service” 
presented by Secretary of Commerce 
Charles Sawver. The award was made 
for thei without compensa 
tion to help the country set up its 
defense production program 

Some 129 of the 188 accepted the 
Government's invitation and went to 
Washington to attend a special lunch 
md_ receive certificates The 
eremonics drew some attention be 

iuse they marked the first time that 
the Government has given official 
recognition to volunteer business men 


was business 


CTVICE 


eon 


who worked to carry out production 
ind other programs in emergencies 
Previously individual men were sig 
nalled out for special recognition but 
the rank and file of executives who 
helped administer regulations were 
ignored 

The recipients of the certificates of 
service from the industrial supply and 
equipment field included 

George Llovd Allison (B. F 
rch Co.); John F. Agnew (True 
Charles W. Ange 
Van Gilder Ben- 


Good- 


Temper Corp.) 
Okonite Co.); FE 
nett, Edward D. Bickford, Melvin W. 


Cole, Thomas FE. Dalby, (Bethlehem 
Steel); Clarence B. Boyne, (Allegheny 
Ludlum Steel Corp.); Charles W 
Burrage (Lunkenheimer Co.). 

Also: John Hamilton Butcher 
Butcher & Hart Mfg. Co.); David 
B. Carson, William J. McCune and 
Delmar A. Nabb (Sharon Steel Co.): 
Samuel N. Comlv (Russell, Burdsall 
& Ward Bolt & Nut Co.); Donald M 
Davidson (Fafnir Bearing Co.); Wil 
liam W. Deal (American Steel & 
Wire Co.); Robert P. Donnell (Tim- 
ken Roller Bearing Co.); Ralph B. 
Elliott (F.. I. duPont de Nemours & 
Co.); John R. England, Richard F. 
Sentner and Francis Juraschek (U. § 
Steel Corp.) 

Also: Leonard R. Ervin 
Woven Hose & Rubber Co.); John 
S. Ewing, Max H. Hofmann (Car 
negie-THlinois Steel Corp.); Thomas 
H. Fitzgerald and W. S. Long (U. S. 
Rubber Co.); Norman W. Foy, James 
L. Hyland, Paul H. Pocock, Henry P 
Rankin, Jr. (Republic Steel Corp.). 

Also: Carl K. Freedell (Stanley 
Tools); Donald E. Gates (Dodge Mfg 


(Boston 








Metalworking Machines 
Obtainable With DO-MRO 


Che Metalworking Division of NPA clarified NPA Order M-41A on whether 
or not the DO-MRO rating could be used to obtain one of the machines listed 
in the order if the machine cost more than $350 and less than $1,000. The 
answer is “Yes” the rating can be so used by your customers. 








Co.); James S. Anderson and Frank 
X. Gilg, (Babcock & Wilcox Co.); 
John S. Gregg, John F. Smith, Jr., 
E. J. Sanne and R. M. Thulean (In- 
land Steel); David A. Griffith (Allis- 
Chalmers Mfg. Co.); William M. 
Haile (Linde Aid Products Co.); 
Charles T. Hapgood, Herbert Johnson, 
James W. Robinson (Jones & Laugh- 
lin Steel Corp.) 

Also: Andrew P. Napper (National 
Tube Co.); W. H. Harrison (I. T. 
& T.); Maurice G. Jewett (Chain Belt 
Co.); Sidney K. Lamden (Dayton 
Rubber Co.); Arthur M. Long, Jay 
W. Owings (Youngstown Sheet & 
Tube Co.); P. A. Hollar (Amer. Car 
& Fdrv Co.); Malvern J. Mather 
(Allen Mfg. Co.); William T. Mc- 
Cargo, (Carborundum Co.); W. E. 
Mullestein, (Lukens Steel); Wallace 
B. Quail (Armco Steel Corp.); Walter 
C. Skuce (Owens-Coming  Fiber- 
glass); Robert McNeal Smith (Pitts- 
burgh Screw & Bolt Corp.); Dale D. 
Spoor (Air Reduction Co.). 

Also: J. J. Thompson (Worthington 
Pump & Mach’y Corp.); R. S. Whar- 
ton (Hewitt-Robins, Inc.); C. F. Wil- 
liams (Amer. Smltg. & Rfng. Co.); 
Adolph G. Abramson (SKF Indus- 
tries, Inc.). 

All these people served with either 
the National Production Authority or 
Defense Production Authority. 


Brass Mill Order 
Harmonized With CMP 


You can sell brass mill products 
from stock only on authorized con- 
trolled materials (ACM) orders ac 
cording to an amendment to M-82. 

Ihe provision which permits sales 
of quantities 25 Ibs. or less without an 
ACM order is retained. But such sales 
are not replaceable on X-6 orders. 

Other changes include: Permission 
to buy from other distributors; Per- 
mission to sell up to 10,000 Ibs. of 
condenser tubes from stock on anv 
one ACM order without written ap- 
proval from NPA. 
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I'his is just the opposite of the in- 
terpretation of the order that we 
printed last month. Some suppliers 
were distressed over the previous in- 
terpretation but more seemed satisfied. 
However, the NPA division officials 
made it clear that the DO-MRO srat- 
ing could be used to obtain one of 
the machines providing the unit did 
not cost more than $1,000 and also 
providing it was within the customer's 
MRO quota. 

Due to the misunderstanding 
caused by the $350 figure quoted in 
NPA Orders 41 and 41A, officials of 
the division are preparing an amend- 
ment to the orders and it is expected 
that the $350 figure will be changed 
to $1,000. This will make the order 
conform to CMP Regulation 5 (the 
MRO regulation) which specifies that 
your customers can obtain a single 
unit of “minor capital addition” in a 
quarter if it does not exceed a cost 
of $1,000. 

For obtaining the listed metalwork- 
ing machines costing more than 
$1,000, the same procedure as de- 
scribed in the March interpretation 
stands. There is a mistaken impres- 
sion that the only “delegated agen- 
cies” under the CMP plan are the 
armed services and Atomic Energy 
Commission. They are not the only 
ones. The industry divisions of NPA 
which hand out allotments are also 
“delegate agencies” and if your cus- 
tomer wants a rating for a metalwork- 
ing machine costing more than $1,000 
he must apply on Forms NPAF 138 
and 138a, to the industry division 
which gives him his allotments. This 
division will turn it over to the Metal- 
working Division which screens such 
applications. 

Reports of inventories of certain 
tvpes of metalworking machines have 
to be filed by dealers of imported and 
used machines and rebuilders accord- 
ing to NPA Order M-101. Reports 
on machines costing $2,000 or more 
are required. NPA also can require a 
dealer or rebuilder to withhold a ma- 
chine from sale for a period of seven 
days for the purpose of permitting a 
prospective purchaser, whose need for 
the machine has been shown to be 
vital, to inspect it. 

















Steel Warehouse 
Operations Clarified 
By Change In M-6A 


Corrugating and forming of iron 
and steel roofing and siding, ridge roll, 
valley and flashing by steel distributors 
is now considered a warehouse opera 
tion subject only to NPA warehouse 
order M-6A 

Ihe change with respect to cor- 
rugating and forming iron and steel 
is expected to eliminate any uncer 
tainty as to how distributors shall 
obtain supplies of sheet and strip 
steel from the mills in the future. 

Before, it was possible for distrib- 
utors to obtain their supplies from the 
mills either as warehousemen or con- 
verters. In the future, however, they 
who intend to corrugate or form roof- 
ing, siding, ridge roll, valley and 
flashing must get their supplies for 
that purpose by ordering them as steel 
products under M-6A. 

The handling of many CMP-4B 
tickets will no longer become neces- 
sary because the products involved are 
no longer “B” products, but are now 
classified as controlled materials. 

The amendment also clarifies the 
procedure distributors must follow in 
replacing reinforcing bars sold from 
stock. Certain distributors, acting as 
fabricators, have sold the majority of 
their reinforcing bars for intended use 
is part of a fabricated job or a par- 
ticular project. Some of the bars were 
merely cut to length according to the 
user’s specifications. 

Now the contractor with an NPA 
allotment of controlled materials has 
to make an allotment of steel to the 
supplier covering the total tonnage of 
reinforcing bars required, both bent 
(fabricated) and straight lengths. NPA 
doesn’t intend that distributors sup 
plying straight lengths under such 
circumstances should replace their in- 
ventory of the material under M-6A. 

Before the revision of the order, 
cutting to length and sale of straight 
lengths of reinforcing bars were in- 
cluded in the definition of a steel dis- 
tributor’s functions. Now, distributors 
may replace their inventery of rein- 
forcing bars only to the extent of ton- 
nages of straight lengths that are not 
sold as part of a fabricated job or 
project. 

Alloy steel, stainless steel, nickel- 
bearing stainless steel and carbon steel 
were redefined to conform with defini- 
tions in M-1 and other NPA orders. 





Renegotiation Routine 
Isn't Too Complicated 


Everyone with renegotiable business on his books has to file a financial 
statement (Form 1, Standard Form of Contractor’s Report) with the 
Renegotiation Board before May 1 if his fiscal ended on or before Dec 


31, 195] 


It doesn’t make any difference if your renegotiable business amounts to 


less than $250,000 


If that is all it is, you have only five questions to answer 


If it is over that amount, you give additional information on Form 1B within 











Renegotiation Board 
Adds New Offices 


lwo new regional boards have 
been added to the list of The 
Renegotiation Board’s list—one 
in Boston and one in Detroit. 
Assignments have been revised 
to 

Boston: Maine, Vermont, 
New Hampshire, Massachusetts, 
Connecticut and Rhode Island. 

Detroit: Ohio and Michigan. 

New York: New York State. 

Washington: Pennsylvania, 
New Jersey, Delaware, Mary- 
land, District of Columbia, Vir- 
ginia, North and South Calo- 
lina, Georgia, Florida, Alabama, 
Kentucky and Tennessee. 

Chicago: Illinois, Indiana, 
Wisconsin, Missouri, Iowa, 
Minnesota, Nebraska, North 
and South Dakota, Kansas, Ar- 
kansas, Oklahoma, Texas, Missis- 
sippi and Louisiana. 

Los Angeles: California, Ne- 
vada, Utah, Arizona, Washing- 
ton, Oregon, Idaho, Montana, 
Wyoming, Colorado and New 
Mexico. 











Complete Allocation 
Of Cryolite Is Due 


Cryolite, a material used in the 
making of abrasives, metals, glass and 
ceramics, is expected to go under 
complete allocation in May. In the 
meantime, NPA issued Order M-99 
limiting the quantity of cryolite that 
may be purchased and limits inven- 
tories held by producers of certain 
products. 

Abrasive manufacturers fared the 
best in purchase limitations, being al- 
lowed 115 percent of base period use. 
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60 days after filing Form 1. 

The forms are obtainable from The 
Renegotiation Board, Washington 25, 
D. C., where they must be filed in 
duplicate. 

When received by the Board, your 
case is labeled either Class A (profits 
$400,000 and over) or Class B (profits 
under $400,000). Since distributors 
are concerned only with Class B 
cases, here’s what happens to yours 
when you file: 


1. The Board looks it over and 
decides whether the profits are ex- 
cessive or not. If not, it notifies you 
that it will not take any further action 
on that fiscal year but it can reopen 
the case later on if it has additional 
information pointing to excess profits. 

Comment: The Board could ask 
you for more information before mak- 
ing a decision and failure to provide 
it may result in a fine up to $10,000 
or a year in jail or both. 


2. If your yee 9 are considered ex- 


cessive, the Board assigns your case 
to a regional board. 

Comment: This is usually done on 
a geographical basis but if Washing 
ton thinks another regional board 
could handle the case better, it could 
assign it to a board other than the 
one you are under the jurisdiction of 


3. As soon as the regional board 
gets your case, it notifies you of that 
fact. 

Comment: This is routine so you 
aren’t surprised when renegotiation 
starts. 


4. The regional board studies your 
case and can ask you for additional in 
formation. When it is readv to rene 
gotiate, it sends you a registered letter 
to that effect. 

Comment: You should be prepared 
or preparing to present your case. 

5. Renegotiation starts with pre 
liminary meetings. 

Comment: At these meetings, you 
discuss the information you present 


mI 











Such meet 
kept to a minimum 


ind how you present it 


ing i! 


6. kinal meeting 

Comment: Hlere you get 
to discuss your case. If you met with 
taff men, have the right 
to meet one or members of 
the regional board to discuss the case 
If vou are satisfied that 
has been done that could be done 
in dispense with the final meeting 


7. The 
ion. If 
“not 


TIVE 


i chance 
onl you 


more 


cve rvthing 


you 


Board makes a final deci 
your profits are considered 
regional board 
learance”. If your profits 


ive’, it states the 


excessive’ the 
ua’ 
ire nn idered “EXCESS 
amount 
Comment: It either case, you are 
notified of the decision. ‘The regional 
boards are authorized to close Class 
B cases only 
Excess Profit Cases 
If you agree with the regional 
board on the amount of excess prohts, 
it will prepare an agreement by which 
will refund the amount. The 
onal board can execute this agree 
ment on behalf of the 
( ditionally the Reneg 


na xtend 


Government 
tiation Board 


time for payment 


Disagreement 
You may disagree with the Regional 
Board on the 
ind do something 
the board that 
After 
ue and enter 
ning the 
ind give you th 

red mail 
ul till di LTCC 


TEyvitne d 


mount of excess 
ibout it 


you disagree 


prohts 
bv notify 
and 
consideration, the board 
1 unilateral order 
mount of excessive 
details by 


with the 
unilateral 
\ in still appeal to the 
ton Renegotiation Board 
to do so within 90 davs of 

f the ibout 


in the 


notice 


to review 
vou to that 


to review 
issigned from the 
Washington. You 


7 rer 64 
1 ft al 


t 1 ge chance 
to g further information and _ talk 
to one orm of the Wash 
ington Board 

After 


makes the 


re member 
that, the Washington 


final decision 


Bo ird 


Tax Court 

If vou still think the de 
fair, vou have one more recourse and 
that is bv filing a petition for rede 
termination with The Tax Court of 
the United States within 90 davs 


sion un 
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Distributors Ceiling Rise 
Permitted By OPS 


If any of your suppliers are raising their ceiling prices on goods delivered 
to you, you should find out under what regulation they were authorized to do 
so. Otherwise you won't be able to tell whether or not to go ahead and raise 


your prices too 


For instance, OPS recently permitted certain manufacturers to recompute 
their ceiling prices under recent regulations implementing the Capehart 


Amendment. There regulations are: 
General Overriding Regulation 20; 
General Overriding Regulation 21; 
Ceiling Price Regulation 22, Sup 

plementary Regulation 2, Revision 1; 
Ceiling Price Regulation 22, Sup 

plementary Regulation 17; 
Ceiling Price Regulation 22, 

plementary Regulation 18, and 
General Overriding Regulation 10 
If any of your suppliers increased 

their prices to you under authoriza 
tion of one of the above regulations, 
you are now permitted (GCPR, SUPP 

REG. 29, Amdmt 8) to increase yours 

to your customers as per SR 29. You 

do this by adding your base period 
percentage markup. 


Sup- 


Supplementary Regulation 29 serves 
as an interim wholesale regulation 
pending the issuance of a tailored regu- 
lation for the industry. 

In another action, manufacturers 
regulated by CPR 30 (machinery and 
related goods) were granted the op- 
tion of establishing their own retail 
ceilings under the same regulation 
they used to set ceilings to all other 
classes of customers. 

Previously, these manufacturers 
were required to set ceilings for their 
own retail sales under the GCPR even 
though their ceilings to all other 
classes of buyers were determined 


under CPR 30 











Under Ceiling Deal 
Starts OPS Suing 


Here's a three-way under the cur 
rent ceilings deal which landed one 
metal distributor in the U. S. District 
Court as defendant in a suit initiated 
bv the OPS. What next? 

In 1951, OPS claims, the M. W 
Zack Metal Co., Detroit, sold Kaiser 
lrazer Corp 491,112 Ibs. of copper 
it 244 cents per pound, under the 
current ceilings. As part of the sam¢ 
deal, Kaiser-Frazer sold the Zack firm 
3,142,583 Ibs. of coil steel at 10 cents 
per pound, under the ceiling 

So far so good but—! OPS alleged 
that the Zack firm sold the coil steel 
to brokers at 18 to 184 cents per 
pound (also within ceiling prices and 
thereby received $131,047.87 
of what it would have received had 
the firm sold the copper at ceiling 
prices—approximately 26 cents per 
pound! 

OPS also charges that the Zack 
firm with over-ceiling sales of zinc and 
steel plate resulting in overcharges of 
$4,870, bring the total overcharges to 
$135,917.87. OPS wants an injunc 
tion and treble damages 


In excess 
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Cutting Tools Due 
For More Materials 


Although cutting tool production 
has not been as high as anticipated, a 
member of the cutting tool section of 
the NPA said that producers were 
delivering their products to customers 
at a more than satisfactory rate. 

The spokesman said that it is plan 
ned to ask for an increase of 15 per 
cent in the allotment of tool steel for 
cutting tools in the third quarter over 
the second quarter allotment. Another 
15 percent increase for the fourth 
quarter over the third quarter is also 
under consideration 

lool steel may be segregated as a 
steel “product” in the carbon and 
illoy steel product lists carried in 
CMP-4B application forms in time to 
be identified more specifically for 
fourth quarter allotments 

The change, according to manu 
facturers of tool steel, might be a solu 
tion to the industry’s reported inabil 
ity to sell all of the tool steel it is now 
producing. Some customers are un 
able to get sufficient CMP allotments 
of allov steel, of which tool steel is 
an importanf part 








A MESSAGE TO AMERICAN 


INDUSTRY ® 


ONE OF A SERIES 


POINTING the WAY 


To Continuing Prosperity 


The set of figures in the middle of this page is 
news of high importance to every American. 


In effect, it says that there is no basis in fact for 
all this talk about a collapse of capital expendi- 
tures plunging us into a depression following the 
industrial build-up for defense. 


Such talk assumes that without defense orders 
business would spend relatively little for new in- 
dustrial plant and equipment. The figures below 
show that that assumption is not justified. 


penditures in 1953, 1954 and 1955, provided the 
money to carry them out can be obtained. 


A Record in '52 


As was expected, their plans call for another 
record-breaking volume of capital expenditures by 
business in 1952. But, as many did not expect, the 
McGraw-Hill survey also discloses plans for very 
heavy capital expenditures in each of the three 
years following. Expenditures now planned for 
those years are, to be sure, lower than those 
planned for 1952. But the significant fact is not that 





BUSINESS PLANS FOR NEW PLANTS AND EQUIPMENT (Millions of Dollars) 





McGraw-Hill Survey 





Actual 
ding| Planned 





Piog1’ — Preliminary Plans — 





1952 1953 1954 1955 





Manufacturing Sealand 7,491 11,141 12,921 10,028 8,525 8,194 
Mining 684 806 943 415 321 358 
Railroads 1,136 1,564 1,642 1,248 1,117 1,002 
Electric & Gas Utilities®®............. 3,298 3,676 3,948 3,360 3,204 2,748 
Other Transportation & Communications 1,392 1,592 1,721 1,671 1,943 1,839 


ALL INDUSTRY 

















14,001 | 18,779 21,175 16,722 15,110 14,141 











*U. S. Department of Commerce 
**Electrical World (A McGraw-Hill publication) and American Gas Association. 














The figures come from the fifth annual McGraw- they are lower. Experience shows that plans made 


Hill survey of business plans for new plant and 
equipment. Companies were asked to report 
through that survey not only their plans for 1952, 
but plans they now have in hand for capital ex- 


several years ahead always overlook many ex- 
penditures that are needed later. 

The significant fact is that the expenditures al- 
ready planned for 1953-55 are so high. For example, 








those now planned for 1955 would be higher than 
those of 1950, which, at that time, were second 
highest in our history. 

If these plans are carried out we shall have an 
essential element of continuing prosperity. Sus- 
tained expenditures for capital expansion and 
betterment account directly for a large share of our 
employment and consumer income. Moreover, 
consistent modernization of industrial plant raises 
production efficiency and brings more and better 
goods and services within reach of more consumers. 


It is not to be expected, of course, that we can 
come down from the peak of the defense boom 
without readjustments in some sectors of business. 
But if capital expenditures by business are carried 
out on the scale now planned, we shall be able to 
take any necessary readjustments in our stride, 
and continue to increase our industrial strength. 

From V-J Day to the end of this year, manu- 
facturing industries will have spent over $60 
billion for new industrial plant and equipment. 
This is more than the value of all the plant and 
equipment these industries had on their books at 
the end of World War II. It is this heavy outlay 
that causes some, assuming most postwar plans 
for industrial expansion and modernization will 
be completed, to fear a collapse of capital ex- 
penditure. 


Plans to Go Ahead 


But American industry still has plans to go right 
ahead expanding and improving its facilities. This 
was the most striking single finding of this year’s 
survey.* It disclosed also that after 1952: 


— 83 per cent of the companies answering the 
survey are planning substantial further mod- 
ernization 


— 48 per cent will need more capacity to make 
their present products. 


- 33 per cent plan additional capacity to make 
new products. 


It cannot be too strongly emphasized, however, 
that these plans represent what American industry 
wants to do. They are a concrete expression of 
hope and aspiration. As such they are extremely 
important, for they dispose of the idea that busi- 
ness considers the job of expanding and improving 
its facilities as finished, or anywhere near finished. 

But the plans carry no guarantee of accomplish- 
ment. If they are to be realized, business must have 


the funds to carry them out. There is no assurance 
that the money will be available if the present level 
of corporation taxes is continued. Eight out of ten 
companies, according to the McGraw-Hill survey, 
will rely entirely on profits and reserves to finance 
their 1953-55 programs. So, in calculating their pro- 
grams for these years, the companies were asked 
to assume relief from “excess profits” taxation. 

Federal taxes now take at least 52 per cent of a 
corporation’s profits, and 82 per cent of any profits 
in the so-called “excess profits” bracket. Despite 
this drain on their funds, companies are able to 
finance their 1952 programs because (1) they are 
borrowing heavily, and (2) many of them are get- 
ting government loans or special tax concessions 
on new facilities installed for defense purposes. But 
these are emergency aids. 


Only Two Ways 


When the present defense program tapers off, 
there will be only two ways by which business can 
possibly increase its principal source of funds for 
new plant and equipment. One way is to make 
more profits before the tax collector takes his cut. 
And the only way many companies, already oper- 
ating at capacity and high efficiency, can do that 
quickly is by raising their prices. That is an un- 
popular method. Also, with the return to more 
competitive markets, it might be self-defeating. 

The other way is for the federal government to 
release its strangle hold on business profits. The 
so-called “excess profits” tax—the 82 per cent tax 
which is really a tax on business growth — should 
be repealed, effective January 1, 1953. And a cut 
in the basic tax of 52 per cent on all corporate 
profits should come not much later. That is by all 
odds the most important single step toward assur- 
ing that business plans already made for capital 
investment in 1953, 1954 and 1955 are carried out. 
It is the most important single step toward sus- 
taining our present prosperity. 

Through its plans for continued expansion and 
improvement of its facilities, American business 
clearly points the way to avoid the depression 
that so many have feared — and the Communists 
have so ardently hoped — would follow the peak 
of defense mobilization. It will be a tragedy for 
our country and for Americans in every walk of 
life if we do not insist that business get the chance 
to follow this wise and constructive course. 


McGraw-Hill Publishing Company, Inc, 


*Note — A copy of the full report of this survey can be obtained by addressing: Department 
ef Econemics, McGraw-Hill Publishing Co., Inc., 330 West 42nd St., New York 36, N. Y. 




















This ad appears in leading business papers 
TO HELP YOU SELL OSBORN BRUSHES 








How to tell a good brush 
... just look for“OSBORN” 


Ou Know a brush is good when it bears the name “OSBORN.” 
That simplifies buying. To assure unsurpassed quality in industrial 
brushes, all you need to do is specify “OSBORN.” You can buy 
OSBORN paint, maintenance and power brushes with confidence 
because their workmanship and materials are backed by 60 years of 
OSBORN service to Industry. Order them automatically from your 
INDUSTRIAL DISTRIBUTOR on the same order as other mill 


supplies. The Osborn Manufacturing Company, Dept. 688, 5401 Ham- 
tlton Avenue, Cleveland 14, Ohio. 


Osbou Brus 9) 


OSBORN POWER, MAINTENANCE AND PAINT BRUSHES AND FOUNDRY MOLDING MACHINES 


SAVES TIME. Your Industrial Distributor 
carries a large stock of OSBORN brushes 
to supply you with the right type of brush 
promptly. Saves your time. The OSBORN 
Master* Sweep Floor Brush shown is 
a nationally recognized product. 


SAVES TIME. Built for Industry by the” 
company that knows Industry's prob- 7 
lems, OSBORN brushes do their jobs 
thoroughly ... and fast. Here, OSBORN 
Disc-Center* Wire Wheel Brushes speed 
up the removal of old paint and rust. 


SAVES TIME. You can make one order 
cover OSBORN brushes and other lead- 
ing-brand mill supplies when you buy 
from your Industrial Distributor. This 
standard practice streamlines your pur- 
chasing, cuts your supplies inventory, 
assures you good service on top quality 
products. 

*Trademark 














U.S. TOTALS 





January 1952 
Compared with 


December 1951 


+9% 
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January 1952 
Compared with 
January 1951 





CMM 


4% 


Compiten BY InpustaiaL DistaisuTIoN 














Final Figures 


Supply Sales Trend 


For January 1952 





January 1952 
Compared with 
December 1951 


January 1952 
Compared with 
December 1951 





NEW ENGLAND 
Connecticut 
Maine 
Massachusetts 
New Hampshire 
Rhode Island 
Vermont 


MIDDLE ATLANTIC 
New Jersey 
New York 


Pennsylvania 


SOUTH 
Delaware 
Florida 
Georgia 
Maryland 
North Carolina 
South Carolina 
Virginia 
West Virginia 


Illinois 
Indiana 
Michigan 
Ohio 
Wisconsin 














EAST NORTH CENTRAL 





+15% 


+11% 


+6% 


+] 1% 





—-2% 


+2% 


-15% 


+1% 





Figures in this col 
umn ordinarily show 
cumulative sales 
changes of the cur- 
rent year to date 
compared with the 
preceding year. Since 
this month’s Supply 
Sales Trends section 
is based on sales to 
January 31, the per- 
centages listed in 
Column 2 serve the 
purpose of recording 
vear to date changes 
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This advertisement appears mn the current issue of 
Tt si M hi 
MILL & FACTORY to help you sell Oster reading achines. 


HERE'S THE PITCH — 


ON PIPE THREADING SPEED 





Your Oster Distributor is prepared to strike out every pipe threading 
problem that comes to bat in your plant. The complete Oster line makes 


it easy for him to job-fit the right threading machine to your needs. 
Here are two of many examples: 








“RAPIDUCTION JR." No. 782-R "RAP/D > 
No. 782 een ee for threading UCTION JR. 


f this 

In each 50-minute working hour, the — pie 
: chine, using 20-ft. lengths of pipe, -_ oa . ato 
persue iti r cutting- 

i i hread, position to 

it for threading, * -” e 
= a into 24” lengths: 83 pieces of a - The nc abies . 
a 4 accapgteo nt ee Or threading short nipples he also recommended 
: ¥ | " » fods, studs 
(Other sizes in proportion.) Te me a ~ mend 
ut of the machine 

at ; 

Stopping the motor maximum 


i rt as 
He can also thread both ends of nipples as a = 
ay "in the 2” size. Pipe or studs as short as ot “ 
be held and threaded on one end. (Other s 


proportion.) 


the work in and 
speed and without 
For com ; 
plete informati 
a ion, ask 
RAPIDUCTION JR.” bulletin for No. 782 and sas 
; _ ' 
For complete information about yr 
threading machine, ask for No. eae 
” rion ak.” Bulletin. | sai 
Sm =6No. 782-R RAPIDUC _ 
pe 
. woe Extra range: 
= Standard range: lo bd tare | 
- . 
Extra range: - ‘i ~ 
Bolt range: eee 





6” see 
4” to 1)” 


ait acd 1 
— 


a), 


a= 


THE OSTER MFG. CO. 


2041 EAST 61st STREET 
CLEVELAND 3, OHIO 


INDUSTRIAL DISTRIBUTION © APRIL, 1952 











SALES TRENDS (Continued) 





January 1952 
Compared with 
December 1951 


January 1952 
Compared with 
December 1951 





EAST SOUTH CENTRAL 
Alabama 
Kentucky 
Mississippi 
Tennessee 


WEST 
Arizona Nebraska 
Colorado Nevada 
Idaho New Mexico 
lowa North Dakota 
South Dakota 
Minnesota Utah 
Missouri 
Montana 


Kansas 


W yoming 


WEST SOUTH CENTRAL 
Arkansas 


No 


Louisiana 
Oklahoma 


Texas 


PACIFIC 
California 
Oregon 
Washington 








+2 4% 


+9% 


Change 


+§% 


Figures in this col- 
umn ordinarily show 
cumulative sales 
changes of the cur- 
rent year to date 
compared with the 
preceding year. Since 
this month’s Supply 
Sales Trends section 
is based on sales to 
January 31, the per- 
centages listed in 
Column 2 serve the 
purpose of recording 
year to date changes. 


-12% 


-4% 


-6% 


-9% 














Have You Heard What's Happening? 


luv Unirep Srares 1s GRow1ING, but where’s it growing 
the fastest—industnally, that is? Is it on the west coast, 
the eastern states, or the southwest? What are the ele 
ments in the growth? Is industry still migrating to take 
lvantage of the southwest’s lower labor costs? What 
effect is the federal government's plant dispersal pro 
gram having on industrial expansion? 

hese questions are highly pertinent when distribution 
men think about basic economic changes, because it is 
just such changes that shape the direction of distribution 
trends. Too, they make new demands on distribution, 
present new challenges, open up new opportunities. 


According to recent studies, the broad change taking 
place in the American economy involves more than shifts 
of manufacturing capacity from one region to another. 
The change is phen a surging growth in all parts of 
the country. Moreover, it has set up a new set of indus- 
trial relationships between and among various regions. 
Yes, the old economy changeth, growing bigger every hour. 

This change is not a remote phenomenon of interest 
only to the theoretical economist. It is a fundamental, 
“here-and-now” fact every businessman, every industrial 
distributor should have under his hat. To see its pattern 
and portent, turn to page 7. 
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puts the 


HE Ar 


heat exchange 


By changing to Yarway Impulse Steam Traps, an oil 
refinery reports much hotter steam in their heat exchangers 
— plus two other important extras: 


(1) They were able to operate the plag#with § boilers 
instead of the 8 formerly required 


ing increas 


@ the; Bi 
:- Impu he dem i: 


Ise Ba 
Steam Traps ae 


in their 


story 


of 216 distributog§ 


ACTUAL SIZE %" YARWAY STEAM TRAP 


1 
YARNALL-WARING COMPANY i FREE OFFER. Don't take our word for it. Test Yarway’s 


advantages in your own plant, without cost or obligation. Drop 
111 Mermaid Ave., Philadelphia 18, Pa. wy us a card or letter—a trial trap will be delivered promptly. 


YAR WAY the steam trap 


designed with more production in mind 
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The Outlook For Business 





FIRST QUARTER OFF Slow business has marked early °52. Unemployment has been up in some locali- 
ties. And the index of industrial production has been stalled around the 218 level. 
Actually, it is lower than a year ago. 

It’s not so surprising to have a bad first quarter. Every year since the war there’s 
been a slow January, a bad February. But this case of seasonal jitters does not give 
the picture for the year. As arms and capital goods production speeds up, business 
generally will get a lift. 


Pickup will probably’be seen in the second quarter. Retail trade is expected to 
move faster, and this will be reflected in more orders for manufacturers. Many prices 
which were soft in the first quarter will firm. 


Some prices in the machinery field, of course, have been going up right along. 
The new BLS wholesale price indexes show a 3.5 per cent increase over mid-1951 for 
metalworking machinery and equipment. 


PRICE OUTLOOK Here’s the price and production outlook for the next few months, 


In the case of certain commodities where export demand has weakened, a pickup 
is likely by mid-year. By ther Europe should be over the critical stage of its latest 
dollar shortage. 


Meanwhile, there’ll be a strong cost-push on prices of many industrial products. 
And ceilings will be adjusted upwards — with the usual delays. 


For these reasons, pressure on prices generally will be strongest in the spring 
and summer months — when metal allotments for civilian goods are lowest and before 
the 1952 crops come in. 


Wholesale prices may pass their peak during this period. This assumes a rise 
in production (see below) and bars crop failures and war. 


The cost-of-living index peak will come somewhat later if the usual pattern is 
followed. But given some restraint in consumer buying, plus greater production po- 
tentialities, the peak won’t be too high. 





PRODUCTION INDEX And production will start up top. With moderate increases in orders for consumer 
and military goods, the index of industrial production will soon rise. It may get above 
230 sometime this year. 


It’s now clear consumer goods makers will get an increasing supply of most ma- 
terials in the second half year. First tip-off was NPA’s order diverting more than 2 
million pounds of copper and more than 200,000 tons of steel from defense contractors 
to civilian industries during the second quarter. Sincé then NPA has allocated an 
additional 30 million pounds of aluminum, and 20-25 million pounds of copper — much 
to civilian production. 


NPA has found that many firms in defense and supporting industries have over- 
estimated their needs and overstocked, particularly on steel and aluminum. And out- 
put of these materials is rising. 





So this changed situation ought to be reflected further in NPA’s allotments for 
the third quarter. More materials could be going to civilian production, while defense 
contractors are using up their already large inventories. 

As production rises gradually in the third quarter, any inflationary threat that 
develops in the spring or summer months is likely to be short-lived. Of course, that 
assumes no new international upheaval. 
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COU” 


AIN HOISTS ? 
Colon 


CHESTER 


In addition to a complete line of Spur-Geared 
and Differential Chain Hoists, Chester is in a 
position to move fast on orders for special types. 

For example, we can furnish Low Headroom 
Trolley Hoists for buildings where no other type 
of hoist can be used. We can also adapt our 
standard Spur-Geared Hoists to the Extended 
Hand Wheel Ty pe— ideal for handling hot ma- 
terials from a safe distance, for moving work 
whose surface must be protected against 
scratching by the hand chain, or for large, flat 
or bulky loads. 

Why not ask your distributor, or write us 
today, for the Chester catalog, and tell us your 
**special” problems? 


CHESTER HOIST DIVISION 
The National Screw & Mfg. Co. 
Lisbon, Ohio 








; 
tt 
ht 


Extended Hand Wheel Type Low Headroom Trolley Hoist 





HODELL CHAINS CHESTER HOISTS 


antes 
~ \ ational & 5 castes 
retntace tt V4 
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WANT 


REPEAT SALES? 


Chester Hoists earn repeat orders 
because they give you and your 
customers positive satisfaction on , 
these important questions: 


Are they durable ? 

Are they dependable ? 
Are they economical ? 
Are they serviced quickly ? 


CHESTER HOISTS WIN 
—ON EVERY COUNT! 


DURABLE 


Long life is built into Chester Hoists 
with quality castings and forged 
parts from hook to hook .. . and 
with Timken Tapered Bearings for 
smoother operation and longer wear. 


DEPENDABLE 


Chester Hoists are built to deliver 
high mechanical efficiency, day in 
and day out. They are tested to 50% 
overload... but are actually designed 
and built to a safety factor of 5 times 
the rated load as a safeguard for 
both men and equipment in use. 


ECONOMICAL 


Chester Hoists are made for easy © 
. . eT ale . = é 
maintenance. With Timken instead 
of ordinary roller bearings, Chester 
Hoists can be much more readily 
torn down and reassembled... 
serviced on the spot in a matter of 
minutes with ordinary tools, 


SERVICE 


Any part of a Chester Hoist is sup- 
plied quickly whem needed. If factory 
overhaul and testing are desired, the 
work is done fast and right, and the 
hoist is rushed right back to work. 


BE SURE... 


SELL CHESTER! 








Selling Is My Business e « « Do I realize service 


sellsthem? . . . Use knowledge of trade in selling? . . . Remember names—of everyone? 


J. W. SIFFORD, JR.: 


More Than Ever Before 
Service Sells Them 
With 


1) 
ill the time 


competition getting keener 


getting closer, 
ervice that sells your 

J. W. Sifford, { in 
ide salesman at The Henry Walke 
Co., Charlotte, N. C. branch. 

Service in’ Mr. Sifford’s book 
means many things; the small courte 
ies over the phone that add up to a 
the ability to antici 
wants, based on his 
1 year or two, then call 
ind suggest he might be low on sev 
eral items that show no recent order 
was placed for them; the necessity to 
keep an to the factory, and 
about “firm delivery 
quick disposition 


ind prices 
- 


it's really 


nct r \ 
ul micrs, Say 


oniy 


good friendship; 
pate a customer 


pu chases over 


ypen line 
ll that 


} 
| Mpues 


date 
kickback 


' 
ct 


ot possible 
edit on returned goods, 


Service mean to 
that can be acc 


all, as, for 


the “extras” 
omplished by a phone 
instance, that 
just the other day 

A good customer, at a loss 
what to get his 


birthday, 


incident 


about 
for 
for 


16-vear-old son 
Mr. Sifford 
advice. Mr. Sifford suggested one 
thing, and another, but nothing 
seemed to please the voice at the other 
end of the wire 
Mr. Sifford said he'd call back, hung 
the phone, and began to walk 
around the Henry Walke offices, ask 
What would vou get a 16-vear 


his called 


up 
ing 


120 


his birthday?” The 
consensus was—fishing tackle. 

Mr. Sifford called a hardware store 
friend, got some ideas on prices and 
availability, phoned his customer and, 
in return for his “extra” help, got 
himself an order for twelve items the 
customer needed 


old boy for 


ED MALONEY: 


Knowledge Of Trade 
Helps Supply Selling 


Jumping into industrial supply sell 
ing from carpentry some three years 
igo, Ed Maloney of the Sherman Bros. 
Mill Supply Co., Louisville, Ky., at 
first felt some apprehension about his 
new career. He didn’t have to because 
everything he had learned as a cat 
penter turned out pretty handy when 
talking to propective buyers of indus 
trial supplies 

Familiarity with tools and what they 
do, even though restricted to one 
trade, makes it easier to understand 
the tools of other activities. Then, 
there are a lot of tools, including 
equipment and supplies, that are com- 
mon to many trades—power trans 
mission, grinders, cutting tools, etc. 
You can learn a lot by being inter 
ested in what customers are doing 
and how they're doing it. 

Naturally, Mr. Mahoney concen- 
trates a lot on the construction indus- 
try. But in three years he has branched 
out to others and he found he can be 
of service to these industries. 
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W. J. “BILL” QUINN: 


Sorriest Man In The World Is 
Salesman Without A Memory 


A good salesman ought to remem- 
ber names—nicknames, too—observes 
W. J. “Bill” Quinn, salesman with 
Charleston Supply Co., Charleston, 
S. C., for the last eight years. 

A good salesman ought to know 
how a customer spends his leisure time. 
He ought to know his customer's 
hobby, and be familiar with interest- 
ing items in his personal life. 

When Mr. uinn whose _ back- 
ground includes five years with Man 
ning, Maxwell & Moore, and twelve 
years before that with J. M. Tull in 
Atlanta, urges younger salesmen to cul- 
tivate their memories, he means more 
than a memory for names and faces, 
ind where that might lead. 

“Don't pass up anybody”, he ad- 
vises, “not even the lowly clerk. I re- 
member a young boy who started as 
file clerk in one of the larger industrial 
plants of our territory. He moved 
from place to place in the plant, al 
ways ‘up’. One day they moved him 
into raw materials procurement. When 
the storekeeper of the plant was 
stricken, they moved the boy over the 
heads of several others into an execu- 
tive position. 

“Smitty, his name was. From the 
time he started as a clerk, I always 
made it a point to stop at his desk. 
Sometimes it was just to say “hello”; 
or I'd leave a scratch pad with him, or 
a desk calendar. When Smitty got in 
the driver's seat, he remembered me.” 














ve wr vows event 


Read Shield calls on 


thousands of “hard to see” buyers 


| paso month, often several times each 
month, Red Shield calls on the buyers 
in your territory with a strong sales message 
about Standard Shield Brand Tools. These 
messages reach buyers whom your salesmen 


see and also the executives in management 
and plant who, for lack of time or other good 
reasons, cannot be seen regularly. 


These calls are in the form of colorful full 
page advertisements appearing monthly in 
the important well-read technical magazines 
illustrated above. 


They are creating acceptance for Standard 
Products—thus helping create business for 
our distributors. 


STANDARD [OOL ((0. “evnrae'n ome 


New York +» Detroit + Chicago » San Francisco 


STANDARDIZE AND SAVE WITH STANDARD RED SHIELD METAL CUTTING TOOLS. STANDARD 
DISTRIBUTORS IN MORE THAN 500 CITIES CAN SUPPLY YOUR REQUIREMENTS, 
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A new, complete line 
of circular saws by 


CUT-OFF SAW 


eer [re DISSTON 
a 


— 


Jal, 
x DISSTON 
ene *SOys 


LEADER FOR ALL PORTABLE ELECTRIC 
“Maver pak Y> 


HAND SAWS 


From Disston—for 112 years America’s 
leading producer of fine saws—comes 
this new and complete Disston ‘“‘Leader’’ Line of 
popular-priced, high quality, small circular saws. 
Made in all tooth types, with center holes to fit 
sapeian Saw every make of portable electric hand saw used by 
building contractors and industrial maintenance 
departments. Each blade is individually packaged 
and has etched on it the name and model number 
of the machine it fits. Stock the Disston *‘Leader”’ 
Line . . . lead your competitors in sales and profits 


in this fast-growing replacement market! 


NEW EFFICIENCY IN. 

COMBINATION SAWING 
New, different design... based on advanced 
principles developed by Disston to meet 
portable electric saw manufacturers’ de- 
mand for a combination blade that would 
cut faster and cleaner . . . stay sharp longer 
put less strain on small motors. Made 

with various shapes of center holes Soy” 


all makes ae 


Write for New, Attractive 
Discount Schedule on Disston “Leader” 
Circular Saws and Dado Heads 


APADG an. 


= » 
DISSTOW g 
oe ea ™ 
aie 3 a FLOORING SAW 
ere ¥ a 
Saw i 


ve. 
“ PLroomne 

qepeciay re 
; = 


hy, - 








yy a CUT-OFF SAW 
DISSTON 

ent Bac 8 Soy, cs 

LEADER FOR BENCH SAWS 


Pry ys 
{ADELPHIA v- To round out your sales opportuni- 


ee ee re | ties, Disston provides this new, complete line 
Sas of small circular saws for every bench saw 
need... all made by Disston of alloy steel 
. with Disston skill. Each saw is individ- 
ually packaged and clearly labeled. High 
quality—and popular prices—will make PLANER SAW 
the Disston “Leader” your fastest moving, {Also made in Flat Ground 
easiest-to-sell line. omen 





RIP SAW 
LIST PRICES FOR 


DISSTON LEADER PORTABLE ELECTRIC 
AND BENCH CIRCULAR SAW BLADES 


FLAT GROUND 


. $1.75 ea. 
2.00 ea. 
2.15 ea. 
2.65 ea. 
3.15 ea. 
4.35 ea. 


ww 


41 
6! 
71 
81 
91 


we Ww 0 


t 


HOLLOW GROUND 


. $2.75 ea. 
3.15 ea. 
3.15 ea. 
3.95 ea. 
5.70 ea. 
7.45 ea. 
7.45 ea. 
9.95 ea. 











NEW SAFE-FEED SAW 


A completely different, super-efficient blade for bench 
machines, especially designed to prevent **kick-back’’. 
Fewer teeth (only 8), combined with a more stable 
blade, produce smoother cutting with less power ex- 
penditure .. . help prolong motor life! 





HENRY DISSTON & SONS, Inc. 


423 Tacony, Philadelphia 35, Pa., U.S.A. COMBINATION SAW 


Branches: Chicago, Seattle, Portland, Ore., Van- 
couver, B. C. Canadian Factory: Toronto 3, Ont. 
Australian Factory: Sydney, N.S. W. 


BAND SAWS FOR WOOD AND METAL ¢ FILES AND RASPS e¢ CUTTER HEADS 
e CARBOLOY-FITTED SAWS AND KNIVES e SOLID AND INSERTED TOOTH 
CIRCULAR SAWS ¢ CHAIN SAWS e TOOL STEELS *© MACHINE KNIVES 
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Triple Convention Plans Near Completion 


C. W. Marwedel Salesmen Meet For Three Days 


 “e 


Annual three day sale 
bre ight together 


conference of C 


The C. W. Marwedel, San Fran 

o, Calif., held its annual sales con 
ference recently attended by all sales 
men from outlying areas. 

[he meeting is dedicated to bring 

the salesmen up to date on all 
» of the company business, and 

ited such matters as availability, 
profit, types of industries and other 
tactors that enter the distribution field 

Salesmen present were: Harry 
Lynch, Noel Koontz (of Winter 
Brothers Co Homer Steele, Jim 
Brennan Winter Brothers Co.), 
David Michner, Mervin Milner, ‘Tom 
Calloway Ted Worden, J. L. Cal 
laghan, Glenn Stearns, Winton Vag 
edes, Walter Stephens, Tom Michels 
National Twist Drill & ‘Tool Co 
Leonard Peterson, Lawrence Semper 
John Finch, James Gregoire, Charles 
Noble, Raymond Bresolin, Jack Mul 
lane, Don Cave, Norman Dorries 
Richard Odell 

Also present were George Doubk 
day, Irving Bames, Russ Epplev of 
American Brass Co., Charles A. Mar 
wedel, Jr.. Al Gruss of American Brass 
Co., Ralph V. Vincent, Nelson Harris 
of National Twist Drill & Tool Co., 
Richard Sheehan, Richard Thomas, 
Carl Walter, William Donahue 
Charles Caruso, Al Page, Calvin Cop 
ev, Ivan Nelson and Burt Allyn 


ind 
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W. Marwedel Co., San Francisco, Calif., 


ill salesmen from outlying areas 


Also present were Manuel Canepa, 
Dave Owen, Joe Rotunno, Bill Mann 
and George McClaskey. Ed Pearre of 
National Twist Drill and Tool Co., 
Karl Herrick, Frank Dikalco, Bill 
Morrizon, Elmer Berryman, Al Mol 
teni and Roy Lautewasser 


American Gas Accumulator, 
Elastic Stop Nut Merge 


American Gas Accumulator Co., 
Elizabeth, N. J., will be merged with 
Elastic Stop Nut Corp. of America, 
Union, N. ] 

Stockholders of both companies re 
cently approved an agreement undet 
which AGA holders will turn in then 
hares for 14 shares of Elastic each. 
Elastic will have plants in Chicago 
ind ‘Toronto as well as Elizabeth as 
i result of its diversification program 


In Shell Casting Panel 


Herman L. Smith, executive tech 
nical engineer of American Smelting 
& Refining Co.’s Federated Metals 
Div., took part in a shell casting panel 
sponsored by the Wisconsin Press 
Association recently in Ray, 
Wis 


Green 
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Associations Pick Miami 
For April Meeting 
Next Year 


Arrangements committees for the 
three associations in industrial supply 
fields are busy working out the final 
details for the Triple Convention 
which will be held in Atlantic City, 
May 19, 20 and 21. 

Meanwhile, the executive commit 
tees of the National Industrial Dis- 
tributors’ Association, Southern Indus- 
trial Distributors’ Association and the 
American Supply and Machinery 
Manufacturers’ Association have 
agreed unanimously Miami, 
Florida as the convention city for 
next vear. The 1953 meeting will be 
earlicr than usual; it will be held 
April 12-16 


on 


1952 Convention 


This vear’s convention in Atlantic 
City, it is expected, will follow a 
pattern similar to the convention of 
1950 which also was held in Atlantic 
City While no details have been 
mnounced as to the program, it is 
planned to have the convention booths 
set up again in the Atlantic City 
Civic Auditorium 


Session Heads 


Presiding at the session will be the 
three retiring presidents, William 
Haseltine, J. E. Haseltine & Co., head 
of the National Association; Walker 
Wellford, Jr.. J. E..Dilworth Co., 
Souther Association, and Ralph M 
Johnson, Norton Co., president of the 
American Association. 

Headquarters hotels will include 
the Claridge, at which INpusrrtiat 
DistRiBuTION will have its parlor, the 
l'raymore, the Marlborough-Blenheim, 
ind the Brighton 


Presentation 


Ihe outstanding feature of this 
vear’s meeting will be the presenta 
tion of the Joint Advertising Commit 
tees awards to manufacturers for their 
work in promoting the services of in 
dustrial distributors. C. McD. Eng- 
land of Logan Hardware & Supply 
Company, Logan, West Virginia, is 
chairman of this joint committee. 








Stacy C. Hinkle 


Hinkle Made Sales Manager 
For Mine & Smelter Supply 


Stacy C. Hinkle has been appointed 
sales manager of The Mine & Smelter 
Supply Co., Denver, Colo. Starting 
with the El Paso Branch in 1923, 
Mr. Hinkle has been manager of the 
industrial supply department in Den 
ver since 1935 and assistant branch 
manager in Denver since 1941 

W. K. Halvorsen has been made 
personnel manager and R. U. Mad 
den manager of the industrial supply 
department at the Denver branch 


Grant S. Himebaugh 


Raybestos-Manhattan 
Names Sales Manager 


Manhattan Rubber Div., Raybestos 
Manhattan, Inc., Passaic, N. J., has 
appointed Grant S. Himebaugh as 
manager of distributor sales of the 
Western sales district. 

He succeeds Richard B. Hazard, re- 
cently named sales manager of the 
Packing Div. His headquarters will be 
in Chicago 


Hardware Trade Members Take New Offices 


New officers of the Hardware Trade Association of New York are Robert Richards, 
3rd VP; Joseph Walker, board chairman; James Bosted, president; Gustave Fischer, 
Ist VP; Amold Martin, secretary-treasurer; and, John Ryan, executive committee 
chairman 


Fayette R. Plumb Holds Sales Conference 


Merchandising plans were discussed at the conference held in Philadelphia by Fayette 
R. Plumb, Inc., recently, The home official staff participated 


Distributor Representatives Train At Simonds 


Thirteen salesmen representing distributors throughout the country attended a recent 
factory sales training course at Simonds Abrasive Co., Philadelphia, Pa. (Story page 


3 


FOR ADDITIONAL NEWS SEE NEXT PACE ==> 











Conductor Inspects Grinder 


Orchestra 


Hdwe 
ads the 


( 


eS Was occa 
headquarters 


ght member t the field sales 
f Heller Bros. Co., Newark, N. J., 
t the New merstown, 

entiv for a 


naking 


refresher 
ind use 
wing attended a 


spe C ial 
which Ine luded 


ilso mem 
t the headquarters sales force: 
Nanev MeAll 
hn, Llovd ¢ Smit 
n cha ge ol il 
red Watkin il Ralph 
Courchene, J]. D. Nickli assistant 
sales manager), Paul E. Smith, R. I 
l'aylor, Mary Rice, A. M. Thomas 
Fred Schwendiman, Kenneth W 
Hout, Earl L. Tit res W. Mut 
phy, Maynard ¢ well, Jesse Rich 
mand, Paul O 1 Gra Ann 
Walkenspaw 


Lavonne Cham 
} € president 
Sheridan, 
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Seattl Symphe n 


visits 


Co., 


leader 
& Supply 


receives 


Heller 


attended 


Bros Co ’s 


“school.” 


meeting at 


from field staff 





Pidgeon-Thomas Iron Co. 
Awarded Navy Contract 


The Pidgeon-Thomas Iron Co. has 
been awarded a contract by the De 
partment of the Navy to build 34 all 
steel barges at its Memphis, Tenn., 
plant. The contract is for more than 
$600,000, according to Frank Pid 
geon, president 

During World War II, Pidgeon 
Thomas built 192 LCT’s (landing 
craft, tank) for the government, and 
was awarded the Navv “E.”” It also 

ceived for its “KE” flag 

nd had been recommended for a third 
when its contracts were completed 


two stars 
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Managing director J 


Black & Decker Makes Award 


V. Franklin, Black & Decker Limited, 


25-year Service Pin from Alonzo G. Decker, president 
of The Black & Decker Mfg. Co 


Service Pin recently was 
iwarded to J. V. Franklin, managing 
director of the British subsidiary of 
The Black & Decker Mfg. Co., ‘Tow 
son, Md., by Alonzo G. Decker, co 
founder and president of the firm. 
Mr. Franklin joined Black & Decker 
L:mited about a after it 
formed to manufacture the same prod 
ucts as are made at the parent com 
pany plant. He held positions in the 
sales, service, export and advertising 
departments before advancing to the 
position of managing director in 1947. 
Mr. Franklin heads a company 
which occupies a large plant at 
Harmondsworth, just outside of Lon 
don, employing nearly 800. Black & 
Decker Limited supplies not only the 
British but also much of the 
European continent and the British 
Dominions throughout the world. 
Mr. Decker in making the presen- 
tation to Mr. Franklin at the Towson 
headquarters said, ““Evervone at Tow 
son has been very proud of the out 
standing job done by our British 
cousins. First faced with the problems 
of depression, then a terrible war, and 
now more recently economic ills, our 
British company has still steadily ex 
panded and has become an important 
factor all operations.” 


\ 25-year 


VCal Was 


Isles 


in our over 


Atlas Chain Names 
Cleveland Manager 


Atlas Chain & Mfg. Co., Philadel- 
phia, has appointed Frank Ingham 
manager at Cleveland, Ohio 

Mr. Ingham has been sale repre 
sentative in Cleveland for several 
years. He has 30 years’ experience in 
the roller chain industry. 











Watson-Stillman Names 
Executives to New Posts 


Watson-Stillman Co., Roselle, N. 
J.. has made a number of executive 
changes 

R. S. Sweeney, vice president and 
treasurer, has been elected a director 
James W. West, Jr., a director, has 
been appointed assistant to the presi 
dent, and A. B 
pres.dent in 

Other 
Dinzl, 
Adolph 
R. W 


sale >» 


Diss has become vice 
charge of manufacturing 

appointments are: R. W. 
named consulting 

deMatteo, chief engine 
Schreck, general manager of 
hydraulic Jackson 
Kemper, general manager of sales, 
distributor products division; Herbert 
E.. Elliot, sales manager, hydraulic di 
vision; John P. Bittenbinder, 
manager, distributor products; Wa! 
ter R. Biederman, industrial engineer; 
Elsworth Falkenberg, plant manager; 
Eric Nelson, plant superintendent; 
ind A. Walters, production manager, 
hvdraulic division 

Mr. West and Mr. Diss are both 
Yale University graduates. Mr. Bieder 
man is a Cornell graduate, and Mr. 
Kemper, a Hobart graduate. 

Richard M. Norman, a graduate of 
Georgia Tech, has been appointed to 
the hydraulic sales department. 

Edwin A. Stillman, company pres 
ident, announced the appointments. 


engincer’r, 


div 1si0n,; 


sales 


Name Borg-Warner Exec. 


Virgil P. Burgess has been named 
controller and acting secretary-treas 
urer of the Morse Chain Co., Detroit, 
division of Borg-Warner Corp 


Boyer Campbell Personnel Tour Lufkin Rule 


Detroit, visited The 
met top Lufkin execs 


British Industrialists Tour lig Plant 


Sales executives and representatives of the Boyer Campbell Co 
Lufkin Rule Co. plant recently at Saginaw, Mich., where they 


British production team inspects a sound level test on a new model ventilating fan 
in the research laboratory of the Ilg Electric Ventilating Co., Chicago. The team, 
consisting of ten British industrialists, is here to study American preventive main 
tenance. Fourth from the right is J. M. Frank, president of Ilg 


Distributors Assemble For Thor Training Clinic in Aurora 


» ait 


SH 


First 1952 Thor Sales Training Clinic was attended by Kankakee Welding Supply 


Co., Kankakee, IIL; 
Pederson Bros. Tool & Supply Co 


South Bend Elec. Ce 


and Sinton Supply Co., South Bend, Ind 
Chicago; and Valley Supply & ‘Tool Co., Aurora 


FOR ADDITIONAL NEWS SEE NEXT PACE ==> 











Balanced Steel Demand 


Seen by End of Year 

\ an \ gencral sales m 
iger, Republic Steel ¢ orp., predicted 
recently that el supply and demand 
would balance bv year's end, but that 


tapering off would not reach serious 


j 
i 


ron 
Mr. Foy, formerly assistant admin 
istrator, NPA, addressed the Buffalo, 
N. Y., chapter of the American Steel 
Warchouse Association and members’ 
upply compan 
He said slackening of demand de 
pends on uninterrupted production 
the first half of the vear Also, de- 
mand for all kinds of stec products 
will not fall off uniformly He said 
he could not venture a forecast for 
53 and 1954 
Th tablishment of two sets of 
timates, one for all-out war, and one 
t the irrent limited, long sc ile re 
immament program, have resulted in 
mfusion about steel requirements, 
he pointed out Because the con 
trolled materials plan is working 
moother now, many steel executives 
erroneously interpret this as an indi 
cation of collapse in demand. 


TOMMY THOMA 
it Nola ( \t 


A Distributor’s Christmas Present 


Sterilizing cabinet, part of a gift to two local hospitals in lieu of Christmas gifts to 
istomers, is presented by C. E. Hamlin, C. EF. Hamlin Co., Jackson, Mich., to 
Gertrude Verry, director of nurses, Foote Hospital 


Outstanding Salesman Receives Gilmer Award 


A gold watch was awarded to John Oberly, L. H. Gilmer Co., Chicago, in recognition 
f vear’s sales record. A. B. MacFarland (left) makes award while W. E. Combs 


vatches 





SALES MEETING of W. Bingham Co., Cleveland, was held at W. O. Barnes Co 
Inc., Detroit. ‘Twenty-six participated in the plant tour, luncheon and meeting. Bert 
Young, Bingham sales engineer, was responsible for the gathering. 


ADDITIONAL NEWS STARTS ON PAGE 206 
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thie EGA ELS MER 


M-... AND MORE of your customers 


ahead cianie 


are being told consistently in their 
favorite magazines how YALE Hand and 
Electric Hoists cut the High Cost of 
Lifting. 








YALE is telling your customers, too, 
that you’re the man who can help them 
most with all their lifting problems. You 
The Yale Cable King can help them save more on every lifting 


Electric Hoist elimi- | job, with a modern, dependable YALE 
natesvirtuallyalldown- + 
timefromhoistingoper- + 3 : : 
ations. Exclusive Cable | Electric Hoist pictured. 


Hoist—such as the YALE Cable King 


—< 


King Positive Load 
Brake Lubrication min- 
imizes heat created by 
friction. And the exclu- 
sive Cable King Cooling 
System circulates air 
into all parts of the 
Braking Mechanism. 
Result: A Hoist that 
gives you continuous 
day-long, top-speed 
service. 


That’s why the time is ripe for you to 


close new, bigger YALE Hoist sales. YALE 


oo 


gives you the most interesting sales 
story your customers ever heard —a story 
of savings in time, cost and manpower 
that begins the day their new YALE 
Hand or Electric Hoist is installed. 


YALE isa registered trade mark of the Yale & Towne Mig. Co. 


<>< >< 


wee 








The Yale & Towne Manufacturing Co., Philadelphia 15, Pa. 
YALE HAND AND ELECTRIC HOISTS e YALE GAS AND ELECTRIC INDUSTRIAL TRUCKS e YALE WORKSAVERS e YALE HAND TRUCKS 
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Ever fumble for something to say when 


| Door Openers To Sales 





you want to make small talk with the 


P.A.? Here are a few random facts that will help fill in the conversational blanks. 


COMRADE BEE. 


K:ven the honeybees are getting stung in Russia. A Soviet 


ientific journal reports that the insects are being trained to subordinate their 


whims to the mterests of the State 
plant because of its low nectar vield 


Until now, they have been ignoring a certain 
And what is this plant the Soviets insist 


must be fertilized? Red Clover! 


ONE FOR THE CHECKBOOK. 
United States, five million a day 


Mar h 1664 


on cigarette paper, one 


Commerce 


WATCH WHO YOU JOSTLE! 


Don’t push those thin little weaklings around 
unnecessarily 


According to a couple of Harvard anthropologists, it is the skinny 


young fellows—those a bit on the unmuscular side—who wind up as government 
officials 


Five billion checks a year are written in the 
The earliest existing checks are dated London, 


Many peculiar checks have been honored, one written with lipstick 


scribbled with a blowtorch on steel plate—and recent) 
1 hardboiled egg, properly 


inscribed, was cashed at the Canadian Bank of 


SCRAP—NO NEW PROBLEM. Foraging for scrap 1s not a recent institution in 
this country 
| 


al 


\ hundred vears ago, the need for agricultural implements and 
omestic utensils of iron was so acute that a forge was set up in Salt Lake Valley 
to rework the scrap collected along the wagon trails of the “Forty Niners”. ‘The 
forge operated for at least two vears on the discarded material. 


BOUNCY AUTOS. In metal short England, rubber body panels and fenders have 


been affixed to automobile bodies 


Here, a low cost-plastic automobile body is 


now available to persons who want to mount it on a chassis purchased separately. 


Constructed of plastic and layers of glass fiber, it will not rust and it springs 
back to its original shape after impact 


OIL AND SOAP. Animal fats and vegetable oils were the common lubricants 
until the advent of petroleum oil in 1860. Because petroleum does not have the 
consistency of fats nor the same affinity for metal surfaces, ordinary soap was 
added to it to make lubricating grease. Scientists have since developed an insoluble 
soap especially for combination with oil for lubrication. 
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RUST-OLEUM ns 
makes your RUST! 
Sales job a. a wih 


it | RUST-OLEUM 


The Practical Coating! Beautifies As It Protects! 
Cut your maintenance costs. Apply RUST-OLEUM 


0 Ww e rfu directly over rusted surfaces without removing all 'N Alt COLORS 
the rust! Just wirebrush and use sharp scrapers ALUMINUM 
to remove rust scale and loose particles, then apply AND WHITE 
by brush, dip, or spray. Costly sandblasting and 


ads chemical pre-cleaning are not usually required. 
Specify RUST-OLEUM for every rustable metal sur- 
face. Prompt delivery from Industrial Distributors 


| 4 K th s in principal cities. 
I e iS RUST-OLEUM CORPORATION 


a hace tae i alt Cie SAINI TS iningapte Nin - 


2415 Oakton Street, Evanston, Illinois 


FREE SURVEY: A_ rusT-o.leuM specialist will 
gladly survey your rust problems. He'll make 


M 0 N T H A t T E i specific tests and recommendations. No cost 
or obligation. See Sweets for complete catalog Look for this label 
and nearest RUST-OLEUM Be sure it’s genuine 
M 0 N T 4 = distributor, or write : RUST-OLEUM! 
for literature on / \ 
° . " company letterhead. 
in Time Magazine, 


+ ay 


Newsweek, Business oo 
Week, U. S. News, “ 
Factory, Mill and Factory, 
Modern Industry and 
35 other leading 
business publications! 


TALK RUST-OLEUM 
ON EVERY CALL! 


Be Sure Your Company Is Signed Up For 
The Hard-Hitting RUST-OLEUM Direct 
Mail Campaign To Your Customers In 
Your Trading Area! It’s A Proved Busi- 
ness-Getter! Write For Details! 


RUST-OLEUM CORPORATION 
2415 Oakton Street, Evanston, Iilinois 
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ON ‘THE MARKET.... 


HERE ARE THIS MONTH'S NEW AND IMPROVED PRODUCTS 

















Bearing 
Guide Rail Keeps 


Rollers on Axis. 


A new roller beanng, the 
rol,” has grooved rollers 
to keep the rollers in 
help insu 


Guide 
and guide rail 
ilignment and 
axial rigidity 

Contact between roller 
igned to 


and rail i 
return the roller to truc 
hift off-center. ‘The roller 
mstruction permit 
ation of lubricant for an 
flushing action 
be ing Hid 
Val hibit 
| 


] 
hang wl 
| , , 

nal lil 


f single and 


NicGill Mfg. Co 


Industrial Distribution 


Valparaiso, Ind 


April 1952 














Chuck Adjuster 
Sets Top Jaw Teeth 
In Either Direction 
new attachment ft chucks, the 
Micro Jaw Sct.” is designed to pro 
Amer 


can standard chucks with serrated tvpe 


precision adjustment for 


| 


jaws 


132 





\ single adjusting screw provides ra 
dial movement of the top jaw, giving 
full tooth adjustment in cithet 
tion. It is claimed that this climinates 
blind spots within the radial adjust 
ment provided by the step-along fea 
ture of the jaw. It is not n 
lock and unlock 
ng screws and set screws 
equipment of chucks other 
tandard type can be ma 
to ht 
in combination with the Jaw 
The new device is 
standard 
operated, having set 
sizes 1L5-in. to 36-in 

It is optional equipment 
manufacturers’ au 
§-36 in 
Machine C2A.. New 
Industrial Distribu 


dire ¢ 


mdividual 


lop jaw 
than the 
chined in 
chu ks 


sect, 


wailable for all 


most cases standard 
it is claimed 
chucks, 
manual or au 
rated jaws im 
diameter 
for the 
chucks, SIZCS 

The Whiton 
London, Conn 
tion, April 1952 


oper ited 














Vise 
Lightweight, 
For Tool Kit 


\ new lightweight carpenter's vise 
has been developed which can be cat 
tool kit 
the No. 655, it 
ind can be fastened to 
thick. ‘The 
will open to 
They are of cast aluminum al 
loy construction with tool steel feed 
screws and guide pin The vise ‘is 
furnished with smooth jaw 
which are drilled so that wood 
may be inserted if desired 

The Columbian Vise & Mfg. Co., 
Cleveland, Otmo—Industnal Dustn 
bution, April 1952. 


ried in an ordinary 
Designated as 
weighs 23 Ibs 
1 surface from § to 24-in. 
jaws, 


3 in 


size 5 by 54 in., 


faces 
face 
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Masking Tape 
Stain-Resistant, 
For White Surface 


\ new pressure-sensitive masking 
tape, the No. 115, has been developed 
for its stain-resistant qualities on lac- 
quered, enameled, painted and porce 
lained surfaces 

It is said to be especially effective 
on white, off-white, and light pastel 

surfaces where chemical re 
of tapes have a tendency to 


colored 
action 
stain 


Behr-Manning Corp., Troy, N. Y 


industrial Distribution, April 1952 


Grinding Wheel Mount 
To Cut Vibration 
On Portable Tools 


\ grinding wheel mount designed 
to dampen vibration and _ provide 
smoother finishes has been developed. 
It can be used for all types of port 
ible tools and tool and cutter grind 
well as bench The 
unique design, it is claimed, elim 
inates the necessity of changing 
wheels for better finish 

The manufacturer has also 
developed a small mounted grinding 
wheel of &-in. diameter 

Ihe Chicago Wheel & Mfg 


Co., Chicago—Industrial Distribution, 
April 1952. 


crs, as grinders 


SAC 














‘TODAY 


---PRODUCTS WITH SALES POSSIBILITIES FOR INDUSTRIAL DISTRIBUTORS 





Impact Wrench 
Portable Tool Has 
Pneumatic Power 


\ new portable pneumatic impact 
vrench has been developed for the 
“Thor” tool line, 2-in. size, reversible 

\ special rolling ball type cam is 
described as the key feature of the 
impacting system. Equipped with sid¢ 
handle and trigger-type throttle, the 
tool has a reversing valve at the back 
It can be equipped for either vertical 
or horizontal suspension on assembly 
lines or for permanent locating of the 
wrench from balancers 
Weight is 5} Ibs 

It is powered by an air motor trans 
mitting power through a torque-in 
creasing planetary gear system. Gear 
elements have anti-friction bearings 


overhead 


Independent Pneumatic Tool Co., 
Aurora, III 
April 1952 


Extinguisher 


Water Type, 
“Panic Proof” 
\ water type fire extinguisher with 


simple controls and recharging fea 
tures has been developed, said to be 








Industrial Distribution, 


easy for inexperienced persons to 
handle. 

It can be used out of doors with 
an anti-freeze charge. Squeeze grip 
control and a panic-proof np puncture 
pin provide for discharge in any posi 
tion. For recharging, all parts are 
removable as a unit. The charge con 
sists of plain water and a pressurized 
carbon-dioxide cartridge Replace- 
ment cartridges come ready for use 

Called the “Quick Aid,” the extin 
guisher has Underwriters’ approval. 

I'he General Pacific Corp. of Los 
Angeles &* General Detroit Corp., De 
troit., Mich.—Industrial Distribution, 
April 1952 





¢ 











Metal Hose 
Withstands Heat 
of Gases, Liquid 


A flexible bronze metal hose, seam- 
less and pressure tight, is designed 
to convey liquids or gases under high 
temperatures. 

Called “Uniflex,” it is of helical 
construction, with the flexing dis- 
tributed between the inner and outer 
convolutions for flexibility and dur- 
ability. For additional safety, it is also 
produced with a covering of one or 
more layers of tensile bronze wire 
braid. 

It is also said to be a good vibration 
eliminator. 

Titeflex, Inc., Newark, N. ].—In 
dustrial Distribution, April 1952. 














Pliers 


Compound-Leverage 
Parallel-Action 


I'wo new compounds—leverage pat 
allel-action pliers have been added to 
a tool manufacturer's line. 

Ihe No. 402-64 is equipped with 
cutter, and the No. 400-64 is without 
cutter. 

Utica Drop Forge & Tool Corp., 
Utica, N. Y.—Industrial Distribution, 
April 1952. 


Welding Rod 
High Purity Rod 
For Aluminum 


I'wo new high-purity bare rods for 
welding aluminum have been devel 
oped. 

They are applicable for AC or DC 
electric welding equipment or oxy 
icetelyne equipment. Unusual clean 
liness is claimed, because of extru- 
sion manufacture to exact diameters. 
Ihe rods are listed as the X-43S, 
meeting government spec ification OO- 
R-566 Type I Class FS-RAL43, and 
the X-2S, specification OO-R-56 ‘Type 
1 Class FS-RAL-2. 

They will handle all work requir- 
ing 43S or 2S aluminum wire applied 
with inert gas, normal arc, or torch. 

(Continued on page 137) 


FOR AN INDEX OF MANUFACTURERS’ PRODUCTS, SEE PAGE 137 


Flee debated 25 ni ater oon 
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OL ALT eel, UYCE4L TRPS 


With WINTER Taps on your shelves you are able to Taps for Special Applications. The customer doing 


recommend and sell the right tap for every job. conventional tapping will get utmost performance, 
For WINTER makes not one, but two series of taps. long life, and economy from one of the complete 
The customer with an unusual tapping problem line of WINTER General Purpose Taps. You will profit 


will probably find the tap he needs among WINTER by carrying both series of WINTER Taps in stock. 


WINTER BROTHERS COMPANY, Rochester, Mich., U.S. A. Distributors in principal cities 
aelaras tin hme hols ml OL-1icel| Mm G@illaele(o Mito Magelaldl(aoMm SLL altos Meo) Mn (oliolalo] MA ali mm Ola] Melale MM Love] i Qe) 
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(Continued on page 


FOR AN INDEX OF MANUFACTURERS’ PRODUCTS, SEE PAGE 137 











TWIST DRIUI 


























Customer Reports: 
No Serap Loss in Making Bushings 
of Asarco Continuous-Cast Bronze! 





Phe Chain Belt Company of Milwaukee. manufacturer of famous “Rex” 
-procket chains and construction machinery, finds that scrap loss is virtually 
eliminated set-up and machining time cut drastically by using 
Asarco Continuous-Cast bronzes in exactly the length needed for the machining of 
bushings. Chain Belt buys Asarco bronzes from the Badger Bearing 
Company (distributor) in Milwaukee to fabricate sprocket wheel bushings, 
and important parts of its Adjusta-Hite Moto Mixers 


Chain Belt also reports that the high tensile strength and uniform hardness 
of Asareo Continuous-Cast Bronze make this product far more suitable 
than ordinary bronze for applications in which resistance 


to hydraulic pressures is important 


Asarcon 773 (SAE 660) bearing-bronze is stocked by distributors all over the 
216 sizes are available from warehouse stock in 105” lengths 
tubular or solid round 


country 


in diameters from '2” to 5”. The distributor 
will cut the bronze long or short to suit your requirements 
Svmmetrically shaped bars and tubes, special alloys and longer lengths 


up to 20’ ean be made to order 


Free illustrated catalog describing properties, sizes, 


weights, ete., is available on request 
zg 





How your customers use 
Asarco Continuous-Cast Bronzes 
for their profit 











These ph ographs de 

the superior dispersion of constitu 
ents in continvous-cast alloys 

also their freedom from porosity and 
other metal faults. (Alloy of 75% Cu, 
5% Sn, 20% Pb shown here) 





West Coast Sales Agent 
LTD., 444 Natoma Street, San Francisco, Calif 


American Smelting and Refining Company 


OFFICES: Perth Amboy Plant, Barber, New Jersey 
Whiting, Indiana 


KINGWELL BROS 
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a 
On The Market Today mo i 


Starts on page 132) SINCE 1866 


BELT-SAVER 
PULLEYS 





Standard diameters are tw, ss, $ 


“ 8 Lam 
ind 3 in., and length is 36 in. The P 


rods are also packaged in coil form With Reflector 
Both alloys are also available as drawn 


30 Built into Bulb SAVE 


All-State Welding Alloys Co., Inc., Mercury lamps with reflectors built BELTS... 
White Plains, N. Y.—Industrial Dis into the bulb have been developed 


tribution, April 1952 for industrial us« BUILD 
PROFITS! 
te 


- 





Index of Manufacturers’ Products 


Lamp Conveyor 
Gencral Electric Co 7 The Rapids-Standard Co 


eo: 
ss 


Fan Chrome Plating Unit od 


Chelsea Fan & Blower Co., Ward Leonard Electric Co. 1° & 
In 3 


1p Today, thousands of Sprout-Wal- 
Valve Drill Press ; dron BELT.SAVER Pulleys are in 
. ; s Duro Metal Products Co use throughout the world — on 
Skinner Chuck Co applications. ranging from stone 
and gravel to wood chips and 
Electronic Caliper a _ a 
: . c he exclusive con ni 
Brown & Sharpe Mfg. Co. 150 design of the Sprout Waldron 
BELT-SAVER makes it ideal for 
rough service installations where 
. . Drill Press hard, abrasive materials must be 
Gear Drive tien handled. That's why it's regularly 
Boston Gear Works 2 oice-W rane ” specified by leading manufactur- 
ers of conveyor belts and con- 
veying equipment. 
Tape Wire Brushes Los case poplar 
, : oT | ife increases from 50 — 4 ° 
Labelon Tape Co “ Mill Rose Co. Repeat orders are proof that this 
is a profitable item for industrial 
distributors to feature. 


Paint Striper 
Universal Yonkers Corp. 


lube Fittings Motor 
Ihe Special Screw Products The Hoover Co. .. 


me: wa : \¢qrmee 


\" Send for 
Hose 


: Bulletin 
American Ventilating Hose 
Minnesota Mining & Mfg ox spl erect we 35-A 
Co ‘ wi 


Today, 


Wire Cutter Lamp Starter and read the enthu- 

The C. & G. Mfe. & Sal Sylvania Electric Products, siastic reports of Belt-Saver Pulley 

yd & G. tg. & Sales i 15 users. See for yourself how you 

Co i } can help your customers profit by 

acquainting them with Belt-Saver 

Pulleys. Sprout-Waldron & Com- 

Ferrule Machine Chuck pany, Inc., 3 Logan Street, Muncy, 
A. Scrader’s Sons Buck Tool Co. ..... Pennsylvania. 


Work Gloves Bolt Cutter SPROUT-WAL 
Mine Safety Appliances Co. 146 Manco Mfg. Co. .. wal g BELT-SAVER PULLEYS 


Tape 
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Since they ordinarily will need no 
leaning or other maintenance, accord 
ing to the manufacturer, they are es 
pecially suitable for foundnes, welding 
hops or other locations where grime 
is a problem and lights are hard to 
reach 
The lamps are 400-watt, with life 
rating of 3,000 hrs. at 5 hrs. per start 
ing burn and 4,000 hrs. at 10 hrs 
start. Thev are housed in the R-52 
bulb, 11} im. long by 64 in. diameter 
it the face, which has contour design 
WRUAM J. McELROY to distribute light downward on work 
A ; and p-. » = - = 

BYRON MA. GLAD GERALD T. KNOTT ing areas. The new lamps come in 
Portland Monager Asst. General Manager two mode ls, the H400 RI, with lumen 
output of 14,500, generating light of 
the regular mercurv color, and the 
SEATTLE CHAIN & MFG. CO. H400-RCI, 10,000 lumens, physically 
For nearly forty years, Seattle Chain has been growing with the the same except for a coating of phos 
great Pacific Northwest. This important plant not only manufac- 
tures and distributes heavy chain for the lumber, fishing and 
marine industries, but al] types of welded and weldless chain, 

chain hoists, electric hoists, trolleys, winches, etc. 


phor on the inside face of the outer 
bulb to improve color quality of the 
light and help smooth out the beam 


General Electric, Nela Park, Cleve 
ONE OF THE COMPANIES THAT MAKE land 





Industrial Distribution, April 


Ru wd CHAIN . 


The coast-to-coast Round organization is justly proud of 
Seattle Chain and of the men who manage it. In all parts 
of the United States, other Round Chain Companies are 
equally well qualified to supply 4 complete line of chain 
in their respective territories. Wherever you are, there's 
a Round Chain Company nearby ¢o serve you better. 


Welded and Weldless Chain for Every Need ! 


SLING CHAINS ° LOG CHAINS ° HOIST CHAINS 
HOISTS * HOOKS * FITTINGS AND ATTACHMENTS 


ORDER FROM YOUR DISTRIBUTOR, OR CONTACT ONE OF THE 


KI CHAAN COMPANIES 77 














Heavy-Duty 
Duct Booster 


A heavy duty duct booster fan has 
been developed for use in paint spray 
booths, large range hood exhausters, 
or ventilating ind heating systems. 

Recommended for air movement 
up to 350 F, it is belt driven, with mo 
tor outside air stream. Relatively quiet 
it operates against moderate static 
pressure up to 2 in. Propellers are non- 
overloading cast aluminum airfoil 
type. Motors are semi-enclosed or ex- 
plosive proof, as required. Units are 
wailable in sizes 16-36 in.. air de 





liveries from 2,700-23,000 cu ft. per 
min 

Chelsea Fan @& Blower Co., Inc., 
Plainfield, N. ].—TIndustrial Distribu- 
tion, April 1952. 
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FAFNIR economy packages 


Typical Fafnir “packaged” Profitable sales have resulted from the simple statement, 
bel-bearing enlte “It’s easier than you think to equip with ball bearing”. 
Maybe you have had customers and prospects pass up the 

PILLOW BLOCKS advantages of ball bearings on machines or equipment 
Light Series feeling that a changeover would involve extra work or parts 
... machining, special housings, lubricating systems. With 
Fafnir Economy Packages, you can show how changeovers 
have been greatly simplified. + + + Fafnir Economy Packages 
are complete ball bearing units with housings, seals and 
shields ... ready to slip into place on an amazing variety of 
aay og ‘Saihit machines and equipment. Fafnir Economy Packages feature 
the Fafnir Wide Inner Ring Bearing with Self-Locking 
Collar ... easiest of all to install ... no shouldering, threading, 
lock nuts or adapters. + + + To help you get this business, 


Fafnir “Economy Packages” are backed by consistent national 





advertising. The Fafnir Bearing Company, New Britain, Conn. 


RUBBER UNITS 
including Flange and 
Cylindrical Types 


FLANGETTE = 
with pressed Steel Flanges MOST COMPLETE ‘= 
and Mechani-Seals 
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CHICAGO 


Precision Machine Too 


New products... 


new machine tools 
...new attachments 


and accessories build profits 


A SHELDON Horizontal Milling Machine 
is not only the logical first Milling Mo 
chine for small shops, and a valuable 
adjunct to most tool rooms and die 
shops, but will cut the costs of produc 
tion milling of small parts 


The SHELDON 12° Back-Geared Shaper 
has the accuracy, operational features 
and sturdiness of much more costly 
machine tools and « speed range from 
12 te 180 strokes per minute 


SHELDON MACHINE CoO,, INC. 


During the next few months many 
of the plants you serve will enter de- 
fense work. Many will require addi- 
tional machine tools as well as acces- 
sories and attachments to convert old 
machine tools for new use. 

You can serve these customers 
well, to your personal profit, by calling 
to their attention the productive ca- 
pacity, extreme accuracy, speed, easy 
operation, and moderate prices of the 
SHELDON Precision Machine Tools. 

These better 10”, 11” and 12” 
SHELDON Precision Lathes, that 
often pay out in a single job, are un- 
surpassed for producing turned parts 
and for second operation work. 

See that each salesman in your 
organization has his SHELDON Cata- 
log and shows it wherever possible. 


4232 North Knox Ave., Chicago 41, Illinois 
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Valve 


Explosion-Proof 
Solenoid Type 


An_ explosion proof solenoid valve, 
the X5 type, has been designed to 
mect Underwriters Laboratories’ re- 
quirements for Class 1 Group D con 
struction 

It has similar design to the manu 
facturer’s V5 model, but with modifi 
cations, including a top nut with 
increased thread engagement, flanged 
to increase leakage path, a cap ma 
chined from solid steel and brazed to 
coil housing, and a body providing 
greater thread engagement with flange 
ind machined to effect a lap and rabbet 
joint with coil housing. 

The coil housing is machined from 
heavy wall steel tubing and fits the 
body with an average clearance of less 
than .001 in. 

Design allows in most cases inter 
changeability with standard line of 
valves, since port and mounting hole 
locations are the same. The valve may 
be mounted in any position. 

Valves can be supplied as two-way 
normally open or closed, and three-way 
normally open, closed, or directional 
flow 

Electric Valve Div., Skinner Chuck 
Co., Norwalk, Conn.—Industrial Dis 
tribution, April 1952. 


Paint Striper 


For Traffic Lines, 
Parking Lots 


\ traffic-line paint-striper has been 
developed that can lay down dual as 
well as single lines on macadam, con 
crete, asphalt, or wood surfaces. Grav 
itv fed, it requires no power unit, but 
spreads paint from rollers fed by a 
distribution apron, without noise or 
spray dust. It is said to be equally 
adaptable to indoor and outdoor work, 
including warehouses and parking lots 

Universal Yonkers Corp., Yonkers, 
N. Y.—Industrial Distribution, April 
1952 














QUAKER Production-eered " BELTING 


\ 





x 


QUAKER CONVEYOR BELTING 


UNATTENDED SAFETY- ouT 
: GRIP HAULS 15 TONS OF CANDY UPHILL “WITH 
Carrying 15,000 slippery bawvee +t eee A HITCH" 


day... for more than 9 yec : 
wittwcntacees FACTS SELL CUSTO MERS «=. 


up by thi 

Y is tough. dependal pos sae 
production-eered” by ELL UAKER § You! velting, 

Inc., big manufacturers of cc @ @ @ or , 


No slipping, no skidding, no Factual, hard-hitting advertisements like this in every leading trade pub- 
in the picture standing gua lication reach more than 20 million prospects and sell for you in ‘52 — 


to the QUAKER belt in the sco when you sell the Quaker line. 
Profit building sales promotion, sales winning merchandising aids, help- 


of tiny r j 
——— To v ful sales training programs are all part of the Quaker Plan for increasing 
: + + + + interc your sales. Get in touch with your nearest Quaker branch today. Get the f 
moves without a hitch!” facts on this complete line of the finest industrial belting, hose, packings pe 
and moulded products. The Quaker Line is “Production-eered” to build ? 
satisfied customers . . - profit-proved by thousands of Quaker distributors ® 


from coast to coast. 


QUAKER RUBBER CORPORATION 


DIVISION OF H. K. PORTER COMPANY, INC. 








Some Industrial 
Distributors will 
find this adver- 
tisement the 
“open door” to 
bigger uni! 
sales income 








@ MODEL V-621 
wo Stage 2 Cylinder 


» HP~-7.25 CFM 


— t-7503 
« i Cylinder 
“18.9 CE M 


@ MODEL H-1217 
Iwo Stage 4 (Cylinder 
HP 5 CFM 


@ MODEL H-12215 
Two Stage 4 Cylinder 
Ss HP—os8 2 CEM 


——-—— BRUNNER MANUFACTURING CO., 


REFRIGERATION 
Condensing U ousteom 
a hp. to 75 hp 69 
Air and W ater ¢ led 
Models 


B 


for writing to 
Brunner 


ACCEPTED PRODUCT—Brunner Air 
Compressors are known to indus- 
try. They have a 46-year-old repu- 
tation for dependable, economical 
performance. Compressed air is a 
basic need in industry and there is 
no question about Brunner values. 


COMPLETE LINE— Brunner Air Com- 
pressors are built in 73 different 
models for air volume from 1.14 
CFM to 98.5 CFM—a capacity 
and type to answer practically 
every industrial compressed air 
application, 


PROFITABLE—Brunner Air Com- 
pressors are fairly priced with at- 
tractive distributors discounts...a 
‘packaged” product, easy to han- 
dle and the dollar size of a sale 
provides an attractive net profit. 


FACTORY CO-OPERATION—W hen 
you talk to your Brunner district 
sales manager every point of what 
makes up an ideal selling policy 
will be shown you...supported by 
facts on sales, service, advertising 
and product acceptance. 


Write us today! 


Open the door to a talk about the 
profit possibilities of Brunner Air 
Compressor business in your area 


UTICA 1, NEW YORK, U.S.A. ——-— 


AIR CONDITIONING | 


Self Contained Units to 
10 hp Condensing 


Units for Remote Instal 
lation to 75 hp 
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Gear Drive 


Reduces Speed 
For Conveyors 


The Reductor, Model C9-U52, has 
been designed for operation of the 
)-in. diameter screw feed conveyor. 

I'his speed reducer is equipped with 
1 built-in adapter flange for ready in 
stallation by direct mounting with 
the conveyor trough. A separate sub- 
base assures precise alignment. 

Optional equipment includes spe- 
cial diameter output shafts. The re- 
ductor is available for other standard 
izes of screw-feed conveyors. 

Boston Gear Works, Quincy, Mass. 

Industrial Distribution, April 1952 


Tape 


Labels Without 
Pen or Ink 


Labels can be written or typed on 
1 new pressure-sensitive labeling tape 
that requires neither pencil nor ink. 
Pressure from a stvlus or other blunt 
instrument, or nbbonless typewriter, 
makes the inscription 

Ihe tape has two layers of acetate 
with a white waxy substance laminated 
between. Pressure indents the top 
laver, exposing the bottom _ laver, 
which is colored. Pressure sensitive 


idhesive requires no moistening and 





Army Type 
WRIGHT SAFEWAY 


@ A steel hand hoist with compact, ad 
justable suspension and trolley to fit 
various width I-beams. Designed for low 
overhead. Easily converted to 2-wheel 
geared trolley unit. 

Longer-life features include: steel in 
all load supporting parts, load sheaves 
with five formed pockets, automatic 
load chain lubricator, alloy steel load ’ 2-wheel > 
chain, swiveling drop-forged load hook; somites 
alloy steel, machine-cut gears; fully en- | ASSEMBLY 
closed, self-oiling gear case. 

Write for Bulletin DH-269 so you can 
tell your customers about this new 
WRIGHT SAFEWAY. 


Hoists 


WRIGHT HOIST DIVISION Trolleys 
AMERICAN CHAIN & CABLE Pecans 


York, Pa., Chicago, Denver, Detroit, New York, Philadelphia, 
Pittsburgh, San Francisco, Bridgeport, Conn. 
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} ] ] } } 
adheres readily to almost any hard 


surface, it is claimed. The tape can 


| FA t be transferred to another surface with 
ry ‘ \ : ) le y sticky residuc 
| lawless (duality : f ge ogin i said - be water, oil 


and smudge-proof. It comes 
colors = 7 widths 


~ and Performance. BE ss secre. toms 9 


se vaca Distribution, Apr i] 1952 

















Tube Fittings 


Corrosion Resistant 
Stainless Steel 


\ line of corrosion resistant stain 
less steel fittings has been designed 
for Schedule 5S and 10S tubing 

\ patented feature is the selt-cen 

WSN 3A EC PURPORT PUSEINES N ot p tering scat, said to insure a leak proof, 
Se OEE WOM CS EAT CMTE RSME EUS 77 ‘ . wedge-type seal, even though tube 
awe oneness wu ) 


: ok a YQ99% peer ~ ; i | 1S assembled oft center. Reinforced 
(; j- BOSS | § Veflon rings double-seal the seat as 
' i a further guard against gas or liquid 


finn cin ah citi ft aeons, ce 


selection of elbows, tees, unions, and 
rt ou connectors for tubing sizes up to and 
Z Style X- 34: LY ; & ‘ths including 3} in., with couplings for 
ie larger diameters on special ordet 
i a as ; ; The Special Screw Products Co., 
T :° 3e Oh n trial Dustribu 
The original washerless Bedtord, ot Industrial Dis 
‘ , tion, April 1952 
hose coupling . . . prod- 
uct of true perfection in T 
os f ape 
design and construction. 
Provides un equalled ; ; ; Surface Treatment 
: él Prevents Breakage 
convenience, durability 
A patented surface treatment for the 
; ~ : q backings of most “Scotch” brand pres 
low pressure lines. Cad- d ~ ag Se SF ook sure-sensitive adhesive tapes has been 
te eleied..rustaccel aT? pt re developed to make unwinding easict 
. . ol id t 
um pl I bake > ‘ ind prevent breakage 
Because it assures against adhesive 
transfer to the back surface of the 
tape, more aggressive adhesives can be 
used, according to the manufacturer 


and safety on all high or 


Stocked by Manufacturers ane 


bers of Mechanical Rubber 


It is designed to climinate delamina 
tion or splitting of such laminated 
. - ‘ : ; backings as those used with acetate 

‘Reg. U.S. Pat On. ~ atte ~~ ; fibre tapes. 
: — > , ‘ It is used on various masking, fila 
") >. LON VE ’ Al . SHEERS ta ment, cellophane, electrical, acetate 
: fibre, and acetate film tapes produced 


F Jhe Quality by the manufacturer. 


BOSS” “GJ-BOSS” “DIXON” “KING” "AIR KING” "DIX-l Minnesota Mining & Mtg. Co., St 
Paul—Industrial Distribution Ap 
1952 
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a 
! 


mi 


Imitation, as the saying goes, is the greatest source of 
flattery. However, there are times when it can also be 
the greatest source of trouble. So, remember when 
buying, stocking or selling screw anchors... 





3 fitule 


CAN PROVE DANGEROUS! 


The word “Rawlplug” used in connection with Jute Fibre 
Screw Anchors is exclusively the property of The Rawl- 
plug Company, Inc. For forty years it has been secuzed to 
them by common law and by trademark registry. It is the 
corporate and trade name of the company and specific 
product of their manufacture. 
BE SECURE BY BEING SURE 
Look for the Trade Name 

IWLPLU 


Wire Cutter on the Blue Box 


Snips Strands 
Up to 18-Guage 




















A new wire cutter and stripper, thc 
Jim Handy,’ designed for cutting 


+ 18 


p to 18-guage in hard-to-reach 





t is hi-carbon steel tipped, trigger 
yperated. ‘The wire stripper, housed 
n the handle, pushes out of the way 
vhen not in use. The tool is small 
enough for the ordinary repair kit. It 
s especially suited, it is claimed, for 
holding wires during soldering When you use Rawiplugs you are using 

The C. & G. Mfg. & Sales Co., the original and genuine . . . the only screw 
Columbus, Ohio—TIndustrial Distri anchor with the features that make them 
bution, April 1952 K 


worthy of imitation .. .RAWLPLUG! 


ROUESS because of their chemically treated braided jute fibre con- 
° struction ... Hold Better .. . Last Longer . . . Weigh Less and Hold More! 
Ferrule Machine 8 8 


; They . . . Eliminate extra troublesome spotting and layout work. Rawlplugs 
Produces Uniform, are the only universal anchors which can be used in any material. 
Fitted Hose Lengths 


\ trot | “IF YOU DON'T USE RQWLELUGS . . » THERE'S A SCREW LOOSE SOMEWHERE” 
A. new ferrule contracting machin 


the No, 1765, adds air cylinder power For further information write Dept. I 
to the standard hand machine for 


producing uniform, fitted hose lengths TH E RAWLP LU G # OM PAN T, IN Ge 
Interchangeable dies are provided 271 CHURCH STREET e NEW YORK 13. N. Y 

for various type ferrules. Foot pedal 

peration permits the use of both : - My —_—-— 

hands to feed and remove the work ' % 

he machine can be attached to the . 5 a/ 

regular shop air line 


\. Schrader’s Son, Brooklyn, N. Y 
Industrial Distribution, April 1952 
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Series H-Helical Gear 


Note how driven shaft fits directly 
into tubular low-speed shaft of 
reducer and extends for full width 
of housing 


Large Timken bearings 
throughout 


Turnbuckle adjustment on either 
side eliminates sliding motor base 
required for adjusting belt 
tension 


Helical gears cut 
or Mehanite 
quiet service 


from forgings 
castings for long, 


Steel pinions, integral with shafts, 
are induction hardened and lap- 
ped together with gears for max- 
imum bearing and quietness. 


THE MEDART CO. 


Most Complete Source For 
Mechanical Power 


T 5 Bek . 
oP 





Also send following catalogs 


® No Adjustable Motor Base! 

© No Reducer Supports! 

® No Alignment Problems! 

® Quick, Easy Installation! 

® Trouble-Proof, Long-Life Service! 
® Efficiency From 96% to 98%! 

® Low In Price & Operation! 


2 Standard Ratios: 
19.6 to 1 and 11.25 to 1 


ATTACH TO COMPANY LETTERHEAD 
MEDART CO., 3535 DeKalb St., St. Lovis 18, Mo 


Send Speed Reducer Catalog & Data Book 


Geors V-Belts & Sheoves 


Power Transmission Equipment 


3535 DeKalb St., 
St. Lovis 18, Mo. 


Nome 


Title 
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Work Gloves 


Special Coating 
Resists Chemicals 


Special coating that sheds moisture 
id is said to resist chemicals better 
than rubber has been developed for a 
icW dal pur] 

Ihe coating, a 


flexible in extreme 


0 VOTRK glove 

vinyl-plastic, stays 
cold and does not 
at high temperatures, 


The gl 
he gloves 


become ‘tacky’ 
it is claimed are designed 
to protect against acid concentrations, 
including sulphuric acid and oleum, 
ind all caustics. Thev are tailored for 
mmfort and utility 

The glo C iT¢ i\ iilable in fully 
oated or ventilated palm-coated styles, 
with either smooth or rough finish, 
ind with a choice of knit wrist, 2-in 
ifetv cuff or 44-in. gauntlet cuff. The 
knit wrist model also comes in 
women’s sizes 

Mine Safety 
burgh, Pa 
April 1952 


Appliances Co., Pitts 
Industrial Distribution, 


Conveyor 


Modified To Handle 
Special Products 


\ gravity conveyor has been designed 
with special wheel arrangements and 
handle many different 
types of merchandise, including small 
tote boxes, cylindrical products, and 
small parts. 

Called th« 
wailable 


spacings to 


“Rapid-Wheel,” it is 

} } 
in several models. For small 
vire or metal tote boxes with stacking 
aluminum, or rubber 
ire mounted on 4-in. high side 
rames serving as guard rails, with 
wheel spacing in any multiple of 24 


chimes, steel, 
: 
wheels 


f 











Keep fhem within reach 


Substantially more money is going to be spent by Beall in 1952 to advertise 
Beall Spring Washers to your customers in the industrial field. This should 
aid you in your selling efforts by increasing the acceptance of and the de- 
mand for Beall Spring Washers. Keep them within reach. 


Beall Spring Washers are made to the exact dimensional standards of the 

A.S.A., the A.S.M.E., and the S.A.E. and are available in all sizes and metals. 
To make your job of stocking this item 
as easy as possible, they are convenient- 
ly packaged in attractive cartons—also 
in kegs and cases. 


Spring Washer Specialists for 30 Years 
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TIGHT 


when assembled 


TIGHT 


m service 


TIGHT 


after long service 














BUDA ANNOUNCES i, and coma with det 


mined by size of tote box. For cylin 


drical products, there is a trough con 

& yor, wheel spacing and width of 

mveyor as desired. bor small parts, a 

CGO fence” conveyor can be divided ito 


two or more lanes, wheel spacing and 


- ™ " height of side members and fences as 
needed. For rolls of paper, mortar 
0 Ig Spee y rall IC Jac S shells, and similar cylindrical prod 


ucts, a laned conveyor has the two 
center rows of wheels arranged to form 
in open channel, so that spacing does 
not interfere with handling wide 
hects, cartons, etc. on the same con 

Other wheel spacings and patterns 
ire available. 

Ihe Rapids-Standard Co.,  Inc., 
Grand Rapids, Mich.—Industrial Dis 


tribution, April 1952 





Model 3-9A 


Model 5-9A Model 8-9A 
Capacity 3 Ton 


Capacity 5 Tons Capacity 8 Tons 








Model 12-9A 


Jack and two piece lever bar packed 
Capacity 12 Tons 


in small, easy to handle carton 


with new, more compact, 
easier to handle package 











Chrome Platin 
The new Buda High Speed Hydraulic Jacks are simpler in design g 


for greater operating efficiency and less maintenance 
safety features 


. have more Unit 
are easier to position carry and operate : 
: Increases Life 
Each Jack is packed in a heavier, non-collapsible carton about one- Of Small Tools 
half the size of comparable jack containers to guarantee complete i 

a — handling and permit you to carry representative \ 250-ampere chrome plating unit. 

f ‘rs age » >- “nm ” Y 

stocks In smaller storage area the Model A-250 ( hromaster, has 
Ask for details on the new Buda Hydraulic Jacks. Bulletins sent without cen designed for plating small tools 
obligation. The Buda Company, Harvey, Iilinois 1 par ts in | 


ge quantities. Generous 
Write for information on 


1 
F ze parts with areas up to 125 sq. in 
in also be handled 
handling BUDA JACKS in a The process is intended to increas¢ 
your territory. The Buda 1ormal life of cutting tools, wear parts, 
Company, Harvey, Illinois * ind dies considerably. The machine 
has individual floor-mounted plating 


tank and power unit designed to mini 
mize installation cost and save flooi 





space The power unit contains a 
built-in selenium rectifier with instru 
ment panel and controls for regulating 
the shape of chrome deposit. 

Average plating time is said to be 

34 min. for cutting tools. 

Lowering nag —_ —- ee tebe teces Ward Leonard Electric Co., Mount 
alien indie ox 10-24 tons Jocks — Trip Jacks — 25 te 50 tons Vernon, N. Y Industrial Distribu 
L 5 te 15 tons 15 te 50 tons 15 te 75 tons 15-ton Cap. a tion. April 1952? 
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“. «funny how such 
a little thing can 


make such a 
BIG difference” 


Tubing size marked on nut on 
IMPERIAL TUBE FITTINGS* 


Sure, it’s a little thing but it’s amazing how this W Identifies fittings quickly 

new convenience developed by Imperial — tradi- Makes it much easier to find needed fittings 
tional leaders in tube fittings — helps make tub- ¢¥ Replacements can be made faster 

ing connection work simple. It’s one of the many vf Fittings are easier to sort and check 
EXTRAS which build preference for IMPERIAL # Teaches men to recognize fitting sizes 
TUBE FITTINGS. Note these advantages: *Both comoression and flare types 





Two other EXTRAS provided A =) by Imperial Tube Fittings — 


FITTINGS ARE LONG DRYSEAL PIPE THREADS 
FORGED* Full Length Dryseal American National 


Standard tapered pipe threads are provided 
Because forged fittings have Greater on all pipe ends. These threads are longer than 
Strength and Toughness they stand up ‘ . former standards on sizes 4” and over. They 
better under pressure, vibration and : are a definite improvement in pipe th 
shock. Their denser grain structure give extra assurance of tight joints, and are 
means no chance of blow holes or / especially valuable in providing for additional 
seepage. Their greater uniformity , / takeup when reconnection is necessary. 
means quicker, easier assembly. ’ 


*Elbow and Tee Bodies. 


IMPERIAL TUBE WORKING TOOLS help you get jobs done quicker 


HI-DUTY TUBE CUTTER HI-DUTY FLARING TOOL 


Free-wheeling ball bearing Makes precision SAE flares on copper, 
action makes cutting easier, > brass or aluminum tubing quicker — 
faster. Cuts hard or soft tub- better. New style die holder with slid- 
ing. Roller type with flare ing dies provides speedy, single-nut 
cut-off groove. Makes clean, clamping. No. 300-F .. . flares 4”, 
right angle cuts. Retractable : Me", %”, ¥2", 4” O.D. Tubing. 
reamer. No. 274-F ... for 44” 

to 1” O.D. tubing. 


Ask for Catalog No. 350 
THE IMPERIAL BRASS MFG. CO., 511 South Racine Avenue, Chicago 7, ll Specialiste in 


TUBE FITTINGS and TUBE WORKING TOOLS 


Catalog 350 shows a wide range of 
sizes, types and styles. Write for copy. 
“Look for the Diamond 1) on every fitting 


and tool you buy’’ z 
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Drill Press 


Improved 
18-in. Model 


An 1S-in. drill press has been de 
igned with j-n. capacity in cast iron 
ind speed range of 450 to 1965 rpm 

Other specifications are a spind] 

ivel of 5 in., table to spindle, 20 in., 

# 


ind weight, 35) Ibs. less motor. It is 
ilso available without foot feed or 
vith production type bas 
Major improvements over olde: 
models, according to the manufac 
turer, include an alloy steel spindle, 
larger in diameter, precision ground 
to insure accuracy, permanently lubri 
cated precision ball bearings sealed 
igainst dirt, precision bored bearing 
scats, massive close-grained head cast 
ing to eliminate vibration, depth stop, 
ind cast hinged belt and pulley guard 
Why not make sales easy by selling your It has adjustable feed tension with pin 
customers STAR hacksaw blades, frame and for positioning. A heavy cast iron 
metal-cutting band saws? Over the years, you column. bracket with locking mecha 
can't beat this combination of the best-selling line nism supports the tilting production 
plus consistent advertising to your customers. ADK ’ Phe table-raising mech — 
operates on acme screw actuated by 
Remember — with the STAR line the first sale nitre gears 
is easy, repeat sales are easier. Duro Metal Products Co., Chicago 
Industrial Distribution, April 1952 
Sold only through 
recognized distributors 


Electronic Caliper 
MSON BROS.., Inc For Measurements 
MIDDLETOWN, N.Y., U.S.A. In the Machine 


Makers of Hand ond Power Hack Saw Blades, 
Frames, Metal Cutting Band Sow Blades 
ond Clemson Lawn Machines 


An electronic caliper for gaging of 
vork in units from .J001 in. to .00001 
n. is designed to measure work eith 
m the bench, in the fixture, or in th« 
na hine 

Four interchangeable jaws for the 
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REPRODUCES FACTORY PRECISION 
FAST—PRACTICAL 


The greatest possible accuracy can be obtained 

with the Sioux Dual-Action Valve Seat Grinder 

and Sioux Tapered Pilots. Sioux Tapered Pilots 

are precision tools and offer the most positive 

guide known. Dual-Action, a controlled fine vi- 

bration for grinding and dispersion of the cuttings DRESSING 
with the grinding wheel mounted for full contact GRINDING 
with the valve seat. A perfected system. weess 


Sold only through authorized SIOUX Distributors 


THE WORLD GRINDING 
OVER VALVE SEAT 


— 
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...the most outstanding, and the 
lowest priced, trolley hoist! The 
"Packet" Trolley Hoist is available 
in 4%, land 2 ton capacities. Besides 
their amazingly low price, there are 
many other plus features! Adjust- 
able trolley to accommodate a range 
of | Beam sizes, without disman- 
tling. Rugged, all steel construction. 
All shafts and gears turn on “lubri- 
cated-for-life’’, shielded balibearings 
for easy hand chain pull. Precision 
cut gears of heat-treated alloy steel 
provide longer, smoother, more effi- 
cient operation. Heat-treated, high 
carbon steel load chain. Hardened, 
high carbon steel trolley wheels 
with double row ball bearings— 
for easier rolling. And more!.. . 

‘a ton costs $125.00; 1 ton, $135.00; 
2 ton, $190.00. For full details, write 
The Harrington Company, 1640 W. 
Callowhill Street, Philadelphia 30, Pa. 


MOIST MANUFACTURERS SINCE 1876 


ELECTRIC HOISTS - HAND CHAIN HOISTS - LEVER PULLERS - TROLLEYS 
SS SE IES, EA SERRE EET 
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tliper body, ¢ ich jaw with a range of 
1 in., make possible a range of meas 
urements from 0 to 4 in. Each jaw 
has an adjustable back rest to mak« 
the caliper _ self-centralizing Four 
aligning attachments said to be « 
pecially convement for measunng 
long work pi wailable as ex 
tras 

Pressure is factory set at 2 lbs., ad 
justable from 1-5 Ibs. Only one mas 
ter is required for checking or setting 
the caliper. Measuring faces are tung 
sten carbide. Of dull chrome and 
aluminum finish, the caliper has 
knurled plastic insulation pads at 
tached to each side of the body and 
jaws for convenience and to mini 
mize the effect of heat from hands 

Called the No. 955, the calipei 
comes in four sizes, 0-1 in., 1-2 im., 
2-3 in., and 3-4 in. It is designed 
for use with the No. 950 electronic 
umplifier. 

Brown & Sharpe Mfg. Co., Provi 
dence, R. I.—Industrial Distribution, 
April 1952 














Drill Press 


Two-Way Drive 

Belt Tensioner 

\ drill press has been designed with 

1 two-way drive aligner-belt tensioner. 
Drive belt alignment is assured, ac 
cording to the manufacturer, and belt 
tension is instantly released for quick 
changing without wrenches or tools 
Splined drive-parts, including the 
pulley drive sleeve, are of steel. The 
machine has involute design 6-tooth 
splined drive A guard fully covers 
the pulley spindle, which has four 
heavy grease-sealed ball bearings for 
true running. Other features are a 


sively designed head and quick 





What does a jobber who specializes in power trans- 
mission think of Dayton V-Belts? Listen to what 
Mr. W. S. Warburton, of the Chicago Pulley & 
Shafting Company, says: 

“We're specialists in power transmission, our cus- 
tomers expect us to recommend the best drive for 
every job. Dayton V-Belis are vital to our business, 
because they give us the best possible V-Belt drives. 
The Dayton Cog-Belt, especially, gets us business 
that otherwise might be lost.” 

“We've handled Dayton belts for 25 years, and 
have found them to be a profitable line.” 

Mr. Warburton is a drive expert—it will pay you 
to consider his conclusions . . . to see how profitable 
a Dayton V-Belt Franchise can be for you. Just write, 


wire or phone. 


D.R. 1952 


Bolts AD aw fom Awisbex 


W. S. WARBURTON, General Manager 
CHICAGO PULLEY & SHAFTING COMPANY 
Chicago, Illinois 


7] : 
on Oe 
" U =e a3 Ber ae 


ow & 


Dayton Thorobred, with pat- 
ented three prime section de- 
sign, is the universal belt for all 
normal applications. It has set 
completely new standards for 
long-life and trouble-free serv- 
ice at minimum cost. 





Dayton Cog-Belt* —for un 
usually tough drive problems! 
Delivers 40% more power, size 
for size, than ony other belt 
Operates over smalier pulleys, 
because it's scientifically de 
signed to bend as easily as 
your finger. 

*T.M. 


DAYTON 1, OHIO 


Since /905 


WORLD'S LARGEST MANUFACTURER OF V-BELTS 
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| 
| acting, non-marring quill and column 
| locks, according to the manufacturer. 
Selection of speeds is available in 
two ranges, 500, 925, 1750, 3250, and 
5500 in the high range, and 425, 775, 
1330, 2200, and 3340 in the low \ 
Boice-Crane Co., Toledo, Ohio— iN 
Industrial Distribution, April 1952. 
i 
4 
j 
i 
they’re a 
t 
CLEVELAND 7, 0““¥specialt | 
Uf Pp Y | 
} 
¥ 
Here's SIZE in Cap Screws. 
When you want larger than the 
listed 1%” diameters, it’s good t 
to know that Cleveland can Wire Brushes , 


serve you On sizes ap to 2\%,°— 


Standardized Line 


in lengths to your requirements. : 
From Y to 1 in. 


This applies to Hex Head 


screws, bright or heat I'wisted wire brushes are offered in 


treated. We also make 1 standardized line from 4 to 1 in. 
extra large Flat Heads, diameter, in Y-in, increments 


There are 58 bruslies, single and 
double spiral, for hand and power oper 
ition. Special abrasion resistant wit : 
of high tensile strength is used to in 
sure long service life, according to the 


up to 1” dia. (Usual 
maximum stock 1s 

4".) We try to 
carry a tairc 


assortment 
manufacturer, 


Mill-Rose Co., Cleveland, Ohio 
Industrial Distribution, April 1952 


whenever 
possible. 
Write for 
sizes and 


prices, 





WAAAY 


AMAMATE TTT (|| 





Cleveland extra- 
size cup point Set 
Screws often fill 
an unusual need. 
Maximum, 1%” 
diameter, 10” 
leng 


CLEVELAND 72 FASTENERS | Motor 











Totally Enclosed 
Units, 14-3 hp 


lotally enclosed electric motors 


featuring compact design have been 
hye 


\BLe developed for the 4-3 hp range. ‘The 
Wreusion models for the intermediate and 
higher ratings are fan-cooled 





154 INDUSTRIAL DISTRIBUTION © APRIL, 1952 








USE THESE 3 
\HOW WE DID IT” STORIES 


to Sell Multi-Spindle Set-ups 
of Delta Drill Presses 


AT WEBSTER ELECTRIC COMPANY AT SKILLMAN HARDWARE MFG. CO. AT KARL LIEBERKNEC 
RACINE, WIS. TRENTON, N. J. READING, PA. 

This four-spindle set-\p of Delta 14- i i Four Delta 17” drill 
inch drill presses is u i 

tap phonograph needle thucks at the 

rate of 125 units per ho 

ing an a gaig saving jn time and 


reduced to a minimum by 

tures for the entire sequen 5 

ations to a special removable plate more Delta drill presses 
laid on the drill press table. ction, says management. 








What these and other companies achieved, many more can do, 
Note: Check your list for potential users of multiple- 
spindle set-ups of Delta drill presses—with 
special attention to tool engineers and shop 
superintendents. 


The Delta sectional table enables you to offer special drill press 
set-ups with drill heads numbering 2 to 200. Use it in “idea selling!” 


Theres a Delta Power Tool for every customers job- 


WOOD OR METAL WORKING 
53 Machines « 246 Models * More Than 1300 Accessories 





Another DELTA POWER TOOL DIVISION 


@ |" Rockwell 


MANUFACTURING COMPANY 


625D E. VIENNA AVE. e MILWAUKEE 1, WISCONSIN 


Product 
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Designed for use where dust, dirt, 
NEW COMPLETE 24-PAGE ind chips are a problem, the fan 
ooled models have no blind passages 
Desmond- for dirt accumulation, iccording to 
DESMOND SIMPLEX the manufacturer. The fan shroud 
= may be removed, exposing the cool 
a i ing svstem when necessary. 
Simplex Windings are insulated with heavy, 
ILLUSTRATED VISE CATALOG formvar and braced with a_ baked 


Distributors! varnish. Stator slots, are lined with 


cellulose acetate paper to resist high 


voltage breakdown and effects of hu 
—a midity. 
*k This ad Larger rating models have external 
complete line of 
vise applications fins to aid cooling. 
illustrated . Ihe Hoover Co., ‘e, gston-Conley 
| vill appear Div., North Plainfield, N. ].—Indus 
trial Distribution, “ il 1952. 
{ * easy to select and mn user 
| order the right 
vise for every 
we magazines atldéeny 
C ’ , 7 
AS ' 
j * vise construction next month 
features clearly 
presented = *, 
I} May-1952 


New, most 





new catalog that will help you 
lue for every job. Large illus 
mplete Desmond-Simplex line. a 
4 tess Vo aod cc, ee 
plete ind | handiest \ 
1 steel slide puts . . 
trength capacity. @pplication 
Stocked and sold 
ily by selected leading \ rit The Desmond 
Stephan Mfg. Co., Urbana, Ohio catalog 











Hose 


Use this convenient coupon For Pressure, 


1 ready n0n— Vacuum Service 
Nhe Desmond-Stephan Mfg. Co., Urbana, Ohio J 
Gentlemen Flexible 


Please have a local Desmond Simplex Distributor send me te 
a copy of your new vise catalog No. 69 without obligation Initial 


hose made of neoprene 
ind nylon is designed to serve as a 
nang tht but sturdy part of a 
vacuum Or pressure system. — 
"Pt . “Wire Reinforced, it is suitable for 
mailings operations involving abrasive dust col- 
lection, heavy flexing, gravity feeds, 
ind similar uses Sizes are 14 to 24 
in 
American Ventilating Hose Co., 


New York—Industrial Distribution, 
made to all Vin 1932. 


Name 


Firm 


are being 


Desmond 


SIMPLEX 315: | VISES sound Lemp Starter 


| Simplex On oe 
Worn Lights 


Di. sty tbutor. S wag aan Oe Ry Bagg er 
VISIT US IN CONFERENCE BOOTH NO. 906 AT THE TRIPLE Se aan te ee pon. ee 
MILL SUPPLY CONVENTION, ATLANTIC CITY, MAY 20. | led. 


when a new lamp is installed. It is 
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PUT YOUR LOAD ON 


the Ho0 


hag never 


Since its development over 25 years ago, 
no one has ever reported the failure of a Coffing 
Hoist Hook under any load or overload. 

... And you'll find the same careful 
engineering for greater safety . .. the same close 


attention to detail in every part of a Coffing Hoist, 
for example: 


CHALLENGER SPUR GEAR HOISTS 
have these safety features: 
* All steel — even the housing. 
* Has five-to-one safety factor. 
* Factory-tested at 100 
percent overload. 


* One man cannot pull a big 
enough overload to break A 


ar veener a eee 


* Handle will not spin or fly up. 
* Factory-tested at 100 

percent overload. 
10 sizes, 1500 Ib. to 15 tons 


Find out more about the line of hoists that are built stronger 


any part of a Coffing Challenger. 
14- and 1-ton capacities 


for safety’s sake. Write Dept. A4. 


COFFING HOIST COMPANY c.cec" te "ene 
DANVILLE, ILLINOIS Chein Hoists * Load Binders © rrssiee 


INDUSTRIAL DISTRIBUTION © APRIL, 1952 





Exclusive New 
Quick-Opening 


Quadritype Die Heads 


ON THE NEW 


Pipe & Bolt 
Threading Machine , 


Unequalled 
speed in 
pipe threading 


New "500’’ Quadritype Die Head can be instantly adjusted 
from 1" to 2” regardless of position of quick-opening lever 
—and without removing dies or die head from machine 


* Also improved Dualtype Die Heads, one for 4’’ and 
, one for 4" and °4’’, same instant size change 
right in the machine. 

* Also separate Monotype Die Heads available, 14” 
to 2"’, bolt die heads, 4"’ to 2”’. 

* All tools in the “500” thread, cut, ream independent- 
ly, and right up to chuck, swing out of way when 
not in use. 

*% With a score of other sensational new features, new 
“500” is a money-maker you can’t afford to miss. 
Write for the facts. 

THE RIDGE TOOL COMPANY « ELYRIA, OHIO 





—_ 


Wor -Saver Pipe Tools 
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designed to protect ballast from over- 
heating and eliminate the manual for 
restarting, often a costly procedure 
when many lamps have been cut out 
by a faulty electrical condition. 

For use with 40-watt lamps, the 
starter has a glow switch and heater 
to operate a bimetallic element, which 
bends and opens the contacts after 
the starter has tried unsuccessfully to 
start a worn out lamp. When a worn 
lamp is replaced, the starter recycles 
ifter one minute 

Sylvania Electric Products, Inc.., 
New York—Industrial Distribution, 
April 1952 














Chuck 


Designed to Hold 
Irregular Shapes 


A two-jaw aviation chuck has been 
developed for chucking _ irregularly 
shaped parts, said to insure accuracy 
within .0005 in. on large and small 
runs 





two soft blank top 


' 
to hold odd 
ithe or dnl pre 
hardened after ma 
if desired, for long 
Adjust-Tru” prin 
the manufactur 
ires accurate ] rormance 
; said to rechuck with the samc 
das a scroll chuck without further 
djustment 
Buck Tool Co., Kalamazoo, Mich 
Industrial Distribution, April 1952 














Bolt Cutter 


Reversible Blades 
Provide Long Life 


\ mill type portable bolt cutter has 
been designed with cutting blades that 
can be reversed for longer last. 

Ihe blade is roughly similar to that 
of a double edged safety razor It 
may be resharpened when necessary. 
The drop forged steel handles carry 
the manufacturer's guarantee against 
break ig¢ 

Called the Model 30-MCC, the 
cutter has a capacity of 4-in. diameter 
bolts or 2-in. diameter steel rod. Ec- 
centric trap and fulcrum bolts 
Streamlined ad- 
justing sections require one wrench for 
quick adjustment. Handle 
cutter head assembly, and jaws by pair 
ire interchangeable with standard 30- 
in. bolt cutter 
Manco Mfg. Co., Bradley, IIl.—In 
dustrial Distribution, April 1952 


head 


namtam tension 


assembly, 


Why Most Pipe Fitters Buy 
jx >) |e 


FRiGesib Tools 
make good workers 
Better! 


RiGea(D Wrenches 
6’’ to 60”’ 


End Pattern RIGID s 
6’’ to 36”’ 


It pays you to sell 
RIGEID Wrenches with 
trouble-free guaranteed housings 


* It’s an extra fast easy wrench to work with, too— 
handy pipe scale on hookjaw, adjusting nut spins 
easily to pipe size, comfort-grip handle. 


* Special alloy jaws both replaceable—won’t slip or 
lock on pipe. 


* Safe powerful malleable housing and I-beam handle. 


* Most profit for you selling RITZQ0ID, world’s most 
popular pipe wrench. Write for full information. 


THE RIDGE TOOL COMPANY « ELYRIA, OHIO 


<-Saver Pipe Tools 
— r ae 
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FROM THE 


w» FILES» 


425 YEARS AGO 





In answer to a Mill Supplies question 
naire, distributors voted three to 
one in favor of “collective advertis 
ing to the general trade, showing 
the importance of the mill upply 
distributor.” 

The Casanave Supply Co., Philadel 
phia, was about to move to new, en 
larged quarters at Sansom & Mora 
vian Sts 

he Klinger Dills Co. and the Dills 
Belting & Supply Co., both of Day 
ton, Ohio, were merged under the 
name, The Klinger-Dills Co 

George M. Verity, president, ‘The 
American Rolling Mill Co., Middle 
town, Ohio, cited in the company’s 
annual report what he termed the 

new normal” of the U.S., repre 


COUNT 


TOOTH 


senting a standard of living such as 
the world had never before seen. 
Of Simonds Saw & Stcel Co.'s em 
ployees, about 10 percent had served 
the company for 20 or more years 


EVERY 


ind 25 percent for 10 or more 
vears, according to the company’s 
publication, “The Buzz.” 

\ three-day open house marked oc 
cupancy of The Knapp Supply Co.'s 
new quarters in Muncie, Ind., on 
the former site of the Munck 
Wheel Works plant 

Edward H. Kellogg was promoted by 
the Mine Safety Appliances Co., 
Pittsburgh, from assistant genera 
sales manager to general sales man 
igecr. 

S. Duncan Black, president, ‘The 


{ Black & Decker Mfg. Co., ‘Towson, 
Md., reported that January-Febru 
ry billmgs were 20 percent over 
the same period of 1926 

H. Channon Co., Chicago distributor, 


realized a net profit for 1926 of 


$135,681 after reserve for taxes 
Sales were up 13.7 percent over the 
previous year 

Ihe Japanese government contracted 
with the Pratt & Whitney Co., 
Hartford, Conn., for the manufac 
ture of la 


a large quantity of tools 


nd machinery for arsenal 


MAKES 


CAPEWELL 


CAPEWELL BACKS YOUR SELLING 10 YEARS AGO 
EFFORTS WITH AGGRESSIVE \Mlanning, Maxwell, & Moere, bowing 
ADVERTISING e® «se ut of the industrial supply field to 


vote all it uirces to manutac 


THE CAPEWELL MANUFACTURING COMPANY 
62 GOVERNOR STREET : HARTFORD 2, CONN. 








PACKING 


STYLE NOS. 190, 
175 AND 245 


Made of ramie, nature’s 
strongest fiber, for 
longer wear in cold 
liquid service 


Where to sell it: Wherever there’s a recip- repacking to 4 minimum. 

rocating rod of plunger operating against @ 

cold liquid such as fresh of salt water, brine How it is furnished: Navalon is supplied in 
or oil—that's your market for Navalon, Style convenient coil form 19 diameters from 
No. 190. (For marine service, Style No. 175 up. Sizes through *ie” are furnished on spools; 
is specially designed for packing stero tubes sizes from %” up are furnished on reels oF 
and rudder posts Of ships. For high pressure boxed. See the j-M catalog for detailed in- 
hydraulic service, US© Style No. 245.) formation. 


What its selling points are: Navalon is Backed by National advertising: Navalon 
made from specially selected rot-resistant and other fast-selling Johns- Manville Pack- 
ramie, strongest of the natural fibers. An ex- ings are advertised regularly 19 publications 
clusive process gives this packing unique read by packing users in every major industry- 
lubricating properties. As a result, Navalon This advertusing refers these readers to their 
wears longer than other high quality packings local J-M Distributor as the place to 
used in cold liquid service - - - reduces wear Your selling job is easie 
on the rod of plunger --- cuts shutdowns for Johns Manville Packings! 


buy 
r when you push 


Note to Salesmanagers: For copies of this advertisement for distribution to 


your sales organization, write Johns-Manville, Box 60, New York 16, N.Y- 
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In HOUSTON 


LARRY ISAACSON says: 


Sa 


Lawrence Isaacson, liaacson Chain & Belting Company, 
° Houston, Tex 


“This rugged ANGLgear is fast growing in popu- 
larity. Its small, compact size helps us solve 


many power transmission problems.” 


Larry Isaacson and his salesmen find that ANGLgears arouse wide- 
spread interest. Engineers are impressed by these vest-pocket right 


angle drives with the capacity of units many times their size 


All they do is show this standardized bevel-gear unit—and it sells 
itself. Among the new users of ANGLgears uncovered by Isaacson 
in his territory are research laboratories of major oil companies, 
electronic equipment manufacturers, a producer of oil-well 


surveying equipment, 


ind chemical processors and textile machinery manufacturers 


ire also using ANGLgears in ever-increasing numbers 


A FEW CHOICE TERRITORIES ARE STILL 
AVAILABLE. WRITE FOR INFORMATION. 


ACCESSORIES CORPORATION 


1414 CHESTNUT AVENUE ¢ HILLSIDE 5, NEW JERSEY 
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10 YEARS AGO CONT’D 


turing, began liquidation of its large 
Mill Supplies Division in Jersey 
City, N. J. Diamond Jim Brady 
had helped make this house famous 


| Delegates preparing for the Triple 


Convention would find Atlantic 
City changed. Boardwalk _ lights 
were now “dimmed out” because of 
the U-boat danger 

Joseph Woodwell Co., Pittsburgh, be- 
gan shifting its automotive supply 
salesmen over to the industrial sup 
plies department following wartime 
curtailment of the automobile in- 
dustry. 

Dodge-Newark Supply Co., Newark, 
N. J., held a “lubrication clinic” for 
plant engineers from northern New 
Jersey. 

Mrs. Gordon Clark, wife of the presi 
dent of a Michigan shipbuilding 
firm, broke the traditional bottle 
over the bow of a new British mine 
sweeper, the first under a Lend 
Lease contract. Mr. Clark, a former 
Samuel Harris & Co. executive, wel 
comed a delegation of old friends 
from the Chicago distributor house 

A. Donnally Armitage was elected 
president of J. H. Williams & Co., 
Buffalo, N. Y., to fill the vacancy 
following the death of J. Harvey 
Williams 

Lou Braden, vice president and sales 
manager of Pittsburgh Supply Co., 
resigned to become general manager 
of The Logan Gregg Hardware Co., 
Pittsburgh 

P. W. Anderson was elected president 
of Farwell, Ozmun, Kirk & Co., 
St. Paul, Minn., distributor, suc- 
ceeding C. H. Bigelow, retired. 

Manufacturers Supply Co., Grand 
Rapids, Mich., moved its Holland, 
Mich., branch to a new location on 
West 7th St. 

\ half-inch electric drill stolen from 
the Johnson-Mandeville Co., New- 
ark, N. J., distributor, was found 
several days later abandened at the 
site of jewelry store robbery. 


Book Review 





Selling to Industry 





by Bernard Lester, Consulting 


| Management Engineer. 


For the salesman who wonders how 
that big order got away, this little 254 
—page book may have the answer. It 





"We cant keep up 
with them since 
they got those new 


THOR SCREWDRIVERS" 








Thor Portable Electric Screwdrivers and Nut Setters have 
speeded up production on th ds of bly line jobs 
ever since Thor invented the first power screwdriver . . . have 
returned Thor distributors more profits because more plants 
prefer Thor's assembly tool experience. This, and all Thor 
industrial advertisements carry the familiar “Buy It From Your 
Distributor” slogan shown below—to help Thor distributors 
sell more! 





DRILLS @ IMPACT WRENCHES @ SCREWDRIVERS e TAPPERS 
NUT SETTERS @ GRINDERS @ SANDERS e@ BENCH GRINDERS — euvir 
POLISHERS @e SAWS e HAMMERS e NIBBLERS 2 from ¢ 
BALANCERS e@ BELT SANDERS e@ VALVE SHOPS e ACCESSORIES VL wail 
DISTRIBUTOR) 
FACTORY SERVICE BRANCHES IN 20 PRINCIPAL CITIES 
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unctuate ome of the old adage 


ibout salesmanship with — sprighth 

DED imecdotes and case histones, and adds 
aas OILERS: 1 few new ones 

Gc 2 1% | STEEL \ 1 For example, to illustrate the virtu 

| of ingenuity combined with persist 

54 sf: } ence, the author recalls the salesman 

th LINE for ars / who was thi 1 out of the office of 

e : i talking : 


1 tou urchasing agent, with 
] nin Don't come back until 
I invite vou Ile took his hat and 
coat, but did not put them on. After 
loitering in the corridor, he knocked 


m the door again, and heard the reph 


Com , “Thanks for the invit 
tion,” he said as he entered—and the 
tough p.a. was astonished and suf 
ficiently impressed to hear him out 


all from ONE Source! This is onlv cited as an unusual 


happy ending, needless to sav, of a 


Here’s a fast moving line with a technique which in other circum 
good margin of profit for the jobber stances might bac kfirs explosively. In 
and dealer. Sells easier because of fact, more of the book is taken up with 
more value. Take GEM oilers for varnings against over-persistence, and 
example. They’re made of heavy a“ ially excessive talking and drum 
gauge steel welded throughout; beating. 

with solid brass machine-cut-thread One chapter is devoted to the virtuc 

bushing and neck; spring steel bot- of silence, and wand irt of attentive 

tom; polished, lacquer finish; listening. ‘lhe purchasing agent, savs 

GUARANTEED LEAK-PROOF. the author, should never be made to 

It’s that kind of QUALITY that feel as Irving Cobb once did. When 

made every GEM product the asked if he ever talked in his sleep, he 

choice of users since 1898. Order replied, “No, but I have talked to 
your stock today for prompt de- others in their sleep 

every. Ihere is value in understatement, 

: too, as opposed to high pressure talk 
SEND FOR YOUR NEW — of lige grt ee a 
when asked if his product was the 
COMPLETE CATALOG TODAY he st on the marke : alw Ws replied, 
No. It is the second best. Each 
one of my competitors savs his is the 
best, but mine is alwavs mentioned as 
second best.” 

“Selling to Industrv” is slanted 
toward the sales engincer selling ma 
chines and heavy equipment, but most 
supply salesmen come up against the 
same kind of problems, and must 
know the answers. The book covers 
salesmanship, not the product techni 
calities. None of it is over the head 
of the student or sales trainc¢ 

The first two chapters are devoted 
to prospects and how they buy rhe 
next two list essentials of the sales 
program, with emphasis on the plan 
ning of time—“Counting all other ex 
penses as overhead, time in actual cus 
tomer contact mav cost for the averag« 
sales engineer upwards of $40 an 
hour.” Other chapters describe sales 
interviews, selling the prospect's em 
plovees, “Following through,” “Get 
ting Help from Others,” “Sales 


pt / Tools,” “Meeting the Customers Ob 

/4 the Beet oe ell a jections,” with emphasis on “The 
Dragon Reciprocity,” and ‘Following 
i he Customer's Decision.” TI 

GEM MANUFACTURING CORPORATION (aeniinetee same 


for al ilvzn , 0d s sme ( op 
1229 GOEBEL STREET © PITTSBURGH 33, PA. i 1g good salesmen and prot 


ems of selling in boom times 


Gamat Aettces, 
. a 


J 
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Sales Helps From Manufacturers 





Seana ee Stanley ‘‘Tool Station’ To Provide Self-Service 


Releases Bulletins 


2, Hallow 
k Bench 1-7, Halloy 
net Bencl 702-1, H 
| Steel 01 Stands and Indust 
le ». 703-1, Hallowell S$ 
nd Chairs No. 704-1, Hallowell 
man Desks No 728, Hallowe i 
Steel Platform ‘Trucks No 
— well Truk Hand Ir 
, Hallowe HI Ste ( s No 
a Pionee! Poon: I 
pliances No. 664-2 
The folders are iko No. 661-1] 
Unbrako No. 676-3 Flesloc No. C.K. FREEDELL AND CHARLES LOHMEYER, Stanley Tools sales executives, 
683-4, Hallowell Steel Shop Equip demonstrate new. selling unit for distribu at sales conference in New Britain 
ment No. 808-2 and Hallowell Un 
Truk Hand Trucks No. 815 


Foremost among the bulletins is 
ied by SPS is the 12-page Unbrak 
Standards” which displays in two co 


ill the standard sizes available in 


the entire Unbrako lin Inciudimg 
a “6 m4 it d : : ' ———— ae 
Y rset rew itl uric 1 BaH 
" 
noint tand 


t 





ocKet ct 


} 


houlder screw t hea 
p screws, Dryscal-thread pr — | --=-------- 


an ae | “a 
cap Yon he re Ea DURABLE 
dh died den Eee oe CARTONS 
| , phy BULK OR PACKAGED 
FOR EASY IDENTIFICATION 


PIPE. FITTINGS \ colorful illus PROMPT DELIVERY, ALL SIZES 


trated wall chart has been devised by 


Dresser M 4 Diy Dr SSCT Indus Th Aeceplta 
la tahd ed e =. @ .S.T.E. 


tries, Inc., Bradford, Pa., to show 
what to use for pipe repairs. Answers — 
to questions on couplings, clamps, 


fittings, d other devices ¢ d cted 
ssanhataliy: Tice chest i anal ta BUTCHER & HART MANUFACTURING CO. 


graphically. 


two sizes, 22 by 34 in. and 104 by 
4 in. and 104 b TOLEDO 6, GHIO 


16 in. 
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This 3-WAY deal 
elps you 


sell the best bolts 


save time in ordering | 


reduce 
handling costs 


Only Buffalo Bolt gives you this combination of quality bolts, 
a concise and complete catalog, and clearly labeled sturdy cor- 
rugated board Handy-Pack containers. What's more, prices are 
no higher than for ordinary bolts in ordinary cartons. That’s 
why it makes sense to order, stock and sell Circle @ bolts. 


BUFFALO 


BOLT COMPANY 


Division of Buffalo-Eclipse Corporation 
North Tonawanda, N. Y. 
Sales Offices in Principal Cities 


PRODUCERS OF CIRCLE @ PRODUCTS— BOLTS e NUTS @ RIVETS AND SPECIAL FASTENERS 
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TOOLS—A_ rotating tool merchan 
diser, 30 inches in diameter, called 
the “Rotomat ‘Toolmart,” has been 
designed by the Plomb ‘Tool Co., Los 
Angeles. A bright color scheme and 
flashing light inside a dome at the top 
ittract attention. ‘The Toolmart dis- 
plays 187 types and sizes. 


SOLDER-—A promotion device con- 
sisting of a blotter and miniature cata- 
log attached to it is being distributed 
by Federated Metals Div., American 
Smelting & Refining Co., New York. 
Machine cast bar solder is the subject 
of the booklet, which measures only 
24 by 24 in., with 24 pages. 


HOBS—A_ new hob tolerance chart 
for single thread hobs, Engineering 
Bulletins 22 and 22A (second edi- 
tions), has been published by National 
[wist Drill & ‘Tool Co., Rochester, 
Mich., superseding Engineering Bulle- 
tins 21 and 22 


VALVES—A circular illustrating re- 
newable composition disc bronze 
valves has been published by the Fair- 
banks Co., New York. Valves and 
parts are described in cutout pictures. 
A table of sizes and disc guide is in- 


cluded. 


SOLDER-—Instructions for soldering 
welding, and brazing copper and cop- 
per-bearing alloys with alloys and 
fluxes are the subject of a folder pub 
lished by All-State Welding Alloys 
Co., Inc., White Plains, N. Y. Two 
aluminum solders for joining copper 
to aluminum or other metals and 10 
rods and electrodes for work on cop- 
per and copper-bearing alloys with 
torch, soldering iron, and arc are 
featured. 


CAP SCREWS-—A pocket size folder 
on Button Head socket cap screws has 
been published by The Holo-Krome 
Screw Corp., Hartford, Conn. It lists 
sizes and describes design features. 





: / 
\ ‘ 4 . 
N 


''1000-LBS 


— = 4 


— 
ms 


| ae 


you're off the hook 


for thousands of dollars 


P< 


The moment you hook your loads to a Zip-Lift, you’re 
off to new economies. You're saving time — saving men — 
saving money! The Zip-Lift makes load-handling a simple handle it 
push-button job — steps up the tempo of production 
beside machine tools, along assembly lines, around loading ¥ thru -the -air” 
docks, receiving rooms, warehouses — wherever loads up to , 
2,000 Ibs. are handled frequently. Just hang it on a at lower cost } 
hook, jib or trolley and plug it in! 
For downright value, there’s nothing to compare with 
the Zip-Lift — for design, for power, for toughness 
and dependable year-after-year service. Users by the 





thousands will tell you so. 


CALL YOUR ZIP - LIFT DEALER 


Or write for Bulletin 


HARWISCHFEGER CORP MILWAUKEE WIS 


HARNISCHFEGER CORPORATION 


4538 West National Avenue + Milwaukee 14, Wisconsin 





@® SureRDurty 


PORTABLE ELECTRIC DRILLS 


For Production—Maintenance—Construction Work 








EW) , also Superduty 3” and 44” Drills 


An Opportunity for Easier Sales— 
MORE PROFITS 


Advertisements in leading industry and business magazines are now 
telling the SUPERDUTY story to your customers and prospects. Get 
details NOW! Ask about SuPEeRDUTY’s attractive distributor pro- 
posal. Be set for your share of easier sales . . . more profits. 


PORTABLE ELectric Too.s, INC. 


341 West 83rd Street, Chicago 20, Illinois 
in Canada: 369 Danforth Road, Toronto 13, Ontario 


| SUPERDUTY Portable Electric Drilis 


fe 
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BELTING—A 40-page catalog and 
manual on belting is being distributed 
by Graton & Knight Co., Worcester, 
Mass. It lists the various types and 
grades of belting® best adapted for 
each individual drive, and explains 
how to get longer life from belting 
through proper care, how to make a 
belt endless, and other maintenance 
ind operating procedures. Charts and 
tables on horsepower, ratings, belt 
speeds, specifications of controlled ten 
sion bases, and a series of formulas for 
belting requirements of various jobs 
are imcluded. ‘The book also contains 
sizes, prices, and specifications for 
ordering 


PIPE ‘TOOLS—The 1952 catalog has 
been released by Beaver Pipe Tools, 
Inc., Warren, Ohio, describing pipe 
ind bolt machines, power units, 
ratchet threaders, reamers, cutters, and 
other pipe tools. Four pages are de 
voted to an operating guide illustrated 
with drawings which describes 31 op 
erations in correcting pipe tool trou 
bles 














BEARINGS—A_ 136-page catalog on 
precision bearings has been published 
by the McGill Mfg. Co., Valparaiso, 
Ind. Intended as a practical reference 
source, it contains such information as 
bearing load computation and charts 
for load formulae. Sections cover en- 
gineering data, ‘“Multirol” full type 
roller bearings, the new “Guiderol” 
guided roller type cageless bearings, 
ball bearings, and miscellaneous data. 
Continued on page 174) 





1500 FKunds at 1000F 


TOP: Air view of Oswego, N. Y. 
Station of Niagara Mohawk Power Co. 


CENTER: Valves on main drum of 
875,000 pounds per hour steam gen- 
erator 


RIGHT: Drains from main steam, at- 
temperator, and superheater lines em- 
ploy a maze of valves. 


NEW CATALOG F-9 
Consult its 400 pages for the complete 
Vogt line of drop forged steel. Valves, 
Fittings and Flanges for steam, water, oil, 
gas, air and refrigeration services. 


DROP FORGED STEEL 


CHROME-MOLY STEAM VALVES 


Hold the line at... 


Oswego, N.Y. Station of 


* NIAGARA MOHAWK POWER CO. 


Listing central stations know 
and trust Vogt drop forged steel 
chrome-moly valves in their 
toughest high pressure and high 
temperature services. 


Specify Vogt ... and be SURE! 


*The Huntley Station at Buffalo 
and Dunkirk Station at Dunkirk, 
N.Y. use many Vogt valves. 


HENRY VOGT MACHINE CO., Louisville 10, Kentucky 


BRANCH OFFICES: NEW YORK, PHIILADELPHIA, CLEVELAND, CHICAGO, ST. LOUIS, DALLAS, CHARLESTON, W. VA. 
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New Tapes and Coated Abrasives 


World’s Strongest Tape? 


Even the giant Primo Carnera, world-famous wrestler 
ind can't break an inch-wide strip of “Scotch” 
Brand Filament Tape! Thousands of continuous rayon or 
rlass filaments reinforce this remarkable tape just as steel 


irs reinforce concrete 


boxer 


It's ideal for heavy strapping and 
yNnding 

ADVANTAGES: “Scotch” Brand Filament Tape has both 
trength and resilency— absorbs shock that would snap 
Strapping materials. Easy to apply, too— no 
sharp edges to injure workmen, no special applicating 
equipment needed. Over 5 times the tensile strength, 50 
times the tear-resistance of most industrial tapes. Sticks 
tight to the job 


ordinary 


MARKETS: Your own shipping room. All industries con- 
cerned with heavy-duty packaging and materials-handling 
work shippers, wholesalers, warehousemen, freight lines, 
airlines, and railroads. Any manufacturer who must rein- 
force, bundle, hold or palletize his products is a prime 
prospect for this new, amazingly strong tape 


“Tailored”’ Discs 


Now 
grinding needs 


3M gives you an abrasive disc tailored for specitic 
There are special 3M discs for grinding 
soft metals; for grinding hard surfaces; for removing heavy 
welds; for removing fine draw marks. 3M discs retain their 
shape, hug the pad to give you smoother results. 





ADVANTAGES: Faster-cutting, cooler-running and longer- 
wearing. Tough aluminum oxide mineral held in position 
by special bonding agent. Cutting edges jut straight out at 
all times, and stay straight out where they do the most 
cutting in the shortest time 


MARKETS: Sheet metal fabricators, manufacturers of re- 
frigerators and other major appliances, aircraft fabricators, 
railroad equipment manufacturers, office furniture, weld- 
ing shops, ship propeller manufacturers, and many others 


— 
Tape Channels Traffic 


Lane-marking and storage area designation is a simple 
job with “Scotch” Pressure-Sensitive Tape No. 400. Plastic 
backing of the tape resists wear from abrasion, and the 
high-strength adhesive sticks right off the roll and holds 
tight. No activator needed 


ADVANTAGES: Tape needs no “drying time” that usually 
slows up production. No special applicating equipment is 
required. Backing is unaffected by acids, oils, greases, 
alkalies, water, salts and common commercial solvents 
Easy-to-match colors: yellow, white, red, orange, blue, 
green, brown and black. Lasts 5 times longer than con- 
ventional materials. 


MARKETS: Your own shipping room. Manufacturing and 
commercial plants of all sizes and descriptions, warehouses, 
freight terminals, depots, garages, gymnasiums where floor 
and lane markings or aisle designations are needed to 
channel traffic-——to permit orderly storage arrangements 
and easy, direct flow of personnel or products. 


Sure Footing 


“Safety-Walk” 
sensitive adhesive that sticks to any clean surface 
injuries, costly claims, lost production time. It’s ideal on 
Steps, catwalks, ramps and walkways. 


a mineral-coated fabric with pressure- 
stops 
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(pen New Industrial Markets . . . 


ADVANTAGES: Provides perfect traction even under water, 
oil or grease! Easy to apply —simply whisk off the liner on 
the backing to expose pressure-sensitive adhesive, place 
material in position and roll or hammer for complete con- 
tact 


MARKETS: Your own shipping room. Steel mills, bakeries, 
furniture plants, metal-working plants, railroads, hospitals, 
paper mills, tanneries, schools and colleges, tool and die 
plants 


Abrasive “Ribbons”’ 


“Three-M-ite”’ Cloth Utility Rolls are available in handy, 
compact dispensers. Always ready for instant use, roll can’t 
unwind by itself. 50-yard spools in Yy” to 244%” widths 
tear easily to any desired length with no ravelling 
ADVANTAGES: No wasted time tearing abrasive strips 
from full sheets—no wasted material either. Strips are 
manufactured with the same painstaking care that makes 
3M Abrasive Belts, Discs and Sheets quality-favorites of 
industry. 


MARKETS: Automobile manufacturers, metal working 


plants, appliance industry, sheet metal fabricators, ma- 
chinery manufacturers and many others 


Tape Traps Rivets 


Hundreds of rivets at a time are trapped in proper 
position for hammering by “Scotch”’ Acetate Fibre Tape 
No. 775. This special tape has adhesive only along the 


edges to “pocket” the rivet heads. It's clear as glass, too, 
for speedy location of the rivets 


ADVANTAGES: Cuts riveting time in half! Tape strips off 
cleanly, quickly—leaves no adhesive residue to mar the 
tinish 


MARKETS: Aircraft companies and sub-contractors, con- 
struction firms, all variety of metal fabricators driving a 
large volume of rivets on a production line basis. 


Faster-cutting Belts 


Fast-cutting 3M Belts produce smoother finishes, last 
longer, cut costs. And these super-tough belts are now 
available in four basic constructions, in a wide range of 
grit sizes for everything from heavy grinding to fine finishing. 


ADVANTAGES: Mineral grains are chemically treated to 
adhere strongly to the bond. Abrasive can’t lie down on the 
job. Grit sizes are carefully graded to insure a uniform 
cutting surface. 3M Belts have extra-high resistance to 
friction heat. 


MARKETS: Aircraft industry, steel industry, all machinery 
manufacturers; appliance industry, glass, ceramic and pot- 





tery industry; woodworking, and metalworking plants. 


Minnesota Mining & Mfg. Co. 
Dept. 10-42, St. Paul 6, Minn. 


Please send more information on the products checked below: 
[] “Scotch” Brand Filament Tape C) 3M Abrasive Discs 
(] “Scotch” Pressure-Sensitive Tape No. 400 [[] “Safety-Walk" 
Wetordry Non-Slip Surfacing [] “Three-M-ite” Cloth Utility 
Rolls (] “Scotch” Acetate Fibre Tape No. 775 [[] 3M Abrasive 
Belts [[] Other “Scotch” Brand Tapes [_] Other 3M Abrasives. 


NAME 


Ct ae ee 


Made in U.S.A. by Minnesota Mining & Mfg. Co., St. Paul 6, Minn 
also makers of “Scotch” Sound Recording Tape, ““Underseal” Rubberized 
Coating, “Scotchlite’” Reflective Sheeting, “3M” Adhesives. General 
Export: 270 Park Avenue, New York 17, N. Y. In Canada: London, 
Ont., Can. 


INDUSTRIAL DISTRIBUTION © APRIL, 1952 71 








NOTES FROM CARBOLOY DISTRIBUTORS 


Ray C. Neal tells “How we use 
to promote our 


“First,” Mr. Neal says, “the Carboloy repre- 
sentative in our area gave a fill-in on the newest 
Carboloy service helps to me and to Harry Lock, 
our general sales manager. It included the latest 
dope on carbide tool applications and distributor helps. 
He also reviewed with us the Carboloy in-plant 
assistance and the help at the Carboloy training 
school that was available to the customer in meeting 
his particular problem. Carboloy representatives are 
certainly Johnny-on-the-spot when you need a hand. 


MEET Mr. Ray C. Neal, president of 

R. C. Neal Company, Buffalo, New York, 

one of the many leading distributors in 
the country handling Carboloy cemented car- 
bides, Carboloy tools and blanks. 

Sales- and service-minded, carbide-minded, 
Mr. Neal tallies up annual Carboloy cemented 
carbide sales, which make pleasant reading. Let 
Mr. Neal tell you how. 

“In the over-all Carboloy program,” he says, 
“we're backed up by the most comprehensive 
line-up of distributor and customer service 
helps in the carbide field. They’re simple and 
easy to use. They cover every problem a dis- 
tributor would have. And they’re prepared by 
experts. All we do is use them as a member of 
the manufacturer-distributor-customer team. 


“Every sales problem is different, of course, 


with every industrial customer. But here’s an 
instance of how we expanded our service pro- 
gram for one of our finest customers, the Car- 
borundum Company of Niagara Falls. 


“Next, we saw Russell Albertson (left) and 
Paul Brown, works manager and manager 
respectively, at the Carborundum Company. 
Together, our group ran over the CCC Plan, 
gave our suggestions on how to lick the particular 
headache Carborundum had tossed us. We also 
covered certain other specific slants on carbides. 
It was decided to send some Carborundum men 
to the Carboloy training school in Detroit. It was 
the kind of meeting we like, really comprehensive. 


INDUSTRIAL DISTRIBUTION © APRIL, 1952 





Carboloy distributor helps 
service...and extra sales” 


“When our plan was okayed,” Mr. Neal 
continues, ‘‘we pushed into the shirt-sleeve 
stage. Our sales people and the Carboloy 
representatives worked with Carborundum 
plant personnel on tool efficiency. Some of our 
customers are amazed at the depth to which 
Carboloy factory-distributor services penetrate 
plant operations. We aren’t. The Carboioy people 
believe in getting down to fundamentals. 


“Our job also involved a highly specialized appli- 

cation of carbides at Carborundum, so more Car- 

boloy consultants chipped in with firsthand help 

for the customer’s personnel. Whatever carbide 
problem we meet, we either have the Carboloy answer on 
tap within Neal Company, or we can get it fast from 
Carboloy headquarters. That’s the advantage of working 
with the leader in the field; distributors get the support 
they need when they need it. 


“Carboloy helps (personal and printed) are free; 


yet all the returns from a service program accrue | 


to the distributor. We’re now stressing the expansion 
of carbide applications throughout our industrial 
accounts, increasing carbide benefits to our customers 


and our carbide sales. The greater our inroads, the better = 


we position ourselves for distribution of other Carboloy 
created-metals that are coming along. How can you lose?” 


Are you using your Carboloy distributor selling helps for 
all they’re worth? Talk to your Carboloy distributor con- 
tact man today. 


“Carboloy” is the trademark for the products of Carboloy Department of General Electric Company 


CARBOLOY 


DEPARTMENT OF GENERAL ELECTRIC COMPANY 
11131 East Eight Mile Street ¢ Detroit 32, Michigan 
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A SAVING AT 
EVERY TURN 


DARNELL 
CASTERS 


& E-Z ROLL 


Choose just the right 
caster or wheel for your 
needs from the Darnell 
line of nearly 4000 types. 
These precision made 
casters and wheels will 
help you speed up pro- 
duction . . . will pay for 
themselves many times 
over. 


DARNELL CORP. LTD. 
Long Beach 4, Calif. 


60 Walker St., New York 13, N. Y. 
36 N. Clinton, Chicago 6, Ill. 
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SHEET METAL — “Craftsmen in 
Sheet Metal Production,” a 20-page 
booklet published by Lyon Metal 
Products, Inc., Aurora, IIl., describes 
the facilities, management, and fi 
nances available for production at the 
company’s two plants at Aurora and 
York, Penn. It contains a list of all 
Lyon equipment and machinery, in 
cluding illustrations of fully equipped 
tool rooms. 


WIRE BRUSHES—A bulletin listing 
58 standard sizes of single and double 
spiral twisted wire brushes for hand 
and power operation has been issued 
by The Mill-Rose Co., Cleveland, 
Ohio. It describes brushes from 4 to 
l-in. diameter in single spiral for hand 
operation and from 4 to l-in. in dou 
ble spiral for power, in Ys-in. incre 
ments 


CUTTERS-—To revise its standards 
on concave, convex, and corner round 
ing cutters, the Gorham Tool Co., 
Detroit, has published three new pages 
of its catalog, Pages 46, 47, and 45, 
listing the changes. The old pages 
should be destroyed. The company 
explained that the new standards af 
fect only the outside diameter and 
hole size of the cutters. 


MOTORS—A folder describing the 
type RA motor has been published 
by Wagner Electric Corp., St. Louis, 
Mo. Illustrated in color, it has detail 
drawings to show ciremtts for repul 
sion start and induction run 


POOLS Standard _ carbide-tipped 
tools are described in supplement No 
5 to catalog No. 50 of Super Tool 
Co., Detroit. It includes illustrations, 
specifications and prices in condensed 
form of the company’s line of tools 
for turning, facing, threading, and 
boring 





Theyte Good Bolts 
in Every Way 


Bethichem Bolts are good, dependable bolts in every way. They 
are made from quality steel. They have accurate, well-formed heads for 
easy wrench-grip, and smooth-running threads for accurate fit. What's 
more, Bethlehem Bolts are made in hundreds of individual types and sizes, 


to enable you to meet the varied fastener requirements of your customers. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 
On the Pacific Coast Bethlehem products are sold by Bethlehem Pacific Coast Steel Corporation 
Export Distributor: Bethlehem Steel Export Corporation 
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Digest of Speeches 
at the 5th 


Broadmoor Conference 
and at San Francisco 


Starts on page 88) 


Distributors report 
on area conditions 


—Rocky Mountain 


@ Stacy Hinkle, Mine & Smelter Sup 
ply, Denver, pointed out that the 
irea involved wide distances with few 
bunchings of population. In Colo 
rado, with a population of 14 million, 
for example, 55% are in Denver, 
Colorado Springs and Pueblo. It costs 
i lot to travel men and distribute 
goods under these conditions 
He showed figures to indicate that 
there arc seven major groups of cus 
tomers, or industries in Colorado. In 
terms of value of production they are: 
a 2 1. Livestock, $391 million 

WITT CANS and PAILS are de- All construction, $316 million 

. " Production added by all manu 

signed and constructed to with- f - ean 

acturing, $315 millon 

Tourist trade, $230 million 

abuse. Every detail from the spe- All mining, $150 million 


cial analysis steel to the rust- 6. Crops, $35 million 


~ 
3 


Bottom con- 
struction of stand years of hard usage and 
WITT CANS 


resisting hot-dip galvanizing re- Railroads handled 21.5 million 
; . tons in and out of the state 

flects the inherent quality of be- 

: i a hrom a survey he had conducted 

ing able to "stand the gaff.’’ Buy 


mong distributors in the area, Mr 
WITT and you buy unsurpassed Ilinkle reported that inventories were 


} quality—more for your dollar practically normal. In regard to the 
Bottom con- than that offered by any similar outlook tor 1952, 50% of the dis 
struction of 


: ‘ tributors reported they felt "52 would 
° container regardless of price. I eae ae 
a Soe 9 P be about as good as ‘51; 34% felt 
- 


52 would be better than ‘51; and 


Compare WITT CAN and PAIL ° E ; = felt business would be less in 
features with others on 
these points oe Southwestern Area 


@ STRAIGHT SIDES— assure extra resistance \rizona, according to C. E. Goll 


to rough handling WITT witzer, Pratt-Gilbert Hdwe. Co., 
@ DEEP ROLLING CORRUGATIONS—run full Phoenix, has a 4+-C economy—Cotton, 


length, adding further rigidity CANS Cattle. Copper and Climate The 
e HEAVY GAUGE STEEL—provides battle. tate has 750,000 population but 73 


ship ruggedness and PAILS i the area is Federally controlled 
e STEEL BANDS — protect top and bottom and 


Ile pointed out that manufacturing 
act as shock absorbers I 


payrolls ed those in agricul 
¢ HOT DIP GALVANIZING—o hand process HAVE THE «asrolls now exceed those in agricu 


after fabrication insuring heaviest possible ture and mining. 


rust-proofing “RIGHT” He went on to explain that the 
Sl aepeenenmendll 


e STURDY LID— snug-fitting, easy toremove stat produced $60,000 bales of pre 


A F mium cotton and that it produced 
"Originators of the Corrugated Can” NGL ++ if the domestic output of cop 


per. Like Colorado, the tourists dol 
THE WITT CORNICE COMPANY } 


lar ranks high in the exchange of the 
CINCINNATI 14, OHIO ae 
state In fact, tourists spent $125 

(202) million in the state in 195] 
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Double Reduction Maxi- 
Power Unit installed on con- 
veyor drive. 


in minimum space with Max’. Power parallel shaft drives 


For heavy-duty applications, here is a drive that offers the maxi 
mum in sturdy, reliable service 


Precision generated helical gearing with uniform load dis- 
tribution across the entire face means improved performance — 
permits maximum load-carrying capacity in minimum space. 
Maxi-Power Drives are available in single, double and triple 
reductions in ratios from 2.08 to | 
to 1,550 h.p. 
SINGLE REDUCTION 


up to 360 to 1 — capacities up 


Mail the coupon for engineering bulletin on Maxi-Power 


Drives or call the Foote Bros. Representative near you. 
FOOTE BROS. GEAR AND MACHINE CORPORATION 
‘ Dept. ID, 4545 S. Western Blvd 


Chicago 9, Illinois 


* = FOOTESBROS 





Beller Power Teac ncion Thnough Celter Laan 
Foote Bros. Gear and Machine Corporation 
Dept. 1D, 4545 S. Western Bivd., Chicago 9, Ill 


Please send Bulletin MPB containing full information on Maxi-Power Drives. 
Name 


Company 
TRIPLE REDUCTION 


Position 


Address 


City 
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—Missouri River Area 


Fine cooperation between manu 
facturers and distributors helped to 
alleviate the recent flood damage, re- 
ported J. P. Townley, Townley Metal 
& Hdwe. Co., Kansas City, Mo. He 
stressed that no place but in America 
could such a job be done. Our spirit 
rises to the fore in a catastrophe. 

He pointed out that business pros- 
pects for "52 were very favorable. The 
area, of course, is heavily dependent 
on the crop outlook. But that is good. 
He indicated that new industry was 
continuing to move into the area. 


—Utah Area 


The outlook for imtermountain 

business in 1952 is conditioned on a 

lot of factors over which distributors 

have no control, said H. C. Kimball, 

Z. C. M. I. Wholesale Hardware Di- 

vision, Salt Lake City. He indicated 

it was difficult to forecast without 

Pr, some answers to these “ifs” and 

; Ot tf : “question marks”: Korean truce pos- 

nd like most people, 1 find my thoughts : ww developments in’ French 

terete. pacer eel ndo-China, Egypt, Tunesia, Britain, 

tly turning to wild dreams of 6° Red China, to say nothing of govern- 

But the minute I think of ment spending, taxes and universal 
vacation think of packing...and packing military training. 

1lways reminds me of valves. He reviewed production trends for 

Valve packing is a very serious business Utah in 1951 covering such products 

und Cooper Alloy research engineers are s copper, lead, coal, pig iron and oil. 

stantly on the lookout for ways and means 


I il 
reducing cases of packing failure. You Current Problems 


know how much care is taken to insure a 
tly smooth stem so as to minimize any of the Hardware Wholesaler 
tior here is r »ubt about the 4 
F ion...There is 10 dak ) abo t Thomas A. Fernley, Jr., executive 
ising centerless ground stoc k for ‘ secretary of the National Wholecsle 
the user who doesn't insist on it M 


1 


Hardware Association, described 

Washington developments and ex 

packing than meets the eye. ; plained how the association helped 

the stuffing box, the packing : its members in the formulation, 

gland follower all play an im- amendment and interpretation of reg- 

the quality par ‘ ulations. 

: , ‘ The proposed PDIX for the whole 

king engineers have proven 3 sale trade had been abandoned, re- 

sompression on packing 1S ported Mr. Femley. It was not felt 

to be necessary. He further explained 

the associations efforts to bring about 

amendment of CPR 98 as it related 

and the gland follower to distributors margins on merchant 
flat pressure surface. steel products 


sven pressure on the 


ng the packing unevenly | Like 
ee the Hardware Business 


1n packing and you'll R. L. White, president, American 

remember that Cooper Alloy valve packing A Hardware Manufacturers’ Association, 
s "on the squ " bed described the origin of New Britain, 
Connecticut, as the historic center 

of the hardware manufacturing indus- 

trv. He asserted that the imdustrv 

was essentially one of small or rela- 

tively small businesses. New Britain 

and its industries developed because 

of its (1) human resources and (2) 


ig trouble. But there is more 


angular compression. For this 
Alloy valves are packed with 


the bottom of the stuffing 
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You know the acceptance of popular Du Pont Sponges 


Now Cash in on New 
Mops of Du Pont. 
Sponge Yarn_ J 


> 


These wonderful mops are making just as big a hit wit 


easy to sell customers as famous Du Pont Sponges have mad 


; : They’re ideal for all the industrial organizations yo 
HERE % WHY : serve. And most important to you, every sale of a spong 


; yarn mop brings you bigger profits! 
@ Sponge-yarn mops clean floors better absorb more 


; Now’s the time to cash in on the increasing deman 
water than ordinary mops. . . 

for these new mops. Get in on the ground floor . . . ord 
your supply of mops made of Du Pont Sponge Yarm 
Send coupon today for the names of mop manufacturers 
dirt and grease ; 

4 whom you can contact. 


@ They leave no lint, do an all-round neater job 
won't sour, snarl or tangle 
@ They're easier to clean 
wash right out. 


@And sponge-yarn mops are 
tough . . . give service that 


= SEND for FREE BOOKLET-~ 


E. I. du Pont de Nemours & Co. (Inc.) | 
Cellulose Sponge Sec. O.4, Wilmington 98, Del a 


Please send the names of manufacturers and free copy of 
the booklet describing Du Pont cellulose sponge yarn’s ad 
vantages for floor cleaning and maintenance 


Name 


Firm 
16 mer oF 
080% AnaDnIVversary 
Better Things for Better Living 
«+» through Chemistry 








Street. 








TO HELP YOU SELL THESE MOPS, Du Pont is running hard-hitting ads in these magazines: 
PURCHASING, MODERN SANITATION and INSTITUTIONS 
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TAL 
= POSITION 
>? POINT UP 


Ot iy Pye 
- ieerey toute 
pet 
MOG. ano 19 
“i 


ete | 


These jacks ave versatile industrial performers 
Phes're fast easy and safe to operate 
Thes can be used to move, lift’ or push 
equipment or stock bins Also can 
be used for pulling gears and pinions, bending 
pipe, and pressing erry-4 

Made in me = I. 3, 5, 8, 12, 20, 30, 50, and 
1O0-tons « 

“Push wel Pall” 


20-tons capacity 


WRITE US FOR DETAILS 


HEIN-WERNER CORPORATION - WAUKESHA, WIS. 


machiners 


Hein-Werner also makes 
Hydraulic Jacks of 4, 10 and 
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because it was independently and 
locally owned, managed and financed 
He pointed out that it was good to 
do business under these conditions. 

Big business, he said, produces big 
labor and the two produce big govern 
ment. The example of New Britain, 
he continued, may hold the answer to 
ome of our problems. Small inde 
pendently owned and operated manu 
icturers and wholesalers may point 
the wav to a more democratic way of 


| Can Get It 
For You Wholesale 


Dr. Robert L. Stearns, president, 
University of Colorado. suggested 
that competitive individual enterprise 
vas perhaps a better name for our 
type of economy than free enterprize 

“Too many people think even thi ing 
omes free”’ 

We need an uprising of resentment 
gainst moral corruption and a 
of self reliance. He cited the carl 
history of Colorado when the Stat 
of Jefferson was set up in the early 
days. They solved their own prob 
lems, he said, and didn’t rely on gov 
crmment to do something for them 

He pointed out that ‘“Universitic 
ire trying to give students an appreci 
ition of values.” Scientific and engi 
neering work in education is going 
forward apace, he said, but we have 
great problems in keeping pace in the 
moral and spiritual areas. This is not 
the fault of the students, he asserted, 
but is symptomatic of the general 
moral problems of our age 


returm 


Are We Really in Favor 
of Private Enterprise 


Our country was started by a small 
group of zealots who felt they wanted 
to set up an economic system which 
would provide for growth, freedom 
and liberty, suggested Walker L. Well 
ford, Jr., J. E. Dilworth Co., Mem 
phis, president, Southern Industrial 
Distributors’ Association. It is always 
a minority who get things done. Busi 
nessmen, he urged, must get out and 
resell the countrv on the virtues of 
our private enterprise svstem 


Inflation—— What IT is 
Doing to Industry 


Inadequate depreciation, or “capi 
is one of the msidious 
recognized by-products of 


tal erosion’ 


md httle 





YOUR PROFITABLE SALES-MESSAGE TO CUSTOMERS 


Time Savings up ¢ 


* 
Aa : 


7 R customers know the cleaning and cushioning advantages 
of rubber. They know the finishing actions of abrasives. Tell 
them to use advantages of both in Brightboy—as many firms work- 


ing lightweight and semi-precious metals. plastics. laminated 
materials, wood and glass are now doing -to combine burring, 
finishing. cleaning and polishing in one time-saving operation. 
Brightboy users are saving up to 50% on finishing time over meth- 
ods and materials previously used and achieving unusual as well 


as conventional surfacing effects. 


WHEELS, STICKS, 
RODS, BLOCKS 
tor machine and 

manual operations 





FOR YOUR DEFENSE-CONTRACT CUSTOMERS: 

Tell them to investigate the wide adaptability of Brightboy, 
already proved in the manufacture and maintenance of Ord- 
nance, Internal Combustion and Jet Engines, Airplane Parts, 
Electrical ad Electronic Equipment, Transportation Equipment 


and for the production of basic tools, dies, molds, jigs, pat- 


terns, etc. 


NISHING! 


BRIGHTBOY SAVES PRODUCTION TIME 


Bridges the gap between the rough grind and buffy 
Works to close tolerances; can be shaped to contour, Prog 
duces a wide variety of conventional and special finishes and 
patterns; frequently the final polish. Requires no befores 
use preparation or dressing; no skilled labor to handle it 


A FEW OF MANY GENERAL USES 


Removing light digs, tool and heat marks @ ey 
welded and soldered joints @ Finishing dies and molds 
Burring stampings. castings, machined parts. 





PROFITABLE, VOLUME-SELLING TIME SAVER 
FOR PRODUCTION AND MAINTENANCE 


Sell versatile Brightboy for a wide range of time- 
saving applications far beyond the use of conventional 
abrasives. Sell it for use with other abrasives, too— 
it takes up where coarse abrasives leave off. Sell it 
in connection with drills, cutting tools, files, ete. 











INVITING DEALER PROPOSITION ON A SALES NATURAL 


Good industrial territories available. 
Write us now for interesting particulars. 


a 
“WELDON oe" ROBERTS 


Drigintbes 


RUBBER CUSHIONED ABRASIVES 


BRIGHTBOY INDUSTRIAL DIVISION 
Weldon Roberts Rubber Co. 
6th Ave. & No. 13th Street ° Newark 7, N. J. 
America’s Pioneer Manufacturer of Rubber-Bonded Abrasives 
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Co. American industry, he continued, 

‘ P a 4 | has been underestimating depreciation, 

America’s First Vise Maker over stating profits and paying divi 

, dends out of capital. Conventional 

accounting does not give effect to 

Accepted by Industry for 120 Years | iifferences in the value of dollars. A 
1935 dollar and a 1952 dollar are the 

. — THEY ALWAYS same for accounting purposes but they 

STAY SOLD ire far from the same dollar when it 


comes to replacing worn out plant 
Or equipment 


inflation, asserted H. P. Ladds. ‘The 
Pp A p 4 F 4 WV 1 ~ E Ss National Screw and Manufacturing 


Is Private Enterprise 
Always Free Enterprise? 


You find socialism present where 
capitalism has failed, pomted out Har 
old F. Silver, Silver Engineering 
Works, Inc. As an example, he cited, 
the case of England where, through 
“See us ot the failure of capitalism to remain 
Booth 333 free, you got socialism. England 
Triple Mill didn’t plow back earnings into new 

Supply methods and new machinery. Stagna- 
Ponvention”’ tion set in when capitalism ceased to 
serve and retreated behind the walls 


4 . of cartels. In fact, he indicated, car- 
The Sales Policy iS Machinists @ @ Top Swivel Jaw tels were set up to the point where 


100% through Distributors Sucduuien ¥ pag Pipe | new industries or firms couldn’t en- 

ter the picture. ‘Thus their industry 

THE CHARLES PARKER CO. MERIDEN, CONN. was not free even though private en- 
—_ terprise still existed. 

As socialistic thinking progresses, 


For Safety's Sake al SELL it inevitably must be couched in terms 


of “Thou must” as contrasted with 
DA YTON SA FETY LADDE RS our thinking which says “Thou shalt 
. not” in certain areas, but leaves the 
\ Maintenance men everywhere rely on rest free. We were headed down the 
Dayton Safety Ladders for maximum monopolistic path in this country, 
’ Mr. Silver asserted, until as a reflec- 
tion of general distaste the govern- 
ment stepped in, in the 1890's, with 
and reinforced with rigid steel sup- our anti-trust laws. We must main- 
ports to give great strength and light- tain the right of freedom of entry 
ness of weight. if we are to maintain our free enter- 
prise system, he concluded. 


i Lae SVHO 
aui 


(ail 








safety and convenience. Daytons are 


constructed of tested airplane spruce 


Handrails of steel guard the large 
roomy platform for added safety. . 
Half of platform can be raised to Looking Ahead 


form an extra step, when needed. 


These famous ladders can be set up with our Association 


instantly, are easy to carry and fold Harry R. Rinehart, executive secre- 
compactly for storing. Automatic tary, Nationa] Industrial Distributors’ 
locking feature insures safety while Association, Teviewed the activities of 
; the association during the year, at the 
San Francisco meeting. He described 
the activities of six joint committees 
A FEW CHOICE TERRITORIES ARE STILL OPEN. 1. National Affairs Committee. 
WRITE TODAY FOR COMPLETE INFORMA- 2. Industry Service Committee. 
TION ON OUR FAMOUS LINE OF LADDERS 3. Research and Planning Com- 
cies met watt tor unwelens cee, AND LADDER SHOES! mittee. 
rubber safety shoes at no extra cost 4. Sales Training Committee. 
DAYTON SAFETY LADDER co 5. Advertising Committee. 
. 6. Joint Industry Committee. 
2339 GILBERT AVE CINCINNATI, OHIO 
In Canada—Safety Supply Company—Toronto 


ladder is in use. 








He informed the group that work 
on the sales training films had been 
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Sell The 
V-Belt Drive 


which all industry likes best 


Today more machinery is equipped with QD sheaves 
than any other hub-and-rim combination. And the 
popular Worthington-Goodyear EC Cord V-belts give 
you over 75,000 sheave and belt combinations. 

Worthington’s FHP line is also complete—quick- 
detachable QD Junior V-pulleys, bored-to-shaft-size 
solid machined steel V-pulleys, die-cast V-pulleys, 
pressed steel V-pulleys. 

Worthington Multi-V-Drives with QD sheaves and 
Worthington-Goodyear EC Cord V-belts are nation- 
ally advertised. And there’s always a good “plug” for 
doing business with our distributors. 

Sell Worthington across the board—it’s the complete 
quality line. Worthington Pump and Machinery Cor- 
poration, Multi-V-Drive Sales Division, Buffalo, N. Y. 


SSS Fah \ 
=D 


THE GOOD RIGHT 


POWER TRANSMISSION: PUMPS: 
sheaves, V-belts, variable speed drives 


<> 
AAAS 


RSS 


centrifugal, power, rotary, steam 


WORTHINGTON QD sHeave 
reset ware 


The original tapered cone grip sheave that 
is preferred by men who have to install or 
change sheaves — purchased more often 
than any other. 


=. 


HAND OF INDUSTRY 


AIR COMPRESSORS: 
water-cooled, air-cooled 
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‘’ reinstituted and that there would be 

a showing of them at the Atlantic 

wise buyers know City Convention. He also described 
the advertising awards for manufac 

turers who state the plus values of dis 


it pays to go Zo ne 
Current Aspects of the 


Uf 
AFETy FIRST ! Defense Production Program 


Franz T. Stone, Deputy Adminis 
trator of the National Production Au 
thority reviewed the objectives and 
progress of the defense production 
program. ‘The overall plan, he re 
ported involved four propositions 
1) increase rapidly the output of 
equipment for a relatively small strik 
ing force, (2) lav down stand-by ca- 
pacity for military production, (3) ex- 
pand our resources so we can have 
ill we want without controls—at the 
same time stockpile critical materials 
ind (+4) do all this without upsetting 
the civilan economy 


for all socket screw He imdicated that monthly produc 


tion of “hard goods” had increased 

roducts five fold. He further pointed out that 
p we are laving down the facilities to 
produce 350,000) planes and 35,000 





tanks. Our expansion program which 
ca a complete line is well on the way will provide 18 
000.000 tons more steel, will double 
iuminum capacity, will provide for 


+ e 
tt an exclusive line +1) MIOre clectric power, ind has al 


ready doubled machine tool produc 
e e 
2 | quality line tion and will double it again 
Ile assured the group that the es 
sentiality of the role of the industrial 
Safety Socket Screw's entire design and distributor was fully recognized in 
N.P.A. and that the divisions in N.P.A 
had been staffed by industry people 
who understood industry problems 


manufacturing tacilities are devoted 
exclusively to socket screw products 
Here's a concentrated single -mindedness 


that assures you always of the absolute 


finest in socket screws plus the widest Distributor Problems 
possible selection and fastest deliveries of the West Coast 


For every application — whether it’s tor huge, 


rugged machinery or delicate precision Requiring Consideration 


instruments insist on “Safety-first” at : ‘, 
; Ihe major problems of West Coast 
distributors stems from the distances 
involved, asserted Wallace H. Camp 
specify bell, Campbell Hardware & Supph 
SAFETY SOCKET SCREWS Co., Seattle. He called manufacturers 
ittention to the growth of the West 
safe, sure, speedy! Coast in the past decade. He cited a 
growth in population of 44 million 
SOLD THROUGH AUTHORIZED INDUSTRIAL DISTRIBUTORS since 1940, an increase of 50%. He 
urged all manufacturers to extend the 
2% cash discount and to remember 
the distance and time involved. He 


called on manufacturers to appoint 

° Carcety Cornew COMPANY representatives who were good busi 
nessmen and who could operate inde 

6500 Avondale Avenue, Chicago 31, Illinois pendently at a distance. He cautioned 


that salesmen as a rule were slack 
big volume has been due to general 


your Industrial Distributor 
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This valuable little booklet can be a real passport for you to bigger sales 
of chains aad sprockets. It's devoted to installation, lubrication, operation, repair 
and storage of chains. It’s non-technical . . . it’s easy to read... 
it’s filled with interesting sketches, charts and graphs. 

Anyone who is concerned with the purchase, operation or maintenance 
of chain drives and conveyors will want this book. It should be an excellent “door 
opener” for you . . . will give you plenty of material for opening a conversation. 
It will also give you a perfect opportunity to see some of the men out in the plant 
... the ones who really know their chain and best appreciate chain quality. 

This book will also help you put yourself “in solid” with your present 
customers. You may want to mail out copies to a selected list or perhaps 
send one along with every shipment. In any case, you may have all you can use 
absolutely free. Just send us the coupon. 








oN JUST USE THE COUPON 
Bn CHAIN BELT COMPANY 

4622 W. Greenfield Ave. 

Milwaukee 1, Wis. 


Gentlemen: 
Please send me 


Chaastma Belllé company 


OF MILWAUKEE 


Atlanta © Baltimore ©@ Birmingham ¢ Boston @ Buffalo @ Chicago © Cincinnati 
Cleveland @ Dallas @ Denver @ Detroit ¢ El Paso @ Houston @ Indianapolis ¢ Jackson- 
ville @ Kansas City @ Los Angeles © Lovisville © Midland, Texas @ Milwaukee 
Minneapolis © New York © Philadelphia @ Pittsburgh ¢ Portland, Oregon © Spring- 
field, Mass. @ St. Louis @ Salt Lake City @ San Francisco @ Seattle ¢ Tulsa © Worcester 


Company 


Address 


we ee oo ee ee 
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and hell Buy ! 


CHAMPION 
DEARMENT 


And who wouldn't? For Channellock 
— are the finest to be bought or sold 
annellock pliers have been known for years 
apa highest quality tool made by Champion 
DeArment, long recognized as synonomous 
with quality and craftemanship 
Check the features Longer Wearing, 
Closely Spaced Adjustments, No Wear on the 
deint Bolt, Self Cleaning these plus the skill 
and experience of more than 65 years make 
Channellock Pliers outstanding 
When your customer relies on your judg- 
ment you can recommend Channellock pliers 
proudly Hand him Channellock and he'll buy 
And remember, ONLY Champion DeAr- 
ment makes Channellock. Send for Catalog 
today 


CHAMPION DEARMENT TOOL CO. 
Meadville, Pa. 
Channellock piers ave listed in the 
Yellow Pages of mast lelephone 
Dwectores under Tools 





busine conditions not to superior 


lling 


Improving Customer Relations 
Under the Defense Program 


Distributors should orgamize them 
operate effectively under con 
tioned BE. FE. Hev, Union 

& Metal Co., Los Angeles 

nted out a number of steps 

d to be taken: (1) set up a 

nity department, insure that 
representatives know their mat 
handise and know the controls ef 
fecting the distribution of their prod 
ict be im position to mform cus 
of delivery time, (4) keep cus 
mers informed of changes in sym- 
bols and (5) practice fair allocations 
in terms of the 


items 


tomer 


importance of end 


Following Through in Fifty-Two 


While troublesome, steel short 
ie isserted C. L. Wheeler, The 
Salt Lake Hardware Co., will not be 
too serious short of all-out war. ‘The 
greatest potential hazard will occur at 
the time when our greatly enlarged 
productive capacity can be devoted 
exclusively to civilian production. He 
urged that all should prepare now 
for what is ahead 

He indicated that he felt our most 
serious problem was how to operate 
under confiscatory taxes and controls. 
Hie pointed out that 1952 may well 
be the vear of decision for America. 
“Can we reverse the trend as we go 
down the road to socialism?” 


Missing the Boat 


Ralph M. Johnson, president of 
the American Supply & Machinery 
Manufacturers’ Association, pointed 
out the steps which had been taken 
during the past vear to integrate and 
oordinate the efforts of the three as 
He reported that the two 
issociations have joint 


sociations 
distributor 
tanding « to work on their 
While this two 
team was a step forward, he said 

felt that the industry could really 
function better a 


ommiuttees 


ommon problem 


1 three-horse team 
ind that we should have triple associ- 
iti committees to work 
ut problems of mutual interest 

As a step in this direction, he said 
he had appointed the American As 
ociation’s Co-ordinating Committee, 
inder the chairmanship of D. W. 
Northup Hle indicated that this 
mummittee was already actively work 
ing with distributors on a number of 


projects. 


n standing 
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MEANS MONEY! 


Square Point 
Open Back Shovel... 


SHOPPERS 
Look 4 


FOR 
-— 


YOU'LL 
MAKE 


money 
ON 
iT... 


~~ 


Available in three well-known Magor 
brands, Arrow—Bull’s Eye—Gold 
Target. Each with a reputation that 
builds up terrific sales potential! 
Priced right—built right. Every 
Magor sale assures you a satisfied 
customer — guarantees repeats. And 
there's no inventory confusion when 
you stock Magor’s simplified line. 
Write today for illustrated price list. 





GO 
CAR CORPORATION 
SHOVEL DIVISION 
50 CHURCH ST., NEW YORK 7, N.Y. 
RY. RE ae ee 
wv 





3 ways RB&W advertising helps the distributor 








<6 af ombrmatan to keep pre 
ot bts 
per heang time ond pepe 
ob 


eon a tem omchast nw 


RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY 
100 Tease @aerme srseme 
RBaW Zz ven vores 
GvH Pua) mans amenree r8eme 


Pee eS OER) CORMOFORL AA GOCE FAL Sh LOS AMOR CAL Ae! ce ae ot LARP, SARE 
« CAAd ORMLAME hee ape AOETAMD HMA Se eam ee mew mee 


106 YEARS MAKING STRONG THE THINGS THAT WAKE autRICA STeORE 




















1. One way RB&W makes its line more valuable to 
you is by prestige advertising that identifies RB&W 
with quality. This distinctive campaign appears 
regularly in FORTUNE, MILL & FACTORY, PUR- 
CHASING, IRON AGE, STEEL, etc. 


2. Stressing the distributor's vital role to industry 
helps both of us. RB&W products are sold by dis- 
tributors from coast to coast. This campaign ap- 
pears regularly in MILL & FACTORY, PURCHASING, 
IRON AGE, STEEL 


CeoeseeeSeSSSSeeeeeesesseseseoceoseegesaesceseeceeseoeseee” 


eevee eeeeeeeereeereeeeeeeeeeeeeeeeeeeee 


We are leading a double life! 


eoeeeevreereeeeeeeeeeereeeeeeeereeeeeeee ee 





RUSSELL, BURDSALL & WARD 
BOLT AND NUT COMPANY 


No assembind product can be stromgrr (han its fastener 
RBAW manufacture both bright and hugh carbon cap errs 
dandant quewehed amd tempered of alley ster! mmetine 


af of (heme made to de the fastecung job as the mpervter y 
rperene 


nd of Workt War IT hae prepared as to f 


ty eaperer RRS W fasteners 


107 YEARS MAKING STRONG THE 
THINGS THAT MAKE AMERICA STRONG 


Plants at: Port Chester, N. Y., Coraopolis, Pa., 

Rock Falls, Ill., Los Angeles, Calif. Additional sales 

offices at: Philadelphia, Detroit, Chicago, Dallas, 

Oakland. Sales agents at: Portland, Seattle. Dis- 
tributors from coast to coast. 


RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY 


108 YEARS MAKING STRONG THE THINGS THAT MAKE AMERICA STRONG 











3. Specific product advertising like this creates de- 
mand for the specific RB&W products you sell. 
The three ways RB&W advertising boosts the dis- 
tributor lead to one conclusion ... it pays to do 
business with RB&W. 
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CASH IN 


TWIN PROFIT LIN 


HYDRAULIC 
PULLER 


Fastest selling, easiest 

working, handiest 

Push-Puller in history 
. . Fits all OTC Pull- 

ing Units . . . Works in 

any position . . . Elimi- 

nates torque, eliminates 

friction . . . Twin cylin- 

ders develop 17% 

tons power... 

Light, compact 

easy to handle. 


OTC Power-Twin does jobs no other hydraulic 





ram can do Applies force directly Fast 
easy. unlimited adiusiment Quick, simple 
interchange of parts Permits use of adjust 


ing screws 


<2 
Portable hydraulic pulling unit 
holds complete OTC Push-Pull- 
ing system and adapters 
Easily moved to any spot in 
shop, always right on the job... 
36 inch clearance below press 
is enough to hold any job cha 
Amazing sales appeal for selling with 
Power-Twin Hydraulic Puller. 


Open throat Press plate . . . Avail- 
able separately for mounting on 
bench or service truck . Can be 
used with OTC Power-Twin for per- 
manent hydraulic press 





OWATONNA TOOL COMPANY 
373 CEDAR STREET © OWATONNA, MINNESOTA 
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with the CENTER HOLE... 


Association's Co-ordinating 
Committee in Action 


D. W. Northup, chairman of the 
American Association's Co-ordinating 
Committee, reported that a construc 
tive program in cooperation with the 
Joint committees of the National and 
Southern Distributors’ Associations is 
ilready under way. 

He pointed out that 6 topics had 
ilready been selected for study—3 
suggested by distributors and 3 sug 
gested by manufacturers. In every 
case, however, he showed benefits 
would accrue to both manufacturers 
ind distributors as well as the con 
sumer The topics selected are 

1. Net pricing from list and dis- 
count. 

Small orders received by manu 
facturers. 

Decimal packaging 

Standard forms for distributors’ 
LISC 

Advisory boards 

Costs of placing an order by 
industrial buvers 


~ 


Obedience 
to the Unenforceable 


Things are being done at the na 
tional and international level that 
wouldn’t be tolerated at the personal 
level, asserted John S. Tomajan, The 
Washburn Co. But he pointed out 
moral standards at the national and 
international level can’t be above the 
iverage of individual morality. “What 

in be done at the individual level?” 

He pointed out that we have the 
domain of positive law and the do 
main of free choice but between these 
ireas lies the domain of the unen 
forceable. What we need is not more 
laws but an extension of the area of 
obedience to the unenforceable 


Opportunities and Obligations 
of the Steel Distributor 


L. B. Worthington, United States 
Steel Supply Co., reported that 14 
million tons of steel were shipped 
from the mills to steel distributors in 
1951, or 18% of the total produc 
tion. This presented opportunities 
as well as obligations for the steel 
warehouse business 

He pointed out that there are 30,- 
000 concerns distributing steel from 
the corner retail hardware store to 
the large metropolitan steel ware 
houses. In steel warehouses proper, he 





Wherever fluids must be conveyed.... 


- 


CMH convoluted bose is available 
m a variety of types imcluding 
square locked, ball bearine and 
fully mteriocked 

bronze and other allo 


CMH corrugated steel and t 
hose #s avatiable im standard 
from ” through 2” LD. 
burst pressures to 12,000 pst 
peratures to 1000° F. Stamiless s 
types also arvatlable 


Flexon identifies 
CMH products that 
have served industry 
for over 50 years 





You have a prospect 
for CMH Flexible Metal Hose 


Any plant where fluids must be conveyed between relatively moveable points 
is a prospect for CMH Flexible Metal Hose. 
In the CMH line there are hose types for all kinds of motion 
including vibration and expansion or contraction. 
There are types for high temperatures or low temperatures, 
high pressures or low pressures, viscous fluids or searching fluids. 
From your standpoint, this means that virtually every plant in your area 
is a prospect for CMH Flexible Metal Hose. 
This profit potential is coupled with a sound distributor policy 
that includes such features as engineering and product application assistance, 
sales promotion aid and extensive business and trade journal advertising 
designed to bring customers to you. 


Write for full information, today. 


CHICAGO METAL HOSE Division 





7 
Flexonics c2pcr2tion 
ath, 
1314 S. Third Avenue * Maywood, illinois 


Manufacturers of Convoluted and Corrugated Flexible Metal Hose in a Variety of 
Metals + Expansion Joints for Piping Systems ~- Stainless Steel ond Brass 
Bellows ~- Flexible Metal Conduit and Armor - Assemblies of These Components 
In Canada: Flexonics Corporation of Canada, itd., Brampton, Ontario 
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continued, there are 6,000 traveling 
salesmen, 6,000 telephone salesmen 
and last year they processed 16,000,- 
Q00 orders 

Lhe scrap situation continues to 
be very serious, he reported, with 


furnaces “down” for want of scrap 


Industrial BRUSHES and BROOMS He asserted that he felt there was no 


basic shortage of steel, just a matter 

of mal-distribution. He further stated 
THEY GIVE THE SERVICE . that if , cl poser) be dean a in 
under Washington controls there 


YOU GET THE BUSINESS would be enough steel with the pos- 


sible exception of certain types 


MARKETS taken on by 


Metal Working 


AAS (71TH the CAPITAL Line you have the right kind of 


. maintenance equipment to sell . . . they outwear and D | ST R | B U T 0 R $ 


Road and : . . r FY 
Building Contractors outperform similar equipment. You help the men responsi- 


Mines 




















Tex 
tile malts Public ble for efficiency in plant maintenance to use their appro- 
aildings 
4 priations wisely. In doing this you help yourself because 


3 fe O - ng Ct ridge, 
the CAPITAL line pays good dividends. We suggest to Butts < tdway Co ambridge 


Mass., has been named distributor 
eo a users that they buy thru their local distributor. eG ¢ 
= The Black & Decker Mfg. Co 


for 
line of portable electric tools, and 
INDIANAPOLIS © &sisies’: 
BRUSH AND BROOM MANUFACTURING CO. Durkee-Atwood Co., Minneapolis, 
CORNER BRUSH AND BROOM STS. Est. 1890 INDIANAPOLIS, IND. Minn.. has appointed the following 
companies as exclusive distributors 
of industrial V-belts in their respec- 
tive areas: 


Industry Needs More 


FLEXIBLE SHAFT Boise, Idaho 
MACHINES 


" e Charles A. Schieren Co. 
eee and you Can Profit Salt Lake City, Utah 
from this Need eA. H. Tischer & Sons 


Indianapolis, Ind. 


e Sawtooth Co. 


Wherever there's a metal-working plant, 
there is almost sure to be a need for 
this versatile equipment and every e B-H Supply Co 
machine represents a profitable unit of Saginaw, Mich 
sale for the industrial distributor a 
For grinding, snagging, sanding, and 
dressing castings in foundry or machine e Power Drives, Inc 
shop, you'll find no handier, speedier, Buffalo, N. Y. 
easier-to-operate equipment than MALL 
Flexible Shaft Machines. The operator elon S. Grove Co 
enjoys utmost freedom of movement with > 
the caster-fitted rolling motor pedestal Pittsburgh 
And far less weight to carry than tools 
equipped with built-in motors. Result e Scanlon Supply Co 
less user fatigue, fewer rejects, better Utica, N. ¥ 
production 
MORE POWER TO THE POUND : 
LESS POUNDS TO HANDLE [he Jonathan Handy Co., Inc., New 
n ’ If this fits in with your distribution setup Bedford, Mass., has been named a 
ai (| Ae Wire Brushing and you feel that you can do justice to distributor of materials handling 
And Many Other . this equipment, tell us about your organ equipment for The Market Forge 


Co., Everett, Mass. 


a 


Applications } ization and contacts 


40 FACTORY-OWNED WAREHOUSES, COAST TO COAST, 
TO SERVE OUR CUSTOMERS. > rm. 
I'he San Antonio Pipe & Supply Co., 
_Slie end meil this CHECK List B details San Antonio, Texas, has been ap- 


SR, ase jas pointed a distributor for industrial 
TOOL COMPANY : rubber products of Republic Rub- 
7802 5. Chicage Avenve N L} ber Div., Lee Tire & Rubber Corp., 


Chicage 19, IIlinois . ae Jo Youngstown, Ohio. 
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Proven in all types of industrial applications, 
PEORIA CHAIN helps maintain uninterrupted pro- 
duction, month after month, year after year. Plant- 
wide quality control puts dependability in every link 

whether made of PEORIA’S top quality malleable 
iron or the even stronger and longer lasting pearlitic 
iron, METAMAL. Sell your customer a chain of uni- 
form high quality — profit-winning PEORIA CHAIN! 


YOU OWE YOURSELF 


PEORIA CHAIN 
PROTECTION 


PEORIA CHAIN distributors are protected by a 
sensible factory sales policy that safeguards their 
investment, time and effort. Sell this complete line 
of malleable iron chain. Order now or write for 
the PEORIA CHAIN free catalog 


Matueaste CAST! 


PeorRIA 


“7%. oF AL 
iN MAKERS 


RIA, 
sanene st °F” 


CHA 


Checking molding sand 


NGS Co. 


LLLINOTS 


cor 45 YEARS 


H Class 
Drive Chain Z 


Roof -Top 
Transfer 


Rolier-Top 
Transfer 
Chain 


INDUSTRIAL DISTRIBUTION © APRIL, 1952 


Detachable 
Chain 


W Class 
Refuse 
Chain 





built-for-the-job 


CASTERS 
insure 
* Increased plant efficiency 
* Faster materials handling 
* Lower production costs 


more than 25 
Bond 
casters for your 


——— any of the 
W different types of indus 
trial materials 
handling jobs and know that these 
efficient, sturdy and economical 
casters will roll-up greater produc 
tion profits every time 

For complete facts on all Bond 
Truck Casters write for your copy 


of Catalog K-38 


BOND FOUNDRY & MACHINE CO. 
Manheim, Pennsylvania 


1536A Series — Double 
Ball Race Swivel Caster 
equipped with Roller Bear- 
ing Vulcanized-On Rubber 
Tread Wheels for quiet, 
smooth operation. 


3A Series 
Swivel Caster 
steel construction. 


1A Series 


Single Ball Race 
sturdy semi- 


Stationary 


Caster equipped with Plain 
Wheels. 


Bearing Semi-Stee! 


41A Series 
Rigid Caster 
heavy duty work 
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Structural Steel 
for handling 
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D-A-T-E-§ 
TO REMEMBER 


\pnl 6-10—The Southern Hardware 
Convention, Palm Beach Biltmore, 
Palm Beach, Fla 

\pril 7-9—American Society of Lu 
brication Engineers, Statler Hotel 
Cleveland, Ohio. 

‘lay 6-9—4th International Lighting 
I'xposition and Conference, Cleve 
lind, Ohio 
iy 19-21—Triple Industrial Supply 
Convention, Atlantic City 
ne 16-20—Industrial Finishing Ex 
position of 1952, International Am 
theatre, Chicago 

() 6-10—National Hardware 

nd Central Palace. New 





Show, 
York 





Manufacturers Can Use 
Distributors’ Help 


Starts on page 94 





heimer feels that the salesman must 
be prepared to demonstrate and cre- 
ite new uses for them. He should 
have sufficient knowledge of the line 
to know both its strong and weak 
points and to insure that under no 
circumstances, the customer buy the 
wrong product. 

Sclling the customer the right prod 
uct for the job is a strong point with 
Mr. Wertheimer. It makes for cus 
tomer reliance on the distributor and 
his salesman and the manufacturer. 
Most of the breakage and dissatisfac 
tion on the part of customers, accord 
ing to Mr. Wertheimer, is caused not 
by poor product, but by misuse and 
incorrect procurement for the particu 
lar job 

Mr. Wertheimer cited an exper 
ment he conducted along these lines 
in his own organization. He took one 
of his inside men and sent him to a 
factory for training on the product 
repair, manufacture and application 
When the man returned, he was put 
on repair work solely. Then came a 
period of sales and service. Now the 
man is on saleswork solely and, in a 
short time, Mr. Wertheimer expects 
him to be the most successful sales 
man of the line in the organization 
\s a result of the experiment, Mr 
Wertheimer expects to take men from 
selling and put them through the 
same routine of training. The job of 
training is one for distributor and 
manufacturer 





WATER SERVICE 
PRODUCTS 


: P 
pway cuRB STO 
OUR and DRAIN 


Over 80 years of manufacturing experience 
... designed for easy installation . . . long years of 
trouble-free service ...interchangeable with those 
of other manufacturers. ..corporation stops can be 
installed with any standard tapping machine. 


All Hays fittings made of single, uniform, high 
quality water service bronze, 85-5-5-5 mix... hy- 
drostatically tested at 200 pounds or more... plugs 
individually ground in for perfect fit...specially 
lubricated for permanent easy turning. 


A complete line of brass and iron products 
for water, gas, steam, plumbing and industry 
is available at a single source HAYS. 





—- 


EXTENSION 
SERVICE BOXES 


ARCH MINNEAPOLIS 
PATTERN PATTERN 
BASE BASE 





Pcentien 





Write for Folder 104, illustrating Hays Water Service Brass Products. 
Illustrated folders are also available describing the following products 
Plumbing . . . Industrial .. . Marine . . . Gas Service . . . Hays Copper Tube Fittings. 


HAYS MANUFACTURING COMPANY 


12TH & LIBERTY STREETS, ERIE, PENNA., U.S. A. 
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4911 W. Lawrence Avenve + 
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LOGAN 


ARIDIFIE 


REMOVES 92% OF 
OIL, WATER AND 
DIRT FROM GAS 
AND AIR LINES BY 
CENTRIFUGAL FORCE 


For paint and lacquer 
spraying, ceramic sand blasting, 
cir cleaning, etc. Make new instal- 
lations more efficient. Easily 
replaces any standard type of 
drier. Saves tools. Capacity range 
7CFM to 17,000 C.F.M. 


PROFITABLE 


Backed by national 
advertising, dealer helps and a 
distributor policy 
that guarantees 
stock movement. 

Write for details 
of our sure-fire 
sales plan. 

J 
Exploded illustration 


shows how air move- 
ment operates multi 
blode rotors at high 
speed, thereby remov 
ing contamination 
from line 





MANUFACTURERS’ 
AGENTS WANTED 
Some territory still 
available. Write giving 
complete information 
on lines you Sandie and 
ferrtery you cover 











The Aridifier is made by 
the builders of Logon 
Lothes and Shapers 


ENGINEERING 
COMPANY 


Chicago 30, tL 


Non-Stocking Distributors 


One of the most disrupting influ 
in manufacturer-distrnibutor re 

nships, Mr. Wertheimer feels is 

practice of giving the 
yunts to non-stocking distributors as 
to regular stocking distributors. It in 
furiates legitimate distributors to los« 
m order for they stock to a 
narginal distributor who carries no 
tock. By the same token, it is a 
terrific deterrent to a salesman work 
ng on the line. 


Salnic dis 


items 


Large orders have been lost to such 
marginal distributors on a price basis 
ind Mr. Wertheimer doesn’t think the 
mswer is hard to find 

Why not? How can we, and by 
we’ | mean any firm that invests its 
money in a line, compete with a firm 
that has no investment in stock? My 
inventory at any time is considerable; 
his is nothing. We have the material 
in our stock and must pay freight 
charges to the job site. We pay help 
to load and unload, pack and unpack. 
All he has to do is to open an en 
velope with a bill and make 
bill. Whatever percentage of 
he makes on such a transaction is 
Part of what I make is my 
in overhead for handling the 


out a 
proht 


clear 
penalty 
ling ¢ 
Mr. Wertheimer doesn’t believe the 
marginal distributor's salesman 
Ile takes an order 


sells 
an already existing 
from the man who sold 
it. ‘This is true whether the marginal 
distributor is a man with an office in 
his hat or a nation-wide organization 
laiming national contacts. Each ter 
stand by itself, Mr 
Otherwise it is 
local distributor as well 
manufacturer's 


order 


wa 


itorv should 
Wertheimer 
to the 
to the 


believes 
untan 
own sales 
force 
Lhe distributor's contribution 
hould be to carry, at all times, a real 
inventory of all the manufacturer's 
products, not just a token one, acc 
ing to Mr. Wertheimer. He 
the manufacturer's field 
the best judge of 
istributor should 


theimmer’s St 


ord 
believes 
men should 
what mventon 
carn In Mr 
1 60-da supph 1S 
equa 
The supply will ording to 
market's potential and the manu 
should be able to advise the 
butor on his potential. Proof is 
ficient turnover to make han 
g the line profitable. Dead inven 
bad for 
id manufacturer should set Ins 
sights nght 


Vary act 


evervone concerned 


+} 


Channeling Inquiries 


With a discount 
idopted, manufacturers should 
lish a policy of referring 


corrected system 
estab 


mnqui4rics 
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“C’ CLAMPS 


Write for facts about Billings 
Distributor Policy today! 





EMBURY 


The Torch with the 
'elilield Maltese 


No. 750 
Lock E Lite 


...N0 threads to strip 


Luck-E-Lite facts 
and nearest distributor, Write 


For more 


EMBURY MANUFACTURING CO 
WARSAW, NEW YORK, USA 


EMBUR 


TORCHES & LANTERNS 


a 
EmMBURY 








Tue corps in every U. S. Rubber 

V-Belt have had their stretch worked 

out by mechanical means. These cords are 

4 placed over sheaves of prescribed diam- 
a, eters and at controlled tensions, which in- 
sures minimum stretch in the finished belts. 
Enough elasticity is retained in the cords 

to enable the belt to withstand severe shock 


'y 


loads, yet permanent stretch is held to a mini- 

mum. 

To reduce any functional heat generated by 
constant flexing, and to get maximum adhesion 
between the component parts of the belt, the cords 

are treated with latex. 
Of course, each belt has that unique development 
which provides efficient pull and strength under di- 
verse operations—the Equa-Tensil Cord Section. Pro- 
tective jackets increase the grip while keeping out the 
dirt and prolonging wear. Order from your jobber, or 


for more information write to address below. 





Top rubber cushion in c 
engineered balance with the lower 
section to keep cool under con 
tant stretch and turn 


Equa-Tensil Cord Section — all 
cord scientifically placed, each 
pu ag its share of the load 


4 sturdy level cushion for the 
Equa-Tensil Cord Section provides 
structural firmness for V-grooves 
and over the flat 5 / V-to-flat 
drives 








A_COMPLETE DRIVE SERVICE 
MULTIPLE V-BELTS 
F.H. P. BELTS « SHEAVES 
FLAT BELTING AND BELTING 
SPECIAL PURPOSE BELTS 


UNITED STATES RUBBER COMPANY 


MECHANICAL GOODS DIVISION + ROCKEFELLER CENTER, NEW YORK 20, N. Y. 


PRODUCTS OF 
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een get it for 





4 aOR, 
| can deliver the 














Which distributor 
sells the pump? 


You can win new customers and please old ones 
by having pumps when they want them. Here’s how 


Order an initial stock of pumps from Goulds to- 
day. They will be delivered to you in a few weeks. 
As you sell pumps out of stock, reorder immediately 
—in that way you will always be ready to deliver on 


short notice. 


For advice on the most salable items to stock, for 
help in selling and merchandising, call your nearest 
Goulds Branch or write Pump Headquarters. 


STOCK THESE “ALL AROUND” GOULDS PUMPS 


ig. 3769—Single stage 
centrifugal 


ig. 3610—Close-Cupld 
centrifugal 





Self-priming centrifugal 








Goulds branches in 


all principal cities. 


PUMPS INC. 
tas”: 
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from marginal distributors to the near 
est stocking distributor. He, in turn, 
could quote an intermediate discount 
ind give the marginal distributor the 
benefit of deliveries from stock 

Mr. Wertheimer believes such a 
set-up would be more than satisfac 
tory. Whatever the marginal distribu 
tor makes is clear profit. He eliminates 
back orders and the legitimate dis 
tributor gets some return on his in 
vestment. The manufacturer gains 
through the prompter service avail 
ible to the user. 


Cost Cutting Ideas 


Ihe manufacturer, Mr. Wertheimer: 

believes, is in a good position to origi 
nate and pass on to distributors cost 
utting ideas. He cited, as an ex 
imple, Coffing’s suggestion to _ its 
listributors to buy spur-geared hoists 
less the chain which could be pur 
hased more economically in bulk 
(he distributor added the chain to th 
roist On order 

\s few of this type of hoist arc 
ictually bought with standard lift. 
\lr. Wertheimer pointed out, the idea 
resulted in a saving for the factory and 
for the distributor. There is now less 
handling of odd lengths of chain and 
the distributor is now able to deliver 
immediately any lift hoist, factors 
vhich more than offset cost of labor 


Incentives 


Mr. Wertheimer made a plea also 
for a quota and incentive program by 
which the distributor could earn addi 
tional discounts by surpassing quotas. 
Ihe quotas should be compatible 
with the territory served by the dis 
tributor. Such an incentive would cost 
little and could act as a wonderful 
stimulus to sales. 

Jacque H. LaVoise, Barrett-Chiris 
tie salesman, dealt with the most 
desirable characteristics of a factory 
representative. 

He began his talk by stating that 
the subject he had been assigned was 
one very close to him. He has talked 
to many factory men and all are of 
the opinion that the characteristics 
of most industrial salesmen can be im 
proved upon 

Mr. LaVoise gave a brief historv of 
the Barrett-Christie Company, with 
whom he is associated. This company 
is the largest mill supply house in 
Chicago and the middle west 

Mr. LaVoise said, “It is a selling 
organization. That means a lot to 
me and our company. There are really 
very few selling organizations 

“We sell around 15,000 items 
vearly, and in these there are 40 lead 
ng lines, to talk about them, and to 
know all there is to know about them. 
Of the 40 leading lines we handle, we 





tea ee ees 
~ Se ee A, SW ee 
Rote TE eA Qe y 


REPUBLIC UPSON 
HEX HEAD CAP SCREWS 


Heads are square, strong, accurate ... to take a wrench 
snugly and keep their corners even on a tough pull-up. 


Shanks are tough to withstand tension and vibration. 


Threads are clean and sharp, strong and 
accurate to take heavy pull. 


All 20,000 shapes and sizes of Republic Upson 


Bolts and Nuts are made right and strong 
to meet your needs, save you time and delays. 


REPUBLIC STEEL CORPORATION 


Bolt and Nut Division 
CLEVELAND 13,O0HIO © GADSDEN, ALABAMA 
Export Dept.: Chrysler Bidg., Now York 17, N.Y. 
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“ALLIED “RCA @ 


Electron Tubes for Industry 





Quick, Expert Service on RCA Tubes 


maintains in stock for quick ort 
est distributor inventory of RY x 
ubes—of all types. We yor 
the needs of industrial, bros 

s. To save 


ALLIED © 
the world’s larg 
special — t 
cK ize in supplying 
- — ” ore cast, governmenta 
dh eee —— time, effort and money ia 
P ll your nee 
ne aLLiep. Fill a ; q' 
ov es & Gas. Rect omplete dependable electronic Supt 
o ; 
@ ignitrons 


© Cold-Cothede See Your 1952 ALLIED Catalog 


=o r 
sno h Tubes Refer to your ALLIED Catalog fo 
© Oscillograp 


. arts, 
all electronic supplies P ots 
pcos esa tubes, test instruments, 8, 
2 eel 1 wal je from th P 4 the leading distributor of 7. 
@ Special Types available from t ‘A the Teal 


Jacque H. LaVoise 


we leaders? Bec iuse we 


Interchangeability ens of the complete 212-pase : go out and sell. How do we do this 

Directory ALLIED Catalog. | selling job? There is only one way— 

P H > > " "Whe > 

Valuable guide to selection of FREE! send for it now we have product knowledge. Thiere 


lace- ire two wavs we Can acquirc sroduc t 
oper RCA tube type re ED RADIO yuire | 
5 1600 tube types ALLI 


List . knowledge. By factory training on 
ana for FREE RCA Guide 61-D-2, Chicago 7, Ill. many of these lines, which is most 
No. 37-046. important. ‘The only other way is 
through a factory representative. 

I feel that the factory representa 
tives in the mill supply business, as 2 
whole, have fallen down badly along 
this line. Understand I am speak 
ing strictly from a mill supply distribu 


THREE BASIC at) ag of vee mn 
ASSEMBLIES PROVIDE ie biggest competition in mi 


supply is not the competitor’s line, 
VERSATILITY offering the same type of equipment 
as yours. It is not the other lines 
the mill supply jobber handles. The 
PUMP ONLY biggest = ; the ~— : 
impart sufhcient and proper know 

ASSEMBLY ao to the salesman, = 7 can go 
The “Pump Only” assembly is an out and do a job of creative selling. 
adaptation designed to readily use : “It is impossible to do much sell 
existing power or operating facilities ing by just handling out a line, or 

= merely saying, ‘What do vou want 
today?’ Real selling is where a man 


FLEXIBLE COUPLED knows his product thoroughly, and 
ASSEMBLY knows all competition thoroughly. 

Greater flexibility and utility is made pos- Selling is where a man goes out into 
sible when CMC DUAL PRIME Pumps are the plants looking for business, creat 
assembled in a flexible coupled manner ing business. A good distributor’s 


CLOSE COUPLED men know their product and look 


for business where they can apph 
ASSEMBLY the use of that product. 

coupled construction assures perfect “We do not take on a line unless 

pump end moter olignment necessary fer | it is accepted by our salesmen. We 

peak performance under given conditions have a set routine, and I think it 

CMC innovations, such as improved open thrash type impellers, double works about the same for all good 

shatt seals, and the exclusive double jet method of priming guaran distributors For example, a com- 

tee faster priming and greater capacities. Models range in size from 112” to 10’°— pany tries to sell us their particul wi 

capacities up to 240,000 GP.H. Write today for latest catalog line It is screened by our Sales 

Manager, and the Purchasing Depart- 

ment. Then if they think the line 

ONSTRUCTION ACHINERY 0's. ¢ =< has sufficient merit, we call a sales 


WATERLOO, OWA USA ~~ meeting. There we bring out the 
: product, what it will do, the competi 


833 W. Jackson Bivd., Dept. 
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DISTRIBUTORS WHO AVOW SAY... 


CHICAGO WHEEL 


Ask any Industrial Distributor who sells Chicago Wheel products, and 
he'll tell you that year-in year-out, it’s the top abrasive specialty line 
for him. His profit margin is larger and fully protected, and he’s never 
stuck with stock obsolescence or slow turnover. The Chicago Wheel 
line, moreover, is non-competitive on many items. And it’s backed by 
hard-hitting, consistent national advertising, helping to boost the fast- 
est growing company in the abrasive industry. If you are not satisfied 
with your present connection ... if you want to get aboard a real money- 
maker . . . don’t delay . . . find out today why CHICAGO WHEEL is a 
Peach of a Deal! 


MOUNTED WHEELS 


First— Foremost—and 
Finest! The fastest 
turnover and the big- 
gest profit line in the 
abrasive field. Mini- 
mum space require- 
ments . . . low stock 
investment higher 
profit margins. 


“XL” BOND WHEELS 


A real Chicago Wheel 
exclusive this new 
XL” Bond for car- 
bide tool and cutter 
grinding. Nothing 
like it on the market 
> —the answer to your 
diamond wheel short- 
age. All popular sizes 
and steel backs. 


» 


GRINDING WHEELS 


Wide range of sizes, 
shapes and specifica- 
tions for every portable 
tool operation. The 
outstanding line from 
both quality and profit 
factors. Exclusive . . . 
“79E" Bond Wheels 
for faster production. 


CUT-OFF WHEELS 


Longer-lasting, stronger, 
more efficient wheels that 
cut anything. Complete 
range of sizes and shapes to 
meet every demand. Bonus 
selling feature is 10% 
greater cutting efficiency ... 
a competitive advantage 
available only with Chicago 
Cut-Off Wheels, 


INTERNAL WHEELS 


Vital co today's urgent 
production require- 
ments... a real leader 
in the field. Better bal- 
anced to give better 
finishes. Available in 
all popular sizes for 
every 1D. application. 


HANDEE TOOLS 
OF 1001 USES 


Top quality hand tools 
for shop and home use. 
Nationally advertised... 
nationally known. Wide 
range of models... plus 
more than 500 matched 
accessories for steady, 
repeat business. 


CHICAGO WHEEL 
Sales Promotion Aids 


We a 


CHICAGO 
WHEEL: Mig.Co. 


Dept. ID, 1101 West Monroe Street + Chicago 7, Illinois 


grinding information — everything you 
need to do a better selling job is yours 
with the Chicogo Wheel line. Write to- 
day for complete details 


Offices in Principal industrial Centers 
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"The Sign of a Good Hose Clamp" 


a hose to water 
281000 acres 


Punch-Lok Hose Clamps were on the job in the con- 
struction of the giant Dry Coulee Siphon No. 1 


of the Columbia Basin irrigation project in the 
state of Washington. 


punch toh 


| ” UNCH-LoK COMPANY 


321 North Justine Street 
Chicago 7, Illinois 
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tion it has, and the manufacturer of 
fers to work with out salesmen If 
it is a good product, then we take 
it on 

Now, when a factory salesman o1 
representative works with our sales 
man, we first take them in to our 
customer and let them present thei 
story We may work one day, two 
days, or so, and all during this time, 
the distributor salesman is gaining 
the knowledge of the product that he 
requires, as the manufacturer's rep 
resentative presents his story 

“After a few calls, the distributor 
salesman takes over and presents the 
line to the customer, with the manu 
facturer’s representative standing by 
to correct, assist and to give pointers 
on the product. 

“After the distributor salesman has 
been made acquainted with the prod 
uct by on-the-road experience, we 
have another sales meeting, to find 
out if the line is a good one, if the 
salesmen think they can handle it, 
and if they think it will go. If so, 
then we can take on the line. 

Once in a while we take on a line, 
and the manufacturer's representative 
goes his wav, leaving it for us to sell 
Uhen—he comes back wondering why 
we haven't done a job on his product 
The plain and simple reason is that 
we just don’t have the product know] 
edge that he has. It is up to the 
manufacturer to make the distributor 
WANT to sell your product, teach 
them evervthing about it. How often 
todav, the manufacturer does not 
handle his contacts in that way. He 
builds up a line, gets a good dis 
tributor—and then lets him go 

“Salesmen with many lines to 
handle get m a trend, selling first one 
thing, then another by spells. It is 
up to the factory representative to 
follow up, have other sales meetings 
refresh the salesman’s mind. You 
have to come back and come back 
ind pound in there, making those 
salesmen conscious of your product 

The only way a salesman will be 
conscious of vour line is to know 
something about it. Why would he 
trv to sell something he knows nothing 
ibout? It is a good feeling to know 
you are considered a salesman, not 
just an order taker 

‘We have a policy that we put 
much stock by. We are told and 
trained that on every call we make 
to take some information about some 
item in to a man there, regardless of 
whether we think he will buy. That 
man will know you are on the ball, 
know what vou are talking about, and 
out to sell, and he will respect you 
Product knowledge means the respect 
of vour customers 

“Everything I learn I try to add to 





Sell the right 
jack for the job... 


...from the world’s most complete 


line of hydraulic equipment 





Versatile Blackhawk 
hydraulic jack — 
equipped with a 
gauge — fits into this 
specialized shop-built 
press. This is just one 
example — these low- 
cost jacks will mea- 
sure or test a load... 
power a press... 
push, ted straight- 
en, Tell customers: 
“Don't do it the bard 
way — do it the by- 
draulic way!” 


























YOU GET ALL THESE HYDRAULIC TOOLS ONLY FROM BLACKHAWK This great array of Portable Hydraulic 


Equipment — plus Wrenches — is sold 
under a policy that meets the highest 
ideals of the industrial distribution fra- 
ternitv, Write for catalogs. Blackhawk 
Mfg.Co.,Dept.J-1742,Milwaukee 1,Wis. 
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WANTED FOR 
MANY JOBS . . 
DOES MORE! 








You sell the portable ‘Budgit’ Aluminum 
Chain Block t 


B On thi nock yut 


spot-lifting safely 
hoist 
bs than users ant 


Chain 


r one man t 


» speed 
han 
more ipated 


Blocks are 


carry 


why 


Here’ 
, 


ght, easy f 


*Budgit’ 
easy to 


} All sizes — 500 


hang uf 
t 4.000 |b 


hort 


easy to operate 


-are rugged, one-man 
A chain pull of only 25-lbs lifts 
full load on the %-ton size! Two sets of 


teeth 


in each gear carry the load. Power- 
g load brake makes lower 
faster. No ordinary ha 


load chain 


| . tu 
zg casier, ksaw 
can cut the 


Bulletin 


Aluminum 


‘Budgit 
Write us for 


u need 


398 helps you sell 
Chain Blocks 


as many copies as y< 


‘BUDGIT’ 1-BEAM TROLLEYS 


» the 


s I-Beam sizes 
them for all hoists 
that could travel the load as 


as lift at 


well 


x 
CHAIN BLOCKS 


MANNING, MAXWELL & MOORE, INC. 
MUSKEGON, MICHIGAN 
Builders of “'Shaw.Box"’ 
Load Lifter’ Hoists and other lifting special 
ties. Makers of ‘Ashcroft’ Gauges, Hancock 
- dated’ Safety and Relief Valves 
Industrial In 


Cranes, ‘Budgit’ and 


Valves, ‘Conso 


and “American uments 


202 


inj 


il 
duct, | don’t 
let them know 
s and that I am 


1 it wit 
knowledge 1 pr 


forget it. I 
I know my lin 
there to help them 
My job is selling 
of the industri 


getting 


let them 
that 


Ihe biggest 


blem il supply game 
day IS good sal mcn, am 
A good sal 

hould have personality, a nice 
ippearance, ability to meet people 
nd talk to them, and above all, a 
knowledge of what he is trying t 
ell. Product knowledge plus a 
tact 


that is priceles 


1 ) 
clling 1s a virgin field 


man 


con 
will give you entry to a plant 

If you can get into 
1 plant, you cannot go 


go through it 
vithout finding someplace a_ spot 
vhere 


something you are selling will 
ht in 


\s I sce it, the biggest problem 
a manufacturer not 
clling—a distributor. You MUST 
teach them, tell them, show them, 
ll about your product, why it is 
better, the integral parts of it, how 
it is built, and how it is used. Inter 
est a distributor’s men in your product 
so they enjoy talking about it, they 
want to talk about it. If you can 
impart product knowledge you have 
done a big job. ‘Two or three educated 
distributors can do just as good a job 
for you as ten distributors just ap 
pointed because they sell kindred 
products to your line 

‘If a man is afraid of an item, he 
is not going to sell it. If you do a 
little bit less selling and a little more 
teaching, you will have solved a big 
problem, and you will see your sales 
lume go up and up 

Complete product knowledge is, 
in my mind, the most desirable char 
icteristic any salesman can have.” 


of 


is teaching 


Manufacturers Can Use 
Distributors’ Help 


Starts on page 95) 


istics. ‘There are others: frankness, hu 
mility, sincerity, honesty, originality, 
patience, determination, etc Mr. 
Abbott's firm prefers a man, age 26 
married, local resident for at 
least 10 years, church-goer, steady 
worker, good credit standing. 

When interviewing a_ prospective 
employee, Mr. Abbott said, it is best 
to “paint a dark picture” of the job 
Or rather, do not overlook the less 
desirable aspects which a tyro must 
face—long hours, small sales and other 
discouragements. If he still wants the 
iob, he’s your man 


to 35, 


How Do You Develop Him? 


Having survived scrutiny, the man’s 
now ready to go to work. What's 
done with him? Here’s Mr 
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QUALITY PLIERS 
GOOD WORKMEN 
PREFER... 


There are good reasons 
why Kleins are the top 
choice in pliers— 

e Kleins are designed 
right—to fit the hand 
perfectly—to shear 
through tough wire 
with ease—to stay sharp! 
@ Kleinsare made right 
—of finest steel—pre- 
cision fitted—each pair 
individually tested! 

e And Klein has the 
widest selection for 
standard or specialized 
service. 

Be sure your stock in- 
cludes a representative 
selection of Klein Pliers 
for your best customers. 


Write for your 
free copy of the 
Klein Pocket 
Tool Guide 
Today! 


DISTRIBUTED 

THROUGH JOBBERS 

Foreign Distributor: 

International Standard 

Electric Corp., New York 
"Since 1857" 


co LE Noo 


LMONT AVE H 
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o pmcen TIP com 


w 
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* STAUNLESS = 
oe mampenwsnsTERs 
CeEDS 
ox serquinements 


Sparks ot a screw machine ignited cutting oil to start this fire that 
destroyed the Aluminum & Brass Co., Lockport, N. Y, Loss $312,000. 


better-butl 


DRY CHEMICAL 
FIRE EXTINGUISHER 


Quick action with Buffalo Dry Chemical Extinguishers can stop disas- 
trous industrial fires like this when they start! And ‘‘quick action" is easy 
when Buffalo Dry Chemical Extinguishers are close by. They give instant 
protection against all flammable liquid and electrical fires by releasing 
a heat-resistant, flame-suffocating, chemical cloud-like stream, up to 20 
feet. The insulating effect of the chemical cloud allows the operator to 
get to the seat of the fire. Buffalo powder produces 1100 times its volume 
in nontoxic, flame-killing gas on contact with flames. 


You know you sell the finest fire protection possible when you handle 
Buffalo's complete line. Find out now about Buffalo's exclusive distributor 
sales policy. Write today! 


UNDERWRITERS’ LABORATORIES APPROVED 


BUFFALO FIRE APPLIANCE 


a ee ee 
oa YT TOR [, 9 a e-e 
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AMERICAN CHAIN... 


Every Chain Your 
Customers Need! 


@ Whether it’s welded or weld- 
less chain, or attachments... 
small chain or large... for use 
in a plant—or as part of a prod- 
uct...it’s in the AMERICAN 
CHAIN line. This illustration gives 
you some idea of the variety of 
patterns and sizes. 

The uniform high quality of 
American Chain means satisfied 
customers...who will come 
back to buy more from you. 


Buy and stock AMERICAN... 
the COMPLETE chain line 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 


York, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, 


New York, Philadeiphia, Pittsburgh, Portiand. 
San Francisco, Bridgeport, Conn 
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American 
Chain 


timetable 


1. A couple of days spent reading 
literature 

2. Two or three weeks in the stock 
room. Here he learns where 
things are kept, becomes familiar 
with types and sizes, and sees the 
beginning of paperwork. 
Office experience. He watches 
how controls are established on 
paperwork. He follows an order 
from the time it arrives in the 
morning mail until it is shipped 
and invoiced. He listens in on 
phone conversations between 
customers and experienced per 
sonnel. 
Installation jobs. He puts on 
coveralls and goes out on such 
jobs. He learns the use tools are 
put to and the value of good 
tools. He discovers how impor 
tant it is to have materials avail 
able on time. He learns tubing 
layouts and components. 
Sales training. The new man 
then goes out on the road with 
an experienced salesman, watch 
ing the approach, the demon 
stration, the close of a success 
ful sale. He accompanies other 
salesmen and compares meth 
ods. 


Where Next? 


Ihe man’s apprenticeship (cover 
ing perhaps several months) is now 
completed. But he never stops learn 
ing; the firm never stops teaching 
Even when he has earned his own 
territory, he keeps attending regular 
sales meetings. 

At least once a month, Fauver gets 
the men together. Each man comes 
prepared to say something, discussign 
subjects having been set up in ad- 
vance. Often someone from a plait 
is invited to talk on a specific prob 
lem. Sometimes a meeting is put on 
a tape recorder to check errors in de 
livery and procedure 


Imagination 


In assessing his company’s develop 
ment program, Mr. Abbott believes 
the really successful man must have 
imagination to begin with. But a 
good development program can en 
courage a man to use his imagination 
Mr. Abbott quoted instances where 
his men had greatly expanded their 
sales through ferreting out new appli 
cations for products. They have had 
singular success with what he calls 
“packaged selling’”—selling a whole 
job, from components to installation 

And another thing, Mr. Abbott 
concluded, a good development pro- 
gram doesn’t slow down—“When 
contentment enters, progress ceases’. 





FOR TURNING « FACING * THREADING + BORING: 


Gye 


STANDARD 
TOOLS 


NOW IN STOCK 
CARBIDE TIPPED WITH 
CARBOLOY-KENNAMETAL 


and available with 
other leading carbides 


Get the benefit of Super’s tool 
making skill and still use the 
carbide you like. 


¢ 





Ey 
Z 
ZZ 
a 





Send for Supplement No. 5 for 
net prices and full particulars. 


QUALITY CARBIDE TOOLS SINCE 1927 


21650 Hoover Rd., Detroit 13 Michigan . 5210 San Fernando Rd., Glendale 3, Californ 
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improved 
easy to set 
the harder 
the grip. 

12 types, 
3-arm, sta 
STEELGRIP 
forged arm 
screws as 
Universal P 
considerabl 
end of sha 


ARMSTRONG-BRAY & CO. 
5356 NORTHWEST HIGHWAY 
CHICAGO 30, U.S. A. 


Whatever you want in 
Hose Fittings — your best bet is 


Couplings 
Nozzles 
Fusible Plugs 
Valves, ete. 


Proved by Performance 
Esteblished 1887 in thousands of installations 
W.D. ALLEN Manufacturing Co. 
CHICAGO 6 «© NEW YORK 7 First in Interior 


Fire Protection 
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Joseph E. Stone 


Joseph E. Stone, 
Former Stanley Works VP 


Joseph E. Stone, 77, former vice 
president of the Stanley Works, died 
in New Britain, Conn. Feb. 7. 

\ native of Urbana, IIl., Mr. Stone 
began his career in hardware at 17 as 
a clerk in an uncle’s store. At 21 he 
went to work for the Simmons Hard 
ware Co. in St. Louis. ‘Three years 
later he joined Knapp & Spencer of 
Sioux City, Iowa. He stayed with 
them for six years until the Stanley 
Rule & Level Co. offered him a 
job as a salesman for Midwest terri- 
tory. He traveled for them for four- 
teen years and in 1918 came to New 
Britain as sales manager for the firm. 

After the consolidation of the Stan- 
lev Works and the Stanley Rule & 
Level Co. he was made general sales 
manager of the merged organization 
later winning promotion to vice presi 
dent and a directorship. He retired 
in 1946. 

Mr. Stone visited every state in the 
Union as a salesman for Stanley, and 
also went to Europe six times and 
even covered Hawaii The Stanlev 
firm called him “one of the best 
known hardware salesmen in the 
world.” 

He was a former president of the 
American Hardware Manufacturers 
\ssociation, and in 1935 was ap 
pointed to the Connecticut Inter 
state Commerce Commission. 


Avery C. Garberson, V.P., 
W. Bingham Co. 

Avery C. Garberson, 69, vice presi 
dent of The W. Bingham Co., Cleve 


land, Ohio, distributor, died Febru 
ary 21 in Toledo Hospital. 
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FIG. 912—BRONZE 


“VULCODISC” GLOBE VALVE 

Renewable Composition Disc « 
integral Seat_¢ Union Bonnet 
« Screw and Flanged Ends e¢ 200 
Ibs. W.S.P., 400 Ibs. W.0.G., Ye” 
to3 


FIG. 1040—BRONZE 

“ELITE” GLOBE VALVE* 
Renewable Composition Disc « 
Copper Nickel Alloy Seat ¢ Union 
Bonnet ¢ Screw Flanged 
Ends © 225 ibs. WS.P., 400 Ibs 
W.0.G., Ye” to 3” 


*Available at 300 Ibs. W.S.P. (Angle and check types 
are also available at both 200 Ibs. and 300 ibs. W.S.P.) 
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FIG. 1000—BRONZE 

“ELITE” GLOBE VALVE* 
Copper Nickel Alloy Renewable 
Full Way Dise and Regrindable 
Seat « Union Bonnet ¢ Screw 
and Flanged Ends ¢ 225 ibs 
W.S.P., 400 Ibs. W.0.G., Ye" to 3” 


See your nearest jobber 
or write for literature. L 





,UARDIAN DF 


PIPELINES 


D.T. suis al: 
WE sip emo s 


ee ee) 





THE D. T. WILLIAMS VALVE CO. 


Division of The Schakble Company 


SUMMER STREET 


FIG. 1028—BSRONZE 

“ELITE” GLOBE VALVE* 

500 Brinell Hardness Renewable 
Stainless Steel Plug Disc and 
Stainless Steel Seat ¢ Union 


Bo ¢ Screw and — 
Ends © 225 ibs. W.S.P., 400 
W.0.G., 4" to 3” 
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CINCINNATI 4, OHIO 


FIG. 107—BRONZE 

REGRINDING GLOBE VALVE* 
Renewable Bronze Disc ¢ Integral 
Seat « Union Bonnet « Screw 
and Flanged Ends © 225 Ibs. 
W.S.P., 400 Ibs. W.0.G., Ye” to 3” 








MACHINISTS’ 


VISES 


STRONG, DURABLE and 


Here’s why REED Vises last longer. 


1. Adjustable front end bearing eli- 
minates lost motion throughout entire 
life of vise. 


2. Heat-treated, high-carbon steel 
vise nut for greater strength and perma- 
nent use. 


3. Heat-treated, high-carbon steel 
screw for strength and stiffness 
accurately machined for maximum 
bearing surface and long life. 


4. Base of main vise nut is accu- 
rately milled to limit gauge and fits 
into machined V-slot in body. In- 
sures perfect alignment, less stress 
and longer wear. Permits easy re- 
placement of obsolete malleable nut. 


5. Corrugated clamp bolt fits in- 
to corrugations in base plate to in- 
sure positive clamping. 


6. Quick, positive provision for 
taking up longitudinal play in the 
main vise nut. 


It pays to sell sans The exclusive fea- 


tures of REED 


achinists’ Vises will help 


you build more sales volume with greater 
customer loyalty and good-will. Recom- 
mend them with complete confidence. 


Remember, In a vise or pipe tool, 
if it’s a REED . . . it’s RIGHT! 


MANUFACTURING COMPANY 


ERIE, 





PENNSYLVANIA, 


U.S.A. 
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Mr. Garberson had been with the 
company 49 years, starting as an order 
clerk. He was placed in charge of the 
railroads and mines department in 
1927, when he was promoted to vice 
president and elected to the board of 
directors 

He was a member of St. Andrew’s 
Episcopal Church, Elyria, Ohio, and 
belonged to the New York Railroad 
Club, the Cleveland Roamers Club, 
and the Mishawaka Club in Calumet, 
Mich 

JIe is survis 


ed by his wife. 


Albert B. Geerken 


Albert B. Geerken, Mgr. 
Manheim Mfg. & Belting 


Albert B. Geerken, district man- 
iger, middle Atlantic states, for Man- 
heim Mfg. & Belting Co., Manhein, 
Pa., died of a heart attack January 
9 in Baltimore. 

He had been district manager, with 
headquarters in Baltimore, since 1938, 
when he joined the company. His pre 
vious career had also been in the belt 
ing field 


William J. Daly, Manager 
Worthington Pump 


William J. Daly, 52, Philadelphia 
district manager of the Worthington 
Pump & Machinery Corp., Harrison, 
N. J., died March 7. He had been 
with the company for 30 years. 

Mr. Daly, who was born in Cin- 
cinnati, was graduated from the Uni 
versity of Notre Dame in 1922. He 
was district manager of the Worth 
ington Detroit office before going to 
Philadelphia in 1930 

He is survived by his widow; 
sons; a daughter; and his mother. 


two 





THE FERRY CAP & SET SCREW CO. 


2163 SCRANTON ROAD °« e CLEVELAND 13, OHIO 








“SHINYHEADS” 
America’s Best Looking Cap Screw 


Binde of high carbon steel — AISI 

C-1038—to standards for Full Fin- 
ished hexagon head cap screws— 
bright finieh. — machined top 
and bottom. Hexagon faces clean 
cut, smooth and true, mirror finish 
Tensile strength 95,000-110,000 
p.s.i. Carried in stock 


“LO-CARBS” 
Made of AISI C-1018 steel—bright 


finish. For use where h 

is not required and where ordinary 
hexagon heads are satisfactory. 
Hexagon heads die made to size — 
not machined. Points machine 
turned. Tensile strength 75,000- 
98,000 p.s.i. Carried in stock 


FILLISTER CAP SCREWS 
Heads completely machined top 
and bottom. Milled slots—less 
burrs. Flat and chamfered machined 
point. Carried in stock 


“SHINYLAND” STUDS 


All studs made steam-tight on ta 
end unless otherwise epecitied. 


“HI-CARBS” 
Heat Treated Black Satin Finish 


Made of high carbon steel — AISI 
C-1038. Furnished with black satin 
finish due to double heat — 
Hexagon heads die made, 

chined. Points machine hed flat 
and chamfered. Tensile strength 
130,000 - 160,000 p.s.i. Carried 
in stock. 


SET SCREWS 


Square head and headless — cup 
point. Case hardened. Expertly 
made by the pioneers in pacuans 
Cup Point Set Screws by the col 
upset process. Cup points machine 
turned. Carried in stock 


FLAT HEAD CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots — less 
burrs. Flat and chamfered machined 
point. Carried in stock 


* 
ADJUSTING SCREWS 


Valve tappet adjusting screws — 
Hexagon | ead style — to — 8g Erint 





with flat and 
poe Nut end, oval point. Land 
etween threads shiny, bright, 
mirror finish. Carried in stock. 


a 
CONNECTING ROD BOLTS 


Made of alloy stee! — heat treated — 
threads rolled or cut — finished to 


ground where 
q ¢e~ 4 made by the 
pioneers in producing 


polished if specified - - a soft 
to close tolerance— points machine 
turned; flat and chamfered. 


SPRING BOLTS 
Case hardened to proper depth and 
ground to close tolerances. Thre 
end annealed. —— in various 


head sha with oil holes and 
grooves of diltereat kinds, and flats 





rod bolts by the cold upset process. 


FERRY PATENTED ACORN NUTS 


For ornamental! purposes. Stee! in- 
ale cover Finish: plain, 
zinc plated, cadmium plated. Size 

9/16 Mia", 15/16’ vecroee the flats. 


Tapped 1/4" to 3/4” inclusive. 
Cross section of Ferry patented 
acorn nut, showing how steel heza- 
gon nut fits snugly into shell. 


i 
/ 
/ 
f 
a 


Pioneers and Recognized Specialists, Cold Upset Screw Products since 1907 
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TANDARDS 
carried by 
LEADING 





* 
‘SPECIALS 


furnished to 
BLUE PRINT 
SPECIFICATIONS 


WRITE FOR 
INFORMATION 


SEND FOR SAMPLES 


ST eh oder cette =, 
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Comselidated Brass (a. 


Bertram Faik. V.P.. 
Falk Will “uppiv Cae. 
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SOLDER A 


KESTER 
Fiux-Core 
SOLDE R Hevman Rosenberg. Founder 


Parker-Aailoen (Corperation 
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PAST in Soidering Action 


adsdiiididite 


FAST in Obtaining Wanted Results 


KESTER 
KESTER SOLDER COMPANY SOLDER 


42) 4 A ghkteood Ave “mirage 9 


Newore $ “Mew jersey © Brantford © 
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NUCUT ic: FILE 


Cash in 

on the file 
with the 
WHITE TANG 





omazma>v 


Only a NUCUT 


“onlays both first and second” 
in filing 








1st. CUTTING ACTION 


2nd, SMOOTHING ACTION 


T’s LIKE using two files instead of one 

when you work with a NUCUT. For 
a NUCUT has two sets of teeth — one 
coarse, the other fine . . . scientifically 
positioned in a patented wavy pattern. 

And what a difference this exclusive 
construction makes! The coarse teeth 
bite fast, clean, without scraping or skid- 
ding. The fine teeth smooth the surface 
with the same stroke. Result: better fil- 
ing, faster, with less effort. 

See your industrial distributor. He'll 
show you the sizes, shapes and cuts for 
getting the best results on your work. 


HELLER BROTHERS 
COMPANY 


America’s Oldest File Manufacturer 
Newcomerstown, Ohio 


At every stroke 











Right way to hold a file 


Hold handle with right hand and tip 
with left hand. Position of left hand 
varies with job. 








(1) FOR GENERAL FILING: 
Let right thumb lie along 
the top of handle and 
fingers curl around handle 
in a natural grip. 








(2} FOR REMOVING STOCK 
RAPIDLY: Let ball of left 
thumb press upon top of 
file, and fingers wind 





around file. 





(3) FOR FLAT FILING: Note 
extended position of thumb 
and fingers on top of file. 








(4) FOR PRECISION WORK: 
The grip shown allows 
maximum guidance and 
control. 














MR. DISTRIBUTOR: NUCUT advertising is appearing in publications that reach the impor- 


tant users and buyers of files in your territory. Please note that it directs these prospects to you 
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P. O. Minor. Salesman. 
Consolidated Brass Co. 


P. O. Minor, representative of the 
Consolidated Brass Co., Detroit, for 
the states of Illinois, Wisconsin and 
Indiana, died December 22. 

Prior to joining Consolidated Brass 
four vears ago, Mr. Minor was con 
nected with the Ruud Manufacturing 
Co. of Pittsburgh for approximately 
>5 years. 

In reference to Mr. Minor, Clar 
ence C. Mosack, president of Con 
solidated Brass said: “Although four 
years is a comparatively short time for 
Mr. Minor to have been with us, he 
was always thoroughly loyal and de 
veloped an excellent record. Greater 
than these things, he was an example 
in character to evervone with whom 
he came in contact.” 


Bertram Falk, V.P., 
Falk Mill Supply Co. 


Bertram Falk, 59, vice president and 
secretary-treasurer of the Falk Mill 
Supply Co., Inc., Rochester, N. Y., 
died February 20 in Clifton Springs 
Sanitarium after a four month’s ill 
ness 

Mr. Falk had been associated in the 
business, of which he was a founder, 


with his brother, David M. Falk. Also 











; i surviving are his widow, Mollie H. 
KESTER Falk, a son, David A. Falk, a Roches- 


ter attorney, another brother, Hiram, 
ind two sisters, Nirs. Florence Bruger, 


KESTER of Rochester, and Mrs. Emanuel Am 


Flux. | \ core 


SOLDER 


dur, of Buffalo 


Fiux-Core 
re ] L D g Rg Heyman Rosenberg, Founder 


Parker-Kalon Corporation 


Iicyman Rosenberg, 78, founder of 


. : Parker-Kalon Corp., New York, died 
FAST in Seldeing Action Feb. 29. He was i officer and direc- 
FAST in Obtaining Wanted Results tor of the company at the time of his 

death. 
Mr. Rosenberg came to this country 
as a young man, and achieved interna- 
Kester can give the exact percentage of flux tional recognition in the field of 
threaded fasteners. He was the origi- 
nator and patentee of self-tapping 
screws. He had been granted over 200 
Kester also has the greatest selection of Flux-Core United States and foreign patents, 
Solders Acid, “‘A’’, Nosput, Knorust, Plastic Rosin, most of which covered screws of vari- 
“Desin.Five”, “44” Resin and ous types and machinery for produc- 
others in a wide range of diameters ss them He was the recipient of 
many engineering honors, including 
and impurity free alloys. an award by the Franklin Institute of 
Philadelphia and a pionecr inventor’s 


KESTER award by the National Association of 


Manufacturers. 
KESTER SOLDER COMPANY SOLDER He is survived by his wife, four 
4214 Wrightwood Ave., Chicago 39 


daughters, twelve grandchildren, three 
Sinieash ts Utew dene © Qraittenl Cand great grandchildren and a brother. 


ddd ddddddddd ddd 


content needed for a particular soldering operation. 
Only Kester has the proven ability to exercise this Aux control! 
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NUCUT ic: FILE 


Cash in 
on the file 
with the 
WHITE TANG 





omazma>v 


Only a NUCUT 
“plays both first and second” 
in filing 











Ist CUTTING ACTION 


2nd, SMOOTHING ACTION 


T’S LIKE using two files instead of one 

when you work with a NUCUT. For 
a NUCUT has two sets of teeth — one 
coarse, the other fine . . . scientifically 
positioned in a patented wavy pattern. 

And what a difference this exclusive 
construction makes! The coarse teeth 
bite fast, clean, without scraping or skid- 
ding. The fine teeth smooth the surface 
with the same stroke. Result: better fil- 
ing, faster, with less effort. 

See your industrial distributor. He'll 
show you the sizes, shapes and cuts for 
getting the best results on your work. 


HELLER BROTHERS 
COMPANY 


America’s Oldest File Manufacturer 


Newcomerstown, Ohio 


At every stroke 











Right way to hold a file 


Hold handle with right hand and tip 
with left hand. Position of left hand 
varies with job. 








(1) FOR GENERAL FILING: 
Let right thumb lie along 
the top of handle and 
fingers curl around handle 
in a natural grip. 








(2) FOR REMOVING STOCK 
RAPIDLY: Let ball of left 
thumb press upon top of 
file, and fingers wind 





around file. 





(3) FOR FLAT FILING: Note 
extended position of thumb 
and fingers on top of file. 








(4) FOR PRECISION WORK: 
The grip shown allows 
maximum guidance and 
control. 














MR. DISTRIBUTOR: NUCUT advertising is appearing in publications that reach the impor- 
tant users and buyers of files in your territory. Please note that it directs these prospects to you 
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Ray Barnett 
George Bauer 
Walter Crowder 
Grant Grantvedt 
Don McGill 

Ed McOsker 
Arch Morris 
John Ora 

Van Phillip 

Bob Slater 

Pete Thayer 
Jack Wertis 


Art West 


we ll be seeing you 


at the Triple Industrial Supply Convention 


. in our booth numbers 13—15 
. in our headquarters suite in the Claridge Hotel 
. .. youre always welcome, 


and we'll be happy to see you again. 





Industrial 
Distribution 
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Joseph R. Williams, 
Worthington Pump 


Joseph R. Williams, 57, product 
manager of pavers and portable mixers C a C QO :. 7 
at the Dunellen, N. J. plant of Worth 
ington Pump & Machinery Coprp., 
died Feb. 1. 

Mr. Williams joined the Ransome —_ . ns 
Machinery Co. in 1923 after experi a | WO KI N DS 
ence with Bates & Rogers and the A 
J. Smith Co. In 1943 he was made 
product manager of the paver section 
when the Ransome Co. became a di 
vision of Worthington. In 1947 h« 
was made product manager of port ; 
able mixers he Greeks used to say of a certain windy 
orator —"“ When this fellow yells and paws 
Jacob Haupt President the air, the citizens exclaim, ‘What an 


Haupt Paint & Hdwe. Co. orator!’ But when the great Demosthenes 





l 


Jacob Haupt, 72, president of Haupt speaks, our men grab their spears and marcl 
Paint & Hdwe. Co., Inc., Long Island gainst Philip.” 
City, N. Y., died February 7. ties 
He had been associated with the ine Results—not sound and fury—are the 
dustrial paint and hardware contract 
ing bu a Sag Types things that count. That goes for catalog 
siness cars. : : 
He was a life member of Masonic 
Orders, Elks, and Grand Jurors Associ : 
vikows else. What we say to our customers can 


building and printing as for everything 


He is survived by his son, his daugh 


never be so important as what we do for 
ter, and a sister and brother 


them. That they like what we do ts 


shown by our unique record tor both re- 





peat orders and new business. 


Are you thinking ot a new catalog tor 
your company? If so, let’s talk it over. 


Consulting us does not obligate you in 





Continued from page 128) any way. Just drop us a line today. 
age 12 y wa) 


Salesmen Take Training 





Catalog Compiling Department 


At Simonds Abrasive Co. 


\ group of distributors’ representa =. > 
tives attended one of the fac a sales R.R. Donnelley & Sons ¢ Ompany 
training courses in Philadelphia of } : 
Simonds Abrasive Co., Feb. 18, 19 350 East Twenty4second Street, Chicago 16, Illinois 

20 

sas Soar C. A. Fee and J. F. PRINTERS © BINDERS © ENGRAVERS © LITHOGRAPHERS 
Fischer, manager of sales engineering 
of Simonds, joined the group which NEW ORDER BP Wh 
consisted of Geo. Roesinger, Strong, 
Carlisle & Hammond Co., Cleveland, 
Ohio; R. C. Hallett, Gransden-Hall 
& Co., of Ann Arbor, Inc., Ann 
Arbor, Mich.; Edw. Miller, Tom 
Ritter, Carl Kerr, Strong Carlisle & 
Hammond Co. 

Others were W. E. Atkins, Grans 
den-Hall & Co. of Ann Arbor, Inc.; 
Warren Baxter, Martin Mill Supply 
Co., Stamford, Conn.; Wesley Brower, 
Fidelity Tool Supply Co., Camden, REPEAT ORDERS 3™ 
N. J.; Maxwell Manaly, Martin Mill 
Supply Co.; Wayne Sanders, The 
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Mosher Industrial Supply Co., Chico 

pee, Mass.; Robt. Barnum, Bond 

‘si RP @ ) Vv b D Supply Co., Battle Creek, Mich.; John 
Ciccolo, The Mosher Industrial Sup 

ply Co.; and John Marion, James 


McGraw, Inc., Richmond, Va. (pic- 
BY YEARS a 


For 84 years Prentiss have 
proven to be high quality 
vises that have stayed sold 
and brought distributors re- 
peat profitable business. 

100% through Distributors 


PRENTISS VISE DIVISION, MERIDEN, CONN. 
OF THE CHARLES PARKER CO. 
SEE US AT BOOTH 737 TRIPLE MILL SUPPLY CONVENTION 


Arthur J. Buckley 


PRENTIS 


Assistant Sales Manager 


Pangborn Corp., Hagerstown, Md., 
has named Arthur J. Buckley assistant 
sales manager. 

For the past 11 years he has been 
issociated with the Harnischfeger 


POSITIVE-ACTION Corp., Milwaukee, Wis., in both office 


ind field sales work. 
BOB FLOAT : 
VALVES Bell & Gossett Co. Names 


Regional Representative 
i. H. Barbour Co., Cambridge, 


\lass., has been appointed sales repre 

sentative for Bell & Gossett Co.'s 

WONT CHATTER \ industrial products in New England, 

LEAK OR DRIP exclusive of Eastern Massachusetts 
: and Connecticut. 

SOLID BRASS : John Ivester is factory representa- 
CONSTRUCTION | tive for the Morton Grove, IIl., manu 
facturer in the same New England 
terntory 


Guaranteed to Accurately 
Maintain Liquid Levels. 


Hollingshead Corp. Names 


Special Products Manager 
Increase sales and customer satisfaction by Ihe R. M Hollingshead Corp., 
stocking the complete line of Bob Float Valves ( , N.J.1 inted Stanle 
and assemblies. Unequaled performance imden, N. }., has appointed Stanley 
under the toughest service conditions has 1). Margerum special products man 
Write for details convinced leading manufacturers and piping iger for its Industrial-Aviation Div 
of the complete line Th nang that x no —- _ — Mr. Margerum has been packaging 
7 fy, | t and avaiiabie 2 
of Bob Float Valves | has se feomy SA tol —— consultant to Army Ordnance and to 
industrial firms. He will also assist 


fe n direction of sales of specification 
ROBERT Manu acturing Company orrosion preventives, plastic coatings, 
9035 Venice Boulevard, Los Angeles 34, California ind industrial s speci: ilties. 
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you have we 


to C/A / 


ihe pitch-man is the ultimate in salesmen. He 


depends entirely upon his ‘‘spiel”’ to peddle his wares. 


Men who sell to industry, of course, must 
take a more conservative approach. But the same rule 


still holds: “You have to TELL to SELL”. 


Which is our way of reminding Industrial 
Distributor salesmen if you'll ask for bolt and 
nut business on every call, you'll pick up sales, 
and profits, you didn’t expect. 

This is especially true when you can offer the 


complete and “easy to sell’’ Lamson & Sessions line. 


The LAMSON «& SESSIONS Co. 


1971 West 85th St. * Cleveland 2, Ohio 
Plants at Cleveland and Kent, Ohio + Birmingham + Chicago 


Check the products below that interest you; tear off bottom of ad 


, and send to us for plete infor 





MACHINE SCREWS 
Precision made for 
fast economical 
assembly. 


SQUARE AND HEX 
MACHINE SCREW 


Semi-finished, hot 
pressed, cold 
punched. 


SEMS 
Pre-assembled 
lockwashers on 
tapping and moa- 
chine screws. 


LOCK NUTS 

Economical, vibra 
tion proof. Can be 
used repeatedly. 


TAPPING SCREWS 
Choice of round, 
pan, truss, flat oval, 
hexagon and phil 
lips heads. 


COTTER PINS 
Steel, brass, alumi- 
num and stainless 
steel. 
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CAP SCREWS 
"1035" Hi-Tensile 
Heat-treated steel. 


“1035” 

SET SCREWS 
Cup point type, 
hardened and 
heat-treated. 





30,000 more sq. ft. of plant 
to aid Bassick distributors! 


You can expect better deliveries in 52 on Bassick industrial truck 
casters, thanks to additional manufacturing space in New Haven, 
Conn., now in operation 

Increasing demand made this expansion essential to relieve grow- 
ing congestion in our Bridgeport plants, to improve operating facili- 
ties and, most important, to improve deliveries to-you and your customers. 


his expansion is just one of the many ways we hope to help you 
Bassick distributors sell more casters in 52. Another way is by in- 
creased advertising . . . more Bassick advertising this year than 
ever before 

No wonder it pays to do business with Bassick! THE BASsICK 
ComPANY, Bridgeport 2, Conn. Jn Canada: Belleville, Ont. 


For rugged heavy duty service 
vp to 2000 Ibs. per caster! 


lop and horn plates of forged steel and en- 
closed heavy duty main load bearing of 
the finest unt type, 6 in. forged steel wheel, 
make Bassick’s HA an almost indestructi- 
ble caster one of the many ways that 
Bassick helps reduce the “Reducible 


ar\cr » 
30%"* 


, and keeps your customers satisfied 


* Materials-handling ut 30% 


g 200u 


t or 
cost Ta 


STEWARAT 


MAKING MORE KINDS OF CASTERS 
MAKING CASTERS DO MORE 


INDUSTRIAL DISTRIBUTION © APRIL, 1952 


AIR-OPERATED pumps are the sub 
ject of this class sponsored by the 
Binks Manufacturing Co., Chicago, 
during its fourday spray painting 
sx hool 


Binks Opens School 
On Paint Spraying 
Vhe Binks Manufacturing Co., Chi- 

cago, Illinois, announces schedules 
through June for its spray painting 
school. New classes will be held Mon 
day through Friday 

April 2 to 6 inclusive 

May 7 to ]1 ‘< 

June + to 8 


I'o assure attention to individual 
problems, classes are limited in size 
Instruction is provided by Binks as a 
service to jobbers, industrial distribu 
tors and their men. Classes are 
planned to acquaint salesmen and 
servicemen with Binks products . . . 
showing them exactly how Binks 
equipment is used in applying a 
variety of finishes 

Individualized instruction in finish 
ing equipment and methods gives job 
bers and distributors the information 
they need to make specific recom 
mendations on equipment purchases 
ind to offer efficient repair and re 
placement service 

William Beacham, paint chemist 
ind spray painting authority, is in 
charge of the classes, which are con 
ducted at the Binks Chicago plant. 
Mr. Beacham’s experience as Director 
of the Binks Research Laboratory 
will be helpful to those who have 
questions about the proper applica 
tion of specific finishes and coatings. 

During the 5-day program, each 
member of the class examines and 
discusses the operation, the mainte- 
nance and the repair of both manual 
ind automatic spray guns. Men who 
have never used a spray gun before 
ire taught correct spray painting 
methods. ‘Trouble-shooting gets a lot 
of attention 

I'he common causes of faulty spray- 
ing are described and methods of 
voiding or correcting them are clearh 
explained. Spraying equipment used 





Industrial 
Rubber Products 


No Transmission Belt Job Too Tough 
.-- For Thermoid 


When one of your customers drops a 
really tough transmission job into your 
lap, remember this—they don’t come 
too tough for Thermoid! 

Thermoid helps you take care of those 
“belt killers’’ that plague all distribu- 
tors . . . helps you furnish the belt that 
is exactly right for the job 

For general service, the Thermoid 
**400” all-purpose belt provides highly 
satisfactory service for all normal 
operating requirements. 

For severe service, or for high speeds 
with small pulleys, you can recommend 


Thermoid High Speed “R” transmis- 
sion belts of extra strong, hard 35-ounce 
duck and top-grade rubber. Where oil 
and fumes make 4t tough for rubber, 
you can solve 4 ¢ustomer’s 

with Thermoid High Speed “N” belts 
with Neoprene friction and skim. Each 
type is praetically custom-built for the 
service for which it is recommended. 


Thermoid, a leading manufacturer of 


industrial rubber products, — 
its distributors with 


and factory service. That's why it paja 
‘Thermoid. 


hermol 


tion, charts, 
diagrams which 
select the right 


tables and 
will help you - 
transmission 











When ed ern codae oe By Wrapeed & Weited Dee : 


- Offic ces & fae 


Thermoid Company tories Teaiiek: 
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mostly on autos, trucks and farm im 
plements—such as touch-up guns, wax 
spray units and material handling 
pumps—is demonstrated by the in 
structor and used by each member 

Several sessions deal with the auto 
matic spray guns that are the heart 
of many automatic finishing system 
The practical application of spray 
booths is also studied. By the end of 
the week, everyone is well acquainted 
with the construction and operation, 
not only of spray guns, but also with 
uch important accessories as oil and 
water extractors, air compressors and 
portable painting units 


Midwest Abrasive Co. 
Elects Foresman Director 
The Mid-West Abrasive Co. of 


Owosso, Mich., announced recenth 
that R. J. Foresman, general sales man 
ager of the company, had been elected 
to the Board of Directors to fill the 
vacancy occasioned by the death of 
the late Phil Huber 

Mr. Foresman, who was only re 
cently appointed general sales man 
iger, has been with the company in 


and you’re sure various capacities since April of 1934 


\t the same time it was also an 
to sell a aie nounced that by action of the Board 
g of Directors at a recent meeting J. A 


Kretzschmar was elected assistant 
The Vincent line of dressers and cutters is designed and built to give secretary and V. O. Smith was elected 
satisfaction on every dressing application. The proof of that statement is in the issistant treasurer of the company 
ledgers of our distributors who have found that for over forty years Vincent Both Mr. Kretzschmar, who will con 
sales are sure for repeats. tinue to serve as purchasing agent, 
First of all, Vincent has product advantages. The exclusive design of their ind Mr. Smith are veteran employees 
Vincent-Huntington Dressers incorporates the hex bushing which extends dresser The Mid-West Abrasive Co., man 
life and assures clean dressings without “wobble” or “drag.” Further, Vincent Cut- ufacturers of sandpaper, grinding 
ters are made of alloy steel and hardened by a special vheels, honing stones and abrasiv« 
process that makes them just the right degree of hardness FOR CORRECT grain, maintain their executive offices 
for beet performance. DRESSER USE in Owosso, Michigan, operate plants 
‘ THIS CHART— in Owosso, Michigan and Rochester 

But just as important, Vincent Dressers and Cutters : 

é ; @ Use #0 Dressers on Pennsylvania and 
are made in a variety of sizes and styles. There is no Wheels upto! "face. 
danger of a good dresser or cutter making a poor show- wetretee 
ing due to mis-application. For every job, there is a © Use #2 Dressers on 

tv Z Po - ate Wheels over 2° foce 
correc incent dresser and cutter, designed right— @Use #11 of $22 Allov Steel Products Co 
Dressers on Wheels of - * , ited 

built better. Vincent Steel Process Company, 


extra wide face. 
2424 Bellevue Avenue, Detroit 7, Michigan. 


maintain branch 
offices and warehouses throughout th« 
country 


Appoints Representative 


Alloy Steel Products Co., Linden, 
¢ N. J., has named William P. Sim 
« mons as sales representative for the 
ewer aund Western territory comprising — the 
states of California, Oregon, Washing 
. ton, Idaho, Utah, Nevada, and An 
J ona 

He will cooperate closely with The 
Republic Supply Co. of California, 
SINCE 1909 . = sae Los Angeles, authorized distributor 
. for the companv’s line of valves. His 
headquarters will be in San Francisco 
Mr. Simmons spent the past threc 
ears in various sales capacities on 
the West Coast. From 1945 to 1948 
he was connected with a chemical 
plant in Chicago specializing in opera- 

tions in the Far East. 
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For DISTRIBUTORS 


DUTCH 
BRAND 


THE TAPES YOU NEED FOR MASKING, HOLDING, SEALING, 
PROTECTING, IDENTIFYING, PACKAGING, REINFORCING 


A COMPLETE LINE—MASKING TAPES 
ELECTRICAL TAPES AND ASSOCIATED ITEMS 


Distributors who are in business to build steady repeat 
sales should check carefully the many advantages 

in handling the profitable DUTCH BRAND line. 

There is variety . . . repeat business . . . satisfactory profit 
. .. backed by a distributor policy that is to their liking. 
DUTCH BRAND products are sold through distributors, 
not in competition with them. 


Write today for full information on 
ovr distributor pian. 





Other... 
Dutch Brand Products 


Electro Coil Tape 

Glass Fibre Tape 

Techni Tape (cloth tape for industrial uses) 
Anti-Squeak Body Tape 

Cork and Rubber stripping with adhesive 
Molded Rubber Products to specifications 
Die Cut rubber products to specifications 
Sheet Sponge Rubber 

Neoprene Sponge Rubber 

Sponge Rubber (with adhesives) 

Sponge Rubber Weatherstripping 

Gosket Sealing Materials 

Rubber Bonding Cements 

Special Cements to specifications 

Rubber Aprons 


VAN CLEEF BROS. [NC. 


DIVISION OF Johns Manville 
7800 WOODLAWN AVE . CHICAGO 19, KLINOIS 
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You GET MORE of the BEST 


C. K. Hood 


Worthington Pump & Mach. 
Elects Hood Vice President 


Worthington Pump and Machinery 
G rp. has elected C. K. Hood, 
formerly manager of the corporation’s 
New York District Sales Office, to a 
vice presidency. He will be responsible 
for the direction of the activities of 
the public works, steam power, de 
crating, water treating, and steam 
turbine divisions and will report to 
I’. Cruthers, Vice President. 

Mr. Hood, a graduate of Iowa State 
College, started his career with Worth 
ington in 1918 and has been manager 
of the New York District Sales Office 
since 1930, 

Other Worthington Promotions 
effective April 1: 

W. J. Van Vleck, present manager 
of the corporation’s Atlanta district 
ales office, will succeed Mr. Hood 
s manager of the New York district 
sales office. C. W. Kramer, resident 
general line salesman in Birmingham, 
\la., will succeed Mr. Van Vleck as 
nanager of the Atlanta office. I. W 
Leggett, general line salesman at 
Charlotte, N. C., has been appointed 
nanager of the Charlotte branch 

fice. 

Mr. Van Vleck, a graduate of 
Pratt Institute, Brooklyn, joined 
Barnes Hand Hack Saws include 6 different types of Worthington in 1924 as a student 
blades—for use on any metal cutting operation. All sales engineer, and was then sent to 
Barnes H.S. Steel Blades are individually Rockwell Tested Philadelphia as a general line sales 

thus providing the uniform high quality that makes nan until 1938 when he was ap 
Barnes Blades famous for their dependability. The Barnes pointed assistant manager of that 
line of hack saws includes 2 high speed steel blades, RED office. He was made manager at At 
ARROW FLEXIBLE and RED ARROW ALL HARD (molyb lanta in June 1944 

denum) and 4 standard tungsten steel blades. Mr. Kramer joined Worthington 
in 1929 upon his graduation from 


O° OO AE Ct : ae : Stevens Institute of Technology 
‘ \fter completing his student engi 
?. ry «f- ~ 5 £ 
( Le (a. BA RMES Ch, 4 neering course he was located suc 
— all cessively in Buffalo Works as an esti 
— mator, and El Paso and Atlanta as a 
general line salesman 
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CHANCES are, every one of your customers 
uses chain. For nothing takes the place of chain 
in hundreds of jobs of holding . . . hauling .. . 
hoisting. 


You can get a big share of this profitable repeat 
business if you will just do two things: First, on 


every call, check the uses to which your customer 
puts chain. Second, sell him Campbell Chain. 


Campbell makes chain for every need. And a 
Campbell Sales Representative will be glad to 
work with you to develop prospects into steady 
customers for chain. 


MAKERS OF FAMOUS CAMPBELL LUG-REINFORCED TIRE CHAINS 


CAMPBELL CHAIN Comsauy 


MAIN OFFICE: YORK, PA 


Factories: York, Pa., and West Burlington, lowa 


Chain for every need... INDUSTRIAL... MARINE... FARM... AUTOMOTIVE 
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"MULCONROY Sark... 


In every field of hydraulic hose service, 
Mulconroy “PRESS-LOCK” Couplings are giv- 
ing increasing evidence of the outstanding 
advantages of their unique design, con- 
struction, and attachment to the hose. They 
can't blow out or pull out; and because their 
application to the hose does not require 
cutting or weakening it in any way, they 
give it unprecedented resistance to shock 


pressure loads and continuous flexing... 


Exterior View of “PRESS-LOCK” Coupling. Note its 
strong, streamlined build. 


Cross-Section View, showing how entire, un-cut hose 
wall is utilized ... how hose and coupling are “molded” 
into a single, super-strong unit. 


“"PRESS-LOCK”" Couplings Available Two Ways... 


1—Regularly furnished on Mulconroy Hydraulic Hose 
Assemblies—highest quality hydraulic hose in stand- 
ard or special lengths, with a “Press-Lock” Coupling 
pressed-on each end. 


2—Attached to your customers’ hose shipped to our 
factory. This service is prompt and efficient. 


Seldom have you sold an item with a more receptive 
market...not only in the field of hydraulics, but 
among users of many other types of high-pressure 
hose as well. Proof of its acceptance is growing 
every day. Write, now, for “PRESS-LOCK” literature, 
and plan to profit by the extra sales this needed 
product offers you. 


WHERE OTHERS Sion!” 
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Mr. 1 


Ca olina 


egett graduated from North 
State College and_ started 
with Worthington in 1930 as a stu 
dent. He was then assigned to the 
Atlanta Office as a general line sales 
man, where he has served since 1931 
except for a three-year period of 
special duty at the company’s head 
quarters at Harrison, N. J. 


| Minnesota Mining & Mfg. 


Opens New Boston Branch 


Opening of a new Boston branch 
sales office and warehouse was an- 
nounced by officials of Minnesota 
Mining & Manufacturing Co. re 
cently 

rhe building, a one-story 
structure featuring modern exterior 
and interior design, is located at 1330 
Centre Street, Newton Center. Facili 
tics include truck docks and railroad 
sidings. 

W. M. Hobelsberger, Boston office 
manager, said the new unit is another 
link in 3M’s nationwide expansion 
program aimed at improving service 
to industrial and retail customers 
icross the country. The Boston branch 
serves New England. 

Other branch officials who will 
headquarter in the new office are 
J. H. Hargreaves, abrasives sales man 
ager for industrial and refinish trades; 
\. S. Drew, sales manager for general 
line tapes; H. B. Kosanke, sales man 
ager for retail cellophane tape; and 
J. E. Warner, sales supervisor for 
“Scotchlite” Brand Reflective Sheet 
ing 

The new warchouse also will stock 
idhesives and electrical tapes. Elec 
trical tape sales will continue under 
the direction of E. F. Gregg, with 
headquarters in New York. Howard 
Norman, also of New York, is sales 
manager for adhesives. 

Hardware maintenance sales of the 
Boston Branch are under the direction 


if H. G. Kellev of New York. 


new 


U. S. Rubber Co. Division 
Erects West Coast Plant 


The Naugatuck Chemical Div., 
U.S. Rubber Co., has completed a 
new plant on Telegraph Road, Los 
Angeles, which will serve as the divi- 
sion’s Western sales headquarters. 

It will contain customer technical 
service laboratories and facilities for 
the compounding and storage of na- 
tural and synthetic rubber latex, and 


| for warehousing resins, plasticizers, 


rubber chemicals, agricultural chemi- 
cals and other products 





[ly tle 


Porter-Cable Distributor 


QUALITY LINE Every Porter-Cable Tool is uncon- 
ditionally guaranteed... gives your customer 
true value for his money. 


FULL PROTECTION Porter-Cable’s Policy is the same 
fair proposition for all...no other distributor 
gets a bigger discount than you. 





STRONG BACKING Porter-Cable maintains an ag- 





gressive National Advertising program . . . pro- 
vides a wide variety of promotional material on 
an exceptionally favorable basis. 


SELECTIVE DISTRIBUTORSHIP We do not follow the 
“buckshot” approach in locating sales outlets... 
Porter-Cable Distributors are protected against 
indiscriminate competition. 





Our fair and square Policy is all down 
in black and white. Want a copy? 


Porter-Cable Machine Co. 
8104 N. Salina St., Syracuse 8, N. Y. 
Manufacturers of SPEEDMATIC and GUILD Electric Tools 


In Canada write: Strongridge, Ltd., London, Ont 
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FOR THE DEFENSE 


of your machinery 
ond equipment, use a 
CLEMENTS - CADILLAC 
blower - suction cleaner 
to fight Dirt, Dust, and 
Grit. It routs these 
enemies effectively, 
quickly, economi- 
cally 


Eligible under 
CMP. regula 
trons 





STOCK BINS 


Made 


with attech 


ailing jek. WANT A 
COMB 
BLOWER-SUCTION CLEANER 


CLEMENTS MFG. CO. 


6620 S. NARRAGANSETT AVE.. CHICAGO 38, ILL. 


ory ¢ 


PORTABLE 


ADVERTISING 
LIKE THIS 


4 —~z4y 
— 
— 


DESIGNED TO 
STIMULATE 
BUYING INTEREST 
IN THIS NEEDED 
AND MUCH IN DEMAND 
CLEANING TOOL 


* 


APPEARS MONTHLY 
IN LEADING 
INDUSTRIAL 
MAGAZINES 


IF YOU 


NATION Profitable 
SELLER 
WRITE US 
FOR DETAILS 


ASH YOUR MILL SUPPLY DEALER OR WRITE US FOR DATA 


Model 816 cuts 8” round 
ond 8” «x 16° flot. Model 
824 cuts 8" round and 8 
x 24” flat. Both models ore 
available with coolant 
equipment 


Model 610 cuts 6” round 
and 6” «x 10” flat. Coolant 
equipment available 


Heavy-duty Mode! 1220 


lat. Avail 
able with or without cool 
ant equipment 


y 
easy to sell 
BECAUSE THEY SAVE MONEY! 


Your profit opportunities are greater 
with Kalamazoo metal cutting band 
saws. Here's a line of saws that can't 
be beat dollar for dollar. Scientifically 
engineered and sturdily built, Kalama- 
z00 assures fast, accurate metal cutting 


at lowest possible cost. And they'll last 
and last with minimum maintenance. 
That's why more and more users say, 
“I'll take Kalamazoo!" Stock up now 

assure quick delivery. Write for 
free catalogs 


MACHINE TOOL DIV. Aalamayoo TANK and SILO CO. 


41GB HARRISON STREET: * 
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KALAMAZOO, MICHIGAN 
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J. R. Lewis 


Quaker Appoints Lewis 
General Sales Manager 


J. R. Lewis has been named general 
sales manager of Quaker Rubber Corp., 
division of H. K. Porter Co., Inc., 
Philadelphia, 

Mr. Lewis has been with the com- 
pany ll years. He has been succes- 
sively Philadelphia district sales man- 
ager, assistant sales manager, and as- 
sistant general sales manager. 

Ihe Quaker division has established 
1 new stock-carrying branch warehouse 
ind sales office in St. Louis, Mo. 

Located at 4006 Papin St., the 
branch will operate under the super- 
vision of J. H. Joyner, district sales 
manager. He has had experience in 
industrial supply sales as well as with 
manufacturers 

Opening of the branch, according 
to company officials, marks the latest 
move in Quaker’s policy of expanding 
distribution facilities in all important 
industrial areas. 


Regional Sales Manager 
Named for 3M Division 


Minnesota Mining & Mfg. Co. has 
promoted John F. Traendly to the po 
sition of regional sales manager for 
West Coast branches of the coated 
abrasives and related products division. 

He has been sales manager for re 
lated products in Los Angeles sincc 
1944. Previously he held a number of 
sales and sales management positions 
in the coated abrasives division. 

]. M. Pitblado has been named in- 
dustrial sales manager of the Los An- 
gcles branch and methods engineer 
for all West Coast branches, N. J. Beal 
has been appointed refinish sales man- 
ager at Los Angeles. 

Mr. Pitblado joined 3M as a meth- 
ods engineer in 1946. Mr. Beal has 
been with the firm since 1941, starting 
in an office capacity. 








\ 


WRENCH 
OPERATED 
CHUCKS 


av 
, 
» 


THE CUSHMAN CHUCK COMPANY 
HARTFORD 2, CONN. 








BRANCHES: BOSTON, MASS. * NEWARK, NJ. * DALLAS, TEX 
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Easy to mount...and remove 
and Easy to change speed 


Wood's “Sure-Grip” Sheaves — with 
one-piece, flanged hubs split from 
end-to-end for maximum grip on the 
shaft — are easy to mount, quick to 
remove and interchangeable. More 
sheaves used with this hub construc- 
tion than any other type . . . available 
for prompt shipment in A, B, C, D 
and E groove sections. Send for Cata- 
log 192. 


WOOD'S PRODUCTS 


SHEAVES @ FLAT BELT PULLEYS @ HANGERS 
PILLOW BLOCKS @ COUPLINGS @ BEARINGS 
COLLARS @ ‘“SURE-GRIP"’ SHEAVES AND PUL- 
LEYS @ “SURE-GRIP"’ STANDARD, SUPER AND 
STEEL CABLE V-BELTS ©@ COMPLETE DRIVES 


Free CATALOG sent 
vpon request on your 
business letterhead. 


SONS COMPANY 
CHAMBERSBURG, PA. 


Mechanical Power Transmission Manufacfurers—Since 1857. 
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* CLEVELAND, OHIO 


George A. Gade 


Standard Pressed Steel 
Moves Sales Headquarters 


George A. Gade, manager of out 
side sales for Standard Pressed Steel 
Co., Jenkintown, Pa., has transferred 
his headquarters from Detroit to the 
company’s plant at Jenkintown. 

Ihe move is preparatory to re-ad 
justing the nationwide sales organiza 
tion because of increased demand, ac 
cording to company officials. 


Conference Board Picks 
Two Norton Executives 


I'wo executives of the Norton Co., 
Worcester, Mass., were clected re 
cently as members of the National 
Industrial Conferences Board, Inc 

Clifford S. Anderson, of the Ad 
visory Council, became a_ five-veat 
member-emceritus. He has been active 
on the board for 26 vears. Wallace ‘I 
Montague, vice president, became a 
member of the board, replacing M1 
Anderson, for one vear 


Materials Handling Society 
Plans Chicago Exposition 


The Socicty of Industrial Packaging 
& Materials Handling Engineers will 
hold its 7th Annual Exposition in 
Chicago on October 14-16. 

Among featured events will be the 
National Protective Packaging and 
Materials Handling Competition, open 
to both members and non-members, 
ind a short-course educational pro 
gram conducted by the University of 
[Hinois’ Mechanical Engineering Dept 

The exposition will place increased 
emphasis this vear on developments 
in the handling of armed forces ma 


- ? 
terial 





WHY LENOX HACKMASTER USERS ARE— 


~ ECONOMY 


Do not break — no loss from breakage of 
partially worn blades. 


DURABILITY 


Made of High Speed Steel that will out- 
last several standard grade blades. 


SAFETY 


Will not shatter in use. No bruised hands 
or other accidents. 


High Speed Steel 
* Unbreakable 


HACK SAW BLADE” 
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Veteran 
“Soldiers” 

of the 

Profit 


Lines 








AHLBERG 


PRECISIONeered Anti-Friction Product 


Since 1908 


Here's a profit cue: More Ahlberg Pre 
cisioneered Bearings are being ‘‘drafted” 
into D.O. production line duty than ever 
before in Ahlberg history. It’s an Ahlberg 
Distributor success story that is strength 
ening America today and strengthening 
relations with manufacturers from coast 
to-coast. The basic reason is simple: No 
finer ball made—accura 
cies up to 25 millionths of an inch is just 
one reason. And Ahlberg distributors 
stress quality. By building on “the best,” 
old Ahlberg users KEEP “‘sold’’; new 
Ahlberg users STAY ‘‘converted.”’ Ahl 
berg Bearing Company, 3025 West 47th 
Street, Chicago 32, Illinois 


bearings are 
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PUMP SCHOOL for distributors helps 
ell products of Deming Co.'s factory 
Salem, Ohi 


Deming Co. Schools 
Give Pump Training 


Ihe Deming Co., Salem, Ohio, 
has launched a training program for 
its distributors’ salesmen based on a 
Pump School” at the factory. 

Ihirty salesman attended a recent 
session, which included a factory tour 
Che work consisted of a 
ourse in hydraulics, pump selection 
ind application, clectne wiring meth 
ods, and ind 
struction 


C lassr OTN 


servicing 


maintenance 


Air Filter Co. 
Announces Staff Changes 


American 


American Air Filter Co., Inc., 
named Richard M. Burbank assistant 
sales manager, Unit Ventilator Div 
of the Herman Nelson Div., Moline 
Ill. He was formerly manager of the 
company’s Boston branch office 

Frank T. Carroll, Jr., and Harold F. 
Meyer have been appointed regional 
product application engineers for the 
Merchandised Products Div. Mr. Car 
roll will serve the East and West 
Coast offices, and Mr. Mever the Her 
man Nelson offices in the Middle 
West and South 


has 


Templeton, Kenly & Co. 
Appoints Sales Engineer 


l'empleton, Kenly & Co., Chicago, 

appointed Arthur ‘Templeton 
Southwestern divisional sales engi 
neer, with headquarters in Dallas, 
Texas. He will cover Texas, Okla 
homa, and Louisiana. 

Mr. Templeton, who is a son of the 
company’s founder, has been a Chi 
cago sales engineer for the past two 
years. 


has 





® vith Jewel Brand 


" Coated Abrasives! 


BY SWITCHING TO JEWEL BRAND resin bonded abrasive belts, a 
manufacturer of cold rolled steel boxes for tools, first aid kits, elec- 
tronic parts and similar equipment, made production savings of 30% 
in removing welding beads. 


SAVINGS LIKE THESE are possible because properly chosen Jewel 
Brand Belts cut faster, last longer. And all Jewel Brand Coated Abra- 
sive Belts have the exclusive Velvet Joint that eliminates bumping, 
adds many hours of productivity. 


} HELP YOURSELF TO SIMILAR SAVINGS by making the 

A 1 simple Waste Barrel Test. Send us a letter size sample ( pre- 
= TE ferably including the joint) of a used belt taken from your 
7 waste barrel. In most cases, Jewel Brand Engineers can 


| recommend a Jewel Brand Coated Abrasive Belt that will 
save time and money for you! No obligation of any kind. 


ABRASIVE PRODUCTS, INC. 
519 Pearl Street 
South Braintree 85, Mass. 


Sure, we want to cut production costs! Enclosed is sample of used belt from our plant. 


NAME 

POSITION 

COMPANY 

TYPE OF PRODUCT MATERIAL 
WE USE APPROXIMATELY BELTS PER MONTH 
BELT LENGTH BELT WIDTH 
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ANY 
for safer | 
quicker |) 
assembly 

Sonn 1 Seanad work... | 


National Screw & Mfg. Co. 
Names Greenshields Director new enclosed 


Donn D. Greenshields, vice presi Greenlee Spiral 

nt since 1949 of the National Sere 
Mfg. Co., Cleveland, has been Screw Driver 

ted a director of the compan 
( ifiliates include National Here's the Spiral Screw Driver 
Easier to identify —_—— vy & Mfg. Co. of Cal. in Los — especially designed for fast as- 
stands out? It's easy to read —from the top-most geles, Hlodell Chain Co. division sembly line work. Completely 
shelf. Different colors identify different screws, 
bolts, nuts, metals, plating, etc Saves time! 


Easier to handle Pheoll products are 
packed in sturdy boxes that won't “bow out . ky 
when opened or stacked. Covers slip on and off 1 sales and production capacities long years of service. Husky 


with just the right friction grip. Easy to handle, thy itional since 1934, and prior and dependable, the Greenies 
pack and ship. No tearing, spilling or loss 


leveland, and ‘The Chester Hoist enclosed so that fingers can't get 
ion in Lisbon, Ohio pinched! And, since it is enclosed, 
Greenshields has served in it stays dirt and grit free for 


; oming vice president was works — 4e!ps workers do the job swiftly, 
7GACEN 10 Get prompt, reliable deliv nager of National Cleveland accurately! Highest quality 


ery through convenient factory warchouses ' shor yrin - 

Your Pheoll stocks cover most needs. Depend ape rere 
m this one source for a broad range of “in stainless steel body 
demand fasteners Quick-action shift button 

Sa 4éer to sell ai Vailas: uae furable Hard-Wear handle 
money makers because they're easy to sel! of attractive green plastic. 
They're fast movers. They repeat because they're 





Two sizes: small and medium. 
made to build your business. Our reputation is 


your quarentec Former ID Executive Get details today on this 


Promoted by ‘*Times” volume sales-maker 
a Greenlee Tool Co., 1924 


Herbert Ave., Rockford, Ill 


er of Industnal Distribution 
} timesaving maintenance tools 
Machine Bott: then Mull Supplies) has been ap 
) 


Reoll business builders | Hartley W.. Barclay, former research 
; 


i 
Carriage 
eg Baits “ ited industrial advertising manage il 
/ 


tng Brass Washers f The New York Times 


Square Head < 
Head *n } 1 } ml 
Seonan'e Se w sSomt Screw Nuts Ile has been a me nber_ of the 
ad Cay 9 en hed Nuts nes business news staff for the past 
eo ; Cop Nuts ore ‘ cars While on the tatt of Mill 
urled Nut : 
wis— Grass Supplies, he was loaned to the Joint 


. ‘ 
idee Threadea Rods Merchandising Committce of the Mill | On man-operated Greenies Hydraulic Pipe 
and Phillip, > 

"Steel ond Bross "Pt Recessed Heod, Supply Business, and helped conduct Bender, above left, for fast, accurate eS 

rt wnduit and pine up ” ‘ 

first national surves the opera a ee rr a — 5 Compact, Beeps 

; i Greentee Hydraulic Pipe Pusher, above right, 

Write, wire or phone , ae ae wah eee for pushing Pipe us der streets, walks, floors, etc. 

cA he Times, Mr. Bar- iminates costly tearing up and extensive ditch- 

isulting search di } Other GREENLEE timesaving tools for 

include Hand Benders for Tubing; Elec- 

i ar Knockout s; Automatic Push 

tked 1 ill iger Bits, Chisels and Gouges and Many 

| Lunken ¢ rite for complete sales data 

innati, Ohio, shortly 
ym Ohio Wesleyan 


SCREWS © BOLTS © o tepptenatbanc wt ” Be = GRE. LEE 


Docket He 
*Thumb § 


T*Stove Bolts 


} 
il equip 
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Helping your customers solve problems 
Helping you build sales 


Ready avail 
rtant services Card renders to both tool users and Dis 
tributors 


ability of trained engineers is one of the most 


When it comes to cutting tool problems these factory repre 
sentatives know how to steer your customers right 


and how 
to help build good will and sales for you. 


Card deals you in, too, in regular nation-wide advertising in 
AMERICAN MACHINIST, MACHINERY, TOOL ENGI 
,EER, MODERN MACHINE SHOP. Each of the total of 
2 Card messages in these preferred metal-working trade 
magazines directs the reader to you, as his local Card Dis 
tributor 


Add a full line of merchandising and sales aids, plus prompt 
deliveries from seven warehouses across the country — and 
you have some of the highlights of a progressive sales policy 
that’s been working out profitably for Card Distributors for 


over half a century. Why not get the whole story from your 
Card representative? S. W. CARD MANUFACTURING 
COMPANY, Mansfield, Massachusetts. DIVISION OF 
UNION TWIST DRILL CO. 


Welcome to our Booths 337, 339 and 341 at the Triple Industrial 
Supply Convention 


r 
| 
| 
| 
| 
| 
} 
| 


TAPS 


Also makers of DIES + SCREW PLATES + DIE STOCKS 
TAP WRENCHES 
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... that’s why | buy 


FALO Conveyor BELTS 


Our plant really puts out big production and those 
sleazy little conveyor belts that are always fraying, 
tearing, stretching and giving up the ghost right in 
the middle of our busiest time, gimme a pain in the 
neck. It’s bad enough to have to pay for a new bel, 
but what it costs us in ‘down-time’ for the change- 
over really scorches me. That's why I'm sticking with 
Buffalo Belts they're TOUGH and can really 
take a beating 

Needless to say, this was a tough customer for us 
to sell originally, but he’s typical of a good many 
customers who now swear by Buffalo Belts. We told 
him chat our belts are MADE TOUGHER by tak- 
ing the strongest, sturdiest cotton yarn available and 
WEAVING IT TIGHTER with our exclusive WOV 
IN-WEAR process. From our more than 50 years of 
experience, we have designed a new kind of loom 
that permits us to weave under HIGHER TENSION 
and, naturally, this combination produces conveyor 
beles that are tougher and LAST LONGER. We told 
him all this and he said: “Prove it’. So 


we did! 
We'd like to do the same 


for you. How about it? 
Buftalo Belts are available in over 200 sizes, 35 widths, 


7 thicknesses and 7 special surface treatments 


Send for Gree Golder f=} 


14 illustreted poges of sizes, types and prices 


BUFFALO WEAVING & BELTING COMPANY 


John Senft 


National Serew & Mfg. Co. 
Appoints Chain Expert 


Hodell Chain Co., Cleveland, divi 
sion of ‘The National Screw & Mfg. 
Co., has named John Senft as con- 
sultant im the engineering department. 

An authority on machinery for pro 
duction of electric welded chain, Mr. 
Senft participated in carly develop- 
ments in the welding process and de 
sign of equipment. 


Builders Hardware Club 
Meets in San Francisco 


the Builders Hardware Club of 
Northern California held its third 
meeting recently in San Francisco. 
Adon Brownell, sales manager, Lock- 
wood Mfg. Co., Fitchburg, Mass., was 
guest speaker. 

Prizes were donated by the Schlage 
Lock Co., Marshall-Newell Supply 
Co., and Dunham, Carrigan & Hay 
den Co. An engraved ship’s bell was 
presented to the club by David Win 
slow, representative of H. S. Getty Co 


Corning Glass Works 
Appoints PR Director 


Corning Glass Works, Coming, 
N. Y., has appointed Harlan Logan 
as director of public relations to con 
solidate public relations programs of 
the parent company and Coming 
Glass Center, Steuben Glass, Inc., 
ind other subsidiaries. Howard | 
Bahr was named assistant director. 

Mr. Logan, author and former edi 
tor and general manager of “Look” 
magazine, will have headquarters in 


the company’s New York office. Mr. 


Bahr will also continue his present 
BUFFALO 7, NEW YORK 


CREMORD pare ese eS ae duties as manager of the public rela 


209 CHANDLER STREET 
NEW YORK PHILADELPHIA CHICAGO DETROIT SAN FRANCISCO tions department in Corning. 
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NEW 
WALKER-TURNER 
PRODUCTION 
DRILL PRESSES 


with features thar 


linea F00GU 
SHES TOU 


lila 


Industrial expansion . . . mounting defense orders 

. changes in your customers’ operations. Isn't 
that the situation in your area today? Now see how 
Walker-Turner’s new 15” Production Drill Press 
fits into that picture . . . enables you to offer pros- 
pects what they want—more production, faster 
speeds, and greater machine flexibility. 


72 Different Models 

A production tool with the specifications of this 
one means plus sales for Walker-Turner Distrib- 
utors. With 72 different models, moreover, and 
drill heads adaptable to hundreds of diversified uses, 
you'll be adding to your customer list . . . building 
new sales opportunities while you build profits. 
Send for full details. 


Oh i DUNE aD Sh RE ASN ARCS BAND Rm ON LaINI TO 





WALKER-TYRNER 
. WS Lehn . 
i 
SOLD ONLY THROUGH AUTHORIZED DISTRIBUTORS KEARNEY AN ite donronasin 
PLAINEIELD, AW. J. 


DRILL PRESSES RADIAL DRILLS TILTING ARBOR SAWS BELT ond DISC SURFACERS METAL-CUTTING BAND SAWS LATHES SPINDLE SHAPERS JOINTERS 


INDUSTRIAL DISTRIBUTION © APRIL, 1952 233 








Va 





give your customers 


FASTER 


deliveries 





SEND FOR YOUR COPY OF 
CATALOG NO. 51-C 


< KECKLEY 


o” pressure 
regulators 


When your customers need pres- 
sure regulators in a hurry, you can 
give them both the best regulator 
and the best delivery available. You 
can get prompt shipment of your 
orders direct from the Keckley 
plant. Most sizes available from 

stock—others assembled, tested and shipped 
in a few days. Screwed or flanged in sizes 
from 4” to 6”. Pressure and temperature 
combinations available. 

Check with Keckley for better valves and 
better delivery. 





Pressure & T t Reg 


Float Valves 
Pop Safety and Relief Valves 


oa onan. @ on 4 Gocey 0 Bf 


400 W. MADISON STREET 


CONCO SPUR GEAR HOIST 
In capacities ranging from %-ton through 
25-ton. All modern features. Request bulle- 
tin 1540. For army type and low-headroom 
type trolley hoists request bulletin 1550. 


CHICAGO 6, ILLINOIS 








CONCO DIFFERENTIAL HOIST 


Light weight, low cost. Capacities %-ton 
and l-ton. Request bulletin 1520. 


CONCO I-BEAM TROLLEYS 

Plain or geared type, with Hyatt Roller Bearing wheels, 
in Capacities of 1-ton through 10-ton 

Request bulletin 1510 


CONCO ENGINEERING WORKS 


Divi 


234 


sion of H D Conkey & Co, Divis 


on Street, Mendota, Illinois 
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Make the Move 
To A Better Locatien 


Starts on page 106 





Although the shipping room is ap 
proximately one-fourth the size of the 
old one, more orders are being proc 
essed in much less time. Formerly 
the stockkeeper had to ge from floor 
to floor, fill the elevator, and take 
the stock to the shipping room, 
making for a tremendous load at the 
shipping desk at one time. Now the 
orders are taken to the shipping desk 
when removed from the bins; the 
packers bundle the orders and place 
them in the bins for the different 
truck routes, eliminating the former 
congestion. 

The new office is in the front of 
the building, occupying 1,500 square 
feet with no partitions or posts to in- 
terfere with arrangement or desks, 
files and other furniture. The old 
office of 2,500 chopped-up square feet 
had inadequate natural lighting which 
is not the case now. ‘The building 
is also on a main bus line, with a bus 
stop at the front door—a convenience 
for employees who do not drive their 
own Cars 

\ city salesroom has been set up 
with counters and display cases; and 
the ends of the bins facing the ship- 
ping room have been paneled and 
are used for manufacturers’ displav 
boards. Counter business has picked 
up tremendously, and the display 
counters paid for themselves within 
1 few weeks 

Two large show windows are al 
lotted to manufacturers. Display is 
set up by schedule, one window be- 
ing changed every seven days, allow 
ing a two-week period for each dis- 
play One example of a new cus- 
tomer attracted by this set up, was 
in connection with a “C” clamp dis 
plav. A telephone order was received 
for three dozen clamps from a buyer 
who told Wirthlin-Mann that he saw 
the clamps in the display window the 
previous evening. The windows re 
main lighted until eleven o’clock cach 
night. 


Salary Board to Provide 
Information in the Field 


The Office of Salarv Stabilization 
will use field offices of the Depart 
ment of Labor to help employers on 
salary problems 

Che Labor Department's Wage & 


Hour Division has a network of SO 





THE NEW CRAYTON 
T-SLOT BOLT 


With 5 Important 
Improvements . . . 


(1) Cleans the Slot. Patented radius and angle upward in ends 
of bolt head prevent jamming caused by chips and dirt collect- 


ing in T-Slot—a common occurrence with conventional bolt head 
designs. 


(2) Protects Expensive Work Tables. The CRAYTON Bolt pro- 
vides 50% greater bearing surface on stronger inner edge of 
T-Slot—not on weaker outer edge where conventional square 
and angled heads have maximum bearing surface. 


(3) Really Strong. Made to stand up longer against the strain 
of high speed cutting and milling, with modern Carboloy tools, 
at greater motor horsepower. CRAYTON bolts are forged from 
SAE 4140 Steel Bar Stock and hardened in Ajax Electric Neutral 


Salt Furnaces to a tensile strength of approximately 200,000 
P.S.1.! 



































WZ al Z 4 
WW | (4) Completely Finished. Full depth threads carefully machined 
Be ||| and entire bolt surface centerless ground before application of 


improved “Blue-black” rustproof coating. 








(5) Easier to Select. Maximum clamping height and diameter 
clearly marked on each bolt. 


The many advantages of CRAYTON T-SLOT BOLTS are the result of many years of research and 
development in the machine tool field. It will pay you to stock this improved, hard-to-get item. Full 
Range of Sizes and Lengths Available. 


Write today for all the Details! 


2024 SOUTH AIKEN ST. 
PHILADELPHIA 42, PA. 
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Stanley Tool advertisem 
in leading industrial 
OX OF THE WORLD help yoosell.. . tell 


STANLEY ] zara. 


‘Reg. U.S. Pat, Off. 
MARDWARE © TOOLS © ELECTRIC TOOLS © STEEL STRAPPING © STEEL 
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offices from coast to coast which have 
been supplicd material relating to 
salary regulations for local distribu 
tion. Employers may obtain advice 
from the local offices, though official 
rulings on cases will continue to be 
wailable only through the OSS, and 
the Wage and Hour division will not 
be called upon to make inspections 
ind investigations 

The OSS itself is planning 14 field 
offices which are expected to be open 
oon. They will be in Boston, New 
York, Philadelphia, Richmond, At 
lanta, Cleveland, Detroit, Chicago, 
Minneapolis, Kansas City, Dallas, 
Denver, San Francisco, and Seattle 

These offices will assist business 
men generally and expedite “bona fide 
hardship” cases. 

Joseph D Cooper, — executive 
director of OSS, said the arrangements 
with the Wage & Hour Division 
“should serve to give information and 
issistance locally to business through 
out the nation.” 

It has been very difficult to oper- 
ite wholly out of Washington, par 
ticularly with a very limited staff and 
budget. This is a big step toward eas 
ing the burden of employers and 
salaried employees.” 


Norvell Wilder Supply 
Re-Elects F. S. Carothers 


Ihe Norvell Wilder Supply Co., 
Beaumont, ‘Texas, has re-elected Frank 
S. Carothers president and general 
manager 

Eugene ‘I’. ‘Thompson was re-elected 
vice president and secretary, KE. W 
Gildart, vice president, and Frank A. 
Douglas, treasurer. Mr. Douglas was 
also. named. assistant secretary and 
was elected to the board of directors. 

The following directors were re 
clected, in addition to the officers, 
who are board members: Mrs. Mildred 
Yount Manion, W. Cape Grant, Will 
kK. Orgain, J. H. Phelan, Sr., Max 
Schilcher, and Elmo Beard 

An “unusually successful” vear was 
reported to the stockholders 

Mr. Carothers had been a vice presi- 
dent for more than 20 vears, in fat 
of the Houston branch, before his elec- 
tion as president in 1950. 

Ihe company, which was organized 
in Beaumont in 1910, has branches 
in Corpus Christi, Fort Worth, 
Odessa, and Conroe, Texas, and Lake 
Charles and Scheveport, Louisiana, as 
well as Houston, and offices in Dallas 
and Port Arthur, Texas. It specializes 
in sales to oil producing companies, 
refineries, pipe lines, chemical plants, 
general industries, and drilling and 
general contractors 





elling SAFETY 


... to build your sales 
of American CROSBY 


(IRB nn 


WIRE ROPE BLOCKS! 


Is this a frightening advertisement? We 
hope it is . . . because the danger of using 
an “unknown” wire rope block is a sober 
and serious fact. 

So here’s a case where good, strong sell- 
ing is a real public service. For absolute 
safety, the ‘‘Load-Rated”’ feature of American 
CROSBY wire rope blocks is the simplest, 
best idea yet. The rating is embossed in the 
side plate, in strong raised letters that will 
always be readable. When engineers, safety 
men and buyers see it there, you can be 

If it’s a S-ton pullon a3 peta pa en block, if Be TED ee somo -_ ae blocks, 
Basis terme Scecame cpemrcmmenednecien| — sndepecify American CROSBY. 
Sage simple safety insurance? a me ~ ciaiee pron We give you outstanding merchandising 


ba ane bl ny kaged, too, for delivery ® features, too. Neat, clean individual cartons. 
big American crane blocks Individually packagee, 
in bi 


periect condition. Sold by distributors and =P SeERIC sn nowt 6 Each carton numbered, for simplified stock- 

made by the makers of Fea NNESOTA keeping. Prepaid freight on 100-lb. ship- 

DERRICK CO, ST. PAUL ments. And CROSBY Blocks can be ordered 
American | with Crosby Clips. 

. | Here's the fastest-growing ‘'staple’”’ line 

< ae in the mill supply business. And our strong 

“Tteay <i national advertising assures constantly 


growing DEMAND! 





29 


e ¢€ 
This advertisement appears Roewerican Hoist 


in leading national magazines 
reaching construction and & Derrick Company 
industrial markets. ST. PAUL 1, MINNESOTA 
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“ALLIGATOR” “CARSON”-“NEWTON” 


SWISS PATTERN AMERICAN PATTERNS 


FOR YOUR FILE ORDERS 


Carson Newton Distributors can be sure that they have 
the right file for any job their trade may have, that it will 
give satisfaction and bring repeat business. 


Today our plant is at top speed serving AMERICA. 
Perhaps we can serve you. 


YOU CAN'T BUY OR SELL A BETTER FILE 


CARSON-NEWTON CO. BELLEVILLE, N. J. 


LOOK TO 


WHO 


FOR THE FINEST 
COUPLING BOLTS 
CAP SCREWS 
SET SCREWS 
MILLED STUDS 


“WHO Se Wy. H. en | Se PA. 


Ottemiller products are sold through Mill Supply Houses. Write 
for free folder which illustrates and describes the complete line. 
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Robert W. Elilms 


Osborn Promotes Two 
In Machine Division 


The Osborn Mfg. Co., Cleveland, 
Ohio, has promoted Robert W. Ellms 
to assistant chief engineer, machine 
division, and Ted Hatch to super 
visor, research and development de 
partment of the division. 

Both men were engineers in the 
division. Mr. Ellms, who joined the 
company in 1934 as designer of 
moulding machines, holds patents on 
several mechanical devices. Mr. Hatch 
joined Osborn in 1950 as a develop 
ment engineer. 


Ted Hatch 





Safety Socket Screw Co. 
Increases Plant Capacity 


Safety Socket Screw Co., Chicago 
has completed plant additions imcrea 
ng its production facilities 25 per 
ent 

lhe addition will be used for the 
first operation work and warehouse 
) The new plant was opened a 


ear and a half ago. 





JUST “dial in” YOUR WEATHER! 


Above you see the control panel of a ‘weather fac- 
tory” for plant research at California Institute of 
Technology. The weather making is part of the 
important work being done in Caltech’s half-million 
dollar Earhart Plant Research Laboratory—an im- 
posing layout embracing six air conditioned green- 
houses and thirteen air conditioned laboratories, 
all dedicated to uncovering more basic knowledge 
of plants and their cultivation. 

The plant experiments are being made under the 
most closely controlled conditions of weather, light, 
temperature and sterility existing anywhere in the 
world today. To accomplish this control, the 
greenhouses are provided with the specially built 
Minneapolis-Honeywell control panel equipped 
with Marsh Pressure Gauges, and a time clock 





Marsh alone has the 
RECALIBRATOR — quickest 
ond best way to correct a 
gauge or dial thermometer 
that has been knocked out of 


panel, constructed by Caltech scientists, for con- 
trolling lights. Temperature can be held to a 
fraction of a degree in any part of the greenhouses 
and laboratories. 

Caltech scientists hope that some of their funda- 
mental research will eventually indicate the best 
growing conditions for varieties of vegetables in- 
creasing the world’s food productivity, and may yield 
vegetables of greatly increased nutritional value. 

Here is a project where accuracy of control and 
operation outweighs all other considerations. So 
it is particularly significant that all of the pressure 
gauges on the panel above are Marsh Gauges. A 
distinguished instrument, Marsh keeps distin- 
guished company. For all plant services and equip- 
ment requiring pressure gauges, insist on Marsh. 


MARSH INSTRUMENT CO. soles offiicte of Jos P Marsh Corporation 


DEPT. C, Skokie, Il. 
Export Dept., 155 E. 44th St., New York, New York 





adjustment. 


MARSH GAUGES 





poy 
> 
THE STANDARD (% 2) OF ACCURACY 
\ 
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NATIONAL SANDER 


the line offering both 
Straight-Line & Orbital Action 


National Models 300 and 300A are straight-line 
action, reciprocating, two-pad pneumatically 
operated sanders. Felt, rubber and neoprene 
pads in different sizes and shapes are available 
for various types of surfaces and materials. Water 


attachment is built-in for wet sanding 





National Models 100 and 400 are orbital action, 
single pad, pneumatically operated sanders. Or- 
bital action provides faster cutting and longer 
abrasive life All National 


weight, vibrationless 


Sanders are light 


and fast. Write today for 


details on National's selective distribution system 


faa 


NS 


NATIONAL AIR SANDER, INC. 


2816 AUBURN ST., ROCKFORD, ILLINOIS 
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Harold W. Sabin 


New Representative 
for Toledo Pipe Tools 


The appomtment of Harold W. 
Sabin as the new sales representative 
for ‘Toledo Pipe ‘Tools in the area 
including Washington, Oregon, Mon 
tana, Idaho, Utah, Wyoming, and 
Vancouver and Victoria, B. C., 
Canada, was announced by Howard 
\. Mikesell, Vice President and Sales 
Manager of the 50-year-old ‘Toledo 
Pipe Threading Machine Co., Toledo, 
Ohio 

Mr. Sabin will make his headquar- 
ters in Seattle, maintaining contact 
distributors in the area serving 
users of the company’s line of hand 
operated pipe tools, power pipe ma 
chines and drives. He served 
in the Navy two years, and has com- 
pleted a traming program at the com 
pany’s plant in ‘Toledo. 


with 


pow T 


Burk Made Vice President 
of Southwest Supply Co. 


Richard M. Burk has been elected 
vice president of the Southwest Sup 
ply Co. He will be in charge of new 
offices in Denver, Colorado, estab- 
lished by the company to serve the 
Rocky Mountain area. Mr. Burk had 
previously been identified with The 
National Supply Co. for more than 
23 vears. During his association with 
National, which began in 1927, he 
served in various sales and executive 
capacities 

Starting in the sales department in 
l‘orrance, California, he later became 
district sales manager for the Spang- 
Chalfant division with offices in St. 
Louis. He was assistant to the vice 
president of the National Supply Co. 
from 1940 to 1943. In 
ition with the company, 
ot sales for seamless 
Spang-Chalfant divi 


in Lorrance 

last pos 
he was 
product 


nN 


manager 


of the 





Most popular 
1952 models ! 


For 


Air Express servi 


IT’S PROFITABLE 
think, gives you 


inventory osts less than you 
many profit-making opportu 


ilers, moto pani 
faster turnover, lower 
yrder repair parts \ nities 

New parcel post regulations affect yo 
Air Express 


good-will 
local agent of 


OT 
Air Express 
I 
t rom Call your 
Division, Railway Express Agency 


Al 


SAK EXPRESS 


GETS THERE FIRST 


IT’S DEPENDABLI 
les on ifricr 
ind get 
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Important Equipment 


for your Customers 


who use SIDINGS . . 


@ BADGER Car Movers can spot 
and shift freight cars in a mini 
mum of time. This is important 
to shippers and receivers of 
freight who must keep freight 
cars on the move. Three types 
take care of any railyard job— 
light, medium, and heavy. They 
are easy and safe to use. We sell 
only thru distributors and advise 
users to buy thru their local dis 
tributor 











SALES in 4 South-Central states are 
responsibility of Harry C. Cochran, 
recently appointed by ‘Toledo Pipe 
lools 





Salesmanship Time Study 
et Streamlines Sales Methods 


\ recent study made by the Atlantic 
ee SB EY Anse Mat | Reng Co, consisting ofa stad o 
salesmen combined with an analysis 
of conditions, brings those interested 
in salesmanship closer to setting a 
standard for sales volume. 
Ihe statistical analysis of conditions 
A consisted of determining accounts per 
Men W 0 Use Them Know... salesman in marketing regions, and 


calls per account; analysis of volume 


of accounts and size of individual 
orders. 


The time and duty study of sales 
men consisted of a description of the 
1S THE FINEST NAME IN VISES time study technique given to sales 
men and measurement of time and 
sales accomplishment. 

Statistical analysis resulted in the 
elimination of many small accounts 
the old story of 15 percent selling 
85 percent of the volume) as well as 
the elimination of small orders. 

Out of the study grew job standardi 
zation for the salesman—job descrip 
tion, with new sales mission and new 
selling methods. The number of calls 
per account was reduced, with the 
salesmen themselves agreeing that 50 
percent of the calls were unnecessary 

The studv forms the basis for a ma- 

+ 


APPLETON wis 


raining program and provides a 
f ! t 

Write for 32 page catalog of Vises | etter method of determining. sales 

m for products. Standards can b 

Work Positioners and Industrial Clamps produ mergh-oueslll r 

ct fo number of 

ld Only Thru Distributors lesmen 


Conclusions 


‘ + 


t mind that 

WILTON TOOL MFG. CO. 1) Salesmen’s standards are 1 
925-D WRIGHTWOOD AVE like shop or office standards set by 
CHICAGO 14, ILL n studv. Thev are not solute 
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FAMOUS 


METAL CUTTING SNIPS 


METAL-MASTER SNIPS: Their compound action design delivers amazing cut 
ting power. Metal-Master 10°’ snips cut with about one-half the effort required 
for standard 12'2"' snips. Hot drop forged of molybdenum alloy steel, fitted with 
nickel chrome molybdenum bolts for toughness and durability. One edge serrated 
to prevent slipping. Made in 4 patterns. Small, light, easily carried in worker's 
pocket. M-1 and M-2 are designed to cut scrolls, circles or the most intricate de 
signs. M-1 cuts to the left, M-2 cuts to the right, M-3 is designed for cutting shal 
lew arcs and for straight cutting. Widely used by workers in the air conditioning 
aviation and roofing industries 


NEW M-5 BULLDOG HEAVY 
DUTY SNIPS: Designed for 
nibbling and 


shallow arcs in sheet 


notching cutting 
metal as 
heavy as 16 gauge. Its sturdy jaws 
and powerful compound action 
easily handle the tougher notch 
ing work usually done by the 
heavier, longer-handled snips 
Only about 9” long, with a 7s 
cut, they are practically indispen- 
sable to sheet metal workers 


Complete set will easily handle almost any cutting 
requirement of the sheet metal trades. 





INLAID BLADE STRAIGHT INLAID BLADE COMBIN- STRAIGHT CUTTING 


CUTTING SNIPS: The basic 
snips for straight metal cut- 
ting. Gun metal finish han- 
dies. Tough crucible steel in- 
laid blades. 5 sizes from 912" 
to 1419” long. First choice of 
the professional sheet metal 
worker everywhere. 


ATION SNIPS: Made with 
straight blades, but ground 
and shaped so they readily 
cut curves and irregular 
shapes as well as straight. Pre 
ferred for their easy cutting 
qualities and long life. 2 sizes 


—12'2" and 1312" long 


SOLID STEEL SNIPS: For 
workers who do not need the 
special qualities of WISS in- 
laid snips. They meet govern 
ment specifications. For ga- 
rages, machine shops, home 
workshops, the farm, etc. 4 


sizes from 8" to 12" 


long 


Quality for more than a 


APRIL, 1952 


NO. V19 COMBINATION 
CUTTING SOLID STEEL 
SNIPS: Strong, well made, 
solid steel combination pat 
tern snips. Will cut curves and 
irregular shapes with ease 
Accurately 


tempered jaws 


and strong bolts. No. V19 


13” long, 3 


cut 


century 


J. WISS & SONS CO., NEWARK 7, NEW JERSEY 
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REPRESENTATION 
WANTED 


For New Conveyor Company 
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LEXOID Conveyor Co 


rmed asa 


recently 
conveyor manufac 
in high quality, ag 
representation 


new 
terested 
ve sales 
| a division of Smith Power 
Co., which for 27 years 
lesigned and produced mechanical 
es, such as drives, chains, redu 
V Belts, flexible couplings, pul 
and general mechanical power 
items 


insmission 


ansmiussion 


Flexoid will specialize in custom-built 
mechanical conveyor applications for 
the handling of a wide variety of ma 
terials and products. Its Engineering 
Department will provide complete plant 
an unbiased basis 


layouts 


Flexoid will develop, design, 
nd instal 


build 
| conveyor applications for 
iversihed industries 

Please send complete details concern 
ing lr organization 


Flexoid Table-Veyor 


Flexoid Overhead Cable 


Conveyor 
Danco Metal 


Photo Courtesy 
Products 


Co 








CONVEYOR COMPANY 


1543 EAST 23rd STREET @ 


CLEVELAND 14, OHIO 
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nd must always be tempered by in- 
dividual conditions 
2) They should 
definitely establish 
ills that should |} 
customer 
3) Thev can be used to establish 
the man-loading of a marketing region 
xr a marketing district or the number 


f accounts to be handled by a sales 


not be used to 
number of 
be made on a specific 


the 


man 
+) We 


point 


not vet reached the 

we can establish a stand- 

ird for sales volume in the same man 

ner that we can establish a shop stand- 
d, but we are to that goal 


h ive 


where 
} 


nearel 


H & A Elects 
New Head 


Stockholders and directors of the 
Hooven & Allison Co., Xenia, Ohio, 
manufacturers of rope and cordage, at 
a meeting held Feb. 18, elected D. W. 
Cherry as president of the company. 
He succeeds the late F. H. Hagenbuch 
who had been company president 
since 1949 

Mr. Hagenbuch, formerly a banker, 
became a director of the rope making 
firm in 1935. His death resulted 
from a heart attack on Feb. 5th, 1952 
He was 76 vears old 

The new vice-president is M. I 
McCallister, legal adviser for the com- 
pany since 1936. The vacancy on the 
board caused by the death of Mr. 
Hagenbuch, was filled by the election 
of E. D. Martin, well known general 
manager and treasurer of the com- 
pany, who has been associated with 
H & A since 1915. Other directors 
re-elected were J. EF. Barlow, W. A. 
Swanev, Dr. F.. S. Garrett and E. M. 
Woodward 


Worthington Names Bedell 
to Industrial Relations 


Donald W. Bedell has been ap 
pointed Industrial Relations Assistant 
to L. Ricketts, vice president in 
charge of manufacturing of Worthing 
ton Pump and Machinery Corp., 
Harrison, N. J 

His duties will include editing a 
news letter for Worthington execu 
tives, assisting managers of Worth- 
ington’s various works on 
munications to employees 
communications surveys 

Mr. Bedell graduated from De 
Pauw University, Greencastle, Indiana 
in 1948 with an A.B. degree. After 
serving briefly with the Wall Street 
Jo urnal and the National Geographic 
Societv, Washington, D. C., he 
tw 
] 


com 
and 


spent 
oO vears as a staff writer on a news 
etter published by the Biddle Pu 
chasing Co., New York City 





Plumbing Contractor: 


This insulation keeps them 


ANOTHER BOOST FOR 
‘Featherweight’ 85% Magnesia 


When a user is spending money to heat water, he 
wants it to stay hot unt! he needs tt-—and that’s where 
“Featherweight” 85° Magnesia will do just that 

Take this installation, for example. ‘'Featherweight 
85°, Magnesia completely insulates those big tanks, and 
holds the heat so well that loss from radiation 1s at 
a minimum 


You can get and hold business with performance like that! 


And this insulation is permanent because ‘Feather- 
weight’ holds up—and will not deteriorate and lose 
its efficiency 


You don’t have to baby “Featherweight”, either—it’s 
light, yet rugged. And it’s easy to apply fits snugly 
to contours, can be sawed or cut, and goes on quickly 
You can get it in all forms, too—blocks for flat, curved, 
and irregular surfaces; in sections and sets of segments 
for standard pipe sizes 

In fact, you'll find the whole line of K& M Low Pressure 
Insulations, shown in the table at right. equips you to 
handle any insulation problem. Write for further infor- 


mation on z raluotu 1 latvions 


with 


Insulation Contractor: 


in hot water. 


..and they love it! 





INSULATION 


RANGES OF KEASBEY & MATTISON LOW PRESSURE INSULATIONS 





DUPLEX 





alm CELL 








FINE CORRUGATED AIR CELL 








SPECIAL FINE CORRUGATED 








AiR CELL 





SIMPLEX “SUPER SHRUNK” 





| 
| 














“PEATHERWEIGHT” 65% MAGNESIA 


| 


—— ff 











Nature made Asbestos... 
Keasbey & Mattison has made it serve 
mankind since 1873 


KEASBEY & MATTISON 


COMPANY ¢ AMBLER © PENNSYLVANIA 
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TUBULAR 
BARROW 


BLOCK 


BRICK and TILE 
BARROW 


MILL 
BARROW 


TUBULAR 
COAL DELIVERY 
BARROW 


CONCRETE 
CART 


The Oldest & Largest Wheelbarrow Maker in America 





JACKSON MANUFACTURING CO. 


HARRISBURG ¢ PENNSYLVANIA 
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Charles E. Dugan 


Mulconroy Co. Appoints 


Sales Promotion Manager 


The Mulconroy Co., Philadelphia, 
has appointed Charles :. Dugan sales 
promotion manager, 

He was formerly with the Quaker 
Rubber Corp., Philadelphia 


Manufacturers’ Assoc. 
Names Nominating Panel 


The American Supply & Machinery 
Manufacturers’ Assoc. has named a 
ommittce of five to nominate officers 
for 1952-53. 

J. G. Geddes (H. K. Porter) is chair 
man. The others are R. D. Black 
Black & Decker), J. J. DeMario (Ray 
bestos-Manhattan), H. C. Johnson 
Desmond-Stephan), and J. S. Dodge 
I owell \\ rene h 


Johns-Manville Appoints 
Insulation Dept. Executive 


Miles W. Burleson has been named 
issistant manager of the insulation de 
partment, Industrial Products Div 
of Johns-Manville Corp., New York 

He was previously Chicago district 
issistant staff manager and lately staff 
manager of the department in New 
York 


Aluminum Industries, Ince. 
Names Division Manager 

Aluminum Industries, Inc., Cincin 
nati, Ohio, has appointed R. Wain 
Bowman general manager of the com 
pany’s Aluminum Paint & Varnish 
Div. 

He has been assistant director of 
purchases for the company for the 
past 10 years 





Cover Wear 
on V-Belts! 





Check sheaves 
for worn grooves 





Check alignment 
between sheaves 





Check tightness of 
sheaves on shafts 


(Sheaves must be tight on shafts 
to hold proper alignment. Worn 
grooves result in uneven side wall 
wear or running on bottom corners 
of belts, causing premature failure.) 


INSTALL BULL DOG 
V= BELTS cic wear-resse 


ant, durable covers of closely woven, 
heavy, bias-cut fabric can take brutal pun- 
ishment where belt meets sheave — also seal 


against penetration of dirt, grease and moisture. 


If you're handling Bull Dog V-Belts now — more power 


to you. If not, put them to work for you. 


Another Quality Product of 


\Boston Woven Hose ¢ russer company 


Warehouse Stock: 111 N. Canal St., Chicago, Illinois Distributors in all Principal Cities 
PLANT: CAMBRIDGE, MASS. ~« P.O. BOX 1071, BOSTON 3, MASS., U.S.A. 
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or 


outside 


Whatever the security 
Master Padlock to fit 
mum protection at the 
price! 


job — there's a 
providing maxi- 
lowest possible 


COMBINATION PADLOCKS — 


double-wall construction; 


Strong, 
3 number dial- 
ing; self-locking tumblers; virtually unlimit- 
ed combinations. Also available with key- 
control one company-owned key opens 
all locks 

LAMINATED PADLOCKS — Stronger than 
a solid steel block; hardened steel shackles; 
pin-tumbler mechanism 
proofed throughout 
construction known 


cadmium rust- 
strongest padlock 


Special service on master-keyed 
and keyed-olike sets. 


Sales Tip — Check the number of years 
your customers’ padlocks have been in 
vse. Old installations are dangerous 
and should be replaced NOW! Per- 
sonnel turnover, lost keys, etc. might 
permit access by unauthorized persons 


FREE! 


Catalog of 
complete Master 
line. Write 
for it! 


Master [ock Company. Milwaukee 45, Wis. 


World's Leading Padlock Manufacturers 
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ORDERLY SHELVES 
k for Boyce 
M. Tull 


make easier 
Jones and Paul Bett 
Metal & Supply Co 





Peerless Machine Co. 
Elects New Officers 
C. QO. Wanvig 
tary of the Pecrles 
Racine, W va 
of this organization at a 
recto mecting at u 
lat J R \l Donald 


ONIpPAann 


former 
Machin 


who 


Ss were alse 

gular tockholder 
tors include C.O. W 
Vie pr ident ind 
rel chaimman 
board; C. O. Wanvig, Jr pr 
Wilham M. Wanvig, Frank 1 
nd J. P. Hanson 
Other compan 
) the new 
i follows 
dent: O. M \ 

harg of engmecring; = Ira 
Wruk, vice president in charge of 
sales; and J Hanson retary and 
treasurer. In addition to the elected 
Otto Geschke has been ap 
issistant secrctar ind pur 
hasing agent; Walter 
issistant treasurer; O. H 
superintendent; and Leroy 

duction control director 


ho becomes 


ofhcials announced 
board chairman will be 
l'rank Prev, vice 


Jensen, vice pre 


ofhicer 
yointed 
Sorenson, 
I'elberg, 
Navy, 


pro 


American Brake Shoe Co. 


Appoints Two Executives 
American Brake Shoe Co., 
has appointed W. Frank 
tant vice president and John 


| rintendent of 


neral supe 
Manganes« 


American 
lly has been with the divi 
since 1925, and Mr. Holtman 
1930. Both executives are for 
TKS managers Mr Kelly be 
general superintendent of foun 
1 194¢ 
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Sure = To 
Please Customers 


Keep your stock broad 
enough so that when the call 
comes for, say, a Stubby fF 
Nut Driver, a 10” square 

blade screwdriver or a com- { 
bination set, you can say. 
“Right away!” That means 

XCELITE, the complete line 

deve’oped for all types of i 

jobs. And XCELITE screw 
drivers and nut drivers keep EXCELITE 
right on pleasing customers Stubby 
through the years, because Combination- 
they are built up to a stand Detachable 
ard, not down to a price. Serowdriver 


EXCELITE Combination. 
Detachatle Screwdriver 


XCELITE INCORPORATED 


Formerly Park Metalware Co., Inc. 


Dept. F 
Orchard Park, 
N.Y. 


ele) Mie) 


Brand New 


lan 
bee SMALL DIE 
ULAR RIV TS 


BY THE MAKE 
RS 
POPULAR GRC Wing ims 


CAST 


PROMPT DELIVERY 
on standard sizes: 1/16" to 9/64" dia.; 
up to 5/16” lengths. Specials to order 


@ non-ferrous zinc alloy @ rust 
proof and corrosion-resistant @ de cast @ 
not headed) to closer tolerances with more 
uniform heads for greater riveting effi 
ciency @ recommended where shear and 
tensile strength of steel is not required @ 
in all commercial finishes at substantial 
savings @ useable unfinished for greater 


economies. 


|} GRIES REPRODUCER CORP 


110 Willow Ave., New York 54, N. Y. 
Phone MOtt Haven 5-7400 


Write TODAY for 
bulletin, samples, prices 





with High Mode Prices In Red , 


y WEINBERG & McKEr / 


DETER 


f 
A, \ed 
_ 


TER SUPPLY CO. 
Ee me A ae vereeatueKy 


paADUCAH, 


gs! 


WEINBERG & MCKEE, Inc. 


600 W. JACKSON BLVD. 
CHICAGO 6, ILLINOIS 
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You've 
features to sell with 


the DRIVER 


simplicity Two basic 
parts—barrel and firing 
unit. Integral cartridge and 
\ stud units eliminate match- 





ing and fitting, come ready 
to use. Load—position 

fire. Stud embedded, job 
done. One-hand operation. 








versatility tncer- 
changeable barrels permit 
driving of either 4% or % 
inch studs from same firing 
unit. Drives studs into con- 
crete and steel, fits the 
needs of any fastening job. 
Wide range of studs avail- 
able—solid head, internal 
or external threaded types. 





\ safety Accidental dis- 

charge impossible—spring- 
loaded in arm must be 
: rotated 180 degrees and 
\ | held before stud can be 
fired. All cartridges are 
center-fire type, completely 
assembled, and color- 
tipped to assure right load for the job. 
Barrel design and long bearing area of 
piston avoids ricochet, flash and recoil. 














Act WOW 


Some dealerships are still open! 


Broad market waiting. Ideal 
item for maintenance, repair, 
construction. Cartridge-studs 


bring repeat business. Send 
now for product and price 
information. 





VELOCITY POWER TOOL 


co. 


7505 THOMAS BOULEVARD 
PITTSBURGH 8 PA 
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Paul Byrd 


Eaton Mfg. Co. 
Reliance Division 


Appoints 
Head 


Ihe Reliance Di of the Eaton 
Nifg. Co., Masillon, Ohi has named 
Paul Byrd district nanager of th 
Masillon te 

Mr. Byrd, who has been with the 

ynpan n 1947, was formerly 
with the lock washer sales and service 
lepartment Ilis new termtory in 
ludes parts of Ohio, Kentucky, and 
lennessee, and all of Virgima and 
West Virgin 


Ducommun Metals & Supply 
Enlarges Sales Staff 


Ducommun Metals & Supply Co., 
Los Angeles, has enlarged the 
taff of its offic n Salt Lake 
Utah 

Ihe move is expected to improve 
to the Intermountain market 
Utah, Wyoming, and Ne 
vada, according to Russell Rising, vice 
yf sales. The Salt 


sales 


City, 
»¢ ICC 
ill Idaho, 


president in charge 


Lake Citv office is under the super 
ision of Frank Story, who will be a 
isted by Gordon Palmer, handling 
inside sales. Mr. Storv has been with 
Ducommun for 22 vears 
The office will not carry stock, but 
vill act as clearmg house for orde 
ind inquiries, in daily contact with 
the Los Angeles headquarters of the 
103-vear-old industrial supply firm 
Other changes in Ducommun werc 
th gnment of a number of new 
nen to outsid il nh various areas 
ind the t tf for new sal 
») ’ esent te 
' 
William Stick from insid 
been assigned t part t th 
Pasadena area. Lee Grav has taken 


ver a part of the Inglewood territory, 


nd Wilham Mowbrav has been as 
gned to the Santa Monica, Venice 
ca Robert Oden of outside sal 
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soft’’ striking 
+. Tough, 
t water buffalo § 
jeliverneeded §& 
power, cushioned to pro 
tect tine 
1elicate parts 
quickly and « 
placed. Safety- 
handle gives comfort 
able, non-slip grip. When 
you need a ‘soft’ ham- 
mer, make sure itsaC/R 
Rawhide Jaw-Head 





finisnes 



















FACES 


REPLACED IN 
SECONDS 





. 
Available from 
leading industrial 


suppliers. Also 
CR Rawhide 
mallets and 
Rawhide mauls. 





For further information write Dept. 22 


Let iter Veto) Rawhide MFG. CO. 


1301 Elston Ave 


Chicago 22, I! 





CC 


product The Door is Wide Open 


@ Your customers, and new plants opening 
up near you, are faced with new material 
handling problems. As a major supplier of 
their operating tools, they expect YOU to 
help solve their problems. ACCO Registered 
Wire Rope Slings, many of which you can 
stock, enable you to render a real service 
..deliver on the spot ...when service counts. 

ACCO Registered Wire Rope Slings are 
exact tools, specifically designed for high- 
est efficiency in material handling. The 
matching of full rope strength with fittings 
and attachments of equal or higher strengths 


featuring . 4 permits the safe use of multiple sling hitches 


+f a, for unusual lifts. Your customers know the 
rH] L strength of each unit or complete assembly 


of AccCO Registered Wire Rope Slings. 





Wire or write today for full information. 


“Trade Mark Registered 


ae 


¥ 


Hegistered 


WIRE ROPE SLING DEPARTMENT Wire Rope 
AMERICAN CHAIN & CABLE Slings 


Wilkes-Barre, Pa., Chicago, Denver, Houston, Los Angeles, New York, 
Odessa, Tex., Philadelphia, Pittsburgh, San Francisco, Bridgeport, Conn. 
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Set Nt be Py 








has taken over part of the South Gate, 

“oa in Huntington Park territory, and Clif- 
_* es ford Collins has replaced him in one 
° of the downtown Los Angeles areas. 


° James Branning has taken over the 


e 
ad Get the advantages of a en =" 7 by. pod 
meda, | igueroa, orence, and im- 
‘ AUTOMATIC BAR ® eo 1 Stafford |} I | 
OVC otairorc las Dech Tovec 
STOCK CUT-OFF from the San Diego office to cover the 


a e Santa Ana area, Charles Wilson from 
at a fraction af the cost the North American Tool Store to 
ps + e — —_— ind a Sauget in 
f side sales to replace I ilson at 
you mig t expec * North American Before reporting 
to their new territories, the men from 
inside sales participated in a five-week 
enes of onentation mecting 


..... with a WELLS SAW 
and WELLS-O-BAR Feed Master 


A set-up for automatic repetitive cutting need not be prohibi- 


: ; a ~ ane : Alwin F, Franz 
tively expensive. By combining a Wells Metal Cutting Band Saw 


and a Wells-O-Bar Feed Master you can automatically cut any 
quantity of identical lengths of bar stock with a modest invest- Elects Frans President 
ms d 4 § re L, : 
ment. Or, a Wells-O-Bar Feed Master can be added to your present 
horizontal band saw to convert it to an automatic cut-off machine. lhe Colorado Fuel & Iron Corp., 
- ‘ ‘ New York, has elected Alwin F. Franz 
For operation the feed unit requires only air at 60 to 80 pounds 


Colorado Fuel & Iron 


4 ; : : is president, replacing Carl W. Mey 
pressure. Standard feed will project up to 17”, The feed mech- ers, named vice chairman of the board 


anism does not interfere with the use of the saw for making single of directors. 


cuts Mr. Franz has been executive vice 


. ( if > 

See your Wells Dealer for complete information or write direct. eee ta ee ih — 
president since 1946. 

The company recently completed 
a $50 million financing program, to 
be used for a new seamless pipe mill 
Wells No. 8 Saw. At the right is 7 it Pueblo, Colo., and other plant im- 
the unit attached to a Wells No. . oom provements. 
12 Heavy Duty Machine. > 


The illustration above shows the 
Wells-O-Bar unit attached to a 


Correction 


On page 86 of our March issue, we 
erred in giving the company connec 
tions of M. M. Calvert and Robert 
Thompson. Both are connected with 


The B. F. Goodrich Company, and 

METAL CUTTING have 30 years combined service with 
that firm: Mr. Calvert as New Orleans 

B A N D S A WW s representative of the Industrial Prod 
WELLS MANUFACTURING CORPORATION | ucts Sales Division, and Mr. Thomp 


606 ADAMS STREET THREE RIVERS, MICHIGAN | son as Southeastern Division Manager. 
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“Speaking of a 
Broad, Diversified Line... 
get the facts on R/m Packings!”’ 


For specialized packings and gaskets of asbestos, 
plastic, rubber, duck, flax, ramie, metal, jute and 
other materials . . . or combinations of materials . . . 
you can’t beat the diversity of the R/M line. That's 
one reason why R/M authorized distributors can 
write, and do write, so many orders! Another reason: 
R/M Packings for maintenance purposes are sold only 
by authorized R/M distributors. If you are not han- 
dling this line, write us today. 


PACKINGS 


RAYBESTOS-MANHATTAN, INC. 
PACKING DIVISION, MANHEIM, PA. 


FACTORIES: does anne No. Charles >wlordsyille 


RAYBESTOS- MANHATTAN, INC. Manufacturers of Packings + Asbestos Textiles * Mechanical 
Rubber Products + Abrasive and Diamond Wheels « Rubber Covered Equipment «+ Brake Linings 
Brake Blocks « Clutch Facings « Fan Belts « Radiator Hose « Sintered Metal Products + Bowling Balls 
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Newark Firm to Handle 
CALDER... the Dresser Line 


Cesco Dumper in East 
for Bigger Profits... Easier Sales Colson Equipment & Supply ¢ 


I Angeles, has announced that th 
\ \ ( ) multi-purpose dumper is now 
BUILT RIGHT—Best materials throughout menasactured amd serviced by Essex 
nye In Newark, N | ror 
East of the Mississ 
| manufacture and 
~~ a . \\ 4) T tl fion west of the Mis 
Se. hange is expected 


ind low 


tool 
steel cutters . . . Right and Left hand Threaded Bushings 
for Automatic Tightening. 


ling to the compan 


Cooling Off or Heating Up. 
Poe Engineer’s Specialty 
Selling them heat 


> ‘ i & Suppl TeECHVI 
EASY TO HOLD— Extra Vi; Wand is one of the growing 


Weight well distributed \.\ n f supply salesmen who think 
for smooth crrete % t's wise to specialize. His spe ilties 
AQ YAY : oil uuckaged boilers, h 
8, ‘Also CALDER Fine Diamond Dressing Tools \ \ a aacal 
WSs hte h, : ike so many specialists, M 
WY SOLD | ONLY THROUGH DisTRIBUTORS \ oN cae toaool’” Tm.ediitiin 
\ . \ ~* \ * \ > , 


CALDER MANUFACTURING co. 


2049 North Prince Street . Lancaster, Pennsylvania 








BOILER is inspected by Bill Woo 
Poe Hdwe. & Supply Co., Gr 1 
S. C., who sold it, along with 


the leading source for Stainless 
Screws, Nuts, Bolts, Washers, 
Pins, Rivets. Made right, Priced 
right. “AN” and Standard Types 
carried in stock. Phillips Recessed 
Head Screws and Specials avail- 
able too. 


| ee WRITE FOR CATALOG H 


NESS 5 MANUFACTURERS SUtENMCE 31929 





5 ey 
”“ ae 


x IN SCREW PRODUCTS COMPANY, INC. 
“Srene*” 33 GREENE STREET NEW YORK 13,N. Y. . MANSIZI 
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MERRILL 
MATERIALS HANDLING 
DEVICES 


= ‘- 
AY 
1 fA 
“es 
R < & 
be 


HAND GRIP 
eeeeeeee 


“8 


~e ic 


a7 
sm DRAG CLAMP , DRUM OPENER 


MERRILL BROTHERS 
56-16 ARNOLD AVENUE 
MASPETH, N. Y. 


4 SIZES 


< 





U 
COLLIS cquewenr 








% COLLIS Equipment fills today’s 
important production needs so well 
because they are made by men 
skilled in making this type of equip- 
ment. Supply the proper unit from 
a complete range of types and sizes 
for Drill Sleeves and Sockets, Lathe 
Centers, Chuck Arbors, and Drill 
Drifts. We will handle your orders 
promptly 


THE COLLIS COMPANY 


CLINTON, IOWA 


his college which entitled 
him to call engineer,” he 
has attended manufacturers’ factory 
schools, plant tours, local classes given 
by his engineering society, etc 

So, though he hasn’t had much call 
to do so, if need be Bill Wood could 
tall boil fan himself. 


oiler OT 


training, 
himself 


Ins 


W. Bingham Co. Buys 
Suburban Land for Plant 


Ihe W. Bingham Co., Cleveland, 
Q., has bought nearly 50 acres of land 
fronting 1,500 ft. on the south side of 
Brookpark Rd. in Brook Park Village, 
a suburb of Clevel The company 
is tentatively planning a large ware 
housing plant there 

Cleveland’s downtown trafic prob 
lem, non-existent when the W. Bing 
ham Co. was established there 111 
years ago is forcing the company to 
look to the lhe present 
Bingham plant, at 1278 W. 9th St. 
has been occupied by the firm since 
1915. The new land was bought for 
a figure reported to be 
$100,000 


ind 


suburb 


Remington Rand, Inc. 
Names Lab Engineers 


Remington Rand, Inc., has 
the staff of the 
vanced Research 
Conn. 

Commander John O'Shea, retired 
Navy officer and formerly manager of 
the special products division — of 
Thomas A. Edison, Inc., Orange, 
N. J., and Colonel Ivan Sattem, for 
mer associate professor of engineering 
at West Point and recently chief en 
gineer with the New York State 
Power Authority, will serve as special 
assistants to Gencral Leslie R. Groves, 
vice president in charge of the lab 
oratory. 


Laboratory 


Commander John O'Shea 
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in excess of | 


ap- | 
pointed two engineccring specialists to | 
for Ad- | 
it South Norwalk, | 


No. 3650 
Merchandiser 


makes it easy 
to buy ...-to sell 


YANKEE 


offset HANDLES 


The handy Merchandiser contains a 
working stock of No. 3600 ‘“Yankee”’ 
Offset Handles and various styles of 
Adapters—to drive or draw hollow set 
screws, socket head cap screws, Phillips 
recessed head and slotted screws. Adapt- 
ers in compartments showing catalog 
numbers. Lid lists catalog numbers with 
type and size of screws each Adapter 
will drive. North Bros. Mfg. Co., 200 
West Lehigh Ave., Philadelphia 33, Pa. 


YANKEE TOOLS NOW PART OF 


STANLEY ] 


THE TOOL BOX OF THE WORLD 


NORTH BROS. MEG. CO. 
Philadelphia $3. Pa 





Kight trom stock! 


That's the easy, profitable way to sell... 
right from stock, on the spot... with 

a complete line of Apco Mossberg 
Tools for Industry. 

Smart distributors stock Apco Spark 
Plug Wrenches in two popular styles; 
the round, single-end type in 4 
versatile sizes and the hexagonal, double- 
end type—4 wrenches, 8 ends to fit 
every spark plug in use. They're tough, 
durable tools with a coast-to-coast 
reputation for dependability . . . 
especially with men who 

manufacture and maintain 
gasoline-powered equipment. 

Other profit-building Apco 

Mossberg Tools include precision- 
made torque wrenches and screw 
drivers as well as a wide variety 

of original equipment tools for 
additional automotive and 

industrial sales. Write for 
up-to-the-minute, complete- 

line information today. 





APCO MOSSBERG CO. 


Attleboro, Mass., U.S.A. 
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Colonel Ivan Sattem 
[he company also announced that 
it has increased the size and scope of 
its Business Services Department. It 
has published a folder, BSD-6, de- 
help manufacturers set up 
control using the 
pany’s punched card system. 


Sig 1 to 
ignea 


production com 


Browne & Sharpe Mfg. Co. 
Appoints New Director 


Browne & Sharpe Mfg. Co., Provi 
dence, R. 1., has elected Thomas H 
West, 3rd, president of the Draper 
Corp., Hopedale, Mass ., as a director 

Mr. West, who has headed the 
Draper Corp. since 1945, is also a 
director of the Pepperell Mfg. Co., 
Boston, Mass., and a vice president of 
the Machinery & Alhed Products 
Institute 


Named to Sales Staff 


Continental Screw Co., New Bed 
ford, Mass., has appointed Dean B. 
Skillin to its sales staff, assigned to 
Indiana and Missouri. 


Dean B. Skillin 





DISTRIBUTOR RELATIONSHIPS 
MADE STRONG... PRODUCTIVE 


TO PROVIDE COMPLETE PROTECTION 

FOR ALL MILFORD DISTRIBUTORS UN- 

DER TODAY’S CONDITIONS, OUR SALES 

Statement POLICY HAS BEEN BROUGHT UP-TO- 

0 DATE AND SUBMITTED IN FULL TO THE 

F THOMPSON DISTRIBUTOR ADVISORY 

Sales Poucy BOARD FOR APPROVAL BEFORE 
‘ PRINTING. 


~a & 
at 


Q 
weson & SO* » 


0 
6 wa cucu, oo 


yew 5. © aaa 


rat weney 


mew WA 


After an individual review of 
the preliminary draft of 

the Thompson Statement of 
Sales Policy by each 


of the members, voted suggested clari- 
our Advisory Board 0: (1) approval without 9.7 (1) fications and/or 


voted as follows: change. improvements. 


The suggestions for improvement were particularly helpful in clarifying the phraseology and the in- 
tent of this Statement, and practically all suggestions were included in the revised statement. This 
vote has been interesting and profitably instructive. Despite the time and careful effort that we put 


into the drafting of this Policy, we learned that only the contributions of our Advisory Board made it 
fully comprehensive. 


THE HENRY G. THOMPSON & SON CO. 


SAW BLADE SPECIALISTS FOR OVER ZH YEARS 
NEW HAVEN 5, CONNECTICUT 





MILFORD PROFILE AND BAND SAW BLADES HAND AND POWER HACK SAW BLADES 
= 
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sells you 
to your 
customers! 





CARBIDE 


BILLING CLERK Paul Griffith at 
the Textile Mill Supply Co., Char 
lotte N. C., types in the details on 
1 furniture customer's account. Mean 
while 


ences ees MEM | Mill & Factory 
Steel 


. . ASSISTANT BOOKKEEPER 
Western cine Gali, thin ster, & panies 


1 ‘ it TX Vv ible 





wenot sonis \ é 2S Ww ) Link-Belt Co. Names 

P uTtTinG TOOL : wenot sOmis t . 
eanoive stk panes seeroar teel 0 New Representative 

ss : = Ihe Link-Belt Co., Chicago, has 
ppointed Willham R McNally its 


I 
prescntative for the pulp and paper 


INQUIRIES MEAN BUSINESS! Your customers and prospective cus 
tomers send for the variety of W-S sales helps, including the complete 
catalog offered in this ad. Bigger business for you! 


IT'S UP TO YOU TO FOLLOW THROUGH! Wendt-Sonis provides 
consistent national advertising plus sales and merchandising helps. You 
can proht by giving your customers first class tool service with W-S tools 
Write Wendt-Sonis for information on complete promotion package, furnish- 
ed tree to distributors. Wenpr-Sonts Company, Hannibal, Missouri 


wenpt sonis 


CARBIDE TIPPED CUTTING TOOLS 
BORING TOOLS © CENTERS * COUNTERBORES © SPOTFACERS © CUT-OFF TOOLS 
DRILLS © END MILLS © FLY CUTTERS © TOOL BITS © MILLING CUTTERS © REAMERS 


ROLLER TURNING TOOLS © SPECIAL TOOLS William R. McNally 
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ARMSTRONG 


Sell the Complete System of 
ARMSTRONG TOOL HOLDERS 


INDUSTRIAL 


There are ARMSTRONG TOOL HOLDERS in sizes and 
types for every operation on lathes, planers, slotters and 
shapers—for the heaviest cuts; for the most delicate cuts. 


With standard shaped cutters, bits and blades of 
ARMSTRONG HIGH-SPEED, ARMALOY (Cast Alloy) 
and ARMIDE (Carbide-Tipped) they provide a system of 
tooling that assures maximum production per machine hour, 
lower tool costs, and high machining profits. 


Comprising the basic tools of practically every tool room 
and machine shop, ARMSTRONG TOOL HOLDERS are 
being bought continuously . . . are a constant source of 
profit to the Industrial Distributors who catalog, stock and 
display them. It is a profitable practice to put the question, 
“WHAT ARMSTRONG TOOL HOLDERS do you need?” 


Write for Catalog 


ARMSTRONG BROS. TOOL CO. 
“The Tool Holder People” 
5205 West Armstrong Ave. Chicago 30, Ill. 
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ROYERSFORD 








a 


Ti! 


2! tn. V-Bett 
Power Drill 
hy Grill capacity 


artsy 


° 1?) 
| a 
“ 4 


M28 Power Hack 
Saw. Wet Cut 
6” x 6” Capacity 


M2A Power Hack 


Cut 


Sew, Ory 
6 « 6” Capacity 


Arbor Press 
Lever Type 





MACHINE TOOLS 


The moderately priced sturdy tools 
you see illustrated can be had from 
Royersford. Many of your custom- 
ers need service tools for mainte- 
nance and intermittent use and Roy- 
ersford will help you take care of 
their needs. Be competitive! Bring 
your customers needed tools that are 
serviceable and moderately priced 
and you can depend, as other dis- 
tributors do, on Royersford Prod- 
ucts and tools to live up to your cus- 
tomers needs. 


WE ALSO MANUFACTURE 
Power transmission items such as 
hangers, pillow blocks, couplings, 
collars, roller bearings, etc. 


ROYERSFORD Foundry & Machine Co, Inc. 
Since (882 GGL OaN UALR RTT eT eT 


Pore se 


WTR nays sanoblt 
FLEXCO HINGED 
BELT FASTENERS 


sas | 


U. S$. Patent No. 2,477,855 


For joining grader, trencher, ditcher and other earth moving conveyor belts. 


For belts 4g” to 42” 


thick. 


A FLEXCO fastener that is HINGED. Has removable hinge pin. 
Troughs naturally, operates through take-up pulleys. 


Strong, durable , . 


. pull or tension is distributed uniformly across joint. 


Order From Your Supply House. Ask for Bulletin HF 500. 





R. 8S. Wood 


industry, succeeding H. F. R. Weber, 
resigned 

Since 1949 he has been Mr. 
Weber’s assistant. His headquarters 
are at the company’s Pershing Road 
plant in Chicago. 

Raymond S$. Wood has been ap 
pointed general manager of the com 
pany’s Ball & Roller Bearing Plant in 
Indianapolis, Ind., succeeding C. V. 
Loughery, retired after 50 years’ serv- 
ice. Connected with Link-Belt since 
1914, Mr. Wood has served as dis- 
trict manager for positive drive sales 
at Detroit, plant manager at Minne- 
apolis, and as assistant general man- 
ager of the Indianapolis plant since 
1950. 


Springfield Distributor 
Names Department Manager 


Standard Industrial Supply Co., 
Springfield, Mass., has appointed 
George E. Nelson manager of its 
newly created power transmission de 
partment 


Mr. Nelson has been connected for 





~ 


FLEXIBLE STEEL LACING CO. 4633 Lexington St., Chicago 44, Ill. / 





George E. Nelson 
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Whether it's milling or drilling, slotting or reaming 
... or perhaps some special operation . . . chances 
are there's a Reltool Cutter to do the job efficient- 
ly. If special cutting tools are needed, Reltool 
can supply them to your exact specifications. 

For fine workmanship . . . at low cost... rely 


on Reltool for your metal cutting-tool needs. 


The RELTOOL Line Includes... 


Arbors * Center Drills * Counterbores * Die 
Sinking Cutters * Dovetail Cutters * End 


Mills * Form Tools * Gear Cutters * Hol- 


low Mills * Keller Cutters * Key Seat 


Cutters * Lathe Mandrels * Metal Slit- 
ting Saws * Milling Cutters—all types 
* Reamers * Spotfacers * Step Drills 
* Taps * Tool Bits * Specials. 
Write for Catalog 50. 


Rellootconroration 
RELIABLE METAL CUTTING TOOLS 


4540 WEST BURNHAM STREET MILWAUKEE 46, WISCONSIN 
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Intend to Stay in Business ? 


... Then Read This 


The surest way to stay in business is to 
supply your customers with products that 
merit compliments and earn replacement 


business. 


Hewitt-Robins makes that sort of prod- 


ucts. 


Take belting for example— conveyor belt- 
ing to be specific. Hewitt-Robins invented 
the rubber-covered Conveyor Belt. It 
knows best how to make it best. 


Here’s just one example. In 1929, a 
Hewitt-Robins Conveyor Belt was in- 
stalled on a tripper above the bunkers in 
. large southern power plant. Today, 23 
years later, that same belt still carries all 
the coal used in the plant to produce 


power. 





HEWITT-ROBINS Gi INCORPORATED 


We could fill pages with similar success 
stories from all over the world about 
Hewitt-Robins Conveyor Belting . . . Ele- 
vator Belting . . . Transmission Belting. 


That’s the sort of quality you get from 
Hewitt-Robins. And we back it—and you 
—with advertising that blankets indus- 
tries and markets . . . advertising that 
sends buyers to “‘your local Hewitt-Robins 
distributor.” 


We’re making plant-additions to meet in- 
creasing demands— widening the line and 
further insuring maintenance of the qual- 
ity that merits compliments and earns 
replacement business. 


Some territories are available. Write and 
see whether yours is open. 





STAMFORD, CONNECTICUT 
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SALES 
OPPORTUNITIES 
UNLIMITED! 








Mac-it Stripper Bolts 
heat-treated for 


strength, head concentric 








with body, ground to 


lose tolerances 


Lawrence Terrio 


24 vears with Boston Gear Works, 
first in the firm’s Boston sales office, 
then as assistant manager of customer 
relations 

In his new position, Mr. Nelson 
onsults with customers having power 
transmission problems. Working with 
him is Lawrence Terrio, also a Boston 
Gear alumnus and a graduate en 
gineer, who handles outside — sales 
contacts 


Norton Co. Appoints 
REASONS New Sales Engineer 
FOR HANDLING THE Norton Co., Worcester, Mass., | 


has Every metal working shop, public utility 


ointed Sheldon V. Colem sales 
COMPLETE MAC-IT LINE! Sees” Sieckain: Cie ae Wie garage, farmer, contractor has a 


engineer, and_ Floors 


1. The complete Mac-it line Div., succeeding Henry O. Richter usand-and-one lifting and pulling job 


of heat-treated, alloy steel who retired after 38 vears and 9 that a handy ‘Tugit’ can do easier 
screw products enables you months with the company 
to meet a wide variety of Mi 


your customers’ needs. 


. faster, better. That’s why this light, 
Coleman was formerly a boron 


carbide engineer portable tool sells everywhere 
2. You get a definite dis- 
tributor sales policy. 





*Tugit’ is ideal for all close-quarter lift 
3. Specials in alloy steel are 
made to customers’ specifi- 
cations. 


ing, pulling at any angle, stretching jobs 
rhe “Tugit’ is a modern spur geared typ« 
4. Advertising and mer- 
chandising help to support 
your selling job. with less effort and control them better 


hoist, enables the user to handle load 


5. You handle an_ estab- spot them within 3/32” 
lished quality line recog- 
cna aad Use Bulletin No. 388 to point up your 
sales talk. If your supply is low, write 
Mac-it screw products are ; 
sold through leading in- i lor more 
dustrial supply distribu- 2 
tors everywhere. Let the ' y} ae 
complete Mac-it line at TUGIT’ 
cover more thoroughly the lil av 
needs of your customers. 3 ee AF meme 
Write today for complete uae HOISTS 
information. 
EXPERT MANNING, MAXWELL & MOORE, INC. 
> or | pumps for th MUSKEGON, MICHIGAN 
3 by Binghamt h ial Supply Co , . “tend ities 
STRONG, CARLISLE & HAMMOND COMPANY Inc., is President John C. Cobb, wh ‘losd Lifter’ Hout end other hi 
Cleveland 13, Ohio spends ag part of is time solving Makers of ‘Ashcroft’ Gauge 


‘ , Consolidated’ Safety and Relief Valves, and 
stomel ) pre ic! American’ Industrial Instruments 


Matketed Nationally Since 19 


by MAC-IT PART MPANY 
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Your Customers Know a 
and Want KEY-TITE 


You don't have to explain Key-Tite to your 

customers. Continuous Key-Tite advertise- 

ments tell them about this fine leak-proof 

sealing compound. Lack of time probably ORDER MAKER Joseph E. Allen of 
- ; f; f ll = Smith-Courtney Co.'s Greensboro, 
eeps you from frequent calls on each cus- N. C., branch checks over _ his 
tomer, but Key-Tite advertising does the wrenches, hammers, pliers, and other 
. ’ yi hand tools, and then 

job in your absence. Stock sufficient sup- 

plies of this excellent sealer. Key-Tite’s 

pre-selling makes sales and profits for you. 

Distributors: Write for avoilable 


territories and liberal free sample. 


KEY COMPANY 


2621 McCasland Ave., East St. Lovis, tl. 








The Mercury Automatic Clutch is 
the perfect solution to prevailing 
power transmission problems on 
motor-operated machinery. 


. « ORDER SHIPPER George W. 


Putnam puts the label on a carton of 


the tools and sends them out to the 
REASONS WHY A 


customer. Both work in the shipping 


MERCURY AUTOMATIC department 


CLUTCH IS A Toledo Pipe Tools Firm 
GOOD INVESTMENT Marks 50th Anniversary 


FOR YOUR CUSTOMERS The Toledo Pipe ‘Threading Ma 


6 hine Co., Toledo, Ohio, one of the 
AN ‘ c : . 

pee 9 an nation’s pioneer manufacturers of pipe 
ne ee threading tools and _ power pipe 
e@ INCREASED PRODUCTION ... machines, is celebrating its 50th anni 
f . \ handsome, illus 

. ' versary this vear q 
UTILIZATION OF MAXIMUM MOTOR TORQUE . . . trated brochure, now being distributed 
e SAVING OF MOTOR COST... through the firm’s trade channels, 
@ PROVEN DEPENDABILITY gives the early history of the company 
eee, and describes its present operations. 
Wherever you find an electric motor or gasoline engine at k in th . sy r 
Replocement, maintenance, or Service markets, there is ae cubatedlly te , E oundc d a 1902 by “ ham W. 
sell o MERCURY AUTOMATIC CLUTCH Vosper, then a young inventor, and 
The MERCURY line is a profitable one for distributors... reasonably priced now the firm’s chairman of the board, 


with generous discounts. Write today for the MERCURY Distributor Discount 
Schedule and a copy of Catalog A-11. 





and four associates, the company was 
~ << organized to manufacture a new tool 
MERCURY CLUTCH DIVISION ; = a, by = — =— 
- employed the receding die principle 

AUTOMATIC STEEL PRODUCTS, INC. a: for threading pipe. Mr. Vosper was 
SRees &. Se . joined by Frank Collins, Henry 
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Thomps and Charles Carroll, 
Toledo business men, and A. R 


Demory, a plant production man, in 4d ‘ai 
the new venture. Besides his imven ‘ 
tion, Mr. Vosper had $350 which ine \ 


had borrowed to launch the enter 


prise, along with some working capital FOR YOUR CUSTOMERS 


contributed by his associates 


The products were first manufac +. AND FOR YOU! 


tured at the Snell Cycle Fittings Co 

in Toledo, then moved to the San 

dusky Foundry & Machine Co. in 

Sandusky, Ohio. Later, when larger 

quarters were needed, space was 

leased from the Shaw-Kendall Engi 

neering Co. in Toledo 

Sales improved through the efforts 

of Walter C. Longenecker, former 

insurance salesman who joined the 

firm in 1908 and traveled extensively G 


demonstrating the tools, writing 
advertising, setting up sales policies, 
ind later serving as treasurer until 
his death in 1938. His son, Durban 
\. Longenecker, is now president and 
treasurer 

In 1914 the first section of the 
present plant was erected on the 


“M-40-U" ALLOY CENTERS 


banks of the Maumee River, on prop Gorham “M-40-U” Alloy Centers outlast high speed and 
erty which had been the home of other ferrous or non-ferrous alloy centers from 3 to 10 times before 


Chief Justice Morrison R. Waite of wear occurs—and they can be re-dressed many more times! 
the U. S. Supreme Court 


In recent vears both the plant and “M-40-U” is a special alloy developed by Gorham expressly for use as a 
the company’s line of products have wear, heat and abrasion-resistant material. A solid core of ““M-40-U” 


‘ le 1 as ‘ : “ . 
been expanded to include a wide is induction brazed into the steel shank, after which the entire center 
range of hand-operated tools, power 


ITE TSAI ETRE AAS ot 


pipe machines, and portable power is finish ground. Thus, the wear material is always supported by tough 
drives shank steel throughout the long life of the center. These centers require 


Officers and directors, besides Mr 
Vosper and president Longenecker, 
ire Howard A. Mikesell, vice presi 
dent, secretary, and sales manager, 
Ralph W. Vosper, vice president, and 
eo e A. Popp, Fastern manager NO ri. You can sell nationally advertised Gor- 
of sales 

: ac ham centers to shops with lathes, grinders, 


NO wst automatics and many other types of 
ATP < machines. They pay for themselves in 
downtime saved, plus the precision 

BUT A LONG Aas production that's possible with centers 
SOLID CORE that stay true longer . . . while their 
performance builds goodwill and repeat 
sales for you! Centers or half-centers, 
The whole story of why this design all popular sizes, with Morse, Jarno or 
means mere wear meterial end Brown & Sharpe taper shanks—!/n stock, 
longer center life is right in these immediate delivery! Write for literature 


diagrams. Tell it... and sell more and complete details on the profitable 
Gorham centers! Gorham Distributor Plan... today! 


ovham 


SOUNTER SALESMEN always m: s 
oe bop tay Sees TOOL COMPANY | 
Sales Co., Charlotte, N. C. Jack Tesh 14406 Woodrow Wilson Avenue 


foreground) writes up an order while Detroit 3, Michigan 
Richard Wedel (background) measures 


off a gear for a Shuman Co. man 


only a cleanup grind when wear finally occurs, and many cleanups can 
be made without loss of wear-resistant properties, since the ‘““M-40-U” 
alloy is actually a deep core, rather than a clad, or applied tip, 








eet! o, 
* 
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Conven ional vSpeaking 
Booth No. 1 


Will be our Headquarters at ATLANTIC CITY 
CONVENTION MAY 19-21ST 


We Invite You to Stop and See Us ns hens ORW WS a Teen & 
THE COMPLETE SPARTAN LINE me Spartanburg, S. C., Virgil 


assistant to g ral manager, 1 
} 


Hack Saws—Band Saws—Tool Bits—Compass Saws— 


manufacturer § men 
, Ra 


Hack Saw Frames 


Sold Through Distributors Spartanburg Distributor 
Makes Changes in Staff 
SPARTAN SAW WORKS SPRINGFIELD, MASS. Vireil G. Davis ha 








istant rencral manage! 


W.. Lee, vice president of Hall & Co 


t 


Inc., Spartanburg, S. ¢ Former, 
\ir. Davis served in the warehouse 

John Glenn now is on the road for 
the firm, selling industrial supp 


Enos & Sanderson Co. 
Names Credit Manager 
You Want if) Pum Iinos & Sanderson Co., Inc., Buf 


= S talo, N \ . distributo . ha ippoint d 
pov 4 LIQUIDS > 7 \ Robert D. Corless credit manager, su 
HE , ceding the late H. G. Ostertag 

| Wi h 


Mr. Corless was formerl 
Joseph I’. Rverson & Son, In 
igo Th ! 
World War with 
And by this, we mean not only a liquid with high 
specific gravity like molten lead, but one that is thick 
viscous or semi-solid like paint. tar or peanut butter. 





The positive ‘gear within a gear” Viking rotary pump 
does the job right Its simple design (only 2-moving 
parts) makes it economical to buy. low in cost to 
operate and extremely easy to service. 


Its size range to 1050 gpm. and its adaption to 
any mounting arrangement, rm akes it the positive pump 
ft the design engineer 


Its simple. rugged design makes it the preferred pump of the operator. 
Both get a break when VIKING is svecified 


Did you know Vikings will operate equally well 


—_—. : _ handling light liquids too... as light as liquified 
IKING petroleum gas? 


N + 
an ne Send for descriptive 8-page folder today . 
I} Series 52SMM. 
eee 


“SPECS” CHECK by shippin 
Pump Company Harry Shealy insures thi 
F Th of Charleston Supply Co 
Cedar ell lowa the steam trap that m I 


specincations 
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BELMONT 


PACKINGS 
for WATER...STEAM...OIL... 


ss ) BELMONT 9... for all 
VICE CHAIRMAN of board of , p hydraulic services 
( tbian Rope Co., Auburn, N. Y., we : saat - from low pressures 
( Stanley W. Metcalf, recent! k “Se < > to extremely heavy 
, wi . duty, hot and cold 
water. 


BELMONT 19... for hot 
and cold water rods BELMONT 30...for high 
and plungers;low and pressure steam rods, 
intermediate steam expansion joints, air, 
rods. and gas. 

NEW PRESIDENT of th 


[ee for better sealing— LONGER 


Hardware Square Club Regardless of the temperatures or pressures involved ...no matter 





Donates Hospital Fund what the lading... your equipment maintenance costs can benefit from 
Vhe Hardware Square Club of New longer, more dependable packing life. If you’re paying for the best— 


York voted r a - t a me and you probably are—make sure you get it by specifying BELMONT 
nation for an endowed bed at he , ‘ . = Pe 
Hospital for Special Surgery, previ Packings in formulations suited to your particular needs. 
ously known as the Crippled Chi , . a . 
—_ ‘Hospital . peed Can Don’t make do with the next best—insist on BELMONT. .. avail- 

Ihe following new members were able in a wide range of materials... hundreds of styles and types... 
initiated by the Oyster Bay Square 
Club 

Samuel E. Richter, U. S. Expan For technical assistance on packing specifications, write direct—ask 
on Bolt Co.; Herman W. Hoffman, f. . . 

or Catalo 40 or de p ; 

The Herlo Co; Joseph Hitchcock, Bg + r detail your particular problems. 
Patterson-Sargent Co.; David Wolf - 

m, Empire Hdwe. & Electric Co.; THE 
Joseph B. Stern, American Mill Sup 
ply Co.; Sidney W. Smith, S. W. 
Smith Co.; Frederick Calvin Brown, PACKING and RUBBER CO. 
Clark Bros. Bolt Co.; Samuel Brown, 
Brown & Silver; Kenneth Carpenter, 
Industrial Fasteners Co. and Sig- | re a7, Oe 
mund A. Fox, Fox & Schamel, Inc. | Sie 

The 22nd annual stag, shore din- | <>; 


ner of the club will be held May 8 Orne 
in the Hotel Astor, New York. THERES A BELMONT PACKING FOR EVERY SERVICE 


through distributors everywhere. 


4M.1 


Butler and Sepviva Streets 
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MORGAN 
SEMI-STEEL VW i »y & % 


MACHINISTS’ 
BENCH VISE 
Solid Jaw and Swivel Base 


COMBINATION 
PIPE VISE 
Swivel Base 


MORGAN VISE CO. 


Mounting Production 
Creates Greater Demand 


Now is the time to add new buyers to your 
list of customers. Industry's greater produc- 
tion pace demands the precision, accuracy, 
and strength embodied in the construction of 
MORGAN VISES—they are practically un- 
breakable and require no maintenance. All 
Handles and Side Locks are Nickle-Plated— 
Rust-Proof. The MORGAN line fits into any 
sales plan and our more than 57 years of 
experience in making and selling Vises is at 
your service 


* SHEET METAL 
WORKERS 
* GARAGE VISE 


* SOLID 
CONTINUOUS 
SCR 


* MACHINISTS’ 
BENCH 

* COMBINATION 
PIPE 


WOODWORKING 
QUICK ACTION 


@ Our sales plan gives you every advan 
tage and we suggest to users that 
they buy thru their local distributor 


108-112 N. JEFFERSON ST. 
CHICAGO 8, ILLINOIS 





@ TYPE PLF POWER LINE 
DIRECT DRIVE — 16” to 48” 
in ott H.P. ratings. Saqvere 
frames for easy installation. 


ternal to Air 
48” in of) H.?. 


-- DIRECT 
OR BELT can 
--NON-OVERLOADING 
PROPELLORs 


— SOLVE YOUR 
VENTILATION PROBLEMS 
with CHELSEA'S new 
heavy duty airfoil type ex- 
haust fans. For use in 
exhausting, duct work, filter 
installations, range or vat 


@ TYPE PLOX POWER LINE hoods, penthouse units, 
DUCT BOOSTER—Moter ex- 
Stream. 16” to Static 
ratings. encountered. 


paint spray booths, where 
pressures are 





@ TYPE PLOU POWER LINE 
AIR BLASTER —For spot cool- 
ing — evailable on pedestal. 
18” te 42” in oll H.P. rating. 


@ TYPE PiBD POWER LINE 
BELT DRIVEN — 24” to 48” 
in of! H.P. ratings. Square 
frames for easy installation. 


WRITE FOR CATALOG 400 


Includes detailed informa- 
tion on type, size, specifica- 
tions, engineering data and 
installation recommenda- 
tions. Address Dept. D-4. 


Proper Ventilation 

is an Investment! 
This is your Seol ~ 

of Certified Ratings 
This is your 

Symbol of Quolity $ 


CHELSEA FAN & BLOWER CO., Inc. 


PLAINFIELD 


mew SESSLEY 
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G. G. Willson 
Minnesota Mining & Mfg. 
Names Abrasive Manager 


Minnesota Mining & Mfg. Co., 
St. Paul, Minn., has appointed G. G 
Willson manager of the technical 
service section of the coated abrasives 
laboratory 

He will be responsible for all tech 
nical service functions of the labora 
tory, and the technical training 
program recently instituted for 
selected 3M sales personnel. 

Mr. Willson joined the mineral 
tbrasive research department of the 
coated abrasives division in 1935. He 
has been supervisor of the technical 
service section since 1948 


U. S. Rubber Executive 
Appointed to NPA Post 


Willard deCamp Crate1, Jr., as 
sistant manager, vinyl] sales, for the 
Naugatuck Chemical Div., U.S. Rub 
ber Co., has been named chief of the 
thermoplastics section, Chemical Dwv., 
National Production Authority 

He has been given leave of absence 
from the company 


Willard deCamp Crater, Jr. 





Tins, hhere-Seal wost canes 
Ve 


Py 
4 Sy  ] 
/ h . 
\\ oN Y) \ 

MRO ORDER for material is signed 5 ay | \ 
by J. W. Holder, machine shop cus ( aN, ‘ 
tomer, for counter salesman Leon Mor ; \ \ 
gan of The Henry Walke Co., Char \\ 
lotte, N. C., branch ' b \\\ + 


Clark Bros. Bolt Co. \ iit 

Honors 3 Employees \ Nie. Wherever you have to clamp a hose 
Clark Bros. Bolt Co., Milldale, ne A // connection tight...or wherever you 

Conn., gave a testimonial dinner re ‘ want to lock two objects of any shape 

cently in recognition of the long ' together in an unshakeable bond .., 

service record of three employees. your best bet is AERO-SEAL. 


Oscar G. Knapp, company presi 
dent, presented awards to Eugene D. 
Atwater, with 65 vears service, Gus- 


tave Westerlink, 50 vears, and Fiore 
Compagnano, 50 years. a5 


AutomaWic Steel 





SF. eR BAW IE RDRE LE Die Te oo ote be 





Appoints Manager Threads of steel worm engage deep into 


slots in stainless steel band — hold tight 
The Mercury Clutch Div. of Auto ALL AERO-SEALS under extreme vibration in automotive, 
matic Steel Products, Inc., Canton, HAVE 


Ohio, has appointed John E. Cin STAINLESS STEEL BANDS ee anes aaa applications 
kosky as eastem zone manager. T OOSE. 
He will supervise the New Eng 
land, Middle Atlantic, and South At 
lantic states. He was formerly vice 
president in charge of sales for the 
Centric Clutch Co., Woodbridge, 
N 


‘ 
: 
F 


ONE-HAND INSTALLATION RE-USE AGAIN AND AGAIN 


Install an Aero-Seal any place you can When hose is frayed and worn you 
reach with thumb and one finger. Self- RE-USE the same Aero-Seal again 
feeding when band engages worm and again. RE-USE Aero-Seals 
threads, Thumb-grip and screwdriver scores of times on temporary clamp- 
types available. Four sizes cover 90% ing jobs —they hold any shape ob- 
of the automotive market—all with jects together, conform to any shape 
stainless steel bands. without damaging clamp band. 


John E. Cinkosky | BREEZE CORPORATIONS, INC., 41 S. Sixth $t., Newark, N. J. 
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@ lp go parts, materials, assemblies or 
equipment. There's a hoisting, load 
handling job in virtually every kind of 


industry and every field of trade 


The right type of hoisting equipment 
for the job means maximum efficiency 
safety. To get equipment best suited 


to the “operation up" requirements, 
it's good policy to contact David Round 
& Son. Building hoisting equipment 
has been a David Round specialty for 


over 8O years 


Devid Round 


includes Chain Hoists, Electric Hoists, 


stenderd unit equipment 
Traveling Cranes, Trolleys and Win- 
ches. General Catalog No. 81 gives full 
David Round & Son, 


35000 Aurora Road, Cleveland 22, O 


information 


Sinc: 
o \ N 
Navid (K 
HOISTING EQUIPMENT 
ASK YOUR INDUSTRIAL SUPPLY DISTRIBUTOR 


270 


A 

STRONG, CARLISLE & HAM- 
MOND CO., Cleveland, Ohio. held a 

ncheon recently to celebrate the fifty 

irs of service of E. O. Gerstenberger, 
head of the price department. Vi 
President Edward Walchh 
Mr. Gerstenberger with 
old watch 


prese nted 
an engraved 





R. C. Neal Co. Conducts 
3-Day-Grinding Clinic 


Iwo hundred industry representa 
tives from Western and Central New 
York attended a threeday grinding 
clinic at the R. C. Neal Co., Inc., in 
Buffalo, N. Y., recently. 

Among the devices on display and 
in operation at the distributor firm 
vere machin ently developed for 
high speed and specialized grinding 
operations in connection with defense 
production 


Name Sales Engineer 
The Baker Industrial ‘Truck Co. of 


Iliana, Chicago area distributor for 
The Baker-Raulang Co., Cleveland, 
Ohio, has appointed Walter J. Dahl, 
formerly of the Hlvster Co., to the 
iles engineering staft 


Walter J. Dahl 
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PPA LLL 


THE OUTSTANDING 


QUALITY 


of Chicago Saws has a 
definite value for the dis- 
tributor and for the user. 


~ ~wowowrwrreoreorwowrwvevevwevew 
PAPA III III 


Their reputation for ability, 
long life, and economy has 
been well earned through 
the past 30 years. 


CHICAGO SAW WORKS, INC. 


5042 S. WENTWORTH AVE. 
CHICAGO 9, ILLINOIS 











lop BRAZING 
WELDING 


Call Your Distributor or Write to 


L. B. ALLEN CO., INC. 


6731 BRYN MAWR AVE. 
CHICAGO 31 ILLINOIS 
@ Sold thru Distributors 
@ Send for Catalog 








Whatever the 
size 


— 
at or eee ee Whatever the 


for tube fittings promotes accurate 
order filling ro Ropk« Sherman 


Bros. Mill Supply Co., Louisville, Ky., purpose 
hows how thev do theirs 








Buffalo Distributor 
Names Sales Director 


Completing plans for an expansion 
program in the industrial division . bed : C AG O 
of H. D. Taylor Co., Buffalo, N.Y 
Conrad EF. Wettlaufer, chairman of 


the board for the company, has an “Safety Plus” 


nounced the appointment of Wilham 
C. Johnston as director of industrial SCREWS 


division sales 
are 


Mr. Johnston has been connected 


= 
with the Buffalo distributor firm for == PRECISION made 
25 vears, serving recently as industrial = 
division sales representative _ G for 
= PRECISION use 
I, 
/ 
4% 
Y 
I, 


Brace-Mueller-Huntley 
Names Vice President 





ss 
= 
= 
== 
> 
= 
oo 
_~s 
= 
a 


Charles A. Bennett, general man Standardize on 
ier of the Buffalo branch of Brace Standard Sizes for ; 
Mueller-Huntley, Inc., has been : 
elected vice president of the distrib / © Faster Deliveries : 
utor firm —_ : 


He joined the company’s sales d FLAT HEAD §§ SQUARE HEAD © Greater Savings over: 
partment in 1930 in Syracuse, N.Y., CAP SCREW SET SCREW “Special Sizes” 
and became sales manager there in 
1940, a director in 1948, and general : © Less down time 
manager in Buffalo last August 





oussten @ Service-Conscious Industrial 
HEAD CAP 


sane Supply Distributors EVERYWHERE 


carry complete stocks of Chicago 
“Safety Plus” Screws. 
© Ask for “Chicago”— 
secast set 1] wanacen and get “Safety Plus.” 
SCREW NUT 


All Chicage “Safety Pius” 

Screws come packed in 

The CHICAGO this strong, easier-to-see 
Tada Mie) TTY hd carton. Color identified 
2503 WASHINGTON BOULEVARD labels meon faster selec- 


tion— greater saving of 
ACCOUNTS pavable are handled the ; — time in stock rooms. 


treamlined way since W. J. Foss Co., 

Springfield, Mass., installed its new Hexagon Head (ap Screws, Stee! and Bress » Square Heod end Headless (up Pot Set Screws » Semi-Finished Hexegon Huts, Stee! end 
Burroughs Bookkeeping Machine. Op- Gress » Hexogon Castelicted Huts » Fillister and Flat Head Cap Screws o Taper Pins © Milled Studs » Socket Head Cop Screws » Socket 
crator is Mrs. Olive Janik Set Scrows » Socket Pipe Plugs © Stripper Bolts or Shoulder Screws » Squore Head Dog Point Set Screws © Keys, Assortments ond Kits 
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hen 


ok DED BAT RH Se LT RET 





-o- STOPS 
CONDENSATION 
DRIP! 


NoDRIP PREVENTS RUST 


in addition to stopping drip 
and keeping floors dry. 
ANYONE CAN APPLY 
Brush, trowel or spray NoDrip 
on tanks, condensers, suction 
lines, vats, pipes, walls, ceil- 
ings, etc. NoDrip adheres 
to metal, concrete, brick, SALES PROMOTION and advertis 


ng will be managed by R. Thomas 
Willson, newly appointed t vost by 
lhe Baker-Raulang Cx 


All our inquiries are referred to dis 
Write us for details on our NoDrip 


plaster. It forms a seamless 
covering that is effective as 
soon as dry. Acid, 


alkali and brine J. Russell & Co. Appoints 
resistant. 





Gibson Assistant Treasurer 


J. Russell & Co., Inc., Holyoke, 
Mass., distributor, has elected John F. 
NAME _ Gibson assistant treasurer, clerk, and a 


Interesting 32-page [ SEND NoDRIP HANDBOOK 
Handbook shows 
what NoDrip is and ian 
4 - , aurector 

atte arena Mr. Russell joined the company a 
today. city vear ago as controller. A graduate of 
the Citv College of New York, he 
J.W. MORTELL CO., 536 BURCH ST., KANKAKEE, ILLINOIS =—“*8_ previously with S. D. Leidesdort 
TECHNICAL COATINGS SINCE 1895 & Co., New York, United Merchants 
& Manufacturers, Inc., and Peck & 

Peck Stores 





Your customers are inquiring about NoDrip and you should be in position 


ONE of a series of advertisements appearing in leading industrial publications, 


since NoDrip was introduced 10 years ago 
to supply it promptly by carrying it in stock 
profit plan for industrial distributors 


tributors 


Chicago Tool Engineers 
Elect Loeppert Chairman 


The Chicago Chapter of the Amer- 
ican Societv of Tool Engineers has 


30,000 dozens available ; clected H. Verne Loeppert chairman, 


: ucceeding H. Dale Long 
for immediate delivery \lr. Loeppert is vice president and 


gencral manager of Bovd-Wagner Co 

There are 900 members of the 
Chicago Chapter of the ASTE, whose 
national membership numbers 20,000. 





goa seND FOR NEW 
GAUGE GLASS 


CATALOG 
| = 
| ft , 
SWI LUBRICATOR ih ae Ue 
COMPANY, INC. CHECKING SALES for the past 
330 TENTH ST., SAN FRANCISCO 3 month is ¢ Gnswold, The Sidney 
36 OLIVER ST., BOSTON 10 ELMIRA, N_Y. B. Roby Co., Rochester, N. ¥ 
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(¥...looking.... 


ROJECT in the Savannah 


vill get spray guns sold by . —— ‘ for 

/ TOOR shown dis using : 
i 9 
improvement : 


Corbin, general 
bia Supply Co 








Cleveland Distributor 
Makes Changes in Staff 


Strong, Carlisle, & Hammond Co., 
Cleveland, Ohio, has prometed James 
Hi. Ferguson, Toledo sales engineer, to 
the managership of the Detroit branch 
His Toledo post has been taken over 
by Richard C. Sauber. 

Mr. Ferguson, who joined the com 
pany two years ago, was formerly with 
The Kent-Owens Machine Co., 
loledo. Mr. Sauber for the last four 
years was semor engineer at the To 
ledo Scale Co. Before that he was 
in armv intelligence officer for thre« 

irs 


i eeane) BS 
to the 
nearby shelves 
of industrial 
supply 
distributors 





ENA AIOE OE A 


for... 
CADET CUSTOMER visited The “3 ’ At S 
Cameron & Barkely Co., Charleston ' 


S. C., recently to check on where he 
ould have a motor spindle repaired 
Gene Kearse, office man doubling on 
counter sales, sent the gentleman nght 


rye ° BAY STATE TAP & DIE CO., MANSFIELD, MASS. 


PUUUU ECACC UE EE ET 
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STANDARDIZE ON STANDARD 
HALLOWELL SOLID STEEL COLLARS 


» 
It's easy to sell these standardized products. Your customers 
will appreciate the fast delivery you can give. They'll like 

the precision machined, beautifully polished collar that you sell. And 


they'll like 
Screws 


the way the 


on the shaft 


42 stock sizes —for shafts from 


well-known 
used in all HaLLowe t. Collars 


UNBRAKO Self-Locking Set 
keep the collar positioned 
are available 


to 3” inclusive 


for your shelves. Write for descriptive literature. STANDARD PRESSED 


STEEL Co., 


Jenkintown 13, Pennsylvania. 


CEYTOCIIT] POWER TRANSMISSION DIVISION 


JENKINTOWN PENNSYLVANIA 








WILLEYs 


TUNGSTEN CARBIDE 


TOOLS 


CARBIDE 


WORK SUPPORT BLADES 
for CENTERLESS GRINDERS 


Standard thrufeed and in- 
feed work support blades 
available from stock. Prices 
on special blades quoted on 
receipt of prints. We also 
regrind worn blades —and 
salvage all standard blades 
by retipping and regrinding. 


WILLEY’S CARBIDE TOOL CO. 


SOLE MAKERS F 


1342 W. Vernor Highway 


TIPPED 


WRITE FOR CATALOG 


WILLEY'S METAL 


Detroit 1, Michigan 
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Industry Prospects; 
Find Your Customers 


Some of your customers may be 
members of the industries whose pros- 
pects for the future are discussed in 
the following paragraphs. These are 
estimates of leading spokesmen for 
each industry and materials analysts 
of the National Production Author- 
ity. 

Perhaps you can use the informa 
tion whether it be optimistic or pessi 
mistic. At any rate, it gives you con- 
versation material which should _re- 
flect your interest in your customers’ 
industry. Interest in your customers’ 
operations is considered pretty good 
sales psychology 


CONSTRUCTION-—They're be a 
switch in the type of construction per 
mitted during the last half of the 
vear. NPA approved for immediate 
start some 645 religious, municipal 
and community building projects with 
an estimated total cost of more than 
$200 million. Allotment of materials 
will be made for use in the last half 
of the vear and the first quarter of 
next vear. 


TOYS & GAMES-—Chances of get- 
ting increased allotments ef steel dur- 
ing the last half of the year are good, 
the hitch being too little copper and 
aluminum. The industry includes 
some 1,400 to 1,500 plants employing 
50,000 and turning out about $800 
millions worth of goods. New de 
velopments which may alleviate cop 
per scarcity are (1) four mills are mak- 
ing copper-clad strips in widths usable 
for tovs; (2) copper-clad aluminum 
which works up easily is available and 
3) plastics are available 


WATER TREATMENT EQUIP- 
MENT -— Producers are opposing a pro 
posed NPA order limiting use of con- 
trolled materials in household equip- 
ment to 50 percent of base period 
(first half, 1950) levels for steel, 35 
percent for copper and 30 percent 
for aluminum. Materials for imdus- 
trial equipment will remain at current 
levels. . 


RADIO COMMUNICATION 
EOQUIPMENT~—Production is high in 
spite of difficulties encountered in se- 
curring connectors, crystals, plugs, 
sockets, relays, transformers and tubes. 
There is a shortage of engineers, 
draftsmen and highly-skilled workers. 
Conservation practices have contrib- 
uted to high production 


ALUMINUM WINDOWS — Un 
less aluminum allotments (presently 
36 percent of base period use) are in 





creased, some manufacturers may have 
to lay off workers and some may have 
to close entirely. Backlogs are from 
six to nine months. 


SCHOOL BUS BODIES—Produc 
tion of 6,000 school buses, highest 
quarterly output in the industry’s his 
tory, has been authorized for the sec- 
ond quarter. Body builders fear that 
chassis output will lag behind body 
SC hedules. 


HOUSE TRAILERS—The indus- 
try received allotments of controlled 
materials to make about 14,000 trail 
ers in the second quarter as compared 
to the materials awarded in the first 
quarter which were enough to make 
only 13,000. Industry spokesmen esti 
mate that 16,000 to 17,000 trailers 
should be produced each quarter to 
take care of housing needs of service 
men and defense workers. 


SNAP FASTENERS-—Higher over- C U L LMA | 
head combined with low allotments of 
brass will, if continued beyond the 
second quarter, but some firms out of e 
eee et, Machine-attached _ items, Sprockets and Roller Chain 
however, are not affected greatly be 
cause of the volume of defense orders. STOCK OR SPECIALS 
First quarter production of sew-on 
‘ ne -cono al, aioe . 
ite» ecqnamel ind) Uglize Cullman Sprockets and Roller Chains 
low ebb and the 35 percent allotment 
of brass is insufficient to maintain 
minimum operating levels. 


GE GOES PRL AE ES SEGAL 9 


Cues 


supplied promptly from Cullman’s adequate 
stocks. Cullman Wheel Co. has been supplying 
STAINLESS STEEL UTENSILS high efficiency drives of low first cost and long 


The industry is now employing 25 , ; s A 
percent fewer employees than in the service life throughout its 56 years of specializa- 
first six months of 1950 because of ss , ae 4 

insufficient materials. Chief difficul tion in designing and manufacturing depend- 
ties arise from attempts to substitute 
non-nickel-bearing steel for nickel 
bearing steel as it will not draw or 
weld as well as nickel-bearing steel. 


able transmission units and components. These 
factors are the common objective of machine 


designers and purchasers. Orders for specials 
ELECTRIC HOUSEWARES— 
(here is some hope that third and 
fourth quarter allotments will be 
larger than second quarter hand-outs, Send us your prints and we will quote promptly. 
particularly of steel and aluminum. * * ry 
Employment has declined under suc- 
cessively lower allotments. Individual 
firms report their present work forces 


are 15 to 45 percent below the same CULLMAN WHEEL COMPANY 
period last year. The concensus is that 1347M Altgeld St., Chicago 14, Ul. 

it is impracticable to avert layoffs by 
shortening the work week below 40 
hours. 


PREFABRICATED METAL é U L L M A Ni 
BUILDINGS-—Second quarter allot- 


ments of carbon steel are 18,000 tons 


less than in the first quarter. A sub- OWEL Crandimisicou 


stantial portion has been set aside for 
military orders and more will be avail- SPROCKETS and ROLLER CHAIN 
able. Seventy percent of base period 
use (first half of 1950) was allotted for 


are delivered quickly. 


Many Cullman Distributors ready to serve you. 
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KENCO 


WORLD'S MOST 
SUCCESSFUL 


Submersible 
PUMP! 











Underline the word SUB- 
MERSIBLE because it means 
profit to you! Kenco is Amer- 
ica’s fastest growing pump 
line. Be No. 1 in your com- 
munity to handle the No. ] 
pump line . . . KENCO! 


@ Completely submersible 


@ Built of lifetime anti-corrosive ma- 
terials 


@ Amazing capacity sizes with 
capacities up to 3300 GPH 


@ Factory tested 
@ Trouble-free 


@ Backed by dynamic sales promo- 
tion 


@ Guaranteed 


@ Dealers’ inquiries invited 


KENCO, INC. 


Dept. 10-352 1125 North Ridge Road 
LORAIN, OHIO 


RUSH me complete information on 
KENCO Pumps 

Name 

Company 

Address 

City 


non-military purposes 
tee] 
uses extensively 


greater quantities 


Cold roll strip 
which this industry 
may be available in 
in the third quarter 


ind sheet 


BRASS MILLS The pr sent 
method of allotting raw copper on a 
historical basis is being reviewed by 
NPA. Refined copper is being allot 
ted on a basis of 47.8 percent to brass 
mills and 52.2 percent to wire mills 
It is expected the ratio will be revised 
to about 50-50. NPA is seriously con 
sidering restricting inventories because 
in some lines there i surplus of 
ACM allotments which have not been 

ished because of substitution of other 
materials such as aluminum for 
some use authoriza 
reduced below the 
practicable to buy 


cop 
per and because 
tions have been 
point where it i 
or use copper 
PAINT—Ample supplies of lead and 
zinc compounds are currently avail 
ible. Copper chemicals will be in 
short supply as long as the copper 
hortage lasts. Selenium is also in 
hort supply. Tung oil appears to be 
idequate to meet demands at current 
rate of consumption. Castor oil sup 
plies are less favorable than during last 
Summer. Pthallic anhvdride is short 


BOILERS—Principal problem of 
the industry is difficulties expected in 
finding an adequate market in face of 
curtailment of various tvpcs of con 
truction. An billion 
was spent for construction im 
1951, an ilthough 
part was absorbed by higher 
The trend for 1952 is likely to be 
lightly downward—to about $27.5 bil 
lion. Quality plate, 
tensively by the boilermakers, 
in short supply for at least another 
juarter; pig iron in good upply; 
uminum is expected to improve by 


next year, copper will 


estimated $30 
new 
all-time record 


costs 


used ex 


will be 


steel 


remain critical. 


REFR ACTORIES Productive ca 
pacity will be +0 percent above 
the 1948 capacity on completion of 
expansion under the national defense 
program. Certificates of necessitv in 
volving $57 million in plant construc 
tion or expansion have been approved 
Rising costs of 
equipment ne 


35 to 


ind 
expansion 


materials 
ded in the 
program are of strong con 


( mp mies 


SOTHIC 


crn to some 


MOPS~— Sc quarter allotments 
of controlled materi about the 
ime as in the Cotton 
mop sponges are in 
tair supply. Wood is being substituted 
for stecl in handles, being in 
good supply. Hardwood for extra sized 
handles is rather difficult to obtain 


cond 
ils are 

first quarter 
varn, cellulose 


mop 
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ATLAS | 


Car Movers 
and SPURS 
Operating advantages 
MEAN 
fast sales action 


@ “Compound leverage'’—the secret of the famous 
power and speed of ATLAS Car Movers give ship- 
pers and receivers of freight operating advantages 
which mean good business for distributors. We 
urge users to buy thru their local distributor. 


APPLETON-ATLAS CAR 
MOVER CORPORATION 





1421-25 So. 2nd St., Milwaukee 4, Wis. 


Choy 








Easy to sell because it's 
the soldering flux that's 
easy to use. 


Fast selling as well as 
fast acting to properly 
condition metal for a 
strong union. 


Cost less 
in the 
long run. 


Available in lia 
uid and paste 
Customers like its 
advantages, 
back for more 
Rubyfluid will 
make friends and 
build business for 
you, too. 

For stainiess 
steel, sell Ruby's 
Stainless Steel 
Flux — perfected 
for that metal 


RUBY 


CHEMICAL CO. 
76 S. McDowell St. 
Columbus 8, Ohio 


come 





WIRE & CABLE—No immediate 
improvement in the copper supply sit 
uation is expected. The shortage as 
vell as the relatively greater availabil 
ity of aluminum have tended to stimu 
late the use of the latter in the manu 
facture of wire and cable 

STRUCTURAL STEEL FABRI- 
CATORS — Industry _ representatives 
urged that advance planning be insti 


tuted at once by appropriate Gover 


ment authorities to avoid anticipated 
unemployment during the third and 
fourth quarters. Orders are decreas 
ing. Industry representatives said that 
irchitects and engineers are not being 
engaged to plan highway, school and 
public and commercial building pro 
grams which will require heavy ton 
nages of structural steel when the bulk 
of defense construction has been put 
into place 


OIL BURNERS—The outlook for 
i fair-to-good supply of hot rolled 


heet for small fuel tanks is optimistic. v 
Ihe heavy plate supply is still tight, S é 
but the situation should ease later 


Manufacturers have urged NPA to 
restore oil burner parts to the CMP 
B” products list to facilitate obtain 
ing parts 


AN RS ARIAS Se PITA M ES RE E 


MOTOR TRUCKS—The industry 
has been authorized to produce 220, 
000 units in the second quarter. Light 
ind medium weight truck producers 
ire optimistic of making authorized 
quotas but some heavy truck pro- 
ducers expect to fail to reach quotas 
because of insufficient metal allot- 
ments and shortage of certain com- 
ponents. Layoffs of at least 15,000 
workers are eC g i - . ° . . 

“e g tnd eee ee Pyrene* sells through you industrial distributors, be- 
ized output for second quarter. cause Pyrene knows that on/y you can serve industry 

WATER & SEWAGE SYSTEMS properly. And Pyrene backs you up with consistent, 

\ proposed NPA order will cen- hard-hitting advertisements in Business Week and a 
tralize various regulations affecting long list of industrial and trade publications. The ads 
the industry and liberalize some exist- : , ; 
ing provisions. The proposed order are addressed to your customers, and tell them to 
chiefly concerns inventories, MRO order through you. There’s respect for and need for 
supplies, self-authorization for con- Pyrene wherever you go. So make it a practice to ask 
trolled materials and use of new allot- 
ment and preference rating symbols. for a Pyrene order on every call! 


eae ad 


“1M. Reg. U.S. Pat. Off. 


MINING MACHINERY — Pro- There’s a PYRENE for every fire hazard 


duction schedules are being met gen 
erally. Expectations are that future — 
requirements of this equipment will Sip: ene } 
increase greatly. Round-the-clock op- | frome 
erations are comtributing to increasing | sso 
demand for repair parts. Spokesmen 
said the industry was finding it diffi 


| 
cult to obtain bearings, spiral gears, | YRENE MANUF 
large steel castings, plate steel, molded | P ACTURING COMPANY 
rubber goods and nickel steel | 581 Belmont Avenue Newark 8, New Jersey 
COPPER POWDER ~— Producers Affiliated with C-O-Two Fire Equipment Co. 


may soon obtain granular powdered 


EXRTINCLISHERS 
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copper supplies through self-certifica- 
tion, according to a contemplated 
change in NPA regulations. The 


change will assure producers of an ade- 
quate inventory and climinate some 


paperwork 


Here REELS & SPOOLS~Allotments of 


steel and aluminum are adequate to 
... because we knew keep production going through first 
how important and second quarters, being above nor- 
our distributors are , mal in the first quarter. Some diffi- 
culty in placing orders with mills for 
the first quarter was encountered but 
the situation has improved. Order 
These packaged shim stock racks backlogs average from six weeks to 
are provided with your firm name three months 
very neatly imprinted on them. The 
only requirement is a minimum quan- ANTENNAS—The estimated 1952 
tity of 25. demand for eight to 1] million anten- 
Here’s the ideal way to keep your firm name be- , nas can be met if television dealers are 
fore the people who actually use your products. willing to buy them made from sub- 
stitute materials. Acceptance of such 
functional substitutes as wood masts 
and cross bars has been slow. Growth 
of the industry was cited by spokes- 
men asking for increased allotments 
NATIONALLY ADVERTISED * EASY TO STOCK AND HANDLE of controlled materials. 
ALL SALES THROUGH DISTRIBUTORS * HIGH QUALITY LN 


Sell pockages instead of inches! 
Rack holds four 6” X 100” cartons 
of brass or steel shim stock in gauges 
of the customer's choice. 


PRIME ALUMINUM PROD- 

UCTS — Recent surveys show that 

LAMINATED SHIM COMPANY... aluminum allotments authorized by 
: DPA greatly exceed the quantity of 

orders placed with mills. In many 
cases, material in fabricators’ plants 


UNION STREET ¢ GLENBROOK CONN 


ARBOR SPACERS Lo ee ee On Ge 





FLOATS 


in COPPER—-MONEL—NICKEL—BRASS 
—EVERDUR—ALUMINUM—STAINLESS 
STEEL 


Bolts... Nuts... Rivets 

... Screws-have provided 

their users with the same 

dependable uniform quality 

and accuracy of finish for almost 
a Century. 


For Greater Security... 
Fasten Fast with Clark Fasteners 


GLaRx Bros Bort © 


MILLDALE, CONN. 


BOLTS + NUTS 
RIVETS « SCREWS 


TANKS «4 cols 
ALSO EXPANSION JOINTS + 
OlpPERS =e RATORS 5 
COOLERS « CHEMICAL APPARATUS 


@ Harris engineering and processing equipment is 
in constant demand because it is top quality. In 
dustry has been buying and using these products for 
more than 68 years. Selling Harris Products is a 
fine source of income for distributors and our 
engineers are available for consultation without 
charge. Send for information on the complete Harris 
line-—-we can fill your orders promptly 


ARTHUR HARRIS & COMPANY 
210-218 N. Aberdeen St. Chicago 7, = 
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is more than adequate to meet CMP 
allotments. The industry is advising 


NPA to channel al t . S. 4 a 
hase thle ean Ober ten when you sell the Sail 


suffered severe cutbacks. “tex, Le Ae het ant 
OUTBOARD ENGINES-—Produc- line of flexible shaft equipment 


tion in the second quarter will be 

sharply curtailed because of reduced 

allotments of controlled materials. 4 

Some manufacturers are losing dis- you're Selling modern 
tributors because of insufficient ship- 

ments. One manufacturer reports 


that he will have to lay off 20 percent YO fa 
of his present total of employees. 
sity equipment 


DRY CELL BATTERIES-—Sec- . 
ond quarter allotments of copper wire ; 
mill products and carbon steel will be geet oop? 


higher than those of the first quarter. 
The brass allotment, however, will 
be slightly lower. Méilitary require 
ments were estimated roughly at $6,- 
000,000 in each of the quarters dur 
ing the last half of the year. 


VACUUM BOTTLES, METAL 
LUNCH KITS—Allotments for small 
sized bottles were increased for the 
second quarter. Materials for quart 
ind larger bottles and jugs were at 
the rate of 50 percent of carbon steel, 
10 percent of brass and 25 percent 
of aluminum. Second quarter allot- 
ments of carbon steel for lunch boxes 
ire at 70 percent of base usage. 


NS OBES HITS 


SARS TERIAL SS 


INTERNAL COMBUSTION EN- 
GINES—(750 rpm and up) Delivery 

now from three to nine months, 
depending on size and tvpe of models. 
Reduced aluminum allotments for 
second quarter will be a limiting fac- 
tor in production. Delivery of alu- 
minum sheet is far behind schedule 
Radiator suppliers’ difficulties in ob 
taining copper is a major problem. 


| 
| 
: 
i 
| 
S 
§ 
; 
$ 


A COMPLETE CHOICE «- ALL TYPES 

W NG DEVICES-—S y 
IRING DEVICES-Shutdowns §LQ@OR STAND, BENCH STAND AND OVERHEAD 

ind unemployment are possibilities 

if the industry doesn’t receive larger ee . 
illotments of copper. The industry Your customers want selection in order to fulfill their require- 
regards the suggested substitution of ments with the greatest economy. The Strand line offers 
dluminum for copper in branch cir every type flexible shaft machine necessary to meet their 
cuits wiring as impracticable. demands. This makes the line easier to sell and more profit- 
CANS_P — ; able to you. It builds customer good will because you offer 

stain resen restrictions on use ° ° ° * ® * 
of tin mill secondary plate consisting quality merchandise . . . wide selection . . . at a fair price. 
of tin mill accumulations, waste 
waste, unamended menders and un 
assorted tempers may be lifted to 
allow users of cans or parts of cans 
made of these materials to re-use such 


items over and above their packing 
quotas. Can inventories are in good 
shape because the military demand EASTERN SALES WESTERN SALES 
for ration cans has not materialized beeessar ee Corporation eo aa dele 
to the extent expected, the Agricul- “ pe Mee 
ture Department crop program goals N. A. STRAND DIVISION 
have not been fully realized and can 


quotas were not entirely taken. 





If you are not already handling the Strand line, write 
today regarding open territories. 
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DELICATE 
PROBLEM 


Next time one of your customers is 
faced with the problem of convey- 
ing a product that’s delicate or 
easily-marred, solve it for him the 
right way. Sell him long-lasting 
SUPRENE Neoprene- impregnated 
belting 

You'll sell him for good! 
SUPRENE'S exceptionally heavy, 
tightly-woven cotton duck construc- 
tion, plus waterproof Neoprene im- 
pregnation, is super-smooth. It will 
not blur the most fragile commodity 
—satisfies the most rigorous sani- 
tary demands. Surface of belting is 
easily hot water or 
steam. SUPRENE Belting resists 


abrasion and shrinkage. Thicknesses 


cleaned with 


from 116” to 7/16” are available in 
widths up to 48”. 

Want to more about this 
superior, sales - producing belting? 
Then write for Bulletin No. 20, 


learn 


lyetor 


Restore A 1 3 vtile | ye 


| ducers on a 


PERMANENT MAGNETS — Ac 
cording to present indications, allot 
ments of controlled materials during 
the second quarter will be adequate 
to meet current production schedules 
The supply-demand situa 
tion 1 ted to continue into the 
third quarter. 

PIANOS-Second quarter copper 
allotments will equal percentage-wise¢ 
the amounts given to other consumer 
durables manufacturers. ‘The 
rates are expected to put piano pro 
firmer production basis 
was given extra carbon 


favorable 
( xpe 


higher 


The industry 
steel in the first quarter because it was 
ible to substitute it for copper. Cop- 
per allotment had reduced to | 
10 percent. In the second quarter it 
vill receive 30 percent 
INTERNATIONAL COMMUNI- 
CATIONS~— The industry approved a 
ed revision of NPA Order M- 
‘intended to implify procedures 
| r materials for foreign 
would not 
materials or 
ire now obtaining 
MRO supplies for ex- 
regulations but would 


been 


The han € 
operator 
than the 
M-79 


1 ot} 


mad Orel 


more 
uppli 
und I 
port 


ut red tape 


End of Controls Asked 

on Secondary Tin Items 
Ihe Tin Plate Industry Advisory 
‘ommittee has asked immediate end 


over the distribution 
mill products and 


of controls 


econdary tin 


il] accumulation plate 

Members expressed concern 
has resulted in 
stocks of 


products at 


over a 


situation which the 
backing up of heavy 
tin 
warchous¢ Ar UTVE\ 
cated that at the end of 1951 stocks of 


154 


and 
indi 


ondary mill 


ent 
econdarv material amounted to 
OS2 tons 

NPA 
that 


mmended to 


officials told 


t pro 
t 


th 
gram has been rec 
ibout 75,000 


committees 
In expo 
HOVE 
tons during one quarter 
Some industn 
becoming difficult for mills to dispos¢ 
f secondary tin plate in this country, 
ind that before the end of 1952 it ma 
x possible to remove all controls 
Watkins, of the NPA Tin 


M. 
Plate Section Industrv com 


+ 


members said 


pr sided 


nittee member attending were 
WM. Mavberrv (Bethlehem Steel), 
Krwin Niedringhaus (Granite 
Steel), FE. J. Sanne (Inland Steel 
Howard A. Knox (Jones & Laughlin), 
I. .. Caskey (Republic Steel), George 
E.. Totten (United States Steel), R. S 
Meighen (Weirton Stecl), F. A. Mc 
lella W hecling Steel and 
ng (Youngstown Sheet 
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Sell the Complete Line 


1.25701 2 HP 
GEAR G 
CENTRIFUGAL 














PORTABLE 


COOLANT SYSTEMS 


and 


PUMPING UNITS 


1 GPM TO 70 GPM 
uP TO 70 PSI 


ms 
1/25 HP to % HP, Gear and Centrifugal 
Models. New catalog with selection chart 
makes it easy to sell, recommend and buy 
the right Graymill unit for the job. Write 
for details today! 


GRAYMILLS CORPORATION 
3715 LINCOLN AVENUE * CHICAGO 13 


WORLD FAMOUS WELDING GOGGLES 
FOR STEADY SALES AND PROFITS 


e the fa 
EYE CUP VENTILATION 
ea two-piece ¢ cur lave a” ¥ 
ntilating ducts, with an extra ve 
side of the frame 
eature f 


The side 


on each 


ts adjust 
on any face 


g lenses 


INDUST 
rial ¢ 


i luc tt on es 
COMPANION RIAL GOGGLES 
The No Ind eles are e same 


yle and quality but w i the high 
r acreen vents 
Samples Goggles on Request 
you do not have these goggles in 
a tosh saree 
p you an initis 
them exact 
1 at our e 


SELLSTROM 
MANUFACTURING COMPANY 


Build Repeat Sales with 
Sellstrom Eye and Face Safeguards 


662 North Aberdeen Street 
Chicago 22, Illinois 





Employment Rising 
In Metal Working 
Employment in the metal working 


ndustries has increased steadily since 


December despite sharp first quarter ... the Union that is its own 
material cutbacks in civilian-type pro 
duction, according to National Pro 


ict “authors tase Best “Replacement”! 


Fowler 

Ihe increase, he said, probably re (YOU CAN USE ONE OVER AND OVER AGAIN) 
flects a high degree of ingenuity m 
tretching scarce metals and heavy 
vithdrawal from inventories 

Ihe Bureau of Labor Statistics re 

ntly polled 11,000 manufacturers 
in 105 metalworking industries. Re 
turns showed 4,962,000 workers em 
ploved by this group in January, 22, 
000 more than in December This 
is higher than any month since Korea. 

[he automobile industry, however, 

till far below pre-Korea levels. 

Consumers durables also are going 
up compared with December, but arc 
ubstantially lower than the early 
1951 peak employment. 

Mr. Fowler cited as one of the 
most unusual facts uncovered that 
mployment is rising faster among 
firms employing fewer than 500 men 
than among the larger producers 
Projected March employment in the 
small firms was 5 percent higher than 
in December, compared with 4 per 
cent for the large firms 

For Detroit, the survey indicates 
in increase in employment from De 
ember through March 31 of 4.5 pet 
ent. A 3 percent rise is predicted 
for the Providence, R. I., area, also 
hard hit by unemployment. t 

Yes, you can take a Dart off one installation and put it on another. Or 


Tax Benefits Certified put it back on the same installation—time after time. That’s economy! 


For 497 Plant Projects 


Here’s why you can get so much work out of a Dart: 


+97 new or expanded defense facilities @ Drop-Tight Yet “Easy Does It” 


Certificates of necessity covering 


were approved by the Defense Produc- 
tion Administration between January 
15 and February 2. Thev involved a 
total proposed investment of $941, 
$55.93]. 

The certificates provide for rapid 
tax amortization of new projects con 
sidered necessary to defense. ‘The 
period for depreciation may be short 
ened to 5 years for such portion of the 
investment as DPA may determine. 

DPA announced that applications 
involving amounts of $100,000 or less 
were being accorded special considera 
tion to encourage small defense plant 
construction. Of the latest list of cer 
tificates, 193 are for projects in the 
below-$100,000 category. 

Following is a selected listing of 
ertificates issued between January 15 DART UNION COMPANY 
ind February 2: 7 Providence 5, Rhode Island 

Company: Aeroquip Corp., Jack The Fairbanks Co. — Distributors 
son, Mich.—product: aircraft parts Boston New York Pittsburgh 


Dart’s spherically ground seats provide a wide, full bearing surface that 
requires a minimum of nut take up. Excessive wrenching (hard on metal 
and man) isn’t required. What's more, a Dart stays tight. 


Non-Corrosive Bronze Seats 
Why do they use bronze for memorial plaques? Because it /asts! That's 


why we use this non-corrosive metal for protection of seats against pitting 
and corrosion. 


Practically Indestructible Nut and Ends 


Air refined malleable iron is tops for resistance to stress, stretching and 
wrenching. That's why we use it for Dart nuts 
and ends. 


Tell your next union customer about Darts. 


When you sell him more for his money, he'll part 
with his money more readily. 
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CATALOG INVESTMENT _ | sien. pick S00 percents 
| allowe > greens . “= 
THAT PRODUCES HIGH RETURNS MRneoennetecsas 


New Milford Carbide Tool Co., 
Inc., New Milford, N. J.—cutting 
tools—$3,967—75. 

Electro Refractories & Abrasives 
Corp., Lackawanna, N. Y.—cutting 
tools, dies, gages, jigs, fixtures 
$550,.545—65. 

Ettco Tool Co., Inc., Brooklyn, 
N. Y.—machine tools—$50,000—65. 
CHARACTER * QUALITY «+ INDIVIDUALITY Tools & Gages, Inc., Cleveland, 


Ohio—jigs, tools, gages, and fixtures— 
PREPARED CATALOGS S234. 
Balas Collet Mfg. Co., Cleveland, 
The orders you get are the orders that count! Your Ohio—special holding fixtures for ma 
catalog, designed to get orders, is an important in- chine tools—$21,764—S0. 


: : Cutter Salvage Corp., Cleveland, 
vestment in your business. To be sure your catalog Ohio—cutting tools—$12.000—80. 


will produce for you in a BIG way, put its Planning. W & B Tool & Engineering Co., 
Compiling, Printing, and Binding in the hands of Detroit—fixtures, gages, aircraft parts— 
Cuneo catalog experts. $127,069—70. 

Green Ball Bearing Co., Cleveland, 
Ohio—ball bearings for military end 
items—$250,000 at 25 percent; $27 

000 at 50 percent. 
peagebincrgare Be pod acca Air Reduction Co., Inc., Chicago— 

: ~— ‘ oxygen—$23,000 at 45; $150,700 at 
DAly 8-5340 “Not Cut- one 
Price, but Cost Cutting ; : Me. 
Catalogs.” : PRESS, INC. ‘ ———— Corp . Milwaukee, 


welding electrodes for produc- 
239 EAST CHICAGO STREET tion of military end items—$320,513— 


Wilwaukee 1, Wisconsin = 50. 


Report Partial Decontrol 
Has Not Increased Orders 
The Stainless Steel Industry Ad- 
visory Committee told NPA recently 
st are easy that a partial decontrol of non-nickel 
bearing (straight chrome) stainless 
to order. ee steel has not yet had the effect of in 
creasing orders from consumers 
It was expected, however, that sev- 
eral months from now steel consumers 
will have had time to redesign their 
plants for this tvpe of stainless steel 
and demand will pick up. 
NPA officials cautioned the industry 


ae RIGHT OUT OF THE not to expect unlimited supplies of 























chromium, because of uncertainty 
C4 ibout possible military requirements. 
- The committee asked NPA to re- 
4 lax an existing requirement to com- 
pute alloy requirements for each order 
submitted to Washington on monthly 
melt schedules. Elimination of this 
paperwork would prevent duplication, 
according to industry spokesmen, 
since alloy usage is reported monthly 
on other forms. 
Columbium and tantalum, impor- 
tr tant alloys in stainless steels needed 
By the Makers of Sewall Gears NOD): f for military applications, are in rela- 
SS tively good supply, NPA reported. 


These materials have been under 
WBeter E. 8. 8. , SEWALL MANUFACTURING co. we allocation control for some months. 
662 Glendale St. + St. Paul 4, Minnesote ce ae As a result, inventories have been 


built up substantially and the supply 


WHEN YOUR CUSTOMER'S job calls for stock 
roller chain sprockets—Sewall is as near as his 
telephone or mailbox. Precision-made Sewall 
sprockets add life to chain drives—and they’re 
available in a wide range of sizes. Do you have 
a supply of our catalogs? 


Ask us for quotations on made-to-order gears 


and sprockets. 
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now is at a point that would apen 
an accelerated aircraft demand for 
steels containing these alloys. 

A representative of the Aircraft 
Production Resources Agency told 


the committee that a plan is being | 


considered to return nickel scrap gen 
erated by contractors and subcon 
tractors to mills which produced the 
steel from which the scrap is gen 
erated. 

J. P. Butterfield, chief of the stain 
less steel section, NPA Iron & Stecl 
Div., presided. Committee members 
attending were: C. B. Boyne (Alle 
gheny-Ludlum ), S. P. Watkins (Stain 
less Sheet Sales), H. S. Potter 
(Carpenter Steel), C. E. Roberts (Re 
public Steel), W. J. McCune (Sharon 
Steel), J. S. Ewing (U. S. Steel), and 
ohn Rinek ( Universal Cyclops Steel). 


DPA Revises Goal 
For Lead Expansion 


An expansion goal for lead to pro 
vide an annual supply of 1,342,000 


short tons beginning in 1955 has been | 


announced by Ralph S. Trigg, Deputy 
administrator, DPA. 

It includes domestic production of 
ore and scrap recovery, and imports 
of lead in ores, metal, and scrap. 

The new goal provides for an in- 
crease in the annual supply from all 
sources of 135,000 short tons over the 
1949 supply. Production in 1951 was 
1,125,000 tons 

The expansion is slightly below the 
tentative goal previously set. How 
ever, it should be sufficient for civilian 
and military needs by 1955, according 
to Mr. Trigg. 

So far, Federal assistance has been 
given for about 47,000 tons of addi- 
tional lead production annually. 


Announce Aniline Goal 
DPA has announced a 1954 goal 

for domestic aniline production of 

135,000,000 Ibs., exclusive of capacity 


of plants in the National Industrial 


Reserve. 

This represents an increase of 28.6 
million Ibs. over the Jan. 1, 1951, 
capacity of 106.4 million Ibs. which 
privately owned plants were able to 
produce. About half of the increase 
will represent unaided private invest- 
ment, and half private investment as- 
sisted by the government through 
rapid tax amortization. 

More aniline is needed principally 
because of the need for rubber proc- 
essing chemicals. Requirements for 
such chemicals have been greatly in- 
creased because of use of a high pro- 
portion of synthetic rubber in the de 


fense program, and also because of the | 


stockpiling of natural rubber. 
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Whether a customer has a routine milling job or an unusually 
tough one . . . he’s sure to be satisfied when you sell him 
a Putnam End Mill. 


As a Putnam distributor, you can offer him over 1000 
different types and sizes to choose from. With this wide 
range of standard, catalog-listed end mills, you can always 
sell the RIGHT tool for the job for faster cutting, better 
finish, less tool wear, less chance for work damage. 


Putnam's always-expanding end mill line now includes the 
famous Postiv-Lok series, an especially heavy duty design 
for large boring mills, profiling and similar applications. 
These and similar advancements in end 

mill design and manufacture have made 

Putnam the leading end mill line. 


That's why it’s easier for you to have 
more satisfied customers, more sales, 
more profits . . . when you sell Putnam. PT pet 
Putnam Tool Co., 2981 Charlevoix Ave.,  sprscred 2” mogozine covers 


for two yeors stimulating 
Detroit 7, Michigan. strong industry interest in Putnam 


—the end mill specialists 


END MILLS 
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NPA Removes Limitation 
On Rubber Inventories 
NPA recently removed the 30-day 


ntory limitation governing pur- 
chases of synthetic (GR-S) rubber 
and made an approximate 20 percent 
increase in the amount of high ten- 
icity rayon which may be used by 
rubber manufacturers. 
Ihe action was taken to conform 
@ CHARACTER a ‘ . 
to NPA’s stated policy to decontrol 
2g QUALITY any defense material whenever im 


provements in supply make it possible. 


@ INDIVIDUALITY 1; he amendments are in M-2, NPA’s 


basic rubber order. There are also 
PREPARED CATALOGS minor changes in the appendix of the 
der. However, the amendments do 
not effect present controls over butyl, 





Putting punch into any sales program is a main objective 
of any organization. You can put additional punch into your other svathatic os watend whe: 

catalog by having Cuneo experts cooperate with you in its pro- Phe 30.day limitation was semoved 
duction. With Cuneo Planning—Compiling—Printing and— NPA anil teveeee dentsieaién te Ghee 
Binding your catalog hands of the RFC have increased 
hits hard and hits re- from about 20,000 tons in June, 1951, 
peatedly in the battle , 


les! to about 42,000 tons. 
for bigger sales l’uture inventory control over GR-S 


will be limited to the provisions of 


one Soa NPA Regulation I which requires in 
a uneo for the answer to your ¢ . + at ~ahle 

ventories to be held at a practicabl] 
catalog questions — DAly 8.5340 j . . . pracuic ‘ 


Not Cut-Price, but Cost-Cutting minimum working level. The new 


Catalogs.’ amendment also continues the export 
PRESS, inc. restrictions on GR-S and the 46 per 
239 EAST CHICAGO STREET cent limitation on the percentage of 

WMilwaukee 1, Wisconsin “cold” as compared with “hot” GR-S 

which can come from RFC. 

NPA pointed out that many smaller 
rubber manufacturers will be benefited 
by the inventory relaxation since it 

CONGRESS SHEAVES d V BELTS will enable them to buy GR°S in car- 
an _ load lots without having to work in- 
ventory down to an abnormally low 

level. 

@ Precision built. Soundly engi- : ; Teme 
neered. Widely used as original Warn of Production Crisis 
equipment by hundreds of the In Refrigeration Equipment 
largest manufacturers of such 
appliances as washing machines, Manufacturers of commercial and 
dryers, | dry equip t and industrial refrigeration and air condi- 
air conditioning installations. tioning equipment warned recently 

that at least half of them will have 
to discontinue operations unless more 
Congress FHP pulleys are avail- controlled materials are allotted their 
able in attractive 3-color indi- industry. ; 
vidual boxes, with pulley outside Industry spoke smen told NPA that 
diameter and bore size plainly serious labor problems are arising be- 
marked. Simplifies storing—sell- cause of production cutbacks. The in- 
ing. dustry has already stopped manufac- 
turing certain models, and has been 
trving, without much success, to get 

@ Immediate Delivery — From other types of business to maintain 
Stock production and retain its labor force. 

NPA officials reviewed the metals 
situation, pointing out that steel strip 
is in good supply with the demand 

WRITE FOR CATALOG for sheets in approximate balance with 
allotments. Galvanized sheet is in 


Cc re) he G R E s s D R | Vv E s D | Vv | s ] re) N he short supply, however, because of 


zinc shortage. Copper will con 
TANN CORPORATION 


a tinue to be scarce, with expanded 
World's Lorgest Manufacturer of FHP Pulleys direct military needs, increased use for 


3750 East Outer Drive . Detroit 34, Michigan industrial plant expansions and a 
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tage: of copper cee ead scrap. in CASH IN ON THE VOLUME SALE OF 


tensifying the situation. New produc 

tion of aluminum is slowly coming 
: 

Industry spokesmen reported no 


difficulty in placing orders for their 
illotments of alummum in the first “ae 
quarter 


\ proposed production limitation 
order on certain products drew strong 
objections. ‘The Committee said such 

order, if issued, would set up an 
essentiality pattern and foster dis 
crimination of one product over an 
other 





Ihe committee recommended that 
the period July 1, 1949, to June 30, 
1950, be established as the base period 
for allotments, since use of a 6 
months’ period would not make allow 
ince for seasonal fluctuations. At 
present the industry is allotted ma 
terials according to a percentage of its 
requests since consumption figures for 
the proposed base period are not as 
vet available 
4. Gordon Wootton, of NPA’s 
General Industrial Equipment Div., 
presided. Committee members at 
tending were: M. Noble (Aerofin), 
FE. M. Flannery (Bush), A. J. Defino 
(Fedders-Ouigan), A. P. Shanklin 
(Carrier), R. W. Wagstaff (Vendo), 
W. H. Aubrev (Frick), H. M. Brund- 
age (General Electric), W. F. Switzer 
(General Motors), William B 
McMillan (Hussman_ Refrigerator), 
Charles Brinkman (Rowe Mfg), H. T. 
Jarvis (Refrigeration Engineering), 
George S. Jones, Jr., (Servel), Orville 
C. Morrison (Sunroc Refrigeration), Chai 
W. A. Siegfried (Superior Valve & Start now to get your share of the profits from 
Fittings), Tom Pendergast (Tecum TM Hi-Test and TM Boomer Chains. Binding 


seh Products ° K W Berkev West ‘ ® 1 ~ ° l ; 
snchouse Blectric). and M. GC. Munce logs, steel, pipe and other cargo is only one of 


ret) eee eae 


~ dBase. incon egd tee nal 


{York the many applications. Industry everywhere 
presents a market for these famous chains. The 
Welded Steel Tube Makers 
Ask Relaxing of Controls 
The Welded and Seamless Steel 


Tubing Industry Advisory Committec ‘ de MF Rr 
has urced NPA to relax restrictions on Hi-Test and TM Boomer Chains. Their strength, 


chances are, that you’re reaching these people 
now. You can sell them even more. . . make 


extra commissions and extra profits with TM 


the uses of welded carbon mechanica safety and dependability make them far superior 


tubing 


Members said this type of tubing to BBB and Proof Coil types now in general 
ie flat rolled carbon sheet steel use. Investigate this great profit opportunity 
ind strip from which it is made are 
n relatively free supply. They reported 
that some mills that produce welded 
carbon mechanical tubing are operat 
it a low rate, vet have stee) avail 


to provide more tubing if thei1 S. G. TAYLOR CHAIN COMPANY, Hammond, Indiana 


were permitted to purchase 


oh 
ind tl 


today! Coupon brings complete details. 


S.G. TAYLOR CHAIN COMPANY 
Department 6 


Hammond, Indiana 
Rush full details on TM Hi-Test and TM Boomer 
Chains. 


A GREAT NAME N 


Name ’ 
SINCE 1873 
Address hetu S i 


t flat rolled sheet, except in \ 
vide sizes, is such that it would sup 
port increased production of mechani 


NPA officials agreed that the 


} 


tubing by mills that have capacity 
expanding this output. Some of 


wider sheet mills have diverted 
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production from sheet to plate, it was 
pointed out. 
Industry spokesmen said their chief 
problem is to obtain more tube rounds 
and bars, particularly in sizes of 2-in. 
diameter and larger. NPA officials 
said this situation 1s not likely to im- 
prove soon, because of defense needs 
tor items having precedence over tub 
ing. However, since NPA policy calls 
for operation of all facilities of the 
© CREre steel industry at capacity if possible, 
®@ QUALITY efforts are being made to obtain more 
© INDIVIDUALITY flat rolled steel for the tubing industry 
Some members asked why, in view 
of copper shortages, brass tubing is 
PREPARED CATALOGS still being used to make curtain rods 
Good business demands that you use every sales feature to its ee pie reset myo gs 
best advantage. Consider your catalog and the important stitution of carbon steel for the brass 
part it plays in your sales set-up. Getting every possible sales product. 
value into your catalog is the job of experts. That is the job Willis J. Resiner, chief of the tube 
the Cuneo organization does section, NPA Iron & Steel Div., pre- 
for you through better Plan- sided. The following industry com- 
ning, Compiling, Printing, mittee members attended: W. J. 
and Binding. Thomas (Babcock & Wilcox Tube), 
F. W. Sexauer (Brainard Steel), Phil 
” Coddington (Carpenter Steel), Aaron 
Waines (Ohio Seamless Tube), B. R. 
— pe ad fel 2 Mueller (Pittsburgh Steel), J. A. Ire- 
DAly 8-5340. “Not Cut-Price, PRESS, Inc. land (Republic Steel), S. L. Willis 


~ (Standard Tube), R. H. Gabel (Supe- 
but Cost-Cutting Catalogs. 239 EAST CHICAGO STREET ior Tube), W. E. Taggart (Timkin 
WMlwaukee 1 Wisconsin Roller Bearing), and J. P. Bacon (Na- 


tional Tube Div., U. S. Steel) 





UEP IR I ccsnined for 1952 Work 


The Material Handling Institute 


has organized 8 committees to carry 

CLIPPER out its 1952 program. 
L. West Shea, MHI president and 
manager, material handling sales, the 


Union Metal Mfg. Co., Canton, 
Ohio, has called the year’s plans the 


most ambitious undertaken by the 
v Constant Consumer Demand institute. ‘Two new committees, Fi- 

nance and Industry Service, have 
WNo Factory Sales to Users been added. 


Long-term planning, 


survevs, and conferences will be 
VW Nationally Advertised stressed 


An exposition committee will plan 
{ 


/E: ° ° the 1953 National Materials Han- 
vV Firm Resale Price Policy pig S 


The Washington 


: 0 ttee ll k closel ith 
. v Highest Uniform Quality NPA. while ‘sir eens direct 
/ 


» MHI and American Material Han- 
dling Society cooperation; industry 


\ educational activities; finance and 
Sold ONLY ’ 


budget work; and membership. The 


Through Authorized Distributors J A following 
VY, serve: 
MHI-AMHS cooperation: M. W. 
Heinritz, chairman (Gould National 
Batteries), C. B. Elledge (General 
Electric), R. K. Hanson, of MHI, and 
J. W. Wunsch (Silent Hoist & 
: p Crane). 
= dd At Les. Ti — Industry Educational: H. M. 
A ee PMR: Palmer, chairman Lewis-Shepard 


have been appointed to 
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Products), D. H. Bitney (Union Steel 
Products), E. W. McCaul (Jervis B. 
Webb), J. W. Wunsch, and a repre 
sentative from each vertical trade as 
ociahion 

Finance and Budget: E. W. Allen, 
chairman (Thomas A. Edison), J. A. 
Baldinger Automatic ‘Transporta- 
tion), G. J. Hanhauser (Fab-Weld), 
ind W. G. Reycroft (Bassick). 

Membership: E. J. Byrne, chair 
man (Chisholm-Moore Hoist), Walter 
Krueger (American Steel & Iron), 
W. H. Noelting (Faultless Caster), 
J. L. Pischke American Mono- 
Rail), G. D. Raymond, Sr. (Rav 
mond), R. E. Schreiber (Monarch 
Rubber), H. D. Stone (Pittsburg Steel 
Products), and Jervise C. Webb 
Jervis B. Webb) 

Industry Service: George R. Brock- 
way, chairman (Rapids-Standard), A. 
F. Anjeskey (Cleveland Crane & En 
gineering), J. G. Bucuss (Acme Steel), 
M. W. Heinritz (Gould-National Bat 
teries), J. M. Moon (Signode Steel 
Strapping), G. B. Davis (Baker-Rau- 
lang), and W. E. Schirmer (Clark 
Equipment). 

Washington Committee: J. C. 
Mevius, chairman (American Engi 
neering), H. M. Palmer, L. W. Shea, 
and R. K. Hanson. 

Exposition: J. C. Mevius, chairman, 
Gordon Berry (Electric Products), 
Harry Bristoll (Stanley), Eugene Cald- 
well (Hyster), Edward McCaul (Jer- 
vis B. Webb), Wendell Revycroft 
Bassick), and C. E. Smith (Tow- 
motor). 

Planning: W. H. Noelting, chair 
man, J. G. Bucuss, Eugene Caldwell, 
H. A. Carter (Geneva Metal Wheel), 
J. H. W. Conklin (Yale & Towne), 
J. C. Mevius, Frank Seaman (Robbins 
& Myers), L. W. Shea, and Roland 
Whitehurst (Electric Storage Battery). 


New Expansion Goal Set 
For Nickel Production 

An expansion goal to provide an 
anticipated 132,000 short tons of 
nickel has been set by DPA 

Ralph S. Trigg, deputy adminis 
trator, said the goal is not in any 
sense a limit on production. Because 
nickel is one of the scarcest of all 
metals needed for defense, efforts are 
being made to obtain increased pro 
duction from all sources, particularly 
foreign. The only nickel produced in 
this country is a small amount obtained 
is a by-product of copper mining 

Supplies of Canadian nickel are ex 
pected to increase from 87,400 tons 
in 1950 to 106,000 in 1954. The 
Nicaro plant in Cuba, scheduled to 
come into production this vear, is ex- 
pected to produce about 15,000 tons 
annually by 1954 





"ye TESTED 
| Ain REFINED RECESSED 
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ALL TYPES FOR ALL NEEDS 
—from a 
single source of supply 


The Jefferson line includes specialty unions 
available as 45° and 90° union elbows, union 
tees as well as flange unions. Included also in 
the line are AAR male and female unions, 
Enduro 300#, Excel 250% and Master 
150# unions. 


An exclusive feature of Jefferson Unions is 
the Recessed Brass Seat—an invaluable sales 
tool which provides leak-proof tightness with 
minimum wrench pressure, yet imposes no 
restriction to free flow through the fitting. 
Jefferson can also supply unions in all types 
with all-iron seats. 

Thus with the Jefferson line you can meet 
all needs, sell better value and depend on a 
single source of supply 

for all requirements. > 


Full details on request. 


ey SO" UNION CO. 


671 W.26thST. NEW YORK I.WY 
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HARRISBURG 


seamless steel cylinders for stor- 
age and transportation of high 
pressure gases, made to 1.C.C 
Specifications. Both Domestic and 
Export types 


HARRISBURG 
Lite- Weight low-pressure cylinders 
for the liquefied petroleum gas 


industry, made to |.C.C. Speci- 
fication 4BA-240 


HARRISBURG 


seamiess steel pipe couplings, 
woter well casing and merchant 


THE CHARACTER OF THE pec ge ingen toring 
MANUFACTURER 
SHOWS IN THE PRODUCT 


HARRISBURG 


drop forgings, mass-produced in 
many types and sizes for industry. 


We shall be pleased to quote prices and HARRISBURG 
mail literature on Harrisburg Products 
drop-forged steel pipe flanges, 


manufactured to A.S.A. Standards 


(in) == SCI HARRISBURG 

carbon dioxide liquefiers with 
arrisbur urg teel i ippbiabea iertonary Ciba 
cORPORATION 


MaaniSsuRGis 
PEMNSTiVANiA 


UNIVERSAL 
JOINTS 


mean a more profitable operation! 


Lovejoy Universal Joints offer the greatest operating angle of all for 
your customers--bigger profit opportunities for you. Maximum bear- 
ing surface and strength with no binding, backlash or inplay. Pre 
cision-ground of heat-treated alloy steel to .001 concentricity. Available 
in 13 sizes with diameters '2" to 4” and lengths 2” to 105s”. Also 
nonlubricating Lovejoy Flexible Couplings for duties from 1 6 to 
250) H.P 


Send today for all details 


LOVEJOY FLEXIBLE COUPLING CO. 


[ 5079 W. Lake St Chicago 44, Ill. 





Also Mfrs. Lovejoy Variable Speed Transmissions and Lovejoy Tilting Motor Bases 
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Steel Pipe Demand 
Continues to Mount 


Ihe fabricated metal pipe industry 
was told by NPA officials that it will 
have to continue facing serious short- 
age of steel pipe. Demand for nickel- 
bearing stainless steel is currently run- 
ning 212 percent of supply. Where 
there has been a softening in demand, 
it has been in the higher priced steels 
which piping producers do not nor- 
mally use. 

No easing of demand for seamless 
pipe during 1952 is anticipated. In 
fact, the demand is expected to in- 
crease. If some idle pipe mills don’t 
resume production, a readjustment in 
mill schedules appears the only way 
more seamless tubing can be made 
available. 

he industry committee members 
told NPA that one of the major prob- 
lems would be solved if it could re- 
ceive its steel allotments sufficiently 
in advance of the quarter in which 
thev are to be used. 

Ihe industry is operating at only 
50 to 75 percent capacity at present. 
Numerous orders for pipe fabrication 
must be rejected because of the uncer 
tainty of procuring materials from 
steel mills. Many fabricators are run- 
ning six months behind schedule on 
the orders they have. 


Brush Manufacturers 
Ask Tighter Contols 


Paint and varnish brush manufac- 
turers have asked NPA to tighten up 
the provisions of Order M-18 to assure 
better compliance and to conserve 
China bristles. 

I'he order limits inventories of pigs’ 
bristles and bristle products and gov 
erns their processing for manufacture. 
It also provides for simplification and 
standardization of bristle brushes and 
limits exports 

Under it, bristles longer than 2% in. 
for painters’ brushes are prohibited 
except on DO-rated orders. Industry 
spokesmen urged that DO-rated orders 
be required for brushes made of any 
length of China bristk 

They proposed that NPA require 
that brushes made of China bristles 
24 in. and longer and those of non- 
China bristle longer than 2% in. be 
composed of 70 percent of bristles by 
weight and 30 percent of filling ma- 
terial other than bristles. ‘The 70-30 
percentage 1S required at present in 
painters’ brushes composed of either 
China or non-China bristles longer 
than 2% in 

The industry committee reported 
that some unscrupulous manufactur- 
ers are wilfully circumventing provi 
sions of Order M-18. The violators, 
it was charged, offer brushes in un- 





limited quantities and sizes, pur 
portedly made of China _ bristles, 
without DO-rated orders 

The committee said it may be 
necessary to control the sale of brushes 
it the distributors’ level 

Members cited the importation of 
foreign made brushes as a threat to 
domestic manufacturers 

Ihev recommended that NPA re- 
quire DO-rated orders for foreign 
made as well as domestic brushes 
manufactured of China bristles. Im 
ports of China bristles were halted 
bv the Treasury Department February 

1952, for four months 

Raymond M. Brown, of NPA’s 
Consumer Durable Goods Div., pre 
ided. The following industry com- 
mittee members attended: Harry 
Schulman (Baker Brush), FE. B. Prin 
dle (Devoe & Reynolds), Edward 
Edelson (Edy Brush), Franklin G. 
Maxwell (Elder & Jenks), Alfred J. 
Pirone (Elgin Brush), E. J. Schmidt 
Gerts, Lumbard), Philip H. Thayer 
(Hanlon & Goodman), Douglas K. 
Rose (Paint Brush), J. H. Herov, Jr., 
Pittsburgh Plate Glass), Elwood M. 
Jones, Jr. (Rubberset), Isidor A. Rubin 
Rubico Brush Mfg.), E. Vines (Star 
Brush Mfg.), and Stanlev R. Welty 
Wooster Brush). 


Enough Steel In Sight 
For Plant Expansions 


Enough materials have been al 
lotted to complete all of the country’s 
industrial expansion and commercial 
building projects already started, NPA 
announced recently 

Allotments of structural stcel have 
been adjusted for the second quarter, 
1952, by taking full advantage of the 
new “time phasing” program for 
direct defense production by the mili 
tary. Steel has been taken out of 
reserves and out of an amount made 
available by rescreening military 
needs 

“While the structural steel situa 
tion is still tight for the present and 
the immediate future, there are defi 
nite indications that it will ease later 
this vear, NPA Administrator Henry 


H. Fowler explained. He said that 


new starts have been approved for 
646 religious, municipal, and com 
munity building projects to be erected 
from allotments to begin in July 

In the first quarter 1952, allot 
ments only provided for projects 20 
percent or more complete. Now NPA 
has announced 186 commercial proj 
ects which have been authorized to go 
ahead until completed 

Adjusted second quarter allotments 


total 284,972 tons. Of this, 267,775 | 
tons is for industrial expansion and | 


the rest for commercial construction 


this proven 
rope promotion 
idea 

pays off! 


SOARS ROPE SALES 


and 


SAVES YOU TIME 


New Bedford’s high quality remains the 
same—And now, in addition, it’s the easiest 
to handle, the most convenient way to sell, 
the better package . . . 


AT NO EXTRA COST 


Pre-Measured New Bedford Rope in the exclusive 
Self-Dispensing Cartons sets sales records wherever 
dealers stock it. NOW—we want YOU to know 
how fast it sells—how factory-pre-measured rope 
gives you the jump on all competition—how New 
Bedford ends the headaches of double-inventories NEW BEDFORD 
—lets you sell every inch from full and half unit 
coil cartons containing 3/16” up to and including 
3, dia. rope. You satisfy customers as you have 
never been able to do before—have them coming 
back for more. 


Just Send A Trial Order For A Carton To New Bedford. Either Manila Or Sisal. 
Display The Compact Colorful Cartons On Your Main Floor. Tell Customers 
How New Bedford Rope Is Factory-Pre-Measured In Accurate 10-foot Lengths 
—Assures Their Getting Exactly The Quantity Of Rope They Order. TIE UP 
WITH NEW BEDFORD AND YOU'RE TIED UP WITH NEW PROFITS! 


seeeecces, 


save | petamese camees sonra 
TRIAL ORDER . 


10 () Rush me full details on New Bedford's Better Way 


() Please send me introductory trial order: Manila () Sisol 1) 
NEW BEDFORD 
R 
TODAY! = 


Size | 


My Nome 





Company. 





Address 
hem c wwe wee ec emewencceeeeeeeeeseeseeeseccecccecscececesés ée' 


NEW BEDFORD CORDAGE CO., NEW BEDFORD, MASS. 
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© STERILE 


EVERYONE OF YOUR CUSTOMERS IS A PROSPECT FOR 


WIPING 
CLOTHS 


© SOFT © DURABLE 


THESE INDUSTRIAL WIPING CLOTHS . one 


SANATEX San Forene Processed Wiping Cloths are carefully 


selected. washed. and sterilized .. . 


they are free of hard cuffs. 


collars and seams. The SANATEX Packaged Line of Wiping 


Cloths is sealed in sanitary, germproof. 


dustproof 


cartons attractively labeled and stating exact de- 
scription of contents. You can build a fine profitable 
business supplying the right wiping cloth for indi- 


vidual jobs. Get all information now 
on this moneymaking line which gives 
you repeat business over and over again. 


individual Labels to jobbers read — 
SANATEX Wiping Cloths ex 
packed and prepared for 

ut address 


SANATEX CORP. 


2321 N. Wolcott Avenue 
Chicago 14, Illinois 


Manufacturers representatives wanted—some territories open. 








Saletx 


Pertect Alignment not only 
before but after application. 


THE BELT HOOKS 


WITH THE 


There is no substitute for Safety 
Belt-Lacing because the paten- 
ted Safety binder bars not only 
hold each hook in perfect align- 
ment (both before and after ap- 
plication) but also cover and pro- 
tect belt ends, prevent fraying 
and assure long life. It's the all 
purpose belt-lacing, too. It can 
be applied in factories and 


shops not only with shop lacers but also in the field with the 
pocket Tu-Way Lacer and a hammer. 


Write for Catalog Sheets 
SAFETY BELT-LACER CO. 


5388 N. Menard Ave. 


Chicago 30, U. S. A. 
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Supply of Wheelbarrows 
Enough for Present Need 


Essential military, industnal, and 
commercial requirements for wheel 
barrows are being met, but the indus 
try needs an increased steel allotment 
to offset the seasonal increase in de 
mand, representatives of the industry 
told NPA recently 

Members of the Industry Advisory 
Committce said 85 percent of their 
production is in industrial and com 
mercial type wheclbarrows. Based on 
the current rate of production, order 
backlogs average two months, thev 1 
ported, with one member. reporting a 
delay of 34 months on new orders. 

The manufacturers said they were 
having difficulty obtaining malleable 
iron castings, bearings, bolts, and cot 
ter pins 

They said a simplification order 
would be unnecessary because most 
manufacturers have already simplified 
their product to the maximum extent. 
NPA told the committee that no limi 
tation order on wheclbarrows is 
planned at this time 

Angelo N. Berbatis, of NPA’s Gen 
eral Components Div., presided at the 
mecting Industry representatives 
were: G. §. Achor (Buch Mfg.), R. T. 
Faucette, Jr. (Chattanooga Wheel 
barrow), O. W. Stevenson (General 
Wheelbarrow), Donald N. Shuler 
(Jackson Mfg.), Herbert H. Daisley 
Phillips Doup & Co.), F. A. McClean 
Slusser-MecClean Scraper), John T 
Hegner (Sterling Wheelbarrow), and 
C. R. Jeffries (Garlinghouse Bros.). 


Aluminum Roofing Makers 
Ask Separate Allotments 


The aluminum siding and roofing 
industry committee has asked NPA to 
make a distinction between products 
for farm and industrial use and those 
for residential construction in future 
allotments 

For the second quarter, 1952, the 
industry was allotted 25 percent of 
its base-period usage of aluminum, 
while some building materials items 


, considered less deferable were allotted 


35 percent. Industry spokesmen said 
the need for aluminum roofing and 
siding for farm buildings was urgent, 
and asked the highest priority categor 
for this use. 

Allotments to the entire roofing and 
siding industry for the second quarter, 
1952, will amount to about 9 million 
Ibs., compared to 6.7 million Ibs. for 
the first quarter. 

The committee asked that the base 
period be changed from the first 6 
months of 1951 to the 5-vear period, 
1946-1950. Members said that the 
present base periods represents the 





lowest production period of the in 
austry 

The possibility of substituting alu 
minum-painted sheet steel for alu- 


minum in roofing and siding was | 


discussed. An NPA official reported 
that in one plant an aluminum- 
painted sheet steel roof had been in 
place since 1947 and is still in good 
condition, but several committee 
members expressed doubt that the 
steel product could compare with 
aluminum for corrosion-resistant quali 
ties 

For future aluminum supply, NPA 
reported, new production is coming 
in steadily but there are many claim 
ants for it and some time will elapse 
before allotments to civilian users can 
be increased substantially 

John L. Haynes, director of NPA’s 
Building Materials Div., presided. 
The following members of the Indus 
try Advisory Committee attended: 
Harvev L. Smith, Jr., (Aluminum Co. 
of Amenica), S§. V. Carson (Aluminum 
Products), A. Cheney (Cheney Indus- 
tries), R. A. Childers (Childers Mfg.), 
_ I Coulson I ureka Metals Sup- 
ply), Carl V. Amussen (Western 
Aluminum), G. F. Palmer (Kaiser 
Aluminum & Chemical Sales), Wil- 
liam G. Hume (New Holland Metals), 
Edward C. Manix (Nichols Wire & 
Aluminum), Robert M. Woods (Rey- 
nolds Metal), and David F. Scales 
Southern States Iron Roofing). 


Storage Battery Makers 
Call Order “Unrealistic” 


Calling Order M-93 “unrealistic,” 
storage battery manufacturers have 
isked NPA to amend it on seven 
counts 

The order limits the production of 
certain types of storage batteries. In- 
dustry spokesmen said it would ulti- 
mately defeat the purpose for which 
it was issued, the conservation of lead. 

They recommended that: (1) the 
word “group” be substituted for the 
word “type” where it appears in the 
order as describing a classification of 
an automotive storage battery; (2) 
the effective date of the order be 
changed to July 1, 1952; (3) to estab 
lish 1952 quotas for replacement bat 
teries, NPA use the quarterly quota 
svstem of WPB order L-180, August 
31, 1944, and use 1947 production 
as the base period for 1952 produc- 
tion quotas; (4) M-93 be amended so 
that it will not apply to batteries for 
the military or for original equip- 
ment; (5) quantity limitations in 
Section 4 of M-93 be deleted; (6) a 
lower aperture rate ampere hour and 
specific gravity level be allowed for 
original equipment tractor batteries; 
and (7) NPA suspend M-93_ until 


the Distributors V-DRIVE LINE with every 


PROFIT MAKING ADVANTAGE 


SHEAVES 


é 
yx BROWNING FHP SHEAVES 
with split taper bushings 


Any bushing fits any sheave 
100 stock sheave sizes 
18 stock bushing bores 


1800 diameter, groove & bore 
combinations 


Easy to mount—easy to remove 


THis complete V-Drive line af- 

fords distributors a source that 
has a particular appeal to buyers. 
Here is the quality, the types and 
sizes, the service dependability 
that gets wide approval. Here is 
sales and factory cooperation for 
you that has special value. Here is 
the line that has been doing a 


a sales job and a performance job 











over the years—it’s the line with 


every profit making advantage. 


WRITE 


FULL PARTICULARS 


BROWNING MANUFACTURING CO 
1951 BROWNING DRIVE 
MAYSVILLE, KENTUCKY 


INDUSTRIAL DISTRIBUTION © APRIL, 1952 








FIRST CHOICE FOR INDUSTRIAL MAINTENANCE 


® tA , | . 
Stiff Ears. Connot 
, pull together ot 


top when tightened 
Ears also form per- 


HEAVY fect nut lock. 
WROUGHT Heavy 2 to 
BRASS engoge vise jows, 


ape clamp to 


HOSE —— 
CLAMPS 3 


Tongue runs in 
chonnel holding it 
close to hose and 
moking a uniform 
grip. 

Pliable in band por- 
tion, grips tight 
and con be opened 


up, removed and 
used over again. 


Never Ruat- 
Make Hose Last Longer 


a 

/ 
ASK YOUR INDUSTRIAL BATTLE CREEK, MICH. 
DISTRIBUTOR OR WRITE 


INDUSTRIAL BRASS FITTINGS 


GROUND & 
POLISHED 
SEATS 
REQUIRE 
NO 
PACKING! 


e 
2 the original 
I} hot forged ste! Unions 
are made by 
w & be 4 
UNION specialists. 


see the complete line... write for Catalog 11 
a type for every use. all temperatures, all pressures! 


CATAWISSA VALVE & FITTINGS CO. 
Ri SE A300 iLL ST. CATAWISSA, PENNA. 
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such time as it may be amended pend- 
ing further study. 

NPA reported that the lead situa- 
tion is improving with more supplies 


becoming available from foreign 
sources, but warned that there is no 
guarantee this will continue. Sulfuric 
acid supplies should be sufficient for 
the industrv’s 1952 needs, although 


The 


the supply is short, officials said 
shortage is considered a strictly 
gional onc 

Edwin D. Murray f NPA’s Ele 
trical Equipment Div.. presided 

he following industry committee 

members attended I B. Coile 
American Batter B. Fk. Morris 
Thomas A. Edison), B. B. Steiner 
Cumberland Battery & Mfg.), H. E. 
Nye (Delco Remy Div., General Mo- 
tors), C. H. Munson (Electric Auto 
Lite), R. L. Sommerville (Flectric 
Storage Battery), A. H. Shaffer (Frank 
W. Dillin), FE. T. Foote (Globe 
Union), W. F. Price ( Price Battery), 
and C. H. Allen (Vitalic Batterv). 


Tool Industry Concerned 
By Contract Cancelling 

Cancellations of machine tool con- 
tracts by the Air Force and Great 
Britain have caused grave concern to 
the machine tool industry, which is 
still in the process of expanding pro- 
duction facilities. 

The Machine Tool Industry <Ad- 
visory Committee recently sought as- 
surance in Washington that the 
“stretch out” in the defense effort will 
not result in wholesale withdrawal of 
contracts. 

NPA officials said Air Force cancel- 
lations did not result from a cutback 
in the military program itself, but from 
decreased emphasis on equipment now 
considered obsolete by the Air Force. 
The cancellation of machine tools to 
make aircraft propellers was cited as 
an example. 

Neither basic defense production 
goals nor the extent of the nation’s 
facilities expansion program have been 
iltered, according to NPA. However, 
time required has been stretched out 
for another vear 

Peak production at the rate of about 
$100 million monthly, which will be 
reached this Summer, should continue 
at that rate through 1952 and 1953. 
Many new production programs are 
about to be initiated by the military, 
requiring many new tools, NPA said. 
It was estimated that about one billion 
dollars in new orders will be placed 
this vear for the industry, which has a 
current backlog of $1.3 million in un- 
delivered orders 

The committee reported a general 
easing in the manpower situation, and 
several members said thev had all the 





\ Labor Depart 
said the man 
become local rather 
For machine tool 
located in the Cincinnati 
and Cleveland areas, for exam) a the 
problem most critical, he said 

\ proposed amendment to CMP 
Regulation 6 which would substitute 
a new rating Z-3 for the present rating 
U-4 for procuring machine tools was 
The committee urged NPA 
su onservation order, 
reducing 
or paint n €acn 
standardizing 
ment to 


needed 
resentative 
blem has 
Ty wide 


nd lust 


IN Panes 
I 


liscussec 
to to save 
manpows the amounts 
finished tool and by 
rtain clectrical equip 
and aluminum 


NPA Reviews Program 
For Aluminum Scrap 


Measures te availability of 
aluminum scrap for secondary pro 
ducers were reviewed by NPA recently 
in a meeting with the Aluminum 
Castings Advisory Committec 

Industry spokesmen approved the 
principle otf the NPA directive limit 
ing monthly receipts of scrap by 
smelters to 110 percent of their aver 
age monthly shipments, on a recover 
able aluminum content basis, during 
the first S months of 1950. Smelters 
produce utilized by 
the foundn in making cast 
ings 

NPA stressed that the directive is 
not intended to provide an allocation 
of any primary or secondary aluminum 
pig or ingot aimed only at 
limiting receipts of aluminum produc 
tion materials. If it does not succeed 
in bringing the aluminum scrap sup 
ply under more effective control, it 
may become necessary to allocate this 
material directly, officials said. 

Industry spokesmen reported that 
during months increasingly 
large poundages of scrap appear to 
have been received by smaller smelt 
ers. ‘They attributed this to the ceil- 
ing price differential between scrap 
ondary ingot, and urged 
prompt correction of the situation by 
the Office of Price Stabilization. 

Timothy A. Lynch, director of 
NPA’s Aluminum & Magnesium Div., 
presided. Industry committec 
bers attending were: A. C 
\luminum Company of America), 
B. D. Claffes Acme Aluminum 
Allovs), R. J. Roshirt (Bohn Alumi- 
num & Brass), Jake Dee (Dee Brass 
lFoundrn I J. Koegler (Doehler 
Jarvis), Thomas E. Coleman (Madi- 
son-Kipp), Kenneth A. Digney (Ober 
dorfer Foundries), FE. G. Fahlman 
Permold), Leon A. Pankratz (Quality 
Aluminum Casting), and J. Scott Par- 
rish, Jr. (Richmond Foundry & Mfg 
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V DAMPEN NOISE 


Vv ABSORB 


VIBRATION 
with 


UNIVERSAL 
VIBRATION CONNECTORS 


eo 


= 
} 


V 


Send us your 
problem for 


us 


recommenda- 
tions. Ask for 
Catalog U-101 
for your file 


Conditions of noise and vibration 
transmission ore greatly relieved 
by these Universal Connectors, 
designed specially for that purpose 
These connectors have long proved 
out where machinery, pump ond 
compressor noises annoyingly trans- 
mit through the system 

Available 


with female or mole sweat-fittings 


in standord lengths 
for attaching to copper tube lines— 
or with solid mole NPT threads for 
coupling to threaded pipes. 


UNIVERSAL METAL HOSE CO. 


2163 SOUTH KEDZIE AVENUE 





Do You Need 
“PULL? 


No, we are not selling influence, but 
the “pull” we have is just as effective 
in overcoming obstacles. It multiplies 
your own strength many times, so the 
More Power Puller may be just the 
“pull” you need. 


The More Power Puller is compact. 
rugged, dependable and has no equal 
for tough jobs. Easily carried and 
operated by one man. 


DISTRIBUTOR AND 
DEALER OPENINGS 


Equipped with 20, 30, and 
40 feet of cable 


LIST PRICE 
$27.75 to 
$33.80 
F.0.B. Factory 








7e WYETH-SCOTT CO. 


NEWARK, OHIO 
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. CHICAGO 23, ILLINOIS 


ALL YOUR ACCOUNTS NEED 
Long-lasting metal 








, LABEL and , 
CARD HOLDERS 








For shelf, bin, box, bench, drawer, 
locker and file identification 


We can supply a COMPLETE 
RANGE OF STANDARD AND 
SPECIAL SIZES & SHAPES 
FAST . . . PROFITABLY 


@ Extra volume sales every call 
@ Fast delivery 

@ No stock problem 

@ No investment 

@ W-I-D-E market 


SEND FOR FREE SAMPLES, PRICE LIST 


TODAY! 


CHICAGO CARD HOLDER CO. 


P.O. Box 217 

















MACHINE TOOL 
ACCESSORIES 


Synonymous with 
Distributor Service 


This line of set up T-bolts and acces 

ries has been serving distributors’ cus 
tomers year after year with distinction 
and satistaction Universal acceptanc« 
among users for ZIP products makes them 
a profitable line to handle it will poy 
you, too, to come to Seltzer for your cus 
tomer’s requirements on T-slot bolts and 
accessories 


GEO. H. SELTZER & CO. 
DREXEL HILL, PA. 





Stainless Steel 
@ BOLTS 

SCREWS ¥ 
NUTS 

"WASHERS @ 


A Complete Line 
Available from Stock 


STAINLESS STEEL 
BOLTS SCREWS NUTS 


Machine Machine Hexagon 
Carnage for-T) Square 
Lag Weod Wing 


WASHERS 
All Types RIVETS 
All Types waa 


All Types 
Available also in Monel. Alumi ce) 
num, Everdur, Naval Bro nze and 
Alloy Steels 
We are prepared iT) 2 


needs for “Spec ials 
prints o ecificati 


if WG ee 


SCREW & BOLT CORP. 


135 Church St New York 7, N.Y 
co 70675 





Index to Advertisers 





A 


Abrasive Products. inc 

Advance Car Mover Co 

Ahiberg Bearing Compony 

Au Express Div. of the Roilway Ex 
press Agency 

Airborne Accessories Corp 

Albertson & Co 

Alenite 

Allegheny-Ludium Steel Corp 

Allen Co., Inc., 

Allen Mfg. Co, W. D 

Allen M Co 

Allied Radio Corp 

Allmetal Screw Products Co, inc 

American Chain Div. of Amer.can 
Chain & Cable Co, Inc 

American Chain & Cable Co 


Inc 143, 204, 251, Back Cover 
37 


American Hoist & Derrick Co 

American Sow & Mfg. Co 

American Smelting & Refining Co 

Apco Mossberg Co 

Appleton-Atias Cor Mover Corp 

Armstrong-Blum Mfg. Co 

Armstrong-Bray Co 

Armstrong Bros. Tool Co 

Atlas Press Co 

Automatic Steel Products, inc 
Mercury Clutch Division 


Baimor Corp 

Barres Co, inc WO 
Bassick Co 

Bay State Tap & Die Co 

Beall Tool Div. (Hubbard & Co 
Beaver Pipe Tools, Inc 


126 
256 
276 
34 
206 
259 
5 


764 


Inside Front Cover 


Belmont Packing & Rubber Co 

Besly-Welles Corp 

Bethichem Steel Co 

Billings & Spencer Co 

Black & Decker Mfg. Co 

Blackhawk Mf Co 

Bond Foundry Machine Co 

Boston Woven Hose & Rubber Co 

Breeze Corporations, Inc 

Brighton Screw & Mfg. Co 

Brown & Sharpe Mtg. Co 

Browning erecta ray | Co 

Brunner Manufacturing 

Buckingham Mfg. Co., Inc 

Buda Compony 

Buffalo Bolt Co, Division 
Buftalo-Eclipse Corporation 

Buffalo Fire Appliance Corp 

Buffalo Weaving & Belting Co 

Bunting Brass & Bronze Co 

Butcher & Hart Mfg. Co 

Butterfield Div. of Union Twist 
Drill Co 


Calder Mfg. Co 
Campbell —. Ce 
Capewell Mfg. Co 
Capitol Mfg. & Supply Co 
Carboloy Company, inc 
Carborundum — 
Card ye 
Union Twist brit ce 
Carey Mfg. Co, Philip, The 
Carson-Newton Co 
Catawissa Valve & Fittings Co 
Century Electric Co 
Chain Belt Co 
Champion De Arment Tool Co 
Champion Lamp Works 
Chelsea Fan & Blower Co., Inc 
Chester Hoist Div, National Screw 
& Mfg. Co 
Chen" Card Holder Company 
Chicago Rawhide Mig ° 
Chicago Saw Works, Inc 
Chicago Screw Co 
Chicago Wheel & Mfg. Co 
Clark Bros. Bolt Co 
Clements Mfg. Co 
Clemson Bros., Inc 
Cleveland Cap Screw Co 
cleveland Twist Drill Co., 
Clipper Belt Lacer Co 
Cofting Hoist Co 
Collis Co, The 
Conco Engineering Works 
Congress Drives Division, 
Corp 
Construction Machinery Co 
Cooper Alloy Foundry Co 
Crayton Co 
Cullman Wheel Co 
Cushman Chuck Co, The 


Div 


INDUSTRIAL DISTRIBUTION © APRIL, 1952 


Darnell Corp., 
Dart Union Company 
Dayton Rubber Mfg Co. The 
Dayton Safety Ladder Co 
Delta Power Tool ~— Rock 
well Manufacturia 
Desmond. Stephan wig Co 
Dick Co, Inc., 
Disston & Sons, — % ~o 
Dixie Leather Corp 
Dixon Valve & Coupling Co 
Dodge Manufacturing Corp 
Donnelley & Sons Co, RR 
Dumore Company 
du Pont de Nemours 
Inc. Et 
Durkee-Atwood Co 


Embury Mfg. Co 


Factory Management & Maint 
nance 54-55 

Fatnir Bearing Company, The 139 

Federated Metals Div. of American 
Smeiting & Refining Co 70 

Ferry Cap & Set Screw Co 

Flexible Steel Lacing Co 

Flexoid Conveyor Co 

Flexonics Corp 

Foote Bros. Gear & Mach Corp 

Foredom Electric Co 

Ft. Worth Stect & Mach Co 


Gem Mfg. Corp 
General Electric Co 


Goodyear Tire & Rubber 


Inc 
Gorham Tool Co 
Goulds Pumps, Inc 
Graton & Knight Co 
Graymills Co 
Greenlee Tool Co 
Gries Reproducer Corp 


H 


Harnischfeger Corp 

Harrington Co., The 

Harris & Co., Arthur 

Harrisburg Steel Corp 

Hays Mfg. Co 

Hein-Werner Corp 

Heller Brothers Co 

Hewitt Rubber Division of Hewitt- 
Robins, Inc 

Holo-Krome Screw Corp 

Hoover Co, The Kingston Conley 
Division 


Imperial Brass Mfg Co 149 
independent Pneumatic Tool Co 163 
Indionapolis Brush & Broom Mfg 

Co 190 
Industrial Distribution 212 


Jackson Mfg. Co 
Jefferson Union Co 
Jenkins Bros 
Johns-Manville 


K 


Kalamazoo Tank & Silo Company ae 
Keasbey & Mattison Co 45 
ee, Co., 0.C 

Kenco, Inc. 

Kennedy Valve Mfg. Co., The 

Kester Solder Co 

Key Compan 

Keystone Labeicsttinn Co 

Klein & Sons, Mathias 








Index to Advertisers 





Laminated Shim Co., Inc 
Lamson & Sessions Co. The 
Loughlin Co., Thomas 
Link-Belt Co 

Logan Engineering Co 
Lovejoy Flexible Cousin Co 
Lufkin Rule Co 
Lunkenheimer Co 

Lyon Metal Products, Inc 


Magor Cor Corp 186 
Mall Tool Co 190 
Manhatton Rubber Div , Raybestos 

Manhatten, Inc 
Manning, Maxwell & Moore, Inc 

202, 263 

Marsh Corp., P 239 
Master Lock Company 24 
Mechanical Goods Div., U.S. Rubber 

Company ! 
Medart Co., The 146 
Mercury Clutch Div Automatic 

Steel Products, Inc 264 
Merrill Bros 255 
Millers Falls Co 46 
Milwaukee Brush Mfg. Co, The 62 
Minnesota Mining & Mfg. Co._170-171 
Morgan Vise Co 268 
Morse Chain Co 12 
Morse Twist Drill & Machine Co 44 
Mortell Company, J. W 272 
Mulconroy Co 222 


N 


National Air Sander, Inc 
Notional Twist Drill & Tool Co 
New Bedford Cordage Co 
Nicholson File Co 

North Bros. Mfg. Co 

Norton Company 


° 


Ohio Brass Company 
Ohio Injector Co 
Osborn Mfg. Co., The 
Oster Mfg. Co., The 
Ottemiller Co, Wm. H 
Owatonna Tool Co 


Parker Co, Charles 

Parker-Kalon Corp 

Peoria Malleable Castings Co 

Pheoll Mfg 

Portable Electric Tools. Inc 

Porter-Cable Machine Co 

Porter, Inc. H. K 

Powell Co, Wm 63 

Prentiss Vise Div. of the Charles 
Parker Co 214 

Proto Tools, inc 

Punch-Lok Company 

Putman Tool Co 

Pyrene Mfg. Co 


Q 


Quaker Rubber Corp. Div. of 
K. Porter Co., Inc 141 


R-P & C. Valve Div. of American 
Chain & Cable Co., Inc. Back Cover 
Rawiplug Co., Inc 145 

Raybestos-Monhatten, inc., Man- 
hattan Rubber Division 47 
Packing Division 7 253 
° 208 
Pp 261 

Republic Rubber Div., Lee Rubber 

ire Corp 

Republic Steel Corp 197 
Ridge Tool Co., The 158-159 
Robert Mfg. Co 214 
Roberts Rubber Co., Weldon 181 
Round Chain Companies 138 
Round & Son, David 270 


Royersford Foundry & Mach. Co 260 
Ruby Chemical Co 276 
Russell, Burdsoll & Ward Bolt & 
Nut Co 187 
Rust-Oleum Corp 131 


Safety Belt Lacer Co 

Safety Socket Screw Co 

Senotex Corp 

Selistrom Mfg. Co 

Seltzer & Company, Geo H 

Sewall Mfg. Co 8 

Shaw-Box Crane & Hoist Div 
Manning, Maxwell & Moore 


Sheldon Machine Co. Inc 

Sherman Mfg. Co. H. B 

Simonds Abrasive Co 

Simonds Sow & Steel Co 

SKF Industries, Inc 

Spang-Chalfant 

Spartan Saw Works, Inc 

Speedway Mfg. Co 

Sprout, Waldron & Co 

Stainless Screw & Bolt Co 

Standard Pressed Steel Co 

Standard Tool Co 

Stanley Electric Tool Div 

Stanley Tools 2 
Starrett Co. L. S$ Inside Back Cover 
Stewart-Warner Corp 15 
Strand & Co, NA 279 
Strong, Carlisle & Hammond Co 263 
Super Tool Co 205 
Swift Lubricator Co, Inc 272 


Taylor Chain Co, S&S G 285 
Templeton, Kenly & Co 74 
Thermoid Co 217 
Thompson & Son Co, Henry G 257 
Threadwell Tap & Die Co 4 


U 


Union Twist Drill Co 73 
United Stotes Rubber Co, Mechan 

ical Goods Div 195 
Universal Metal Hose C 295 
Upson-Walton Co The 30 


Vv 


Van Cleef Bros, inc 

Velocity Power Tool C 26 

Victor Bolata & Textile Belting 
280 


Co 
Viking Pump Co 
Vincent Steel Process Co 
Vogt Machine Co. Inc, Henry 


w 


Walker-Turner Div Kearney 
Trecker Corp 
Weatherhead Company, The 
Weinberg & McKee, Ind 
Wells Mfg. Corp 
Wendt-Sonis Co 
Westinghouse Electric Corp 
Division 
Whitney Mfg. Co. WA 
Willey’s Carbide Tool Co 
Williams, D ° 
Wilton Tool Mfg. Co 
Winter Bros. Co 
Wire Rope Sling Dept. of American 
Chain & Cable Co, Inc 251 
Wisconsin Cuneo Press, Inc 
282, 284, 286 
Wiss & Sons Co, J 243 
Witt Cornice Co, The 176 
Wood's Sons Co., T. B 
Worthington Pump & Machy 


Corp. 185 
Wright-Hoist Division of American 


Chain & Cable Co, Inc 143 
Wyeth-Scott Co 293 


Xcelite, Inc 


Yale & Towne Mfg. Co, The 
Yarnoll Waring Co 


INDUSTRIAL DISTRIBUTION © APRIL, 1952 


Cleans, Smooths, Polishes 
Electrically... 


work, this light, beautifully balanced, 
orbital-motion, SpeedSander is rapidly 
becoming a standard home appliance 
e With its powerful electric motor and all- 
: ball-bearing construction, anyone can 
\ easily re-surface and refinish furniture, 
woodwork, metal surfaces or walls. It 
will quickly remove old paint, stain, of 
enamel down to the bare wood or metal, will sand 
paper to a “‘piano finish’, remove rust and corrosion 
or ‘feather edge 2 scraped fender. It will burnish 
pots and pans or with lambs wool bonnet delicately 
polish fine furniture. It makes tedious, tiresome 
jobs fun—saves hands’ In design, convenience an 
efficiency it is today’s finest sander regardless of 


price 


ay WRITE FOR 
io Oe Beene) 
/ 
Sp MANUFACTURING CO. 


1832 So. 52nd Ave., Cicero 50, Illinois 


‘ rf Designed for industry, for professional 
ays 


’ 
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Punches Punches 
Channel \ Angle tron 
tron 214" x 214" 
212" Flange nV" 
by 44" Web 


W. A. WHITNEY 


No. 91 Bench Punch 











Powerful Capacity 
Simple Construction 
Fine Balance 


This is the mest powerful Punch of the W. A 
Whitney line. Narrow bolster plate is used with 
Angle iron or Channel tron and all holes up to and 
including *%* round. Special shapes and sizes at 
stight extra cost. Complete tool includes | round 
punch and die—any size to 9/16" and | bolster 
plate. Jaw is flame cut from 2',” thick plate—ali 
other parts drop-forged 


© Send for new catalog which shows 
complete W. A. Whitney line 


W. A. Whitney Mfg. Co. 


636 Race St. Rockford, Ill. 
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... these Carey products 

go together on job after job... , 

sell them as a package... and these CAREY offices 
* reduce costs, increase profits! pe are as close as 


your telephone 


Pipe Coverings Super-Light 85%, Magnesia Precision Molded blocks 

and sections _Tempchex Hi-Temp 19 Asbestos Air Cell 

Wool Felt and other quality insulating materials for 
high and low temperatures ATLANTA ....... LAmar 5451 
BOSTON . CHarlestown 2-1725 
Asbestos Paper— For wrapping hot a‘: furnace pipes making gaskets, CHICAGO .. ++. DEarborn 2-4775 
filters and discs. CINCINNATI. 0... POplar 1323 
CLEVELAND. .......HEnderson 1-6500 
Asbestos Millboard or fire screens, partitions, range lining, radiator re- DALLAS..... LOgan 5261 
cesses wherever heat-resistant, fire-resistant material Seraett TRinity 5-4680 
is required INDIANAPOLIS... Riley 7332 
LOS ANGELES... Richmond 5207 
MW-50 Insulation Cement The leading monolithic cement. Maximum insula- ran secon tte 
PHILADELPHIA BAldwin 9-6430 
PITTSBURGH GRant 1-7490 
ST. Louis NEwstead 1930 
SAN FRANCISCO SUtter 1-4580 
SEATTLE SEneca 2351 
WASHINGTON, D. C. OVerlook 2300 


tion value; toughness, hardness and excellent sticking 
properties. Most efficient for large area construction 
recommended for maintenance of insulated surfaces. 
Easily and quickly applied 


Asbestos Insulation Cements for al! types of heat insulation jobs... from 


pointing up fittings to final surfacing insulation. Special 
types for specific requirements 


es, boilers and flue pipes—for setting or patching FREE! New Carey reference list for 
t t cementing nts and cracks exposed to asphalt, asbestos and magnesia products 


F. and specifications, including Army, Navy 
’ MIL, Federal, ASTM. Clip and mail cou- 

‘ | 
pon for your valuable FREE copy today 

at soak up oil, grease, 


help maintain safety underfoot. 


Asbestos Furnace Cement Developed especially for mounting furnaces, 


The Philip Carey Mfg. Company 

Lockland, Cincinnati 15, Ohio 

Department 1D-4 

Gentlemen: Please rush my free copy of the Carey Reference 
Manval for Asphalt, Asbestos and Magnesia Products. 


NAME 


ADDRESS 


ae she The Philip Carey Mfg. Company, Lockland, Cincinnati 15, Ohio 
SR resigns eet oa ieee aap Ect In Canada: The Philip Carey Co., Ltd., 277 Duke St., Montreal, 3 P. Q. 


296 INDUSTRIAL DISTRIBUTION © APRIL, 1952 





THE BEST! 


HACKSAWS Bug THE Best; 


- 
vee enor 


oY 
Starrett 2. 


rretts BAND SAWS Starrett at 1Gnoune 


SCE ve80 


re MONEY 
OVER 190 sizes ; 
MET ALL REQU) 


curt FASTER * 
LAST LONGER 
Cutting 
Power 
Hend or . 
se -e Tungsten 19-41 Herd and 
eee 
> ee 
SM” Molyodens 
wer Wie wer 
ee High Speed See 


3 
¢ High Soeed Se# vs 
. 
Hand and Power 


Hacksew Flexible Beck 
Seanderd Hend Heckvows 
© Sur p 


Hed 
Semi-Flex o as 


BAND sAWS 
—_— 
f 
4 
nce 
P pERFORMA 
— sna MAXIMUM ECONOMY 


Etc 
Bard 


ics. 

For Meteo! Wood, Plast 
Ss Cutins 
tdee Flexible Beck Mets 7 

@ Had 

Saws 
e “Sie 
Tem: 

© Spans 
@ Wood Cutts Band Sew 


Tooth” Mets! Cutting Bend Sews 
o 


per Metal Cutting Bond Sews 


pe A 
—_——— a 4 Sex Ow Complete Ougioy 
sanetl ma CxSAWS AND 


STARR 
ATURE 
pisTRIBUTOR'S SIGN 


SAVE LABOR 
N THREE Types 7 
REMENTS 


= Sore ond See >, . Veet re tee ane tee Oe 
De Commtote Meat sam Ona 


THE Best: 


th Starrett HACKSAWS 
Starrett cn seam 


Visit Owe Stow 


ALWAYS COFEND Aw 1 ome Sete 


SAVE Time 
To 


ae 


‘Starrett TOOLS 





BAND SAWS 


LAST LONGER 


cutting oll meterisls 


ee 


Vielt Our Store See Der Complete Dispiey of 5 


=) Bay StOETO 





- irrert 


0 Display of STARRETT TOOLS 


p 10 and See ( 
ARRET 
No BANO as ET) HACKSAW 


DISTRIBUTOR 


Here is an easy, time-saving way 
to do low-cost local advertising 


Successful distributors know “It Pays To Advertise” 
They know that advertising in the newspapers and 
other publications read by their customers pays off in 
increased sales and profit. 

As part of its Distributor Sales Promotion Plan, 
Starrett offers a complete advertising “‘mat” service. 
Designed and tested by marketing experts to insure 
excellent returns, complete and ready to run to save 
your time, these ad mats are available in a wide variety 
of standard newspaper space units and feature popular, 
fast-selling items from the Starrett lines. 

There is no charge for Starrett advertising mats. The 


service is offered free to distributors. Used in your 


SINCE 1880 
WORLD’S GREATEST TOOLMAKERS 


local advertising — over your signature — they tie in 
with Starrett hard-hitting, hard-selling national ad- 
vertising, help steer more business your way, provide 
an effective and economical way to increase your sales. 
Ask the Starrett salesman about the Starrett Mat Serv- 
ice or write for complete information. 


PUT THIS 8-POINT PROGRAM 
TO WORK FOR YOU 

The Starrett Distributor Sales Promotion Plan offers you a 
powerful, profit-building program that includes mat and 
electro service, direct mail, product literaturc, point-of- 
sales displays, remembrance advertising and educational 
aids. Cash in on this valuable service — boost your sales 
and profit by completely identifying your house os a 
Starrett distributor. Get the whole story from the Starrett 
salesman or write for Bulletin 1300 


THE L.S. STARRETT COMPANY: ATHOL, MASS., U.S.A. 





STOCK AND SELL THE COMPLETE LINE 
MECHANICS HAND MEASURING TOOLS AND PRECISION INSTRUMENTS 
DIAL INDICATORS + STEEL TAPES + PRECISION GROUND FLAT STOCK 

HACKSAWS. BAND SAWS and BAND KNIVES 
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Premium Quality 
Features 


® Body, bonnet, yoke, wedge, 
and hand-wheel of this sturdy 
R-PaC Gate Valve are forged 
steel. Wedge is heat-treated. 


Seating surfaces are smoothly 
ground and chromium plated for 
near diamond hardness. Stain- 
less steel swinging gland eye- 
bolts and nuts won’t corrode or 
freeze. Furnishedin ! ,” to 2” sizes. 
Screwed, flanged, or welded end. 


It’s a premium quality valve 
but NOT premium priced. Your 
customers will like the service 
they get from R-PaC Forged 
Steel Gate Valves. Write nearest 
R-PaC office today for details. 


R-P&C VALVE DIVISION 
AMERICAN CHAIN & CABLE 


Reading, Pa., Atlanta, Baltimore, Boston, Chicago, Denver, Detroit, Houston, 
New York, Philadelphia, Pittsburgh, San Francisco, Bridgeport, Conn. 





